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. AND THE NEW CARS SHOW IT! 


It's spring and your new car dealers know it! 


That's why your 

Franchised New Car Dealers 
of (name of city 

are holding 

a gala, springtime 


OPEN 


Hovus=E 


Come 


MAY 7-12 


in for a real, close springtime look at 


new models with advance styling 
new colors and color combinations 
new, rich upholstery fabrics 


And meet t 
care of yourfnew'e 
at your ne i car Ipr’ss, , 


Spring * 
automobile fashion festival 


ng Visits the Showroom— 


menw > 
+ the trained serv 
LY VU 


NAMES OF DEALERS 
AND rrr 
,* ' \ i 


ee 


"Above is one of the suggested advertisements contained in NAQA’s kit on the 


56 Spring Automobile Fashion Festival May 7-12. 
may be run four columns, reduced or enlarged as budget permits. 
Multiple-dealer cooperative use but with copy change can be sponsore 


Page 8.) The 
is planned for 
by individuals. 


(See story, 





; hree Dealer Bills Los 
Ground at Hearing 


By William Ullman 
Washington Correspondent 
ASHINGTON. — The NADA- 
sponsored bill to outlaw new- 
Car bootlegging, through amend- 
Ment of the antitrust laws, reached 
the end of the line in the House 
last week. 

Rep. Arthur G. Klein, New York 

Democrat and chairman of a 

House Commerce subcommittee 
holding hearings on.three auto- 

motive bills, said he considered 
the legislation unnecessary. The 

problem of bootlegging, he said, 
can best be handled within the 
industry. 

A few hours earlier, William F. 
‘Hufstader, General Motors vice- 
President in charge of distribution, 
‘had told the subcommittee that he | 
favored passage of the Williams | 
bill. 


PHAT measure would amend the | 
»™ Federal Trade Commission Act | 


| 


| Inside | 
| ‘Auto News 


Service shenanigans bring 
discredit to dealers. Page 29. 
How first-quarter truck 
output was shared. Page 6. 
There’s nothing to sell but 
service, says Texan. Page 38. 
Two new views of tomor- 
row’s car. Page 4. 

When and where service 
schools will be held in 
coming month. Pages 34-35. 


Latest Detroit auction, Page 6. New- 
ear registrations and prices, Page 
62. Used-car auctions, Page 50. 
Production by makes, 

Page 69. 





to permit reinclusion of antiboot- 
legging clauses in factory-dealer 
selling agreements. 

Klein asked Hufstader if he 
didn’t think exempting one indus“ 
try from the antitrust lawsv6duld 
lead other industries to seek simi- 
lar exemptions. 

Hufstader admitted that might 


(Continued on Page 68, Col. 1) 


Used-Car Stocks 
Slashed by Brisk 
Spring Activity 


By Robert M. Lienert 


Associate Editor — 


Be market activity has dras-| 
tically chopped used-car stocks | 


of franchised dealers, according to 
AUTOMOTIVE News’ estimates. 

As of Apr. 1, the monthly cen- 
sus showed, dealers had a supply 
of unsold used units good for 27.3 
days. Stocks a month earlier had 
been equivalent to 41.9 days of 
selling. 

The potential sell-out period was 
reduced by 35 percent in a month’s 
time. 

This does not mean, of course, 
that the actual number of used cars 
in stock declined 35 percent. 

ed ” ~ 
[PALER had a slightly greater 
number of units on hand on 
Apr. 1 than they did on March 1. 
April’s lower days-supply figure, 
therefore, indicates an increased 
rate of turnover. 

The drop from March to April 
also was noted a year ago, al- 
though the decline then was not 
as extensive as it was this year. 

From 1955’s high point of 39.8 
days’ supply on March 1, the aver- 
age dropped to a 31.9-day supply 


on Apr. 1. A small increase was 
(Continued on Page 4, Col. 1) 
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Stocks of New Cars Dip 
First Time in 6 Months 


By Bob Sheldon 
Associate Editor 

ae a five-month growth to 

record proportions, dealer in- 
ventories of new cars have settled 
gently to 896,077 units, AUTOMOTIVE 
News’ monthly stock census dis- 
closed last week. 

The total, representing an 
across-the-nation count under- 
taken as of Apr. 1, marks only a 
token drop from the March 1 
alltime high of 903,789 (revised). 
In April of last year, dealers had 
643,538 new cars on hand or en- 
route from the factories. 
Although it was bound to come 
because of production cutbacks, the 
decline noted in the current month 
is counterseasonal. It also may be 
highly temporary. 

* * * 
ORMALLY, the spring buildup 
of new-car inventories contin- 
ues without letup through May, 
with the annual downtrend devel- 
oping in June. 

Factory shipments to market 
in April have been stepped up 
over those of March. As stocks 
on hand at dealerships began 
slip, more new cars were f 
nelled into the supply pipg 
As of March 1, cars in 
numbered 63,700; as of # 
they were estimated at 
In other words, at 
of sales, a dealer’s a 
had dropped but 
ventory was rising 


given rate 
al inventory 
potential in- 


state registration offi- 
Week were the targets of 
queries as they fell far be- 
their task of making auto 


“Registrations are the barome- 


“ter of sales. Auto factories look 


to registrations as a guide for 
establishing sales and production 
policies. Venders study them for 
a clue to future business. Dealers 
know all too well what registra- 
tions mean when it comes in de- 
termining percentage of price 
class. 

Because the auto industry serves 
as a vital prop to the economic 


well-being of the nation as a whole, 


| 
| 
| 


| 1956 Pos. 





new-car registrations are consid-| 
ered a yardstick of prosperity. 

* * * | 

But lately, following a year of| 

record new-car sales, registra- 

tions have been making a disap- 


Top Cars 


New-car registrations for two 
months, plus one state for March: 
Make 1955 Pos. 
184,833— 2 
205,540— 1 
106,987— 3 

98,305— 4 
84,116— 5 
74,926— 6 
46,793— 7 
42,086— 8 
24,502— 9 
23,732—10 

18,084—11 

14,587—12 

9,596—13 

4,359—16 

§,222—15 

5,439—14 

2,092—17 


7,168 


1—233,529 
2—187,954 
3— 94,193 
4— 78,308 
5— 75,533 
6— 59,789 
j— 41,664 
8— 32,805 
9— 22,828 
10— 17,017 
11— 15,785 
12— 14,989 
13— 12,290 
14— 6,388 
15— 5,769 
16— 5,601 
17— 1,774 
18— 382 Cont’l 

10,701 Mise. 


Total All Makes 
917,299 938,367 
Further details on Page 62. 


Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Packard 
Hudson 
Imperial 





| unit-a-day 


pointing showing. Questions arise, 
made more acute and urgent by the 
fact that field inventories of new 
cars have touched extreme levels. 

What’s happening? Aren't new 
cars selling? Must dealers start 
retrenching? Should steel mills 
and auto manufacturers prepare 
for a cutback in demand? 

The truth is that 1956 car sales, 
in comparison with those of any 
other*year, have been riding high. 
They simply are not being re- 
flected in registrations. 

Registrations for January and 

ok * a 


the last two months 
to reflect the true 
an estimated 


February 
available—fail 
extent of sales by 
100,000 units. 
* cd +” 
oe enough to throw any in- 
dustry planner for a loss. And 
there is only a handful of insiders 
‘who really understand why and 
when this great and crucial dis- 
parity takes place. 
There are many involved rea- 
sons for the lag in phasing of 
sales and registrations. Paper 


(Continued on Page 4, Col. 1) 
* * * 


Dealers’ Total New-Car Stocks 


7 
7 


{In Field and in 


Transit to Field) 


DONT, 16.07 ca 
WA EESIITI, 03.59 cu 
MAES SNLL TITTY 03209 cn 
MABE SII, 0285 co 


- 


May 1, 1955 


PREVIOUS 


HIGH 


903,789 Cars—March 1, 1956 


763,041 Cars 


RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 


Chrysler, S-P Up Output; 


April Pace Off 


By Martin L. Whitmyer 
Staff Writer 


IGHER production schedules at | 


Chrysler Corp. and Studebaker- 
Packard, with a slight boost -by 
Ford increased car output to an 
estimated 134,018 units last week— 
a 0.5 percent boost over the previ- 
ous week’s 133,250, but some 23.5 
percent under the 175,192 cars 
turned out in the same week a year 
ago. 

Last week’s car output was 
106.7 percent of Automotive 
News’ three-year index, com- 
pared with 106.2 percent com- 
piled the previous week on 133,- 
250 *units. 

Currently producing at a rate of 
26,727 cars a day, the industry is 
expected to turn out an estimated 
561,267 cars during April. That 
would be 2.6 percent below the 
576,298 units manufactured in 
March. 

* om” * 
PRRCOUCTION through Apr. 14 

was running 20.5 percent or 19 
work days behind the same period 
of 1955, when the industry assem- 
bled 2,530,220 cars: The makers 
have produced 2,010,698 to-date this 


Truck output also is expected 
to take a slight dip in April. 
Currently producing at a 4,816- 
rate, the manufac- 


Slightly 


| turers are expected to assemble 
approximately 101,136 units dur- 
ing the month—a 2.8 percent drop 
from the 104,061 trucks turned 
out in March. 


Commercial-car output for the 
year, however, is running 12.1 per- 
cent ahead of the same period of 
1955. 

* ~ * 
| J.ORD Motor Co., with Ford divi- 
sion working its Dearborn as- 
sembly plant on Saturday, turned 
(Continued on Page 69, Col. 3) 


327 Cities OK 
May Car Check 


ASHINGTON. — A new high 

of 1,313 cities have been in- 
vited to take part in National Vehi- 
cle Safety-Check for Communities, 
and 327 cities have already ac- 
cepted, according to M. R. Darling- 
ton jr., managing director of the 
Inter-Industry Highway Safety 
Committee. 

Participating cities will set up 
check lanes on city streets during 
May, giving motorists the opportu- 
nity to receive free 10-point safety 
checks of vehicles, 

Darlington said that at the same 
time last year, 606 cities had been 
|invited and 225 had accepted: 
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Demoralized Trade Conditions a Factor .. . 





N. Y. Dealers Express 
Contrary Union Views 


By Joseph M. Callahan 
Staff Writer 


| 


point out that U. S. living stand- 


|ards have risen so spectacularly as 


SURPRISING number of New|a result of increased productivity, 
York City dealers would like| rather than any built-in inflation- 


to see their salesmen join a union. 


However, the great majority of the | 


dealers are still strongly opposed 
to the whole idea of a union in a 
retail operation. 

These are the con- 
clusions of a travel- 
in g correspondent 
who recently talked 
with many New 
York dealers in an 

attempt to analyze their thinking 
about a salesman’s union. 

Such an analysis is particularly 
pertinent at present because the 
union drives in many metropolitan 
areas have gained momentum in 
recent weeks and the New York 
dealers’ views are probably typical. 

The New Yorkers who are 
willing to accept a salesman’s 
union without any overt attempt 
to block organization feel that 
unionization is inevitable and 
that an early agreement with the 
unions will bring about a more 
favorable contract. They feel that 
a struggle will produce a more 
stringent pact. 

These dealers also maintain that 
the unions have been responsible 
for many of the advances in cur- 
rent living standards and they feel 
their contribution in this area will 
continue and increase the upward 
spiral of living standards, accruing 
to their own eventual benefit. 

oa * x 


Efficiency Credited 
a later argument has come in 


for some battering from pro- 
ponents of the opposite view, who 


2-Day Program 
Planned to Open 
GM Tech Center 


WARREN, Mich. — General Mo- 
tors’ new Technical Center, a 330- 
acre, 25-building site here, will be 
dedicated May 15-16. 

The two-day program begins the 
afternoon of May 15, with GM 


President Harlow H. Curtice hold- | « 


ing a news conference at Detroit's 
Hotel Statler. On May 16, Curtice 
will speak at the official dedication 
ceremony on the Technical Center 
site to an audience of more than 
5,000 science, engineering, educa- 
tion and industry leaders. Dr. 
Lawrence R. Hafstad, GM research 
vice-president, also will speak dur- 
ing the ceremony. 





ary wage boosts. 

This group warns that contin- 
ued labor cost increases, without 
accompanying increases in effi- 
ciency and production, will create 
an inflationary pressure on the 
economy and will not continue to 
raise living standards. 

Other pro-union New York deal- 
ers say that unionization is the only 
thing that will bring stabilization 
to auto retailing. Some outside 
force is needed, they contend, and 
the union could be that force. 


They point to the garment in- 
dustry, the garbage disposal indus- 
try, the New York laundries and 
the delicatessens, all of which re- 
portedly enjoy a certain equilib- 
rium, due to unionization. 

* * * 


Stabilization Explained 


HEY add that a salesman’s un- 
ion, if established in every out- 
let in the area, would be able to 
dictate the salesmen’s commissions 
and possibly be able to dictate a 
dealer’s minimum gross per-deal, 
thereby stabilizing the business and 
assuring a profit on all sales. 
Opposing dealers reply that 
those industries reportedly con- 
trolled by the unions are rife 
with racketeerism. They also 
maintain that the dealers urging 
such capitulation are “the very 
ones that have contributed most 
to the sickness in which they find 
themselves wallowing.” 
Said one dealer, “Those dealers 


|who are unwilling to fight the 


unionization of their salesmen are 
generally teetering on the brink of 
bankruptcy. Any work stoppage 
will probably precipitate a chain of 
events likely to throw them out of 
business within a few days.” 


Another dealer commented that 
unionization, to be effective, would 
have to extend to at least 80 per- 
cent of the entire New York metro- 
politan and suburban area. 

* * * 


Slow Progress Reported 
N 25 YEARS,” he said “it has 
been impossible to organize all 
the mechanics of 450 dealerships, 
how can these dealers expect the 
salesman’s union to organize some- 
thing like 3,000 dealers in the sur- 
rounding territory? They’re just 
whistling in the dark.” 
The thinking of New York 
dealers is reportedly strongly in- 
fluenced by a state law which 


The Wednesday program will be| permits “educational picketing,” 


earried on a closed circuit telecast 
to 61 GM plant and key cities 
across the U. S. and Canada, where 
more than 18,000 GM officials, civic 
and industrial leaders will gather 
at dedication luncheons. 

At the same time, 
throughout the country will stage 
open house programs. 

Technical Center is the home of 
four GM central staff organiza- 
tions: Research staff, headed by 
Dr. Hafstad; engineering staff, 
headed by Vice-President Charles 
A. Chayne; styling, headed by Vice- 
President Harley J. Earl, and proc- 
ess development section of manu- 
facturing staff, headed by Vice- 
President John J. Cronin. 

There are 25 buildings on the 
site at Mound and Twelve Mile 
roads, just north of Detroit. Per- 
sonnel totals more than 4,000. 


Sweden’s Volvo 
Shown in N.Y. 


NEW YORK.—The Swedish-built 
Volvo, described as Sweden’s first 
serious bid for a place in the U.S. 

auto market last week was shown) 
for the first time here at the Stock- | 
holm restaurant. 


The two-door, four-passenger in Nash's 
sedan will sell here for $1,995 plus tion was this one at the Desert Inn, 
city sales tax. It is powered. by a/ Vegas. 


GM plants | 





whereby a union does not have 
3) 


(Continued on Page 4, Col. 


a) 
cd 


|A Winner in Las Vegas— 


One of the 30 displays to win honors 
“Show, Place and Win" promo- 
Las 
The exhibit was arranged by G. 


70-horsepower, four-cylinder engine. t. Holland, Nevada Nash, Las Vegas, and 
It will be on display at the Inter-|Don Elder, Nash district manager. Singer 


national Automobile Show here)Frank Parker is 


Apr. 28-May 6. 


shown with Charlene 


| Weinstein, Portland, Ore., at the display. 


16, 1956 





Hudson Unveils New Hornet Series— 
The new Hornet Special V-8 series, which went on display last Wednesday (Apr. 


11) in Hudson showrooms, 


includes a super four-door sedan and a two-door super 


Hollywood hardtop. Both models are powered by AMC's new V-8 engine, developing 


190 horsepower and co compression ratio of 8 to 1. 


Matic transmission is offered on both cars. 





A new “Flashaway” Hydra- 


190-HP V-8 Featured 
In New Hudson Specials 


DETROIT.—Hudson dealers last 
week moved two new V-8 models 
onto their showroom floors. They 
were a two-door Hollywood hard- 
top and a four-door sedan in the 
company’s new Hornet Special V-8 
series. 


The models are powered by a 
new 190-horsepower engine which 
Vv. E. Boyd, general sales man- 
ager, calls “the most advanced 
and efficient V-8 engine ‘in the 
industry.” 


The special series joins the Wasp, 
Hornet 6 and Hornet Custom V-8 
lines, giving Hudson dealers eight 
models in four series plus the 
American Motors Rambler and 
Metropolitan models. 

Built on a 114-inch wheelbase, 
Boyd says the newcomers “reflect 
the modern trend toward compact- 
ness in car and engine without sac- 
rificing performance, comfort or 
economy.” 

Advertised-delivered prices of the 
Specials are $2,741 for the ew 
and $2,626 for the four-door sedan. | 

The new engine has a compres- 
sion ratio of 8 to 1 and is de- 
signed to operate efficiently on 
regular gasoline, Boyd said. 

Displacement is 250 cubic inches, | 


bore is 3% inches and stroke is 3% | dealers will be asked to attend one | 


inches. Maximum torque is 240) 
pounds-foot at 2,000-3,000 r.p.m. 


Three transmissions are avail. | 





Highway Program 
Seen Threatened 
- 
By Delaying Move 
NEW YORK.—Warnings that the 
national highway bill is in danger 
of dying in the pre-election Con- 
gress were sounded last week by 
two automotive vice-presidents. 
Addressing the Western Pennsyl- 
vania Safety Conference, James 
Cope, Chrysler Corp. vice-president, 
said, “All the provisions of the bill 


are agreed to in principle, yet here, | 
at the eleventh hour, from one side 


and then another, arise suggestions | 
for this modification or that, for! 


inclusion of provisions that one 
interest or another can be counted 
on to fight to the death.” 

He strongly urged his listeners 
to express themselves in quarters 
that will recognize they mean busi- 
ness, if they want the highway bill 
to become law. 

L. A. McQueen, vice-president of 
General Tire & Rubber, declared, 
“This (delaying) movement is par- 
ticularly disturbing because the 
need for more and better highways 
in this country rises far above any 
special business interests.” 

McQueen urged that steps be 
taken immediately so that the pro- 
posed bill will be passed by Con- 
gress as soon as posible. 


Sunday Close Lauded 


LOS ANGELES. The Los 
Angeles County Board of Super- 


visors has officially commended the | 
auto dealers for their, 
recently adopted policy of no Sun- | 


county’s 


day selling. 


able with the syncromesh system 
being standard equipment. Over- 
drive and Flashaway Hydra-Matic 
are optional at extra cost. 

Like all other 1956 Hudson mod- 
els, the new series features “V- 
Line” styling which begins with a 


body moldings that form a “V” a 
few inches beyond the front door. 
|The styling theme is carried into 
the harmonizing interiors. 

Color schemes include six three- 
tones and 15 two-tones, optional 
at extra cost, and 14 solid colors. 
The hardtop features a gold- 
colored aluminum panel extend- 
ing along the rear fenders. 


The Specials also employ Ameri- 


tion process in which the body and 
frame are a single welded unit. 


Dealers Slated 


For Invitations 


To Safety Parleys 


| WASHINGTON. 
| tors, state dealer association presi- 
|dents and managers and other 





|of a series of four regional con- 
| Sevences next month by the Presi- 
| dent’s Committee for Traffic Safety. 
The regional conferences are 
|being staged in an effort to help 
state and local citizens organize 
public support for traffic accident 
prevention. 
| M. R. Darlington jr., 
|director of the Inter-Industry 
Highway Safety Committee, is 


working with NADA in planning 
dealer participation in the con-| 
ferences. 


Dealer delegates to the two-day | 


conferences will be instructed in 
effective methods for the forma- 


tion of citizens traffic safety organ- | 


izations and will be supplied with 
aids for use in their communities. 
The conference dates are Atlantic 
City, May 1-2; Chicago, May 23-24; 
Miami Beach, May 14-15, and San 
Francisco, May 31-June 1. 


V-shaped grille and continues with | 


can Motors single-unit construc-| 


— NADA direc- | 


managing | 








Spring Buying 
Boosts Sales 


As March Ends 


DETROIT. 
boosted sales as March ended, ac- 
cording to reports from auto mak- 
ers. Among them are: 


Pontiac 


— Spring buying 


An upsurge in spring buying 
boosted Pontiac new-car sales ap- 
proximately 40 percent during the 
last 10-day period in March, R. M. 
Critchfield, general manager, has 
announced. 


year of 14,215,” Critchfield said. 


cent over the preceding period, to- 
talling 29,878. This is a 28-days’ 
supply indicating, said Critchfield, 
a strong used-car market. 


Oldsmobile 


Oldsmobile retail sales hit a 1956 
high in the last 10 days of March 
when dealers delivered 16,596 new 
ears, according to Jack F. Wolf- 
ram, general manager. 


This was the largest 10-day sales 
total since last December 1-10. 
Oldsmobile retail sales for March 
totalled 42,645 new cars, largest for 
any month in 1956. Total sales for 
the year through March 31 were 
124,219 new cars, second largest 
first quarter sales. 

Willys 

Export sales of Jeeps and Jeep 
|commercial vehicles set an alltime 
high in the first quarter of 1956, it 
was announced by J. C. Delaplain, 
general manager of Willys-Over- 
land Export Corp. 

Shipments for the three-month 
period totalled 11,289 commercial 
units, exceeding the previous rec- 
ord first quarter of 1953, and were 
21 percent over the first quarter of 
last year when 9,292 commercial 
vehicles were marketed, he said. 

Based on the first quarter record 
and orders on hand, Delaplain fore- 
cast a 1956 sales volume well in ex- 
cess of the 40,000 units shipped 
| abroad during 1955. 

Divco 

G. E. Muma, Divco president, 
reports that Divco truck shipments 
in 1956 to date have been 24 per- 
cent above 1955. Demand for 
insulated and refrigerated trucks 
continues to increase, he said. 





Hennessy Heads 
Ford of Britain 


LONDON. — (UTPS) —Sir Row- 
| land Smith, chairman, Ford Motor 
|Co., Ltd., of Britain, has announced 
|that he will retire Apr. 20, but re- 
main a member of the board. 

He will be succeeded in the chair 
by Sir Patrick Hennessy, who will 
continue as managing director. Sir 
| Patrick, 57, is often referred to 
| here as the only “motor-genius” out- 
|side Detroit. He joined Ford after 
| World War I. He came back a war- 
| wrecked man. His doctors advised 
job to rebuild himself 
physically. He joined the Ford 
foundry, in Cork, as a laborer. 


|a tough 


Pike’s Peak Pacer 

| COLORADO SPRINGS, Colo.—A 
{DeSoto Adventurer has been 
|selected as the pace car for the 
34th annual Pike’s Peak hill climb 
July 4. DeSoto also will pace the 


| Indianapolis 500-mile race. 


Business Barometer 


Auto Production — 158,095 cars, 
trucks in week vs. 205,357 year ago. 

Department Store Sales—Up 6 
percent from year before. 

Electricity Output — 10,992 mil- 
lion kilowatt hours, up 12.1 percent 
from year before. 

Freight Loadings—724,944 cars 
in week, an increase of 70,183 cars 
from year before. 

Gasoline Stocks — 198,209,000 
barrels, an increase of 1,408,000 bar- 
rels in week. 

Jobless Claims—207,100 in week 
228,740 year earlier. 

Oil. Stocks—262,066,000 barrels, 
an increase of 2,029,000 barrels in 
week. 

Steel Output — 98.1 percent of 


vs. 


| 
' 





capacity estimated 

week earlier. 
Used-Car Prices — $876 average 

in April to date vs. $873 in March. 


vs. 


97.7 percent 


Wholesale Prices—113.2 percent 
112.9 percent 


on 1947-49 index vs. 
week earlier. 
* * * 


Common Stocks 
April April 1956 
i 4 High 
72 7%. 8% 
TW 4 
57% 59 63% 57% 
45Yy 455, 49%, 423% 
9% 8% 10% 8 


38.78 39.33 


Low 
7% 
71% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 






“Sales set a 10-day record for the 


Used-car sales were up 33 per- J 


; 
‘ 
4 
4 
4 
4 
j 
% 
A 
# 





AST 
latic 
operativ 
toric di: 
dealers. 
advertis 
dealers 
a cut 1! 
It is 
dealers 
the ar 
no fu 
suppor 
glance 
of deal 
The i 
sessmer! 


+ used to 


> ers. 


Fc 
nationa 


5 paid fo 


ss Sid Sela 





urged 
because 
many 
long tr 
This 
help bt 
throw 
can on 
ness fo 
A co 
was us 
of a ra 
are vel 
money 
ing. Th 
such p 
except 
—some 
discour 
de-emp 
ing poi 
selling 
and pl: 
cipal s 
Thes 
cordins 
spectat 
which 
hands 
mote s 
have : 
the pe 
tested 


Wil 
Mo 





HAF 
vania 
pleted 
ment 
of Iva 
progra 

Wile 
vice-p 
will b 
Senate 
Frede 
vice-p 

The 
more 
been | 


ness s 
ing w 
Hill F 












ing 


ac- 
ak- 


ing 
ap- 
the 


las 


er- 
to- 
ys’ 
Id, 


es 


p 
1e 
it 


r+ 








Ata aii ie a SM le As iP as Mee 





Dealers tell me 


By John 0. Munn 
























AST week we discussed the re- 
lationship between dealer co- 
operative advertising and the his- 





dealers. We all realize that the 
dealers on each invoice amounts to 
a cut in the traditional discount. 

It is perfectly obvious that 
dealers cannot afford a cut in 
the amount of discount. There is 
no further evidence needed to 
support such a statement than a 
glance at the average earnings 
of dealers last year. 

The irony of the advertising as- 
sessment is that it is so frequently 
J used to the disadvantage of deal- 
ers. For instance, in one of the 


4 


} national television shows, which is | 


| paid for by dealers, the commercial 
urged listeners to purchase now 
because dealers were selling so 
many cars that they could afford 
long trade-ins. 

This kind of advertising can’t 
' help but regiment all dealers and 
throw them into a price war. 
ean only result in profitless busi- 
ness for the retailer. 

A commercial on another show 
was used to announce the winning 
of a race. The majority of dealers 


money to promote interest in rac- 
ing. They think that recognition of 


except popularize speed in driving 
—something the industry should 
discourage rather than promote. It 
de-emphasizes the many good sell- 
ing points the dealers have used in 
selling the safety of the product 
and places horsepower as the prin- 
cipal selling appeal. 

These races prove nothing, ac- 
cording to dealers. They are merely 
spectator sports, the publicity for 
which should be left entirely in the 
hands of the individuals who pro- 
mote such events. All factories now 
have adequate test tracks where 
the performance of cars can be 
tested under engineering supervi- 


Wiles Joins Bell, 
Monroney on Pa. 


Convention Slate 


HARRISBURG. — The Pennsyl- 
vania Automotive Assn. has com- 





pleted a real factory-dealer-govern- | ~* 


ment triple play with the addition 
of Ivan L. Wiles to its May 14-15 
program at Buck Hill Falls, Pa. 

Wiles, General Motors executive 
vice-president for dealer relations, 
will be joined on the program by 
Senator A. S. Mike Monroney and 
Frederick J. Bell, NADA executive 
vice-president. 

The Pennsylvania association said 
more than 200 reservations had 


been received by early April. Busi- | 


toric discount which factories allow 


| Industry’s Goal 
advertising expense assessed to} 


are very much against using their | 


such performances can do nothing | 





| public. 
It | 








sion. The use made of the dealer 
advertising funds is important to 
all dealers. 


* * * | 


UT far transcending its impor- | 
tance is the necessity for con- | 
tinuing.the dealer discount that has | 


| been in existence for more than 40 
| years and upon which the success- 
| ful retail operation of this trade is 


predicated. Dealer discount is, of 
course, a part of the selling ex- 
pense of automobiles. It is a legiti- | 
mate and essential part. 

As we progress we, as an indus- 
try, must always explore every pos- 


| sibility of cutting sales cost as we 


attempt cutting manufacturing cost. 
We are all interested in delivering 


|our product to the customer at the 


lowest possible price. It is a goal 
for any industry. With every price 
decrease we increase the size of 
our market and thus benefit the 


This historic dealer discount is 
not earned merely by the selling 
of cars. It is earned by the main- 
tenance of facilities in every com- 
munity to assure the public of 
the full use of their cars. Most 
manufacturers recently agreed to 
pay 100 percent of the warranty 
cost. That is as it should be but 
the question always in order, 
however, is how man warranty 
claims will be allowed. 

It cannot benefit dealers much 
by having some warranty claims 
allowed on the 100 percent basis 
while others are denied entirely, 
forcing the dealer to assume the 





|full responsibility if he is to sat- 


isfy his customers. 

While conditions have changed in 
the last 40 years the need for the 
historic discount has not changed. 
In the early years when a dealer 
had a smaller investment he used 
a lot of his discount in training 
people to drive. He used this dis- 
count previous to the time the 
finance companies were set up to 


| sell cars on time. Now there is little 


expense in training people to drive 
and a dealer has a lot of help on 
financing paper but his expenses 


| otherwise have increased. 





ness sessions at the two-day meet-| 


ing will be held at The Inn, Buck| 


Hill Falls. 
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Huge Investment 


OW, if he is to really serve the 
public, he needs a huge invest- 
ment and I mean a huge invest- 
ment, whether it is $25,000 or $1,- 
000,000. That investment represents 
his life work and it represents a 
future to himself and to his family. 

Even though the manufacturer 
pays 100 percent on the warranty 
the dealer must provide this costly 
investment to be ready to take care 
of the warranty. 

The dealer, not the faciory, 
provides for this huge overhead 
necessary to take care of owners 
and he sets himself up to main- 
tain the operation in good as well 
as in bad years. He takes the 
risk and the responsibility and 
from this standpoint the discount 

on the new car is more than 
justified. 

As ever, too, the dealer pays cash 
in advance to the factory on all 
cars. It is his money than provides 
the stock and makes cars readily 
available in every territory. Ware- 
housing, interest and insurance on 
new-car stock costs real money. 
So, he earns some of his discount 
on merely making new cars readily 
available. Then he sells most of 
these cars on time. 

He’ thus assumes another large 
and costly responsibility, particu- 
larly if any share of the paper is 
on the recourse basis. Some of his 
discount is absorbed in paying cash 
in advance to his factory. Mer- 
chants in other lines do business 
on the manufacturer’s capital be- 
cause they pay for their merchan- 
dise on 30, 60 and even 120-day 
billings. 


a 


* 
Used-Car Hero 
HEN, perhaps his greatest con- 
tribution to earning this dis- 
(Continued on Page 65, Col. 2) 


* 





| vention here of the Rhode Island 
| Automobile Dealers Assn. 
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F ribley Lashes GM Competitors ... 





Where Are Reforms? 


PROVIDENCE.—Carl E.-Fribley,| as the only franchise reviser, an | ing ahead, calling attention to the 
| president of the National Automo-| NADA press release on Fribley's| first regional workshop conference 


| bile Dealers Assn., roundly cen- 


|sured General Motors competitors | that American 


last week for lagging behind GM | 
in dealer franchise revisions. 
Fribley addressed the annual con- 


“If General Motors was able to 
make these franchise revisions in 
a short space of time,” he de- 
clared, “it is inconceivable to me 
that other manufacturers have 
not been able to keep pace.” 

Although Fribley mentioned GM 





|remarks noted 


Motors also had 
l\launched “far- 
| reaching changes” 
and “vigorous 
| programs.” 

The NADA re- 
lease said execu- 
| tives of Chrysler, 
|Ford and Stude- 
| baker - Packard 
had told the Mon- 
roney subcommit- 
tee that comparable changes to 
those made by GM and AMC either 
were “not necessary” or being 
worked on. 

Fribley, a GM dealer in Norwich, 
N. Y., told the Rhode Islanders that 





Cari E. Fribley 








Lead Rochester Dealers— 


John Dorschel (Buick), right, a director 
of the New York State Automobile Dealers 
Assn., is the new president of the Roches- 
ter Automobile Dealers Assn., succeeding 
Arthur Lohman (Chrysler), left. William 
E. Cooke (Dodge), center, was named vice- 
president, Edward J. Horton (Dodge), 
treasurer, and Edward C. Schoen, secre- 
tary. 


GM had fired up its dealer body as 
a result of its franchise reforms. 
He said GM dealers were “most 
happy” over the new contractual 
gains. 

“Certainly in this fiercely com- 
petitive industry of ours,” he 
said, “it appears to me necessary 
to keep organizations stimulated, 
on their toes and fighting for 
every retail deal. 

“The history of our competitive 
industry proves the necessity of 
keeping all selling organizations 

on a competitive basis. To my way 
of thinking, it is most unfortunate 
that other manufacturers have not 
kept pace in this highly important 
field of factory-dealer relation- 
ships.” 

Fribley said American car buyers 
would be the “real beneficiary” of 
elimination of misleading advertis- 
ing and “razzle-dazzle” practices 
from the business. He said NADA’s 
merchandising ‘Program: was mov- 





Chicago Adds 


18 Dea ee 


19 Outlets Terminated 


CHICAGO. — During the first | 
quarter of 1956, 19 auto dealers 


were added in Chicago and 18 were | 


terminated, according to the Chi-| 


cago Automobile Trade Assn. 

As of Apr. 1, there were 444 
dealerships in Chicago and sub- 
urbs, compared to 445 three 
months earlier. 

Of the 18 new dealers, 14 were 


2 Dealers Quit 
In Atlanta in 


Turnover Wave 


ATLANTA. — Two Atlanta new- 
car dealerships are going out o 
business, two new outlets are open- 
ing and four have changed owners. 





Leaving the business are McClel-| 
(DeSoto-Plymouth), | 
East Point, and Atlanta Packard | 
in | 


lan Motors 


Motors, Inc. They have been 
operation 17 and 11 years, reapec- 
tively. 

M. T. McClellan blamed losses 
since December and said, “I should 
have gotten out sooner. 
make any money in this business 
any more. 
ard dealer, said he hoped to obtain 
a larger-volume franchise. 


It is expected that Tom and Jim | 
Downing will take over the Pack-| 


ard dealership as Packard of At- 
lanta, Inc. The brothers also oper- 
ate Atlanta Willys Co. and Down- 


ing Nash. Jim is a former president | 


of the National Used Car Dealers 
Assn. 

Another new dealership in the 
area is Griffith Chevrolet, 
Trenton. Henry L. Griffith is the 
dealer. 


Ownership changes involve Cuth- | 


bert Motor Co. 
Cuthbert, sold to H. L. Hill; Reeves 
Mercury Co., 
Murphy & Nash Mercury Co.; Claud 
Groover, Inc. (Ford-Mercury), Toc- 
coa, sold to Leonard Jordan jr., and 
a Perry (Ga.) Pontiac dealership 
formerly operated by Hardy Stone 
purchased by McLeod-Tatom Pon- | 
tiac Co. 


I can’t} 


” George Couch, the Pack-| 


Inc.,? 


East Point, sold to} 


| appointed in Chicago and four in| 
| the suburbs. Thirteen of the 19/| 
| terminated dealers were in Chi- 
cago and six were in the suburbs. 


The number of franchises, indi- 
cating the incidence of dual dealer- 
ships, remained constant at 550. 

In the January-March period, the 
following makers gained outlets in 
the Chicago area: Packard, three; 
Hudson, two, and Nash, one. 

During the same period dealer- 
ship decreases were made by 
| Dodge, two; Plymouth, two; Pon- 
| tiac, one, and Willys, one. 

The number of Chicago-area 





franchises by makes are as fol- | 


|lows: Buick, 35; Cadillac, 14; Chev- 
| rolet, 51; Chrysler, 33; DeSoto, 33; 
Dodge, 30; Ford, 62; Hudson, 47, 
Lincoln-Mercury, 38; 
| Oldsmobile, 34; Packard, 15; Plym- 
outh, 98; Pontiac, 33, Studebaker, 
21, and Willys, 12. 





Wemhoft 


tion) ; 
and I, F. Jordan (budget) ... 


| 
| 
| 
| 





| in New York Apr. 27. 

John M. Dunn was elected 
president of RIADA, succeeding 
Leo E. Carey. Other officers are 
Frank W. Blaney, vice-president; 
Philip Desrochers, treasurer; 
Robert W. Pierce, bulletin editor. 
Margaret T. Beaudry, secretary, 
RIADA, was presented a plaque 
by National Association in recog- 
nition of her proficiency in that 
office. 

Fribley predicted a healthy 
volume in 1956 despite the 20 per- 
cent drop in the first quarter. He 
said he expected sales to hit 6,- 
500,000 new cars this year dispite 
the slow start. Fribley blamed 
long-term credit in 1955 for adverse 
conditions at the outset of the 
year. He expressed confidence that 
1956 “will still be one of the best 
years in automotive history.” 


4 in Cincinnati 
Draw $4 Fines for 
‘W ould-Y ou-Takes’ 


CINCINNATI.—The sales mana- 
ger and three salesmen for Fuller 
Ford, Inc., have been fined $4 each 
for placing “would-you-take” cards 
on parked vehicles. 

James Davidson, the sales man- 
ager, protested the fines. “The law 
under which we were fined,” he 
said, “prohibits placing advertising 
matter on vehicles parked on the 
highway. We placed ads on cars 
parked in a parking lot.” 

Police Chief Stanley E. Schrotel 
said the action against the Fuller 
representatives was not the begin- 
ning of a drive. “This is a con- 
tinued effort to enforce the law as 


|people want it enforced,” he said. 


Dealers to Hear 


O’Mahoney in N. C. 


RALEIGH, N. C. — Senator 
Joeseph C. O’Mahoney, chairman 
of the subcommittee that studied 
General Motors last winter, will 
be the principal speaker at the 
North Carolina Automobile Dealers 
Assn. convention at Pinehurst, N. 


|C., May 6-8. 


On the final day of the conven- 


|tion the Administrative Guidance 


Council will meet and five experts 
will be available to answer ques- 
tions relative to the law in their 
fields. 

Other speakers will be Col. Henry 
E. Kendall, chairman of the Em- 


| ployment Security Commission; Foy 
Nash, 25;| 


Ingram, of the Department of Mo- 
tor Vehicles, I. L. Clayton, director 


|of the sales and use tax division 
|of the Department of Revenue. 


On the House .. . 


Interesting analogies in the lives of Alfred P. 
Sloan and Paul W. Litchfield, two grand ol’ men 
who are stepping down from top positions at 
General Motors and Goodyear: Both were students 
at M. I. T. at the same time, both were born in 
the same year (1875), both devoted their entire lives 
to business and neither has a recreational hobby 
such as golf, fishing, etc. . . 
to members to fill out and mail first-quarter profit 
survey immediately .. . 

President Irv Jordan has named following St. 
Louis dealers as chairmen of association’s com- 
mittees: Michael Bilgere (labor relations) ; 
Gilbert (auto show); 
Lester Francis (advertising) ; 
Dealers are cooperating in Toledo’s 
sixth annual Education-Business Day Apr. 25... 


(Ford-Mercury). | Slim Barnard forwards this psychologist’s formula for auto 


. NADA is appealing 


C. A. 
Thomas Costello (recrea- 
Ray Nolting (membership) 


|} dealers to live to be a hundred: 1. Stop worrying; 2. Stop trying to 


dominate and possess your friends and relatives; 3. Moderate ambi- 


tion; 4. Do not accumulate more than you need; 5. Learn to relax; 
6. Cultivate a sense of humor; 7. Find a reason for your own exist- 
ence; 8. Never harm another person; 9. Beware of anger; 10. Never 
blame others for your own mistakes. 


—Perre Wemuorr, Editor, 
Automotive News 








i 
} 
} 


hep AD ate ye 


Saati ing tly penn Pa 


gert S 





4 


Below 30-Day Supply .. . 
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Brisk Activity Lops 
Used-Car Stocks 


(Continued from Page 1) 


noted during April last year, with 
the May 1 figure standing at 33.6 
days’ supply. 

During the summer months, how- 
ever, stocks held below the 30-day 
point. There is every indication that 
the same general trend will be 


noted again this year. 
* * * 


EALERS this month reported | 


to Automotive News that their 
Apr. 1 stocks ranged from 15 to 60 
days’ supply. A total of 86.6 percent 
said their stocks were good for 30 
days or less. 

A month earlier, stock reports 
ranged from 10 to 100 days, with 
55.6 percent reporting they could 
sell out everything in 30 days or 
less. 

A year ago on Apr. 1, some 64.3 
percent of dealers 


to 90 days. 
* 


ITH only a small minority dis- 


* 


senting, dealers reported used- | 


car demand strong with prices hold- 
ing up well. 


| ticipated brisk 


sales breed on the lots. The price | 


appeal of these units apparently 


is wearing off as spring moves | 


along. 
A Ford dealer in the Upper Mid- 
west said he was getting 
better prices 
average pieces’ with sharp cars 
bringing extra premiums. 
Most dealers expect the 
season” 


normal, 
before Decoration Day marking the 
end of the seasonal upswing. A 
few dealers, however, said they an- 
used-car business 
through June. 


* * 


{ dealer said the increase in 


ORE 
| retail business had yet to catch 
|up to gains at the wholesale level. 





reporting put} 
their used-car supply at or below} 
the 30-day level. The range was six 


Several dealers said | 


He did not seem particularly con- 
cerned, however. 

The wholesale boomlet may 
have run its course. Prices on 
Automotive News’ index last 
week sagged more than they have 
in any seven-day period since the 
index of Jan. 16. 

The overall average price of all 


they had noted renewed interest in| models sold at wholesale auction 
more-expensive late models and a/|declined $10, according to the in- 


softening on '50s and '5l1s. 


In recent months, the °50-’51 


j}age, however, 


dex, to level out at $876. That aver- 
is still higher than 


class h has: been the most popular | the $863 recorded three months ago 


56 Dealer Stocks 
Dip First Time 
In Six Months 


(Continued from Page 1) 


work is bound to take time, and 
each state (as is well known) 
has its own requirements and 
procedures. 


But at this time of year another 
factor is at work: Many states are | 
renewing the annual registration 
of all resident motorists, and not 
all states are equipped to handle 
this work expeditiously. 

* - * 

= SOME states a logjam of new- 

car registrations has developed 
in the rush to clear up renewals. 
New York State alone is believed 
to be nearly 40,000 units in arrears 
in processing registrations of new 
cars. 

January-February registration 
totals for California likewise are 
artificially low. A superficial in- 
terpretation of figures thus far 
announced would seem to indi- 
cate a slump in new-car sales. 
Eventually, in the course of a) 
year, automotive statisticians will 
get it all straightened out, so that 
registrations will coincide with ac- 
tual sales for the 12 months. Then 
the lean registration months noted | 
early in the year will be balanced | 
by bulging months later on. 


Plymouth Fur ury 
OK’d by NASCAR 


DAYTONA BEACH, Fla. — The} 
Plymouth Fury now is eligible for | 


| 


competition under the rules gov- | 
erning National Assn. for Stock 
Car Auto Racing late-model car 
racing. 

The car became eligible last 
week, 90 days after it was intro- 
duced to the public and certified 
by the National Stock Car Racing 
Commission. Under NASCAR rules, 
the maximum engine displacements 
were established on the basis of 
the original 1956 model announce- 
ments by the manufacturers. 


| follows: 
down $6 to $328; 
| $495; '56s, down $10 to $2,285; 





Ronney Householder, former race 
driver and official, is now Plym- 
outh’s staff engineer in charge of | 
racing, it was announced. 





Fire Hits Elliott Shop 


CHILLICOTHE, O. — Fire Satur- 
day destroyed three automobiles 
and the paint shop at Win Elliott’s 
Lincoln-Mercury dealership. Loss 
was $40,000. 


} and factories, 


on the Jan. 16 index. 
The price of '49s went up $13 to 


| $184—and 49s were the only model 


to show a gain. 

All other averages declined, as 
50s, down $3 to $230; '51s, 
‘52s, down $6 to 
53s, 
down $18 to $760; ’55s, down $18 to 
$1,600, and '54s, down $35 to $1,125. 

Despite the general setback, 
prices have moved upward so ex- 
tensively in the past three months 
that no new lows were established 
for any one model year—although 
the low of $230 for 50s, set in the 
Jan, 16 index, was equalled. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 

Cars Cars In Total 

In Transit Potential 

Period Field to Inventory 

Ending Stocks+ Dealers Stocks 
dan, 1, 50 251,754 188,500 440,254 
Apr. 1, "50 276,136 158,000 434,136 
dune 1, '50 247,680 160,200 407,880 
Sept. 1, ’50 239,642 160,400 400,042 
dan, 1,51 305,858 89,900 404,788 
Apr. 1, ’51 406,541 138,500 545,041 
duly 1, '51 357,606 90,700 448,306 
Sept. 1, ’51 283,402 86.800 370,202 
|Jan, 1, 52 224,968 31,000 255,968 
Feb. 1, ’52 198,762 69,000 267,762 | 
Mar. I, "52 182,577 76,000 258,577 
| Apr. 1, 52 213,391 83,000 296,391 
May 1, ’52 251,674 88,000 339,674 
June 1, '52 232,036 70,000 302,036 
duly 1, ’52 193,462 84,500 277,962 | 
| Aug. 1, 52 162,086 12,000 174,086 | 
Sept. 1, '52.... 149,091 77,000 226,091 
= 1, ’52 233,556 89,000 322,556 
1, *52.... 308,894 90,500 399,394 

Dee. 1, °52.... 287,247 76,000 363,247 
jdan, 1, °53.... 291,671 83,300 374,971 
Feb. 1, '53.... 324,835 86,600 412,035 
Mar, 1, ’53.... 389,011 87,200 476,211 
Apr. 1, '53.... 445,882 89,300 535,182 
|May 1, ’53 490,381 97,700 588,081 
| June 1, °53 463,546 73,500 537,046 
duly 1, 53 479,698 82,800 562,498 
; Aug. 1, °53.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Novy. 1, °53.... 538,087 68,300 606 387 
Dec, 1, °53.... 430,876 29,000 459,876 
dan, 1, °54... 428,125 36,600 464,725 
Feb, 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, "54 503,219 62,500 565,719 
duly 1, 54... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Noy. 1, ’54.... 120,107 37,500 157,607 
Dec. 1, ’54... 203,453 61,700 265,153 
Jan, 1, ’55.... 293,881 68,500 362,381 
Feb, 1, °55.... 373,573 89,100 462,673 
Mar. 1, ’55.... 467,655 95,000 562,655 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, °55 660 341 102,700 763,041 
June 1, °55 755,498 93,000 848,498 
duly 1, °55 736,591 77,000 $13,591 
Aug. 1, °55 735,447 71,500 806 947 
Sept. 1, °55... 675,964 37,300 713,264 
Oct. 1, °55.... 489,475 48,900 *538,375 
| Nov. 1, °55.... 487,666 87,600 575,266 
Dec, 1, '55 645,707 77,400 723,107 
|Jan. 1, "56 755,177 53,300 808,477 
| Feb. 1, °56.... 801,499 68,900 870,399 
| Mar. 1, °56.... 840,089 63,700 *903,789 
Apr. 1, °56.... 827,977 68,100 896,077 
* Field stocks include cars actually at 
| dealerships, those warehoused by dealers | 


and demonstrators. 
* Revised. 


LL 


“much | 
than bluebook on| 


“spring | 
to taper off a bit earlier| 
|this year than what they consider| 
with the usual flurry just} 
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Students Tour Packard-Clipper Facilities— 


State University of New York students, planning careers in the automotive industry, | |before the American Chemical So- 


tour Packard-Clipper facilities during a visit to Detroit. 


advanced styling program, 


surfaces on a full-size clay model of a proposed instrument panel. 


N. Y. Dealers 


Disagree 


On Unionized Personnel 


(Continued from Page 2) 


to have the firm’s employes or- 
ganized. 


Rather than take the chance of 
being boycotted by working people, 
several dealers have reportedly suc- 
cumbed to this tactic and handed 
their salesmen over to the union. 

However, the majority of dealers 
are still opposed to any unioniza- 
tion and appear to be ready to 


fight any further union encroach- | 


ment. 
* * * 

Chicago Talks Start 
CHICAGO, Local 705 of the 

Truck Drivers, Chauffeurs and 
Helps Union has begun negotiations 
at the nine dealerships where the 
union 
rights for the salesmen. 


Edward Fenner, executive direc- 
tor, said the union is asking for 
(1) a maximum of 10 hours’ work 
a day, (2) no work on Sundays 
or holidays, (3) commissions of 3 
percent on all gross sales before 
trade or $400 a month and (5) 30 
days’ notice before layoff of a 
salesman. 


Fenner also said that organ-| 
izational activities among new and | 
used-car salesmen will be acceler- | 


ated at the firms which do not 
come under the jurisdiction of the 


| National Labor Relations Board. 


> * * 


Elections Certified 
AST week the NLRB certified 


the nine union victories in Chi- | 


cago. The companies and the votes 
are as follows: Clauson Bros. Auto 
Salee (Dodge), 
bile, 
mobile), 


4-1; De Met Pontiac, 6-2; 


Arrowhead Oldsmobile, 12-0; Esser- 
bs ie 


man Motors (Ddge), 9-1; Steele Mo- 
tor Co. (Oldsmobile), 2-0; Roseland 
Buick Sales, 5-3, and South Shore 
Buick, 3-1. 

NLRB also certified the follow- 
ing 19 union defeats in Chicago: 
Palmer Buick, 0-7; Charles Baron 
Ford, 1-11; Broadway Lincoln- 
Mercury, 0-4; Loeber Pontiac, 1-3; 
Leader Pontiac, 2-4; Automobile 
Sales Co. (Chrysler), 3-4; Mil- 
waukee Ave. Motor Sales (Chev- 
rolet), 1-5; Broadway Chevrolet 
Co., 0-5; Hoeffel-Goy (Ford), 1-6; 
Lawndale Auto Sales (Oldsmo- 
bile), 0-6; Franklin-Weber Motors 
(Pontiac), 0-5. 


Gateway Chevrolet 


Studebaker Adds 
Eight Spring Colors 


SOUTH BEND. — Studebaker 
has added eight new colors and 
10 two-tone combinations for the 
spring selling season, William A. 
Keller, general sales manager, 
announced. 


The new tones are in shades of 
red, red-brown and yellow, Keller 
said. Studebaker now has 24 solid 
and 33 two-tone color combina- 
tions. 


Sales, 0-7; 








West Side Buick Corp., 7-9; Clark | 
Maple Chevrolet, 4-5; Nortown Auto | 
0-3; Downtown | 


Sales (Oldsmobile), 


| Nash (Dodge), 0-3; Southwest 
Chevrolet, 0-5; Ray Cole Motor 
Sales, 1-3; McInerney Chevrolet, | 


1-7, and Peoples Pontiac, 2-5. 
Meanwhile, the executive com- 
mittee of the Illinois Automotive 


dealers and dealer groups of their 
rights when confronted by unioni- 


Rubberized Cars 4 
With 400 HP? 


Two Researchers 
Peer Into Future 


MILWAUKEE.—What will 
car of tomorrow be like? 
By 1960, it will sport a 409. © 


the 


horsepower engine and a compres. © 


sion ratio of 11 to 1, says Db. R, | 
Diggs, supervisor of the engine | 


test group, E. I. duPont deNemours 


| & Co. 


And in the near future, it will 
have rubber air springs, more 
rubber parts both inside and out 
and maybe rubber gas _ tanks 
and bumpers, according to D. E. 
Harpfer, assistant manager, in- 
dustrial products development, 
Goodyear Tire & Rubber Co. 


Diggs made his forecast while 





Trade Assn. has retained a new | of piston engines makes it difficult 


attorney, Robert Morgan, to advise | 


addressing the Society of Automo- © 
| tive Engineers here. Harpfer spoke 


Interested in the company’s | ciety’s national meeting in Dallas, 
the students pause to watch an interior stylist design 


Diggs said the more powerful ° 
engines will need better fuels and 
predicted that by the time the 400- 


| horsepower plant is on the market, 
| refineries will 
| with octane ratings in excess of 100. 


be producing fuels 


Highest octane ratings now are 


| between 97 and 98, he said, and by 


1960, the average for premium fuels 


|will climb from today’s 96 to 98.8. 


Diggs believes fuel injection 
systems may replace carburetors 
on some cars within two years, 
but he said the high cost of pro- 
ducing and maintaining them will 
prevent adoption on a wide scale 
for several years. 


Turning to the gas turbine, Diggs 


| predicted it would be 15 to 20 years 
| before this system is used to power 
|many automotive vehicles. 


He said the increasing efficiency 


for the turbine to compete and that © 
the fuel consumption rate of the * 
gas turbine still is relatively high. 


neta 


hs 


recently won bargaining | 


8-0; Mars Oldsmo- | 
2-0; Horn Motor Sales (Olds- | 





zation drives. The State group has 
also agreed to pay part of the at- in the 550 rubber parts used in 
|torney’s fee if it is necessary for|today’s cars. Bellows-type air 


him to assist in a local trouble spot. | SPTings, like those used in trucks 
j}and buses, will be an early inno- 


vation, he said. 


Harpfer looked for an increase 


* * * 


|Newman Loses Poll 


| N CLEVELAND, service em- 
ployes at Newman Pontiac Mo- | 
tors have voted 11-0 in favor of | 
| being represented by the Teamsters 
|}and the Machinists Unions. It was | 
;an NLRB poll. He further predicted that metal 

All St. Louis dealers operating | bumpers could be replaced or sup- 
j}under the joint contract with the | | plemented by rubber for greater 
Machinists and Teamsters Unions | shock absorption in case of a col- 
have been notified of the termina-/|lision and that doors and windows 
tion of their current contract|of tomorrow's cars will be sealed 
June 1. |with colored rubber strips to seal 


The Greater St. Louis Automo- | °Ut air and water and reduce noise. 
tive Assn. reports that its labor | re ae 
committee will soon meet with | GM Buys Toledo Plant 
the union representatives and TOLEDO.—General Motors Corp. 
that every effort will be made to |paid $500,000 for Brown Trailer 
negotiate a new contract before |Co’s plant adjacent to Martin- 
the old one expires. | Parry Corp. on Alexis Rd., accord- 
Many St. Louis dealers are now | ing to Federal stamps on the deed 

including this statement in their | recorded with the county. Chevro- 
advertisements: “All our salesmen | let will use the plant for manufac- 
| are Members of Local 604.” ture of automatic transmissions. 


He also foresaw rubber gaso- 
line tanks which, being flexible, 
could be mounted in different lo- 
cations allowing the designer to 
change lines in the rear of the 
car. 


| 





Live TV Commercials Pay Off — 


Buffalo area Buick dealers scored a local television first when they did three- 
minute commercials from a remote location, during the finals of the National Invi 
tation Basketball Tournament. Using facilities of a suburban shopping center as the 
“studio,” the commercials showed Buicks in a natural habitat and delivered a sincere 
pitch, without tricks or gimmicks. How well they worked was illustrated by reaction 
in Buick showrooms. The Buick zone office reports the largest 10-day sales in recent 
months. 
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)Here’s why Dealers say: 


| 255 hp De Soto 
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tional excitement. And the same 255 hp V-8 that powers the 


r wherever she makes an appearance. A tremendous traffic 
Pace Car is standard on every ’56 De Soto Fireflite. 


builder and a dramatic sales plus for De Soto dealers. 
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i 320 hp Adventurer to Pace Pikes Peak Race | Chosen Official Pace Car—Indianapolis 500 
> A natural choice to pace the gruelling Pikes Peak hill climb ; There’s only one Indianapolis Pace Car and De Soto’s copped 
° this July, the new 320 horsepower De Soto Adventurer is | the honors. With an outstanding performance story to tell 
a setting brand new standards for performance and ‘“‘glamour’ | (De Soto’s a sizzler) you can’t beat the ‘‘500”’ for promo- 





PEE 
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Electronically clocked at 137 miles per hour 


You read it right fella, this particular De Soto was actually 
clocked at the sensational speed of 137.293 miles an hour. 
How/ja like to spring that bit of info on your next performance- 
minded (and who isn’t) prospect? You can (and already have) 
if you happen to be a De Soto dealer. 


Push-button driving standard equipment 


The completely mechanical (no electronic service problems 
to ruin your day) push-button drive selector is standard 
equipment on every De Soto Fireflite. Talk about keeping 
prospects happy . . . you can just bet closing comes faster with . 
De Soto push-button driving easing your way. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 






It pays to be a DeSoto Dealer! 
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How They Fared in First Quarter Output . . . 
Chevrolet Leads in Truck Gains 


By Martin L. Whitmyer 
Staff Writer 

ee of model changeovers 

during the first three months 
of this year was a big factor in 
pushing commercial-car production 
for the first quarter 47,590 units 
ahead of the same period of 1955, 
when both Chevrolet and GMC 
were down for long periods due 
to retooling. 


Truck output for the first 
quarter of this year totalled 
311,746 units, or about 18 percent 
above the 264,156 units assembled 
during the same period of ’55. 
It, however, was some 23.7 per- 

cent off the record 408,789 trucks 
built in the second quarter of 1951, 
and 17.7 percent below the 379,001 
trucks produced during the first 
three months of '51, the best first 
quarter on record. 

a7 * * 


F THE 12 leading truck manu- 

facturers plus the miscellane- 
ous category, six gained and seven 
lost in percentage of industry pro- 
duction during the first three 
months of this year, as compared 
with the similar period of ’55. 

Those moving up were Chev- 
rolet, Diveo, GMC, International, 
Mack and White. The seven that 
lost ground included Diamond T, 


Dodge, Ford, Reo, Studebaker, 
Willys and the miscellaneous 
group, which includes such 


makes as Corbitt, Marmon Her- 
rington, Brockway, Oshkosh, Four 
Wheel Drive Federal and other 
independent makers. Autocar, 


Sterling and Freightliner are in- 
cluded in White totals. 

Chevrolet, which was out of pro- | 
duction due to changeovers during 
part of the first three months of 
55, showed the biggest improve- 

ment as it picked up 9.96 percent- 
age points over a year ago. 
* * * 

Sewn division’s truck output for 

the January-February period of 
this year totalled 106,590 units and 
was good for 34.19 percent of total 
industry output. During the same 
period a year ago, Chevrolet turned 
out 63,996 trucks for 24.23 percent 
of total production. 

Ford, which led all other 
makers during the first quarter 
of °55, suffered the biggest loss 
in the first three months of this | 
year. 

It produced only 83,137 trucks, or 
26.67 percent of total industry out- 
put, during the first three months| 

of this year, or an 11.15 percent} 
drop from its share of total output} 
in '55. Last year Ford produced! 
99,915 trucks for 37.82 percent of 
total truck output. 





HE second largest gain was 

registered by GMC, which pro- 
duced 27,340 trucks for 8.77 percent 
of total industry output during the 
first quarter of this year. A year! 
ago, the division turned out 12,827 | 
trucks for 4.86 percent of total) 
output. Its percentage-point gain | 
over the first three months of '55 
was 3.91. 

International picked up 0.77 
percentage points as it turned 
out 38,688 trucks for 12.41 per- 





Ford’s New Car ‘Finalized’ 
For Medium-Priced Field 


By Ernest W. Peterson | 


Staff Correspondent 


PORTLAND, Ore. — Richard E. 
Krafve, general manager of Ford's 
Special Products division, an- 
nounced Monday that the new auto- 
mobile his division is. developing 
will be in the “medium price field.” 

Gayle Warnock, the new divi- 
sion’s public relations manager, | 
said “this is the first revelation of 
the price bracket this new car will 
occupy.” 

The car, as yet unnamed, is 
planned for introduction “some 
time in the near future,” Krafve | 

| 





told the Portland Chamber of 

Commerce. “We have worked our 

way through 18,000 suggested 
names, and now are down to five 
names,” he revealed. “I'll be | 
happy when the final choice is | 
made.” 


Krafve said Ford will invest a) 
quarter of a billion dollars in devel-| 
oping the new car and that it will 
be merchandised in cities above | 
25,000 population by a new dealer | 
organized to be created “within the 
year.” He said these dealers will 
invest an additional $100 million to 
$150 million in tools, facilities: and | 
working capital before the first car 
is so.d. 

Krafve said the car had been 
“finalized beyond the point of no 
return” in that clay mockups had| 
been released to the tool and die| 
makers. A mechanical prototype is | 
undergoing severe road tests, he| 
revealed. 


Krafve described the new car as| 
“distinctive, but not ostentatious, | 


Cohan Again Heads 


Denver Salesmasters 

DENVER. — P. Cohan, Den- | 
ver Buick dealer for 30 years, has 
been elected president of the Den- 
ver zone chapter of the Buick 
Salesmasters for the second straight 
year. 


Other members of the group for 
1956 are W. Maslin, H. P. Bonnet, 
H. Neisent, all of Denver; J. E. 
Cummons and F. W. Ellinghaus, of 
Boulder, Colo.; T. D. Logan, of 
Colorado Springs, Colo.; R. E. and 
W. E. Dreiling, of Fort Collins, 
Colo.; J. J. Badini, of Grand Junc- 
tion, Colo.; J. Ellis, of Delta, Colo.; 
P. George and L. Heaton, of Pueblo, 
Colo.; H. V. Patterson, of Sterling, 
Colo., and F. Spino, of Salida, Colo. 





different but not radical.” He de-| 
nied rumors that the division was! 
contemplating a line of cars that | 
would sell for under $1,500. 

“Our car will be a conventional | 
automobile-operated by a conven- | 
tional engine,” he said. “It won't | 
have a gas turbine or atomic en- 
gine, nor will it have collapsible 
wings. Even so, it will be an all | 
new and different automobile 
with several new and unusual 
features not found on any car on 
the road today, all designed to 
make driving and riding easier 
and more pleasant.” 

Krafve said his division is con- 
sidering Portland as the location 
for a sales headquarters for the | 
Northwest area. 





|of total 


| cent of total industry output this 
| year, as compared with 30,735 | 


units and 11.64 percent of total 
output a year ago. 

Mack turned out 4,926 trucks the 
first three months of this year for 
1.58 percent of total industry out- 
put, and a 0.53 percentage-point 
gain over a year ago, when it 
assembled 2,786 trucks for 1.05 
percent of total truck operations. 

x x * 

7 picked up 0.28 percentage 

points as it turned out 4,974 
trucks and 1.60 percent of total 
industry output this year, as com- 
pared with 3,474 trucks and 1.32 
percent of total output during the 
same period a year ago. 

Diveo turned out 1,160 units 
during the first quarter of this 
year for 0.37 percent of total 
industry assemblies, and picked 
up 0.06 percentage points over a 
year ago, when it turned out 817 
trucks for 0.31 percent of total 
output. 


Second biggest drop was regis- 


|tered by Willys, which made 16,- | 


685 commercial vehicles or 5.35 


|percent of total output, during the | 


first quarter of this year, as com- 

pared with 21,084 trucks and 7.98 

percent of total output a year ago. 

Its percentage-point loss was 2.63. 
+ * Fe 

TUDEBAKER turned out 3,200 

trucks during the first quarter 
of this year to pick up 1.03 percent 
industry output, but 
dropped 1.14 percentage points 
from a year ago, when the maker 
produced 5,732 trucks for 2.17 per- 
cent of total industry assemblies. 

Dodge made 22,236 trucks dur- 
ing the first quarter of this year 
for 7.13 percent of total industry 
assemblies, but lost 0.35 percent- 
age points from a year ago, when 
it produced only 19,766 trucks 
and 7.48 percent of total industry 
output. 

Reo lost 0.13 percentage points 
as it turned out 942 trucks and 
0.30 percent of total output this 
year, as compared with 1,136 units 
and 0.43 percent of total output 
a year ago. 

* * x 
IAMOND T turned out 1,256 
trucks for 0.40 percent of 
industry output during the first 
quarter of this year, but lost 0.03 


| percentage points from a year ago, 


when it produced 1,147 units for 
0.43 percent of total outpuc. 
The miscellaneous group lost 
0.08 percentage points from a year 


|ago as it turned out only 612 units 


for 0.20 percent of total output 
this year, as compared with 741 
units and 0.28 percent of total 
industry assemblies during the 
same period of ‘55. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


April 11 
(Merchandise not up to par this 
week. Sold 122 cars out of 177 en- 
tries.) 

BUICK — '55 Super Riviera, $2,000*: 
Special Riviera, $2,000*, $1,910*, $1,- 
705. 54 Super Riviera, $1,585*, §$1,- 
520°; Special Riviera, $1,565*; 4-dr., 
$1,235*; 2-dr., $1,150*; Century 4-dr., 

‘53 Super Riviera, $1,055, 
$1,000*, $S00*; 4-dr., $930*; 2-dr., 
$805; conv., $910*. ’52 RM Riviera, 
$535*; Super 4-dr., $460*. 

CADILLAC — '54 (62) 4-dr., $2,565* 
(ps). '52 (62) coupe de Ville, $1,200*. 

CHEVROLET—’'56 Bel Air (8) conv., 
$1,915. ‘54 Bel Air station wagon, 
$1,030; 2-dr., $975*; Two-ten 4-dr., 
$830". '53 Two-ten club coupe, $890*; 
2-dr., $740*, $650; Bel Air Hardtop, 
2 at $835*; One-fifty club coupe, 
$500*; 2-dr., $495, $480. ‘52 SL De- 
luxe 4-dr., $525*, $460*. ‘51 SL 
Deluxe club coupe, $330. 

CHRYSLER — '53 NY 4-dr., $830*; 
Windsor 4-dr., $700*. ’52 NY 4-dr., 
$765*; Windsor conv., $510; 4-dr., 
$415. 

DeSOTO — '53 Fire Dome 


$1,465". 


(8) 4-dr., 
$890* (ps); conv., $825* (ps); 2-dr., 
$760* (ps); 4-dr., $580*. 

DODGE—’55 Coronet 2-dr., $1,400. °54 
Coronet 4-dr., $975*, $855. '53 Coro- 
net (8) 4-dr., $625*; club coupe, $570; 
4-dr., $640*. '52 Coronet 4-dr., $400; 
club coupe, $350. 

FORD —'56 Country Squire, $1,825; 
Custom (6) 2-dr., $1,375. '55 Country 
sedan, $1,700; Fairlane (8) Victoria, 
$1,605; 4-dr., $1,410*; Main (8) 
Ranch Wagon, $1,500, $1,450; 4-dr., 
$1,075; Custom (8) Town sedan, $1,- 
490*; 2-dr., $1,175; police car, ‘$760. | 


| 


’54 Main (S) Ranch Wagon, $1,220; 
2-dr., $715; Custom (8S) 2-dr., $890*; 
Custom (6) 2-dr., $675. ‘53 Crest 
(S) Victoria, $890; 4-dr., $725; Cus- 
tom (8) 2-dr., $500; Custom (6) 2- 
dr., $750; Main (8) 2-dr., $620; Main 
(6) 2-dr., $575. ’52 Main (6) 2-dr., 
$510; Custom (8) 4-dr., $450*. ‘51 
2-dr., $345. 
HUDSON—'54 Wasp 
i-dr., $640; 2-dr., 
LINCOLN — '56 Capri 
(ps), $3,400* (ps). ’°55 
top, $2,175*. ‘53 Capri 4-dr., 
‘52 Cosmopolitan 4-dr., $600*. 
MERCURY—’56 Custom Hardtop, §2,- 
150*. °55 Monterey 4-dr., $1,530", 
$1,525; 2-dr., $1,350. ‘54 Custom 
2-dr., $1,425*; Hardtop, $1,400* (ps). 
‘53 Custom club coupe, $1,000. ‘51 
4-dr., $250. 
NASH—’'55 Rambler Hardtop, $935. ’52 
Statesman 4-dr., $400. 
OLDSMOBILE—'56 (98) 
975* (ps); (88) Holiday, 
(ps), $2,500*. °54 (88) 2-dr., 
(ps); 4-dr., $1,465*. 
PACKARD—’'53 4-dr., $830*. 
$240, $230. 
PLYMOUTH — '56 Belvedere Hardtop, 
$2,075*. '55 Savoy club coupe, $1,210. 


2-dr., 
$300. 
4-dr., $3,425* 
Capri Hard- 
$970*. 


$730*. ‘53 


Holiday, $2,- 
$2,520* 
$1,555* 


"51 4-dr., 


"54 Belvedére 4-dr., $890*; Plaza sta- 
tion wagon, $880. ’53 Cranbrook 4-dr., 
$530, $480, $415; Cambridge 4-dr., 
$380. '52 Cranbrook 4-dr., $165, ’51 
Deluxe sedan, $205. ‘50 Special De- 
luxe station wagon, $400. 
PONTIAC—'56 Chieftain (8) Catalina, 
$2,060*; 2-dr., $1,700. '55 Chieftain 
(8S) 4-dr., $1,660* (ps). '54 Chieftain 
(8) club coupe, $1,335*. '53 Chieftain 
(8) 2-dr., $745*; 4-dr., $575*. ‘50 
Silver Streak (8) Catalina, $225*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports Are 


on Pages 50, 51, 52, 53 
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Total Trucks, U. S. 


Federal, ete. 


ANN ARBOR, Mich.-—-Last year’s 
$12 billion in auto sales was phe- 
;/nomenal, but it will look pale be- 
side a whopping $16 billion expected 
by 1965, a Ford Motor Co. econo- 
mist predicted last week. 

Stahrl Edmunds, manager of 
Ford’s department of economic 
studies, drew sighs of economic 
contentment with the $16 billion 
figure in an address before the 
Consumer Credit Conference. 

He expects 1956 auto sales to drop 
to $11 billion and then climb stead- 
ily through 1965. 


Some 200 executives of compa- 
nies that loan money or sell on 
credit heard Edmunds predict that 
disposable income would rise 40 
percent in the same period and that 
two-car families would more than 
double. ; 

The two-car-family figure now is 





Kentucky Aids 
Auto Thieves, 
Says FBI Agent 


LOUISVILLE. Kentucky, be- 
cause it has no auto title law— 
often acts as an unwilling partner 
of car thieves, according to Wil- 
liam Duncan, an agent of the FBI. 

Duncan, speaking at a session 
devoted to the problems of halt- 
ing auto thefts, said thieves from 
as far away as Mississippi and 
California bring stolen cars to Ken- 
tucky to be registered. 

He said such a ring operating in 
Ohio took stolen cars to Fort 
Wayne, Ind., to be repainted and 
have the serial numbers changed, 
then drove them to Kentucky, reg- 
istered them and then sold the cars 
to Chicago dealers. 

Lew Ullrich, of the 
Automobile Dealers Assn., 


said a 





Each Truck Maker’s Share .. . 





First Quarter Output—'5é6 vs. '55 


Total 
Output, 
1956 


* Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four-Wheel Drive, 


** Autocar, Freightliner and Sterling are included in White totals. 


$16 Billion by 1965... 


Auto Sales Surge Seen 


Kentucky | 


car can be taken to a_ used-car) 
dealer in Kentucky for sale and he| 


has no way of knowing whether or 
not it is stolen or mortgaged. 

“Under a title law this couldn’t 
happen,” said Ullrich. 


Schipper Heads 
Contest Board 


WASHINGTON. — J. Edward) 


¥ 
| = 


Schipper, Detroit engineer and 


public relations executive, has been| - 


named chairman of the AAA’s re- 
organized Contest Board, it is 
announced by Andrew J. Sordoni, 
AAA president. 

The Contest Board has been com- 
pletely revamped to provide an 
expanded testing and timing serv- 


ice. The AAA withdrew from all! 


participation in automobile racing 
last year. 

Other members appointed to the 
board are J. J. Cavanagh, general 


manager of the Chicago Motor|: 


Club; Harrison J. Cowan, advertis- 
ing manager, Longines-Wittnauer 
Watch Co., New York; John W. 
Hobbs, president, John W. Hobbs 
Corp., a division of Stewart-Warner; 
F. T. McGuire jr., director of the 
Cleveland Automobile Club; Edwin 
S. Moore, general manager, Cali- 
fornia State Automobile Assn.; C. 
M. Riggsbee, electronics engineer 
for the Radio Corp. of America, 
and E. J. Sanders, consulting 
petroleum engineer, Orange, Calif. 


j 
| 


| 





Pet. of Total Pet. of Gain 
Ist Quarter Output, Ist Quarter or 
Total 1955 Total Loss 
34.19 63,996 24.23 + 9.96 
0.40 1,147 0.43 — 0.03]! 
0.37 817 0.31 + 0.06) 
7.13 19,766 7148 — 0.35 
26.67 99,915 37.82 —I11L15}> 
8.77 12,827 4386 + 3.91 
12.41 30,735 11.64 + 0.77 
1.58 2,786 105 + 0.53 
0.30 1,136 0.43 — 0.13 
1.03 5,732 2.17 — Lu 
1.60 3,474 132 + 0.28 
5.35 21,084 7.98 — 2.63 
0.20 7Al 0.28 — 0.08 









100.00 §=264,156 100.00 


4.3 million, he said. He expects it 
to hit 10 million by 1965. 

Edmunds saw no cause for alarm 
in the increase in installment buy- 
ing and predicted such credit would 
climb to $48 billion in nine years 
with half of it in automobile paper. 


Today’s installment credit total 
is about $27.7 billion with more 
than $14 billion in auto paper. 


“Consumer credit,” he said, “is a 
civilized way of making goods 
available to provide a higher stand- 
ard of living to younger people and 
those less well off.” 

He called it “the people’s credit” 
and said in the long run it cannot 
be more severely dealt with than 
business or other credit. 


Edmunds said he expected the 
gross national product to reach $550 
billion by 1965. It was $388 billion 
last year and many experts fore- 
see a 1956 total slightly in excess of 
$400 billion. 

Asked if Ford is planning to 
step up its expansion plans to 
meet his high sales estimates, 
Edmunds replied, “I don’t know. 
That’s not up to me.” 

In his address on “The Family 
Standard of Living in 1965,” Ed- 
munds declared American family 
values are changing. 

“They want bigger and better 
cars and homes,” he said, “and 
they’re spending faf more on edu- 
cation, religious and welfare activi- 
ties, clubs, travel and personal 
business. 

“Expenditures are down for ra- 
dios, TV sets, musical instruments, 
food, household operations, sports 
equipment, beauty care, jewelry and 
watches, clothing, public transpor- 


tation and spectator amusement.” 


sme saan 





Nash's "Mystery Buyer'— 

Entering a dealership is one of Nash's 
“mystery buyers,’’ who is touring the 
country, loaded with $50 bills, in search 
of perfect Nash retail salesmen. Sales- 
men considered aggressive and well in- 
formed will be given $50 cash on the 
spot. A top winner will receive a mink 
stole for his wife. 
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The word’s getting around fast—the big, 
handsome husky you see here is the big 
surprise that caught the industry a year 
or so off balance! 


But it didn’t come as any surprise to 
Pontiac engineers that they had the year’s 
performance sensation. 


They knew all along that it would be, 
because they started from scratch and 
designed the most modern high-compres- 
sion, high-torque V-8 in America! 

Then they tailored an all-new Strato- 
Flight Hydra-Matic* especially for Pon- 
tiac’s Strato-Streak power plant—and for 
nothing else! The blazing action of 227 horses 
is delivered in a flash with the positive, no- 


MEET ‘THE NEW BOSS 


in: the Performance Department / 





lag action of gears—plus an amazing liquid 
coupling for a smooth, uninterrupted flow 
of power to the wheels. 


It’s no wonder with this kind of perform- 
ance that Pontiac is the “‘go’’ sensation of 
the year. But action alone is not the only 
reason for Pontiac’s increasing popularity. 
Thousands of people across the nation 
are finding out how little it costs to own 
these luxurious, high-powered Pontiac 
beauties. 

With a product like this, it’s easy to see 
why Pontiac dealers are looking at the 
future with abundant confidence. 

*An extra-cost option. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 











HE’S PROVING THE EFFICIENCY OF 
-STRATO-FLIGHT HYDRA-MATIC 


Sure, the new Strato-Flight is smooth . . . the 
engineers designed it that way! But they did 
something more. They combined two fluid couplings 
with gears. And it’s this gear-fluid combination 
that delivers lively get-up-and-go and outstanding 
power efficiency and economy! The engineer above 
is proving this extremely high efficiency on special 
electronic equipment. 

This kind of creative engineering and testing 
makes Pontiac America’s finest motoring value. 


°° PONTIAC® 


The Greatest Glamour and GO on Wheels! 
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NADA Kits 


ring-Kissed Showrooms . 





Keynote 


Fashion Festival 


WASHINGTON.—The NADA has | 
issued kits for use in conjuction | 
with the Spring Automobile Fashion | 
Festival which will take place the 
week of May 7-12. 

It contains aids for dealers to 
promote the festival including 
sample advertisments, logotype 





Minnesota Dealers 
In 16 Cities to Aid 
May Safety Check 


MINNEAPOLIS.—Dealers in 16 
Minnesota cities have promised to 
cooperate with local authorities in 
setting up check lanes during the 
May Vehicle Safety Check Pro-| 
gram, the Minnesota Automobile | 
Dealers Assn. announced. 

Heading the dealer campaign is 
Omar Hilligoss, Hibbing Chevrolet 
dealer and chairman of the state 
association's safety committee. The 
May program is sponsored on a} 
national level by the Inter-Industry 
Highway Safety Committee in co- 


operation with automotive and 
highway groups. 

Other Minnesota dealers who 
have joined the campaign are: 


E. G. Usem, Austin; Herb R. Conner, 
Bemidji; John R. Konshak and 
Wilbur Wood, Brainerd; C. N. Lock- 
wood, Faribault; Fred Walpern, 


Fairmont; M. G. Brimhall, Fergus 
Falls; Donald Loechler, La Cres- 
cent. 

Also, Jake F. Kiefer sr., Moor- 


head; Carl G. Knopke, New Ulm; 
A. O. Lindekugel, Owatonna; 
George C. Jorgenson, Red Wing; 


Bert Baston, St. Cloud; Lyle Mc- 
Cabe, Virginia; Harold Lindell jr., 
Albachten 


Willmar, and Joe 
Worthington. 





Cites Model 


PITTSBURGH.— The amount of 
stainless steel used in and on auto- 
mobiles is increasing and, according 
to Allegheny Ludlum Steel Corp., 
this is good news to the men that 
sell cars. 

Some of the sales points of 
stainless, Allegheny said, include 
resistance to corrosion; impervi- 
ousness to parking lot bumps 
and impact of pebbles and stones, 
and resistance to heat. 

In a survey reported by Alle- 
gheny, it was found that the aver- 
age car built in 1955 had 42 pounds 

of stainless steel. On some the fig- 
ure is higher. For instance, the 
Continental Mark II uses 55 pounds. 

Allegheny said the Continental's 
trim work is exclusively stainless 
steel. 

Allegheny said stainless steel was 
introduced to the auto industry in 
1930. One sheet produced a radiator 
shell, two headlights, a tail light, 

five hub caps and a few miscel- | 
laneous parts for the Ford Model A. | 

The steel firm said that the 
original stainless on these cars 
is as good today as it was when 
the cars were new. 

Among parts today manufactured 
of stainless, Allegheny listed: Wheel 
covers, gravel shields, hub caps, 
window and windshield trimming, 
reveals, belts, crash sides, fender 
mouldings and some grilles. 

Allegheny said stainless steel is 
being tested in the gas turbine 
engine. Should this engine come 
into wide use, Allegheny said there 


Mississippi Kills Bill 
To Double Credit Rates 
JACKSON, Miss. — The Missis- 
sippi Legislature killed a proposal 
which would have doubled the tax 
on commercial credit and finance 
companies. The bill was opposed 
vehemently by automobile and ap-| 
pliance dealers who complained it | 
would divert trade from border} 





Steel Trim Growth Told 


Allegheny Recounts Industry’s Use of Stainless; 
A Durability 


mat for use in regular advertising 
space, sample poster and sug- 
gested editorials for local papers. 


It is being sent to NADA direc- | 


|tors; state association presidents; | 
state and local association man- 
agers; local dealer associations; 


|state public relations chairmen; 
| public 
members and NADA area chair- | 


relations advisory council 


wr, 


falter M. Kiplinger, 


urged dealers to start action 
their communities at once. 


It replaces the Spotlight on Auto- 


mobile promotion staged in 1955. 

NADA leaders were urged to 
call local dealers together to map 
plans for the week’s activities. 
“This event can be one of the 
biggest in automobile history and 
one of the most productive in 
its benefits to franchised new-car 


dealers,” said Kiplinger. 

The kit is divided into eight 
parts: 

1. Planning and promoting the 


festival. 

2. Fifteen ways to make the 
tival a success. 

3. How to use radio and television 
during the festival. 

4.Reaching new-car buyers 
through their children during fes- 
tival week. 

5. Sample editorials and feature 
articles for use in newspapers and 
other publications. 

6. How to set up a speakers 
schedule (sample speeches _in- 
cluded during festival week. 

7. Automotive fact fillers. 

8. Sample news releases covering 
feature events. 

Posters are available from NADA 
at cost of production and mailing. 


fes- 


They come in sets of 20 at $4.75. | 








would be a large market for stain- | 
less as it is used substantially in | 


present experimental models. 

It was said that at least one 
manufacturer is considering the 
idea of making the entire body of 
its sports car of stainless steel. 


A table showing usage of stain- 


NADA 
aire ctor of promotion, said the fes- 
tival is a plan for local action. He 
in | 
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Fashion Experts Get the ‘Ford Story'— 


The Ford Victoria Customline was featured in a special 
campaign, sponsored by the Greater Denver Ford Dealers. 


president, 


Rocky Mountain Ford Dealers Advertising Assn., 


“Easter Season’’ hardtop 
From left, R. N. Wimbush, 
describes the car's features 


to Pavia Fox and Jean Townley, department store fashion experts, while J. T. Cavnar, 
Ford's Denver district sales manager, looks on. 


Ky. Newsman Organizes 
Dealers to Combat Blitz 


DEALER association, formed 
at the instigation of a news- 
paperman in an effort to combat 
blitz advertising in other areas, is 
seeking to convince western Ken- 
tucky residents that there still is) 
integrity in the auto-retailing field. 
The organization, the Muhlen- 
berg Automobile Dealers Assn., 
consists of nine new-car dealers 
in Kentucky’s Muhlenberg 
County. 
It was formed because local buy- 
ers were being “brain-washed” by 
gimmick and giveaway ads in 
|metropolitan areas, according to 
Amos Stone, co-editor of Central 
City Publishing Corp. which pub-| 
lishes two newspapers in Muhlen- 
| berg County. 
* * * 


_ adv ertising was negligible | 
in our area,” Stone said, “but 
local buyers were beginning to 
|}expect the free trips and TV sets 
they saw offered elsewhere.” 

Talking to county dealers about 
the problem, Stone formulated the 
|idea of a dealer association to} 
root out bad practices. 


The group sponsors two full- 


ne reported in the aera | page ads a month in _Stone’s 
ities Tons | P@bers aimed at educating the 
1946........32,855 1952........ 62,317 | Suying public, debunking the bait 
1947 35,591 1953... 127,993 | Offers and citing the merits of 

1948... 50,905 1954... 36,303 | buying at home. 
1949 53,359 1955........143,016 Rodosta Motors, Inc. (DeSoto- 
1950........81,800 1956...... .130,000* | Plymouth), New Orleans, likewise 
1951 $5,346 |}eschewed the fanaticism of some 
* Estimate ey oe The firm listed “3 reasons 
+ ® — 





Stainless Steel Trim— 
Phyllis Jakeway (left) ond Kay Ande 





7 


rs, two Detroit steel 


counties to neighboring states. | check over a few items manufactured of stainless steel that are used on the Conti- 


An earlier report on the bill 


by the Legislature. 


nental. The total used on the car is 55 


used 42 pounds. 


pounds. 


company employes, 


Allegheny Ludium Steel Corp. has | 
erroneously said it had been passed | reported an increase in use of stainless steel trim on autos. The average car in 1955 | 


for you to ne or just try” Rodosta 
Motors: 

“Low overhead, fair and square 
dealing, outstanding quality serv- 
ice.” 

* * * 
i many dealers continue to 
scream price and gimmicks in 
large type. In Springfield, Ill., R. 
E. Broe (Dodge-Plymouth), toi1d 
buyers “You probably lost $200 if 
you bought your present car with- 
;out seeing Red Broe.” 

A recent Broe teaser was, “We 

| will allow at least $750 for any- 

thing you can drive, push, pull, 

tow or carry to our showroom. 

| Sure, we’ll pay the tow charges.” 

And Joe May Chevrolet, Detroit, 
“will not be undersold.” 
Bey will beat any deal. 

nd be convinced.” 


Walters (Pontiac-Cadillac), New 
Albany, Ind., offered up to $800 
|}on 49 and older models and up to 
| $3,000 on ’54s and ’55s. The dealer- 
|Ship announced it would give an 
$800 overallowance on tradeins on 
| Pontiac Safari station wagons. 

* * 


ULING 

turned to extended warranties 
to tempt buyers, 
warranty of “150,000 miles or more 
or 15 months” on new ’56 Buicks. 
Work could be performed by any 
garage or dealership in the United 
States, Huling said. 


(Ford), staged a used-car sale, 
announcing it had too many ’49 to 
52 models. 


Apparently the sale was a howl- 
ing success. Five days later, 
Girdler said, “Our used-car lot is 
almost empty.” This signalled a 
four-day new-car sale to restock 
the lot. 


A Louisville competitor, Hull- 
Dobbs (Ford), also was in a sale 
mood, and many of the models 
required nothing down, according 
to the ad. In this category were 
a Mainline V-8 tudor advertised at 
$1,695 and Country Sedans at $1,- 
996. 


The ad announced solemnly that 
prices included, among other things, 
spare tire and wheel. 








Chevrolet Adds 
Five Spring Colors 

DETROIT. Chevrolet has 
added five new spring colors and 
accompanying two-tones, bring- 
ing its body-color choices to 403, 
according to T. H. Keating, gen- 
eral manager. 

Among the new paints are two 
with the Lucite acrylic resin base 
which reputedly eliminates the 
need for waxing for at least 18 
months under normal usage. The 
new colors are Inca silver and 
Imperial ivory. 





It said, | 
Come in 


BROS. Buick. Seattle, | 


In Louisville, Girdler Motors, Inc.| 


——$i, 


Curtice Receives 


GM Chief Retains 
$121,328 After Taxes 


| NEW YORK. The 57 of 
|and directors of General 


heers 
Motors 


salary and fees of $201,400 and a 
bonus award of $77,713 in stock 
and $497,287 in cash. 





GM said that after allowing for 
| Federal income tax, Curtice’s total 
| will be $121,328. 

Payments to directors are shown 
below: 

ALBERT BrapLey, executive vice- 
president (now chairman of the 
board), $176,525 salary and fees, 
$71,723 stock and $443,277 cash 
bonus. 

Frepverick G. DONNER, vice- 


president, $146,525, $65,224 and $384,- 
776. 


Lewis C. Goap, executive vic e- 
president, $146,300, $65,224 and 
$384,776. 

Epwarp R. Goprrey, vice-president 
(retired last June), $41,767 salary 
and fees. 

JoHN F. Gorpon, vice-president, 
$121,200, $58,216 and $321,784. 

Tuomas H. KeatTing, vice- 
president, $131,300, $61,231 and 
$348,769. 

CuHartes F. Kettrerinc, research 


consultant, $36,200 salary and fees. 
Carwu H. KInot, vice-president, 
$101,000, $50,229 and $249,771. 
Rocer M. K yes, vice-president, 
$101,300, $50,229 and $249,771. 
Crrvus R. Ossorn, vice-president, 
$101,300, $51,717 and $263,283. 


SHERROD E. SKINNER, vice- 
president, $121,400, $58,216 and 
$321,784. 

Autrrep P. SLOAN JrR., board chair- 
man (now retired), $48,900 salary 
and fees. 

CuHar.tes G. StTrRapeE.ia, president, 


zeneral Motors Acceptance Corp., 
$84,075, $60,213 and $339,787. 

Ivan L. Wites, vice-president 
(executive vice-president now), 
$121,200, $60,213 and $339,787. 

The bonus award is payable over 
five years, if earned out, GM said. 


N. Y. Dealer Fete 





Set for May 10 


NEW YORK. The Automobile 
Merchants Assn. of New York will 
celebrate its 48th anniversary with 
a banquet at the Waldorf Astoria 


announcing a| Hotel May 10. 


This year the event, which will 
consist of a dinner, stage show and 
address by a well-known speaker, 
is being restricted to men, and 


dealers have been urged to bring 
their employes. 


A Parting Gift— 


W. €. Fish, feft, Chevrolet general 
| sales manager, presents V. V. Cooke jr., 
| Cooke Chevrolet, Louisville, with a me- 
| mento marking his participation in the 
first Chevrolet Dealer Advertising Council 
‘in Detroit. Cooke, who accepted the gift 
|for his father, head of the Kentucky 
dealership, was among 21 dealers selected 
| to discuss advertising problems with 
Chevrolet executives. 


Corp. last year were paid $13,946. 
196 in salaries, fees and bonus 
awards, it was revealed last week § 
in a proxy statement mailed to 
| stockholders. 
Harlow H. Curtice, president, 
drew top compensation with 





Total of $776,400 | 
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Only a few years ago power braking for passenger cars was an 
innovation. Today power braking is one of the most desired new 
car features. In this relatively short time Bendix has advanced 
from pioneer builder to prime producer of power brakes. 


Obviously this industry-wide acceptance could not have been 
attained without the unrivaled wealth of diversified experience 
which Bendix has acquired over the years in successfully meeting 
the braking problems of.the industry. 


It is this unique ability to plan for tomorrow as well as to produce 


BRAKES « POWER STEERING « POWER BRAKING 
* CONSTANT VELOCITY UNIVERSAL JOINTS 
¢ HYDRAULIC REMOTE CONTROLS 


First to develop a practical power brake 


st choice 
= ~ - ey 


| 





for today that makes Bendix* Power Brakes the overwhelming 
choice of car manufacturers. 


Available in low pedal or high pedal design to meet individual 
manufacturers’ specifications, Bendix Power Brakes are a potent 
source of customer good will from the first mile to trade-in time. 


BENDIX sisrsion SOUTH BEND txorana 


Export Sales and Service: Bendix International Division, 205 East 42nd Street, New Yerk 17, WN. Y. 


*REG. U.S. PAT. OFF. 
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according to H. J. Cook, England 2 
Cook Co. Chevrolet, president 


Lansing Dealers Find .. . | Since inception, some 20,000 cars 


have been estimated to have passeq 


9 e © 6 . ; through Auto Salvage. “We have @ 
There ~ Profit in Junk | just recently awakened to the great § 
| financial possibilities of the busgj. 9 
|}ness and expansion now is under. 
LANSING. — Extra profit can be member dealers | Way,” said Cook. 3 
garnered through a cooperatively the current value} The firm has moved into a new 
owned and operated salvage com- of “junk” carsj|and larger plant located on U. § 
pany, dealers here have found. ae and at year end| Highway 16 where, according to 
Ten dealers in 1927 organized te splits the profit| Cook, “more cars will pass . . . in 
Auto Salvage Co. and it has been . among them. : |} one day than previously did in one 
in operation since. The firm pays|™ an te ° a 1955, cet 
es ee ; patronage @ilvi-| Auto Salvage, Cook said, has 
New Dealer Salvage Plant Studebaker for Maxim dend was $23.09) handled more than 20,000 ca rs 
The dealer-owned and operated Auto Salvage Co., Lansing, which was established 5 per unit an d it during its existence and every 
in 1927, has expanded and built the new plant shown above. It is located on U. S. Maxim Motors (Studebaker) has | a has been as high | automobile has been salvaged. 
Highway 16. Last year the firm handled 2,000 cars which it bought from member- opened at 507 E. Jackson, Elkhart, | as $100 in the pe-| Not one car has ever been re- 
dealers at the going rate. At year's end an extra “patronage dividend" of $23.09 |Ind. Fred M. Wambaugh iS presi- riod during and! gold to be put back into opera- 
per unit was poid. |dent of the dealership. - following the war, | tion, he said. 
eee At present the firm is owned by 
18 automobile dealers in Lansing, 
Mason and Charlotte, Mich. Each 
ownes an equal amount of stock 
and they send all their old and 
unsafe cars that are not valuable 
enough to be reconditioned to the 
salvage company. 


In addition, all wrecked cars go 
to the salvage yard to be dis- 
mantled and sold, either as used 
parts, salvage or both. 

Officers beside Cook are Al Rice 
| (Chevrolet), Mason, vice-president; 
| Bill Burgess (Ford), secretary, and 
| Al Edwards (DeSoto-Plymouth), 
| treasurer. The other directors are 
{Dan O’Shaughnessy (DeSoto- 
| Plymouth), Bud Kouts (Chevrolet) 
j}and Malcolm Milks (Chrysler- 
| Plymouth). 

Cook said the number of cars 
| scrapped annually has risen in 
the postwar years. In 1955 the 
total was 2,000 units and Auto 

Salvage intends to double that 
number in 1956. 

Roy F. Dudley has been general 
manager for the past 18 years. 


| Nash Publishes 
06 X-Ray Book 


Of Comparisons 


DETROIT.—A book which re- 
portedly shows new-car prospects 
the differences in autos is now 
available in Nash dealerships across 
the country. 


Called “1956 Automotive X-Ray,” 
the 44-page book compares the 
Nash to other cars with texts, 
pictures and charts. 

Comparisons are made on roada- 
bility, interior room, convenience 
features, economy, .styling, adver- 
tised horsepower, advertised torque, 
safety features and more than 90 
other items. 

Most of the comparisons are 
made between the Nash Ambassa- 
dor and Statesman and the other 
cars in the medium and high- 
priced fields — Buick, Cadillac, 
Chrysler, DeSoto, Dodge, Lincoln, 
Mercury, Oldsmobile, Packard, Pon- 
tiac and Studebaker. 

John Raisbeck, Nash sales vice- 
president, said, “We pulled no 
punches in creating this book. It 
uses hard, cold facts to show why 
Nash cars are superior.” 


Keyed to Spring 


Chrysler Windsors Sport 
NEW WAYN E , CUPERAM New Hues, Styling 
DETROIT. — Chrysler division 


has added three new colors, new 
side moldings and new interior 
FOR MORE BUS SALES—CONTACT YOUR WAYNE DISTRIBUTOR NOW eee 8 Ob Windier ewyert 
hardtops and four-door sedans, it 
was announced by C. E. Briggs, 
sportation, the new Wayne Superamic Schoo! Coact : sales vice-president. 
‘ The new spring shades are cop- 7 
protection. Huge Superamic rap-around windshield pertone, crocus yellow and blue 


St 


ee 
jade while the new interior choice ks 
is styled in coppertone and black. | 

Briggs said the styling innova- 
tions were announced at this time 
because of “overwhelming ap- 
proval” expressed by visitors at the 
division’s 30 fashion shows through- 
out the country. 


erty Vie 


GM Appoints Rep 
DETROIT. — Appointment of 
Peninsular Diesel, Inc., 6565 W. 
ae Ave., here as distributor 
; ‘ae Sc x or General Motors industrial diesel 
TREND-MAKER OF THE SCHOOL COACHES engines has been announced. - 
insular Diesel, a new company, is 
headed by Clarke F. Andreae, 
president, and M. W. Bever, secre- 
tary-treasurer and Diesel manager. 
A branch is to be established in 
Grand Rapids. 
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@ If you want to flash your message to a woman 
with the clarity and brightness of high beam 
headlights on a country road, talk to her in 

her own language. If you talk to her in terms 

of torque and compression, you reach her with 

a dim beam. But if you talk about styling, 

safety and comfort, her eyes light up. 


@ Naturally, the best place to talk a woman’s 
language is in a magazine that talks her lan- 
guage too. Because there your idea looks 
especially personal to her. And especially 

good. 


M@ Ladies’ Home Journal establishes this kinship 
with women more effectively than any other 
magazine. This is doubtless why more women 

buy the Journal—and are influenced by ideas 

in the Journal—than any other maga- 

zine.* If she spots your car in the Journal, 

she’s more apt to like what she sees. And if 

she likes what she sees, you are on your way to a sale. 


*Among all women’s magazines, Ladies’ Home Journal is: 


No. 1 in circulation 
No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

™ { |. Fair and equitable contracts between manufacturers and dealers in 

a motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


A Challenging Market 


rere from auto dealers add up to’ what is known as 
a spotty market. 


Some dealers report sales and profits slipping, while others 
say both are rising. And this situation goes beyond the line 
of cars the dealers are handling. 


To some, a spotty market is an ambiguous designation 
used as an alibi to explain a poor showing. 


To others it is a challenge, for they know that it is in a 
spotty market that good management shines. And this 
applies to factories as well as dealers. 


Some dealers are making money cultivating the same field 
in which others are turning up only losses, despite the fact 
that they are using the same tools. 


Conditions explain a lot of things, but good management 
rises above conditions. 


They Left Their Mark 


HERE is no such car as the Sloan or the Keller. Nor is 
there a tire known as the Litchfield. 


Yet the mark of these veteran leaders is firmly stamped 
on the auto industry. 


Alfred P. Sloan jr., who is retiring as chairman of General 
Motors; K. T. Keller, retiring as chairman of Chrysler Corp., 
and Paul W. Litchfield, who is stepping down as chief execu- 
tive officer of Goodyear, played vigorous and important roles 
in putting this nation on wheels. 


Those who carry on owe them much. 











Coming 
Events 


Dealer Conventions 


May 4-5 — Arizona Automobile Dealers 
Assn., Camelback Inn, Phoenix. 

May 45—New Mexico Automotive Dealers 
Assn., La ‘Fonda Hotel, Santa Fe. 

May 6-8—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pine- 
hurst, N. C. . 
May 1!4-15—Missouri Automobile Dealers’ 
oa. Muehlebach Hotel, Kansas City, 

°, 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 

May 15-i6—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 24-26 — Washington State Auto 
Dealers Assn., Cascadian Hotel, Wen- 
atchee, Wash, 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S$, C 

June 2527 — Michigan 
Dealers Assn., Hotel Olds, Lansing. 

May 2%9— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 28-July I—New York State Automo- 
bile Dealers, Inc., Di and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N.Y. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
_ Marshall House. York Harbor, 

e. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
ealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

seen, Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn.- Hotel New Yorker, New York City. 

Oct. 30-31 -— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. I1-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 
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Dealer Auto Shows 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 

April 20-22—Fargo-Moorhead Auto Show, 
Concordia Field House, Moorhead, 
Minn. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

- * 


Automobile 


Interna- 


General 


April 17—New York Metropolitan Council 
of Automobile Old Timers Luncheon, 
Waldorf-Astoria, New York, 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston. 

(See CALENDAR, Page 60, Col. 3) 


30 Years Ago nan 


The Big Stories 





Automotive Cartoon 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 


SHOW ROOM 


MAC VICARS 


"COME iN? SEE 
THe HOT ONE " 


Letterbox 


‘Hardly a Rumble. . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Special Burden 


I see that the auto industry, with 
hardly a rumble, has let the excise | 
tax on autos, trucks and parts be | 
extended again. | 

This tax singles out automobiles | 
as a luxury item to bear a special | 
burden although the auto moved | 
out of the luxury class many years 
ago. 

If the Federal Government just 
can’t exist without this tax, let it! 
be applied to all products, so that 
all can bear a fair share.—OLp- 
TIMER. 

* * = 


Sell Them Right 


I have just finished reading your 
editorial, “Friends to Be Cultivated, 
Or Suckers to Take?” today in 
Automotive News. I hope that you 
will continue to use the influence 
of your great paper to sell the 
importance of honest and ethical 
merchandising. 

Along with many other thou- 
sands of automobile dealers, we re- 
fuse to compromise the character 
and integrity of our _ business, 





Chevrolet made 65,041 automobiles in March, breaking all existing 
records for one month’s production of three-speed transmission cars, 


according to company officials. 


Canadians had 80,000 more cars in 1925 than the year before, or 
an increase of 12.5 percent. The total number of cars and trucks 
registered was 719,206 against 639,202 the year before. 

Sales of new cars in Michigan are running between 900 and 1,000 
daily, while used-car sales are averaging 300 a day. Estimated on a 
conservative basis, people of the state are investing $700,000 a day in 
new cars, in addition to second-hand car purchases. 

Latest statistics obtained by Dow, Jones & Co., show that Great 
Britain’s output of automobiles and trucks in 1925 was twice as large 
as in 1923. Last year’s increase brings Britain’s total to more than 
1,500,000. In a population of 43,000,000, this averages one to every 30 
inhabitants. A 400 percent increase must be made before America’s 


figure of one in six is attained. 


—From the files of Automotive News. 


which is now in its 5ist year, by 
“packing.” When this vicious prac- 
tice reappeared postwar, about two 
and a half years ago, it was unfor- 
tunate that many dealers took the 
expedient way of attempting to 
become pencil pushers instead of 
salesmen. True, it was harder to 
demonstrate, sell the product, and 
explain to the customer that the 
cash difference was the only thing 
that mattered, but it is the honest 
and ethical way to merchandise. 
As you well know, we in NADA 
are doing everything we can to 


|}encourage dealers to develop their 


sales and merchandising organiza- 
tions on a high plain. This is too 
great an industry to be torn down 
by mentally and physically lazy 
people with a “If you can’t sell 
‘em, confuse ’em” philosophy. — C. 
E. Freiey, president, NADA. 
= oa * 


Cast vs. Forged 


Congratulations on your ex- 
tremely well put together and au- 
thentic article (cast vs. forged 
crankshafts), on one of the most 
controversial subjects involving au- 
tomotive production.—Bos WacGNER, 
Wesson, Co., Ferndale, Mich. 

oe ” x 
Group Insurance 


The reactionary feeling toward 
the General Motors owner distribu- 
tor-dealer group life insurance 
“low cost plan” can be analyzed as 
follows: j 

Age 55-60 group: monthly, con- 
tribution premium of $1.15 per $1,- 
000; and for $25,000 yearly cost of 
$345; with declining protection 
after 65th birthday and at 69th 
birthday no protection whatsoever. 

By way of comparison, the pres- 
ent GM dealer group life insurance 
plan for $5,000 for an officer in- 
volves a monthly premium of $3.75 
or $45 a year with full coverage 
until death. 

Under the circumstances, there 
is no low cost or protective fea- 
tures in this new life insurance | 
plan that GM is advocating.—MeEt- 
ROPUIATAN DEALERS ASSN. OF BosTON. 
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CLAMP ON LEADS TURN ON ANALYZER 


No wires to disconnect in ignition system. Two miracle No need for a lot of dial-doodling here. Operates like 
electronic connectors snap quickly into position to TV receiver — turn it on, select channel (Number of 
permit engine test under exact operating conditions — cylinders) and you're ready for test. All tests made 
on the road, if necessary. without changing initial connections to engine. 


ASK YOUR JOBBER, OR 


WRITE FOR COMPLETE 
DETAILS. 


TAKE A LOOK 


TV-type multi-line pattern displayed on instrument 
shows each cylinder as a separate line in consecutive 
firing order. Troubles are instantly apparent. TV-type 
multiple line display gives equivalent to a 40 inch tube 
of single-line type. 


This is the Engine Analyzer they’re all talking 
about — the biggest news in automotive test 
equipment in years. Cuts your trouble-shooting 
time to a minimum. Permits more productive 
work for every working hour, and pushes your 
profits up. 
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It would outlaw meddling in any | 


AUTOMOTIVE WASHINGTON way with a speedometer to deceive | 


a customer about mileage. It would 


‘ ° permit manufacturer-dealer selling | 
Multer Bill R agreements to provide for exclusive | 
equires sales territories and for punishment | 


in case of “bootlegging.” | turing 88 color combinations on its| But don’t look for prompt intro- 


40,000 ‘Test Drivers 


By William Ullman 


Washington Correspondent 


dealers through the auspices of in-| 


in 


88 Color Choices ball, whieh wilt be sameuaee al 


. - ferent from the Butler bill. For 
1956 Combinations Set ono thing, 16 Will be tecnder & 
A DeSoto Record scope, but will contain fewer 


DETROIT.—DeSoto now is fea-| Words. 


It would offer factories a power-| 1956 line, according to R. F. Baird,| duction. It is going to be an impor- 
ful incentive to settle disputes with | DeSoto stylist. tant proposal, and the NADA staff 


Additions since the cars were in-| is taking time to study the wording 


dependent arbitration boards. |troduced last October include the| very carefully. 


The bill also would make it illegal | white, gold and black combinations | ee eae ae 
for a factory to cancel or threaten | on the Adventurer hardtop and the| Highway Safety Probe Due 
to cancel a dealer for refusal to; gold fabric top on the pace car Fie 


r puEe seven motor vehicle bills introduced just before the | purchase parts, accessories, equip- | convertible. Aner ee at ae 
7 ment or tools from the manufac-| The 88 combinations include 14 into e causes 0 ignway 
Easter recess by Rep. Abraham J. Multer, New York |} 0, | sali oohecs. traffic accidents this year, probably 


Democrat, cover a lot of ground. One of them, in fact, covers 
ground equivalent to 144,000 trips around the earth at the| 
equator—no less than 3.6 billion miles. 


This ambitious measure) | 
would require auto manufac-| part.” “Part” is not defined within patad 
turers to issue certificates of | the bill, but if the meaning is in| Place of business indicating he 


|the usual automotive sense, the| deals in the manufacturer's prod- | ‘ ‘ . 
and uct.” | NADA Bill Will Take Time recommend possible action to be 


fitness with all new cars 


trucks. Such certificates would | customer’s invoice might be a pretty 
state that the vehicle, parts and| long list. Just listing the nuts and 
accessories had been inspected for) bolts alone would fill a couple of 
safety, and that the unit had been | pages, 


road tested for 506 miles. 


The long road test would include| 4 Real Omnibus Bill 


driving each vehicle 100 miles at 15, 

30, 45, 60 and 75 miles an hour. 
Assuming that a factory test 
driver averages 45 miles an hour in| 
making his runs, he would cover| 
‘ only 360 miles in 
an eight-hour 
day. In other 
words, he couldn't 
complete the 
Multer test on 
even one vehicle 
during normal 

working hours. 
If the test | 
driver worked a 
five-day week 
William Ullman and lost no 
time, he could test drive 90,000 
miles during a full year. That 
means that between January and 
December, he could personally 
eheck on only 180 motor vehicles. 
How many test drivers would 
have to be employed if the Multer 
bill became law? During a year in 
which 7.2 million cars and trucks 
were produced, the auto makers 
would have to put no less than 
40,000 full-time drivers on their} 
payrolls. 
In short, one test driver for every | 
new car dealer. This might afford 
a wonderful career opportunity for | 
retailers weary of selling cars! 

ob * * 
A Million Years in Jail 


a number of miles of testing | 
range that the manufacturers 
would have to provide is still an-| 
other matter. They would have to} 
build enough roads to drive about| 
40,000 vehicles a day, or as many as| 
are registered in an average city| 
of about 100,000 persons. 

The financing problems faced by 
some municipalities in relieving 
traffic congestion would be nothing 
compared with the road-building 
worries of the auto makers. 

But for the manufacturer who 
refused to go along with the 
Multer measure, there would be 
severe punishment indeed. 

Take the case of an auto maker 
who turned out a million units dur- 
ing a year and failed to road test 
them properly. The Multer bill pro- 
vides that a person who violates| 
the act shall, upon conviction, be 
fined not more than $10,000 or im- 
prisoned for not more than one 
year—or both—for each offense. 

The foolhardy factory president, 
then, could go up the river for a 
million years, and be socked with 
a fine of $10 billion. 

It’s the kind of penalty to make 
a man think twice. 

e * * 


Mile-Long Invoices 


Au of Multer’s proposals, includ- 
ing the one on road testing, 
have been introduced both as indi- 
vidual bills and as part of an omni- 
bus measure called the General 
Motor Vehicles Act. of 1956. 

Among other things, this all- 
inclusive bill would make it unlaw- 
ful to deliver a car to a purchaser 
without an itemized invoice accom- 
panying it. 

This invoice would have to state 
the cash sale price of each part, 
piece of equipment and each ac- 
cessory, as well as the Federal, 
state and local taxes, transporta- 
tion, advertising, handling 
Sens service and anything 

The most interesting thing about 
this section is the phrase, “each| 











It would make it illegal for a | 


any factory advertising except | 


In all fairness to Rep. Multer, | 
there are still more provisions in| 


for “the usual signs at a dealer’s | it’ 
way. contribute to the high accident rate, 


after Congress adjourns. The inveg- 
—,— | tigation will have two phases. First, 


manufacturer to require a dealer | tie up a major industry in restric-| jawmakers will try to determine to 
or group of dealers to pay for | tive legislation. what extent excessive speed, intoxi- 


Most people in the industry think | cation, lack of safety inspections, 
s a bad thing to attempt, any-| poor highways and other factors 


* * * 


Second, they will study and 


HILE Senator A. S. Mike Mon-| taken by the Federal Government 
roney vacationed in the Middle| to reduce the toll. 


|his General Motor Vehicles bill.| East—at his own expense—his staff No chairman has been announced 
—— |Many of them may be quite sound} began drafting the report of his| to head the safety probe, nor have 
from both a legal and administra-| auto marketing subcommittee. It| committee members been selected. 
tive point of view. But a few of | should be at least another month| Probably, there will be no action at 


HERE are a number of other|them illustrate again the extreme} before the final draft is ready. all in this field until much later in 


provisions in the omnibus bill. | difficulty encountered in trying to 


| 


Meanwhile, NADA continued to | the session. 
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A “twist of the wrist” means 


You know how important a clean, efficiently 
operating cooling system is to top engine 
performance. Dirt, rust and corrosion can 
cause engine knocks and pings—overheating 
—low gasoline mileage—sluggish engine 
performance. 

Most motorists don’t know the importance 


of their cooling system—and they don’t 
know how to take care of it. 


That’s where you—an expert—take over. 
You drain, clean, flush and carefully check 
the entire cooling system. Then add a rust 
inhibitor to keep it clean. The car’s in your 
hands. The customer places confidence in 
you. And your service is appreciated. 


Result: Your customer’s service business for 
a long, long time. 
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Mercury Honors Chicago-Area Dealers— 


Lincoln-Mercury dealerships in Mercury's Chicago sales district received 
“customer relations” plaques at the monthly meeting of the District Parts and Service 
Managers Club. From left are Frank Paulson, Irving Park; Irv Jindrau and John 
Mulat, Chicago; Walter and William Reed, Elgin; Gerald and Cecil Miller, Waukegan; 
Robert Anderson and Jack Hamer, Berwyn; Leonard Ritchie and Charles Glynn, | 
Chicago; Walter Schroeder, Mercury's district service manager, who made the presen- 
tations; Daniel Cornila, Mercury's assistant national service manager; Charles Frana, | 
Evanston; Richard Fishoman and Samuel Bernardi, Elmhurst; and Bernie Benedetto | 
and Frank Dal Santo, Chicago. 
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| registration, 
|and around Christmas, a deal offer- 
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UY A brand new car and 
receive a free vacation for the 
whole family. Sound like a good 


deal? Apparently residents of 
New Bedford, Mass., home of 
United Motors, Ine. (Dodge- 


Plymouth), think so, judging from 
the number of cars they buy from 
Hy Miller, president of the dealer- 
ship. 

According to Miller such offers 
go a long way toward helping to 
sell cars. United Motors’ ads offer 
free TV sets, 100 gallons of gas, 
extra tires, financing 


ing enough money back from the 
old car allowance to do Christmas 
shopping in style. 

United spends approximately 
$2,500 a month on advertising, 90 
percent of which is spent on 
newspaper ads and brochures 
and 10 percent on local radio. 


Located in a sales area of 175,000 
| population, United moved 250 new 


How They're Pushing Sales .. . 


Dealer Ad Ideas 








Dodge cars and 36 new trucks 
during 1955 and 720 used cars, only 
/10 percent at wholesale. 

Miller estimates that repeat bus- 
|iness accounts for 80 percent of 
|volume. Often, people who've 
bought a used car from United 
will return in a year or two and 
purchase a new car, he said. 

* cs * 


Just a Real Good Auto 
EN LINDENBUSCH (Stude- 
baker), who has a_ slogan 
“Honesty Above All,” published an 
advertisement carrying his photo, 


and the following copy: 

‘It’s like a _ three-ring circus. 
Everybody, or’ so it seems, shouts 
like a barker at a side show. Per- 
sonally I'm glad we don’t have to 
shout... 

“I was talking to a customer 
... who traded in a ’49 Champion. 

He had driven it over 86,000 miles 











a happy customer 


You know the best way to gain a customer’s 
confidence—give him fast, complete service. 
And one of. the most important services 
starts with a “‘twist of the wrist’’. 


Be sure to give complete cooling system serv- 
ice this spring. Keep the engines purring— 
and the customers will purr, too! 





THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 








the question “Buying a New Car?” | 
|End With Delivery. Many dealers 
| sell you a car and then forget you. 
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without spending one cent on the 
motor, transmission or body. It 
had no squeaks or rattles and the 
original tires lasted nearly 61,- 
000 miles. Gasoline averaged 
better than 19 miles to the gallon. 
“Tf you are looking for a car 
that’s easy on the pocketbook, 
flashy on the road — come in and 
test drive the new Studebaker. If 
you haven’t driven one lately, 
you’re in for a big surprise. There 
is no obligation, no pressure... 
just real good automobile.” 


* m 


Follow the ‘Stork’ 
ILLER MOTORS (Dodge- 


Plymouth), Binghamton N. Y., 
stressed interest in its customers 
with a newspaper ad which fea- 


tured a stork holding a miniature 
automobile in its beak. 
The ad said: “Our Deal Doesn’t 


This is not our policy. We know 
that after a person makes as large 
an investment as~ an automobile, 


| he deserves more consideration. 


“For 11 years we have been mak- 
ing friends of our customers, and 
they have returned to buy from us 
regularly. The policy has paid off 
for us and our customers like it...” 


* * * 


|A Festival of Color 


B. SMITH (Ford), Buffalo, 

* sought to inject enthusiasm 

into spring new-car buying by stag- 

ing a “spring color festival” in its 
showrooms. 


The firm said it was presenting 
“the most colossal and colorful 
showing of Ford products ever as- 
sembled by one dealer.” The big 
display of cars featured new spring 
colors, solids, two-tones, three- 
tones and special color combina- 
tions Smith said had never been 
shown before. 


Hudson Appoints 
21 Sales Outlets 


Across the Nation 


DETROIT. — Hudson has added 
21 dealers to its retail sales organ- 
ization, according to V. E. Boyd, 
general sales manager. 


The new dealerships are: Dean 
A. Reed Motor Sales, Caldwell, O.; 
B & M Garage, Pittsburgh, Kans.; 
Cessna Motors, Cleveland, Tex.; 
Paul A. Reinke, Paso Robles, Caiif.; 
O. B. Davey Co., San Diego; Pat 
C. Harper, Vallejo, Calif.; Cox Mo- 
tors, Inc., Florence, S. C. 


Kull-Vogel Motors, Peekskill, N. 
Y.; Mt. Carmel Motors, Mt. Carmel, 
Pa.; Ned’s Shell Service, Three 
Rivers, Mich.; Courtesy Auto Sales, 
Rockford, Ill.; Elson C. Hart En- 
terprises, Rexburg, Id.; Robertson 
Auto Sales, Milford, Mass.; Logan 
Packard-Hudson, Logan, O.; Grubys 
Hudson, Inc., Chicago; Van Hattem 
Motor Sales, Roseland, IIl. 


A. E. Smith Motors, Fort Wayne, 
Ill.; Rudolph Motors, Chicago; 
South Center Motor Sales, Chicago; 
Daigle & Hinson, Inc. Baton 
Rouge, La.; Sampson Motor Com- 
pany, Burley, Id. 


Synthetic Rubber 
Nets U.S. a Profit 


AKRON. — The Government 
closed its books on ownership of 
America’s synthetic rubber industry 
with a net profit 
of $150 million on 
its $1 billion in- 
vestment, accord- 
ing to a report 
by P. W. Litch- 
field, board chair- 
man, Goodyear 
Tire & Rubber Co. 

All plants in the 
program now 
have been trans- 
ferred to private 
ownership. The 
synthetic rubber experiment began 
during World War II when supplies 
of natural rubber were shut off. 
“The material,” ‘Litchfield said, “has 
won a firm place in our: economy, 
attaining the stature of an indis- 
pensable basic product.” 

He predicted an expansion in the 
synthetic rubber field and asserted 
that the acceptance of synthetic 
helps keep natural rubber prices in 
line. 





P. W. Litehfield 
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BIG NEW PROFITS 


Studebaker’s Balanced Volume Program, 
realistic sales policies, and plus dealer 
profits from a full line of Transtar trucks, 
have helped to boost Studebaker Dealer 
average profits among the industry’s high- 
est! Check now, see why at your nearest 
Studebaker zone office. 






— 
a 
New Studebaker styling New Studebaker car models New Studebaker power—up to Vm Em UATOLE 
‘ WY offers a volume appeal sixteen, in five new series 275 hp. in the Golden Hawk blankets the popular range 





BIG NEW MARKETS 


Now the franchise with exclusive benefits 
taps a booming new market! More and 
more American families are living the in- 
formal ‘‘sports car life’’—and only Stude- 
baker covers this rich potential with a full 
line of family-sized sports cars! 


*. 


Call or write: Dealer Development Department, Studebaker Division, Studebaker-Packard Corporation, South Bend 27, Indiana, Phone: Atlantic 9-7111 


GO BIG THIS YEAR WITH THE BIG NEW STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD GORPORATION—WHERE PRIDE OF WORKMANSHIP SPILL COMES FIRST 
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Meeting the Practical Problems . . . 





Case Histories of a Salesman 


Epitror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 
Dear Ed: 
HENEVER you have several 
men working together doing 
the same job (selling automo- 
biles), you are bound to have a 
conglomeration of types. Matter 
of fact, you usually have at least 
one character 
on the team. My 
story today is 
about such a 
character. We'll 
call him Joe 
Edwards. 
Joe was about 
35, a bachelor 

bes and a real 
: handsome guy. 
_ He didn’t miss 

, a trick and, be- 

Bert Simons cause he was a | 
well-traveled man of the world, 
he was instinctively very sharp. 
This made Joe Edwards one of 


Optimism Sweeps 
New England as 
Spring Steals In 


LOWELL, Mass.—An air of opti- 
mism coasting along on the warm 
breath of spring is sweeping away 
the gloomy attitude so prevalent 
among dealers at the start of the 
year. 

One harbinger of better things to 
come is the record 268,000 Rhode 
Island registrations scored as thou- 
sands rushed to squeeze under the 
deadline. This was 5,309 more than 
1955. 

Auto dealers take the view that 
if the “littlest state”—last year in 
the throes of a textile slump, in- 
cluding loss of several mills, and 
ravaged by floods—could make such 
a showing, the other five New Eng- 
land states should do much better. 


Five local dealers report better 
business despite two blizzards and 
a late snowstorm. The reluctance 
of spring to arrive is believed to be 
working in favor of the dealers, as 
people will be even more eager to 
hit the “open road” when it does 
come. 

Also, qualified observers have 
declared that the New England 
economy is healthier than it has 
been for years. Things are looking | 
up, is the attitude of dealers, and, 





| 





by the looks of their sales promo- 
tions, they intend to help it get| 
better. 


Milwaukee OK’s 
Automobile Pier 


MILWAUKEE.—The Milwaukee) 
Common Council has authorized | 
construction of an automobile pier | 
on the lake front. 

The pier, which was a highly con- | 
troversial project a month ago, was 
approved without debate. 

Authorization was’ also provided | 
for construction of a general car-| 
go pier and storage terminal at| 
Jones Island. 





Dealer-Mayor Reynolds 


Target of 3rd Blast Try 


JACKSON, Ky. — An employe) 
found a package of explosives) 
which had failed to explode on a) 
window ledge of the dealership of | 
W. H. Reynolds, mayor of the city. | 
It was the third such attempt. 

On Feb. 24, two new trucks on 
the firm’s property were demol- 
ished in an explosion and the ad- 
joining plant of the Jackson Times 
was damaged. March 15, a package 
of five sticks of explosive was 
found. Part of a 50-foot fuse was 
burned but had gone out before it 
reached the cap. 

Mayor Reynolds, in his third 
term, was unopposed. He has of- 
fered a $1,000 reward for informa- 
tion leading to arrest and convic- 
tion of those responsible. 


the best salesmen on the team. 


Joe liked the women. Now in | 


many cases this very pleasant 
weakness made life very inter- 
esting for him. But on some oc- 


Oriole Nash Opens 


Oriole Motors, North Ave. and| 
Howard St., Baltimore, is a new| 
Nash dealership. H. Dorsey Shipley | 
is president of the firm and Vernon | 
Otto is treasurer. 


casions when Joe got involved 
with a female prospect, he would 
either charm her into buying or 
—as was suspected on many occa- 
sions—scare her out of the place. 
* * + 

ye Ed, the other day a real 

beauty came strolling in and 
as usual she. wound up with our 
Joe. Mary was the kind of girl 
that every man who was still 
drawing breath would stare at. 





While Joe «as presenting the 
car to Mary, all of us were en- 
joying the presentation (from the 
sidelines.) Well, Ed, all good 
things come to an end and so did 
this. Mary left and became a he- 
back. 

But the strange thing was 
that Mary came back—not once 
or twice but three times. Each 
time she and Joe had a very 
chummy visit, but he never 
came up with an order. 

Finally we realized what was 
happening. Mary wasn’t inter- 

ested in buying a new car. No 
sir, she was interested in Joe. 

She is now Mrs, Joe Edwards. 

—Bert Simons. 


Personal Touch 
Informal Sales Parleys 
Lauded by Dayton 


DAYTON, O. 
Co. is using a new personalized 
merchandising approach in quar- 
terly meetings with its tire dealers 
and sales representatives. 

The meetings are informal but 

organized. Merchandising aids are 
explained together with construc- 
tion, designs, availability, customer 
| benefits, display materials and 
| product literature. 
Mock sales are held to give deal- 
|ers pointers on selling. Dayton offi- 
|cials say many practical promotion 
ideas have grown out of sugges- 
tions and comments. 





Stories like this... 


spell out savings for you 


Time and costs take a dive when body repairs 
are made with materials based on BAKELITE 
Brand Epoxy Resins. The message shown op- 
posite describes how fast and easy this method 
of patching metal can be. 

But there’s more than just speed to recom- 
mend the use of compounds based on BAKELITE 
Epoxy Resins. Their outstanding adhesive 
qualities, dimensional stability and hardness 
result in a superior finished job. Shrinkage 
stays at an absolute minimum. 

fou'll learn a lot from this advertisement, 
but the best idea is to test these metal-patch- 
ing materials yourself. Write today for names 
of suppliers of compounds based on BAKELITE 
Epoxy Resins. 


Dayton Rubber § 
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| either as a male nurse, medical going inside and telling my wife 








er 


student, theological student, cleri- Wage-Hour Exemptions = girl ahem, as the cane =e 
cal worker, insurance salesman » at we were going for a 
X-ray technician, grocer or fi. Hold on Used-Car Lots demonstration ride. I would tell 
nance company representative. WASHINGTON. — The Auto- | the salesman that if she liked the 


er ¢ Salesmen Called Gullible | He became aware of the gulli-| motive Trade Assn. — National | car I would buy it.” 


12-Car Thief Tells Story... 





ed © | bility of car salesmen and the car-| Capital Area has advised its | Younger always was gone when 
ro \stealing racket last fall when he members they are exempt from |the salesman returned. He said he 
TS 4 KANSAS CITY.—A 33-year-old|in his chosen profession to two|tireg of the rickety car he was provision of the Wage-Hour Law | was forced to abandon the car he 


on used-car lots in locations | was driving several times when it 


self-styled Casanova, who has ad-|correspondence courses on sales-| ,_.. ‘ é 
nnitted the theft of 12 cars since|manship and personality which he| %tiving. Younger took it to a dealer! ..parated from main dealerships. |ran out of gasoline or when he 





ut |= ; ; 

z + jast fall, claims that, while women| took during his last sojurn at the | 24 asked for a demonstration ride| he lots, however, must con- |thought police were on his trail. 

c- |) are very gullible, auto salesmen| Federal prison in Leavenworth,|in a new model, leaving the older) summate 50 percent of all sales |He then started over again. 

er |) are even more gullible. |Kans., for Dyer Act violation. |car behind as evidence of good| within the jurisdiction where Federal warrants had been issued 

id Besides the 12 thefts, John | He was arrested recently in Little | faith. He thus progressed through! jocated and 75 percent of sales |¢5; him in Missouri, Arkansas and 
William Younger has admitted | Rock, Ark., where police spotted|the automotive field until he ob-| must be for retail. Oklahoma. He will be turned over 

1- an embezzelment charge, the use | his latest car—a red Cadillac con-| tained his latest princely model. | to federal authorities for prosecu- 

i of 18 dAliases, impersonating a | vertible and they put a three-hour “Sometimes the — = In _— cases I ge eoneted tion. 

) eral officer, check forging and | stakeout on the car. insist on going with me on dem- point out a nice big apa en ‘ a 

" aes. Younger is a short stocky man | onstrations,” he said, “and that | house and tell the salesman that site Gduann oo nok eat ae 


Younger attributes his “success”! who usually lists his occupation was a little difficult, but not really. I lived there, and would he mind next in gullibility. He said he re- 


cently married a young woman he 
met in a tavern and obtained 
$1,600 from her but that she moved 
to California to forget him. 

“That’s gratitude for you,” he 
concluded. 


206 Dodge Buyers 
Want ‘the Works,’ 


Survey Discloses 


DETROIT.—“Give me the works” 
—a command usually associated 
with barber shops and beauty par- 
lors—is becoming a standard order 
in automobile showrooms, accord- 
ing to a three-year study by Dodge. 

Demand for most optional equip- 
ment auto accessories has risen 
steadily, ever since 1954, according 
to Byron J. Nichols, sales vice- 
president. 








A fender that’s rusted through like this While the damaged area is being heated Layers of glass cloth saturated with the 


can really depreciate a car’s value. Be- f : i >si i *t in place and sl d The Dodge study showed a 90 
x ves st caer ae after cleaning by sanding and solvent resin mix are set in place and shape percent demand for its automatic 
sides spoiling the appearance, it costs (background), the glass cloth patches are roughly to conform to the section being transmission, compared to 82 per- 
a lot to repair with conventional meth- cut to size and the BAKELITE Epoxy Resin repaired. Several layers can be built up cent in 1954. Standard transmission 
ods and materials. is mixed with its hardener. to fit required contours. orders have declined by more than 


half in two years. 


Power steering is demanded on 
one-fourth of all 1956 Dodge cars, 


P. h > - d > } an increase over the 1954’s of 14.4 
atc ing en er wit L percent. Power brakes have risen 
from 3 percent in 1954 to 19.7 per- 

cent this year. 
Heaters show an increase from 


* € 
77 percent in 1954 to 96 percent. 
. More than half of today’s new-car 
77 percent in 1954 to 96 percent. 
purchased them in 1954. Back-up 


lights increased from 56 to 64 per- 
cent, windshield washers from 31 
to 34 percent since 1954. 


eg this fender took just a po over . Black Continental 
our. The saving was 70 per cent of the cost o . ‘ 
doing the job with conventional materials and Is Buyers Choice 
methods. Figure your own savings in dollars DEARBORN. — Although the 
dti h atch ted or dented sheet Continental is offered in 14 single 
and time when you patch rusted or dented shee shades, almost 37 percent of buyers 
metal with this lamination of glass cloth and so far have specified black, accord- 
en -B dE os Mest ing to Douglas T. McClure, sales 
AKELITE Brand Epoxy Resins. manager. 
BAKELITE Epoxy Resins are extremely dura- Another 17 percent selected 
ble when cured —hard, tough, resistant to white, 12 percent specified blue 
‘ , 2 : and 10 percent chose green. Brown, 
moisture, corrosion, chemicals. They're easy to sandalwood, red, grey, beige and 
work with. The liquid resin is mixed with its a de hae Te make 
liquid hardener and cures at room temperature stieacinenceisesnseliniie 
or by infra-red lamps. For more information, Accessory Average $250 
write Dept. PF-10. Per Studebaker Car Sold 


SOUTH BEND.—A survey of 400 
Studebaker dealers was reported 
last week to have shown an aver- 
age of $250 in accessory sales on 
each new car sold in January and 
February, according to David S. 

Fong McNally, parts and accessory man- 
os » i. ager. 

He said that during the two 
months, Studebaker dealers re- 
ported a 30 percent increase in 
accessory sales per car over last 
year. 


A similar trend in the used-car 
market also was noted. One deal- 
ership, Scherman-Schaus-Freeman, 
South Bend, reported an average 
increase of $50 above the market 
by adding as little as $10 in acces- 





Heating with infra-red lamps causes the resin-hardener mixture to set. 
This operation takes about fifteen minutes. Shrinkage is no problem with 
BAKELITE Epoxy Resins. Patch holds fast to metal base. 


Final operation before painting involves usual procedure of sanding the 
glass cloth—BaxkeLiTE Epoxy Resin laminated patch. Patch could also OO) 


be machined or drilled. Paint is applied as with metal. 


a 









sories. 
Over 90 percent of this dealer- 
BAKELITE COMPANY ship’s tradeins were equipped with 
A Division of Union Carbide and Carbon Corporation radio, heater and automatic trans- 
laa mission. The accessory additions 
sometimes consisted “merely of 
80 East 42nd Street, New York 17, N. Y. side mirror, hood ornament, bumper 
The term BakE.ITE and the Trefoil Symbol guards and wheel discs.” 
are registered trade-marks of UCC Johneon Motor Sold 


Earl Johnson Motor Co. (Ford), 
Ellsworth, Kans., has been sold to 
Harold Westerhaus by Mrs. Earl 
Johnson, whe assumed ownership 
after the death of her husband 
last fall. 
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Merchandising 


Memos to Dealers 





NY reasonable dealer knows 

when his own ads are mislead- 
ing, but sometimes it is a dfferent 
story when he’s looking at competi- 
tive advertising. 

Like the other day when a 
Chevrolet dealer called to com- 
plain about a Ford national 
advertising program offering a 
Mainliner Special V-8 sedan at 
$56 a month, after “average” 
down payment. 

This, said the Chevrolet dealer, 
is pure bait advertising, violating 
the Ford division’s own statement 
on that subject. 

+ 


The Vantage Point 


you are sitting. Nobody says a 





By Bob Finlay 


dealer has to advertise his toughest 


terms. All he is called upon to do 
is deliver what he advertises. 

And more often than not it is 
the spirit that counts rather than 
the letter of the ad. 

Some may argue as to what an 
“average” down payment is, but if 


you accept the recommended one- | 
third down as an average, who can | 


quarrel with the Ford ad? 
ot * a 


An Advertising Waste 


POINT which strikes us about 


the tricky ad devotees is that 
they overlook the value of adver- 
tising to sell the merchandise which 





| they have on hand. 
EEMS to us it depends on where | 


They devote their advertising 
energies to selling loss leaders, of 


| which they may have one or 
none, They hit hard on the “big- 
gest deal in town,” and every 
other dealer in town can tell you 
that the dealer who claims the 

“biggest deal,” usually does not 
give it. 

And some dealers knock them- 
selves out in advertising selling the 
easiest terms in town, when, in 
truth, auto men know that “the 


easiest terms” usualy are the hard- | 


est. 
* * = 


The Big Switch 
HE excuse for these dubious ad- 
vertising gimmicks is that they 
create traffic in the showroom. 
The fact that the prospects come 
for something the dealer may not 
have doesn’t matter. Maybe the 
dealer can switch them to some- 
|thing he has got. And some are 
| successful at working the switch. 
But it seems to us that the 
| tricky ad boys bear relationship 
to the con men who work twice 
as hard stealing a dishonest dol- 
lar as they would have to work 
to earn an honest dollar. 


_Deceptive advertising costs no 





EMEMBER 


If Trucks Stop... 
America Stops! 





THE 


cotta 
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General Tire Lauds Trucking Industry— 


The importance of the trucking industry to the economic fabric of the nation is 
being stressed by General Tire & Rubber Co. through the medium of billboards and 
a coast-to-coast radio hook up. As in 1955, the campaign includes elaboration of 
the billboard theme, above, in a series of broadcasts by Harry Wismer on the 
General program, ‘General Sports Time.” 





less than honest advertising. We'd ; | loss- leader gimmick type of adver- 
like to make a small wager that | | tising. 

the same amount of money spent | 

and the same amount of ingenuity | FTC on ‘Bait’ 

used on advertising the cars that | IX WASHINGTON, Harry A, 
the dealer has in stock and wants Babcock, head of the investiga- 
to sell would produce better profit|tion bureau of the Federal Trade 
results and build a firmer founda-| Commission, recently nailed down 
tion of customer goodwill than the|the essential elements in bait ad- 


* * > 











144 BURNER JETS automatically plane both top and bottom 
of slabs to remove surface cracks and impurities. 





HAND SCARFER double checks slabs to make certain that any 
flaws extending below surface are also removed. 





oe = ~ | vertising. 
According to Babcock, bait 
advertising “essentially is the 


Steel planes quality 


Just a dramatic picture of a steel mill in action? Far 
from it! These sizzling-hot sparks tell another very 
important story about the special care that goes into 


making steel at Great Lakes. 


They’re bouncing out from beneath the burner jets of 
the automatic hot scarfing machine. Scarfing? Just as 
you plane wood to get a smooth, flawless surface, so 
does the scarfer automatically burn away the top and 
bottom “‘skin” from each slab of steel. Then, jets of 


water sweep the slab clean. 


The end result: you get a higher quality, deep-drawing 
sheet with an inherently flaw-free surface. That’s one 
more important reason why you should call Great 
Lakes about your steel needs. And remember, Great 
Lakes customers get what they call for. 


GREAT LAKES STEEL CORPORATION 


ted practice of offering—at a spec- 


tacularly low price—a product or 
| a service the seller is determined 

not to sell if he possibly can 

avoid it. 

“His purpose is to establish direct 
contact with people who want or 
need the product or the service, 
then sell quality products at regular 
and much higher prices. He will go 
to great lengths to avoid selling 
|the ‘bait,’ always disparaging it, 
sometimes sabotaging it, end even 
flatly refusing to sell it.” 


In Confusion 


HY, for heaven’s sake, spend 
money creating a demand for 
j}something you haven't got in 
|stock? Or on advertising terms 
which you can’t produce? 

In view of the present confu- 
sion about auto prices, the loss- 
leader advertising is a lost cause, 

| for the average prospect doesn’t 
| know what is a good price and 


what isn’t. 
| Aim your advertising at what.the 
|customer wants —- mobility, fine 


transportation, beauty in motion, 
|the countless features modern 
| autos offer. 


Sell him what you've got. 


‘Copco Steel Sets 
Trailer Production 


For Mid-April 


DETROIT. A new entry in 
the truck-trailer field has been an- 
nounced by Lyle Carnick, president 
of Copco Steel & Engineering Co. 
here. 

Production of Copco Trailers will 
|begin by mid-April in a 125,000- 
square-foot plant at Centerline, 
Mich., a suburb of Detroit, he 
|said. Operations wiil start shortly 
in two other plants in Detroit 
|proper and South Bend, Ind., 
|Carnick added. 
| In charge of operations at Copco 
| Trailers will be a quartet of men 
|who have had years of experience 
in trailer manufacture. 

Herbert Gross will be president 
}and Harold B. Streem will be 
|executive vice-president and gen- 
}eral manager. Both were formerly 
| vice-presidents of Strick Trailer 
Co. 

Vice-president of engineering and 
| research will be Paul Tenenbaum. 
|Walter J. Delaney will be vice- 
| president of operations and will be 
jin charge of manufacturing. De- 
laney, like Tenenbaum, is a veteran 
|in trailer manufacturing at Strick. 
| Copco purchased Edwards Trailer 
Co. in 1951, and activities formerly 


Cate, Cae igen + A |handled by that operation will be 
: a part of the new Division. 
aT Vee ie oe) Te vill eradeleioat 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York C ity, Philadelphia, 


Pittsburgh, Rochester, St. Louis, San 


Hesfard Quits Cc velo 


James Hosford Motors, Inc., Cin- 
sano has cancelled its Chrysler- 
Plymouth franchises after 25 years, 
| according to James Hosford, owner 
lof the dealership. Hosford said he 
| would announce later the make of 
lauto his firm will handle in the 
future. 






Francisco, Toledo, Toronto. 
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ur Service Absorption 
Increased from 15/to 85% 


Mark Gant, a veteran of 19 years in the Ford 
Sales and Service field and popular head of Mark 
Gant Motors in Park Ridge, Illinois, is ‘‘sold 
on Sun’’. Here’s why: 


“Our service absorption zoomed from a lowly 15% to an average high of 85%, 
thanks to a program of service selling backed up with Sun Test Equipment. 
Motor tune-ups make up 50% of our service business, and the Sun Tune-Up 
Tester has certainly been our answer to gaining greater tune-up volume, in- 
creased parts and service sales, and enthusiastic customer satisfaction. What’s 
more, sales records prove that our satisfied service customers have become our 
best new and used car buyers.” 


"1 o 


Walter Timm, genial Service Manager of Mark 
Gant Motors, backs up the boss with: 


“Like all of our Sun Test Equipment, the Sun Tune-Up Tester really ‘pays its 
way’. Motor tune-up is a large volume operation in our shop, and we depend on 
the Sun Test Equipment to turn out a fast, accurate, no ‘come-back’ job every 
time. Because troubles are quickly located and parts and service are sold on the 


basis of proven need, we’re convinced that our four Sun Tune-Up Testers return 
more profit-per-dollar-invested than any other equipment in the shop.” 


(Left) Checking nine important tune-up areas in 
ten minutes. (Right) Noting results of tests on 
a Thunderbird. 


SUN Master Motor Tester A : 
Follow Mark Gant’s successful lead to greater SERVICE ABSORPTION with SUN 


Automotive Testing Equipment. More tune-up business means more parts sales, 
more customer labor, more satisfied, repeat customers. 


SUN ELECTRIC CORPORATION, 6323 N. Avondale, Chicago 3, Illinois 


. . . and now, on the road to greater SERVICE ABSORPTION, let your SUN repre- 
sentative show you how Sun Equipment can build more service sales for YOU. 
SUN Master Distributor Tester 
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Roundup from State Capitals... . 


Legislation Affecting Auto Industry 


By Bethune Jones |increased from 50,000 pounds on 

Legislative Correspondent | major highways to 56,800 pounds on 

i . s ‘ 2 all highways and maximum combi- 

ees progress in the campaign for modernization of! nation length was increased to 50 
state truck size and weight regulations is being made) feet. 

this year, with new laws liberalizing such limits enacted in| I L in N. Y 

Georgia, Kentucky, South Carolina and Virginia. ee ee eee eae 


A major bottleneck that had for years plagued interstate AMONG other significant legisla- 
truck operators was broken? |... tates “selide Bahia compul- 
or enicie apill insur- 
when Kentucky lawmakers creased the height ence AM was enacted in ew York 
enacted a bill increasing the Jimit for loaded|to make it the second state to 
state’s truck weight limit from 42,- trucks from 12%/adopt such a law. The other state 
000 to 59,640 pounds and the per- to 13% feet and|is Massachusetts. 
missible length of four-axle trucks 


included logs) ‘The New York law will go into 
from 45 to 48 feet. among the truck-| effect Feb. 1, 1957, after which no | 
A new Georgia law increased the trailer loads! motor vehicle owner will be able 

vehicle combination length from 45 ree may have! to get license plates unless he 

to 48 feet, raised the maximum | e ength of sal furnishes proof of insurance or 
axle-load limit from 18,000 to 20,340 | eet when the) other ability to meet a negligence 
pounds and boosted the gross loads cannot a judgment up to $10,000 for in- 
weight maximum from 55,300 to dismembered. | juries to one person in an acci- 
63,280 pounds. Virginia’s gross| dent; to $20,000 for injuries to 
: South Carolina lawmakers in- weight limit was! more than one in the same acci- 





* * * 








Bethune Jones 





A new contribution 





fo greater 





Cleans clear around the corners 


* Now Pontiac and Chevrolet dealers can 
offer their customers the added safety of 
wider vision angle for bad weather driving 
—exclusive with the new Power-SweEEP 
Contour Electric Windshield Wiper! 

Here’s the wiper that cleans clear around 
the corners into those critical side areas. It’s 
electric for constant, uniform action with 
no wiper stalling or slowdown. It’s dual speed 
for the best cleaning under any conditions. 
Turn it off, and blade automatically returns 
to park. 

Potential customers are reading about 
Power-Sweep regularly in The Saturday 
Evening Post. They’re pre-sold on the many 
advantages of this optional accessory for the 
new Pontiac and Chevrolet cars. Offer it 
to them, they’ll buy, and you'll profit! 


DELCO APPLIANCE DIVISION 
General Motors Corporation, Rochester 1, New York 


highway safety ~~ 





1956 


dent, and $5,000 for property 

damage. 

Compulsory motor vehicle liability 
insurance bills were pending at this 
writing in Arizona, Michigan and 
Rhode Island, but were rejected 
earlier this year in Georgia, Ken- 
tucky, South Carolina and Virginia. 

The controversial motor vehicle 
inspection issue was settled in New 
York with the enactment of a com- 
promise bill requiring annual in- 
spection of automobiles four or 
more years old. It also calls for 
inspection of all used cars, regard- 
less of age, at the time of sale. 

* ca of 


Factory Curb Voted 


~ THE field of marketing, the 

New York Legislature passed 
and sent to the governor a bill to 
compel State registration of auto- 


| mobile manufacturers as a means 
|of protecting dealers against fran- 


chise cancellations without proved 
cause. 

The measure also prohibits 
manufacturers from _ coercing 
dealers into buying unwanted 
cars and accessories, and provides 
for treble-damage suits against 
manufacturers if they force deal- 
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Manufacturers of water systems, automatic heating equipment, automotive electric 
windshield wipers, motors for heaters, defrosters, seat actuators and window lifts. 


ers to buy unwanted merchaniise 
or engage in unfair trade prac- 

tices. 

Also enacted in New York were 
bills aimed at ending some of the 
worst automobile sales financing 
abuses. One of the measures limits 
charges for financing new cars to 
7 percent of the unpaid balance, 
Maximum rate for used cars not 
more than two years old was fixed 
at 10 percent and for older cars 
13 percent. Automobiles selling for 
more than $3,000 and commercial 
and business vehicles are exempt. 


A companion measure calls for 
the licensing of finance companies 
by the State Department of Banks, 
There will be a $100 licensing fee 
for each place of business and an 
investigating fee of $50 for each of 
a company’s first three places of 
business. Another companion bill 
amends the state business law to 
require that the costs of reposses- 
sions be “reasonable” and be “item- 
ized.” 

* a * 
Financing Tax Defeated 


} greersegetr 4 Legislature de- 

feated a bill opposed by auto- 
mobile dealers which would have 
put a State tax on automobile sales 
financing. 


Tennessee Insurance and Bank- 
ing Commissioner Arch E. North- 
ington announced the adoption of 
new regulations prohibiting lending 
agencies from requiring borrowers 
to purchase insurance from them 
or their friends on automobiles or 
other mortgaged property. 

Highway financing legislative 
activity is featured by the New 
York Legislature’s approval of a 
measure providing for a November 
referendum on a $500 million high- 
way bond issue. 


Turned down by the Republi- 
can-controlled Legislature, how- 
ever, was Gov. Averell Harriman’s 
request that motor fuel taxes be 
increased to repay the bonds. 


On its way to passage in the 
Kentucky Legislature at this writ- 
ing was a recommendation by Gov. 
A. B. Chandler for submission of a 
$100 million State highway bond 
issue to the voters at the November 
election. Higher truck taxes were 
asked to help pay off the bonds. 

A $200 million highway bond issue 
proposal was being pressed in 
Massachusetts by Gov. Christian 
Herter. He recommended that 
either the State gasoline tax be 
boosted by 1 cent to finance the 
bonds or that the State tax on 
heavy trucks be raised and the gas 
tax be increased half a cent. 
| * x “* 


| Turnpike Fever Waning 


I LINE with a trend of waning 
enthusiasm for new toll road 
projects, Seattle Mayor Allan Pome- 
roy recently urged reevaluation of 
| financing plans for Washington's 
| projected $227 million Tacoma- 
| Seattle-Everett toll highway to de- 
| termine if it can be built as a free 
| highway. 

A bill to broaden the powers of 
the Michigan Turnpike Authority 
was shelved in the State Senate at 
|the request of its sponsor, Senator 
Haskell L. Nichols, Jackson Repub- 
lican, who said he wanted the 
|measure held up pending the out- 
|come of Congressional action on 
highway legislation. 

Also expected to be sidetracked 
in the Michigan Legislature was 
@ proposal to put on the Novem- 
ber ballot a State constitutional 
amendment pledging the State’s 
credit behind a $300 million turn- 
pike bond issue. 

Ohio’s State Highway Director S. 
C. Linzell informed the State Turn- 
pike Authority that engineers mak- 
ing studies for revised estimates on 
the feasibility of Ohio’s projected 
north-south toll highway expect to 
have a complete report by May 1. 
The pike would run from Cincin- 
nati to Conneaut. 

* * * 


Tunnels, Bridges OK’d 


IRGINIA lawmakers enacted a 

bill authorizing the Chesapeake 
Bay Ferry Commission to construct 
as a toll revenue project a $200 
million bridge-tunnel across Chesa- 
peake Bay from the Eastern Shore 
peninsula to the Hampton Roads 
area mainland. 

A bill was enacted in New 
Jersey to enable the Port of New 
York authority to lend the New 
York Triborough Bridge Author- 


(Continued on Page 23, Col. 1) 
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ity money for construction of a 
$220 million bridge across the 
Narrows between Brooklyn and 
Staten Island. 

Colorado’s State Highway Com- 
mission approved a proposal by | 
Gov. Ed C. Johnson to call for bids | 
from contractors for construction | 
and design of a vehicular tunnel | 
under the Continental Divide at) 
two alternate sites. 

In the field of, state tax changes, | 
a new selective 3 percent sales tax | 
was enacted in Pennsylvania to 
raise an estimated $322 million by | 
June 1, 1957. Thereafter it will) 
revert to 2 percent rate. 

Maryland’s Legislature increased | 
the State corporation tax from 4% | 
to 5 percent and raised the prop- 
erty tax rate from 10.90 cents per 
$100 valuation to 14.07 cents. 

Alabama lawmakers approved 
for submission to the electorate 
Aug. 28, a proposed state consti- 
tutional amendment lifting the 
ceiling on the state corporate 
income tax from 3 to 5 percent to 
put it on parity with the rate on 
individuals. 

In the labor field, the New York 
Legislature passed a bill providing 
for regulation of union welfare 
funds. Aimed at preventing rack- 
eteering and fraud in employe 
benefit funds operated jointly by 
management and labor, the measure 
would subject them to State bank- 
ing and insurance department) 
control. 

= > > 
New Hampshire Ponders 
Truck Regulations 


The State Legislative Council has 
been told that New Hampshire's 
trucking industry should be put 
under state regulations because of 
the actions of “fly-by-night” and 
“unscrupulous” operators. 

State Senator Eralsey C. Fergu- 
son. Pittsfield, said the state has 
a set of rules for buses and one 


30 Nash Dealers, 
29 Managers Win 


Contest Prizes 


DETROIT.—Thirty Nash dealers 
and 29 Nash district managers have 
been declared winners in the “Show, 
Place and Win” promotion, de- 
signed to put cars on display in un- | 
usual places. | 
Joseph | 


Winning dealers are: 
Flammia, Medford, Mass.; James} 
Volpe, Rochester, N. Y.; Sidney 
Ginsberg, Miami; Fred Bouren, | 


Royal Oak, Mich.; K. M. Linhart, | 
Natrona, Pa.; Karl Johnson, Tulsa, | 
Okla.; M. C. Bledsoe, Shreveport, | 
La.; K. A. King, Sioux Falls, S. D.; | 
G. G. Cropper, Cheyenne, Wyo. 

J. C. Engel, Pomona, Calif.; S. G. | 
Follestad, Everett, Wash.; Ernest | 
Boch, Norwood, Mass.; H. J. Kane, 
May Falls, N. Y.; D. E. Schulstad, | 
Tampa, Fla.; G. H. Otto, Detroit. | 

J. J. Dewey. Martins Ferry. O.; 
J. Bacon, El Dorado. Kans.; W. F. 
Lloyd Memphis; E. E. O’Neil. Sioux 
City, Ia.; G. L. Holland, Las Vegas, 
Nev.; T. M. McClaskey, Oroville, 
Calif. 

J. Aubin, Malden, Mass.; Max| 
Brown, Kenmore, N. Y.; C. L. Ehr- 
lich, Augusta, Fla.; S. A. Williams, 
Columbus, O.; W. West, Plymouth. 
Mich.; Dale Mountain, Omaha; Jeff 
Hicks, Memphis; Verl Ferguson, 
Ogden, Utah; C. B. Hakes. Albany. 

Winning district managers are: 
R. W. Saunders, Boston; E. Strueb- 
ing, Buffalo; O. B. Baker, Atlanta; 
F. Churchill. Detroit; W. Heiss, 
Pittsburgh; R. M. Adreon, Chicago; 
R. G. Adams, Kansas City; S. B. 
Hunt. Memphis; M. E. Novak, Min- 
neapolis; R. Halloran, Denver; R. 
Spillman, Los Angeles; H. A. Neid- 
linger, San Francisco. 

A. G. Henderson, Boston; R. 
Cushman. Buffalo; G. L. Schutz, 
Detroit; J. A: Peters, Pittsburgh; 
H. W. Anderson, Kansas City; L. 
M. Rossett, Memphis; R. E. Bowen, 
Minneapolis; D. Elder, Los Ange- 
les; L. M. Rogers, San Francisco; 
M. H. Stafford, San Francisco. 

D. G. Cassidy, Boston; H. M. 
Rice, Atlanta; W. L. Bowlus, Cleve- 
land; E. F. Milbourne, Kansas City; 
R. M. Eddins. Memphis; G. Layson, 
Denver; F. C. Cota, New York. 
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for trucks. The council is consider- 


|ing legislation which would make 


the intrastate trucking business 


|subject to regulation by the State 


Public Utilities Commission. 
* 


Tax Hike on Ala. Ballot 


Alabama will vote Aug. 28 on a 
constitutional amendment which 
would raise the ceiling on the 
State corporate income tax from 
3 to 5 percent, putting it on a par 
with the rate on individuals. The 
proposal would add about $6 mil- 
lion annually to school funds. 

* * * 


Ontario Legislators 
Support Title Law 


Ownership titles should be held | 


by all car owners in order to 
protect potential buyers from pur- 
chasing vehicles with disputed 
ownership, a committee of the 
Ontario Legislature has recom- 
mended in Toronto. 


Such titles would carry a com- 
;ments which have applied to the 
|;car. The committee submitted a 
|draft law to the Legislature for 
|inaugurating the system. It was 
| recommended that it start with 
|new 1957 or 1958 cars. 


* + + 
Trailer Tax Approved 
Kentucky’s House of Representa- 
tives has passed a bill imposing 
| registration fees of $4.50 on trailers 
| and semitrailers and $9.50 on house 
| trailers. 


oe * + 
Truck Tax Bill Dies 
A bill to replace the _ state’s 
weight-distance tax against heavy 
jtrucks with higher registration 
fees and a special tax on fuel died 
|in the finance committee of the 
New York Legislature. 


* * 


\N. Y. Okays Referendum 
‘On Highway Bond Issue 


A measure providing for a No- 
deren ond referendum on a $500 mil- 
lion highway bond issue has been 
| passed by the New York Legisla- 





|ture and sent to Gov. Averell 
| Harriman. 
| The Legislature rejected the 
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WHEN LoweR CARS ARE 
LOWERED WE'LL 
BURY OURS | 





“Oh, it has no wheels — it slithers 
along on its belly!” 


plete record of all liens or commit- 
governor’s proposal that motor fuel 
taxes be increased to repay the 
bonds. Harriman had advocated a 
gasoline tax hike from four to five 
cents per gallon and on diesel fuel 
from six to 7% cents. Voters last 


23 


fall rejected a $750 million bond 
issue coupled with a two-cent gas 
and. three-cent diesel fuel tax boost. 

* * * 

Licensed for Life 

A life-time fee of $12.50 for regis- 
tration of an antique motor vehicle 
25 years or more old, not used for 
general highway transportation, 
has been adopted under a Pennsyl- 
vania bill signed into law by Gov. 
George M. Leader. Heretofore, 
antique cars were required to pay 
the same $10 annual registration 
fee applying to all passenger cars. 

* + * 


Michigan Lawmakers OK 
55-Foot Truck Length 


A bill which would make perma- 
nent a wartime measure permitting 
55-foot truck lengths has passed 
the Michigan Legislature amidst 
charges of threats against those 
who opposed the measure. 

The bill now goes to Gov. G, 
Mennen Williams. Rep. Coleman 
Stanislaw, Dearborn Democrat, who 
two years ago was a registered 
lobbyist for a railway union, charged 
that he had received three or four 
phone calls in which he was warned 
to “lay off” his opposition to the 
bill. 


Right under his nose 
but does he see it? - 


LaF lam-Jenisch 


Z 
S 


x Joe Radano, 


, Inc., Runnemede, N. J. 


saw it and made a distributor sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They’ll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


® America’s Favorites—Mobilgas and Mobiloil 


ONLY SOCONY MOBIL 


OFFERS ALL THREE: 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





The customer didn’t know it, but 
the automatic advance on his 


distributor was faulty. Joe spotted 


it, though! Socony Mobil’s 
training program had taught him 
the importance of noticing worn 
or damaged parts. Result? The 


customer asked him to replace the 


automatic advance... increased 
absorption ratio for LaFlam- 
Jentsch, Inc. 


@ World’s Greatest Lubrication Experience 
@ Exclusive “On-the-Job” Training 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Revival of Interest Seen 
In Impact-Extruded Pistons 


oe for possible emergence 
of extruded automotive pistons 
from a limbo of neglect and obliv- 
ion. After completing a develop- 
ment program in 1954, Thompson 
Products had high hopes for 
impact-extruded pistons when they 
were released for production appli- 
cations. 

Despite the desirable engineer- 
ing and performance advantages | 
of aluminum pistons made by | 
this process, a number of fac- 
tors have delayed their accept- 


| 
| 











ance by the industry. The famil- 
iar question of “who is going to 
pay for the tooling” probably has 
caused some auto makers to hold 
off. 

At present, I ‘believe that all} 
passenger-car engines are using | 
permanent-mold aluminum pistons. | 
Extensive experiments have been 
conducted on both die-cast and im- 
pact extruded pistons—but thus far, 
no one has made the jump to either 
of these processes for.production 
parts. 


Ultimately, 


however, the extru- 


sion technique holds promise of 
making available a vastly improved 


ML 


ONE TURN OF THE SCREW 
EQUALS THE LIFE OF THE LINING 


This most simple and practical self-adjusting screw 
is exclusive on the Auto Specialties aluminum 


Double-Disc Brake. 


There are 50 notches on the head of this self-adjust- 
ing screw. And, unlike the old badmen of the West 
who used to notch their gun handles every time they 
took a life, we figure that every time this screw turns 


a notch, it can save a 


life. Because, as brake lining 


wears two or three thousandths of an inch, the screw 
turns one notch and advances the lining toward the 
braking surface—compensating even for this small 
amount of wear and keeping the brakes in adjust- 
ment and proper alignment all the time. This makes 
braking with Auto Specialties Double-Disc Brakes 


safer all the time. 


This amazing screw keeps the clearance between the 


lining and the braking 


surface constant. Thus, with 


Auto Specialties Double-Disc Brakes, pedal height 
is always the same. This assures ample pedal tor 
braking under all conditions. 





piston at a possible decrease in 
unit cost. The principle claim made 
for this new type of piston is that 
it is 30 percent lighter and 50 to 
100 percent stronger than those 
presently in use. 

* * * 

HE extruding process is said 

to provide “closer tolerances, 
better physical properties and metal 
structure — while lending itself 
readily to an automatic operation 
yielding an extremely high pro- 
duction rate of 500 pistons per man- 
hour.” 

It is apparent that engine de- 
sign trends create a demand for 
a piston that is both lighter and 
stronger. The extruded piston is 
said to fulfill this requirement 
because it can be desigied with 
thin walls for minimum weight 
while retaining the necessary 
strength properties. 

One experimental design cited by 


Thompson engineers was approxi- | 
mately two ounces 
converted from permanent mold| 
|casting to extrusion—yet test re-| 
sults reportedly showed it to have} 
|more than four times the fatigue 
life of the original piston. 


lighter when 


Impact-extruded aluminum pis- 


manufacturers, and the outlook is 
said to be favorable for early pro- 
duction usage. Indications are, how- 
ever, that this type of piston may 
show up in truck and tractor 
engines before it is installed in 
passenger cars. 
*~ * * 


Cam _ Design, Production 
| Aided by New Machine 


MONG engine emgineers, it is 
common knowledge that cam 
|eontours are one of the most 
|troublesome aspects of design and 
volume production on modern en- 
gines. It is said that most new 
overhead-valve V-8s have had a 
|minimum of two cam contour 
|changes since the original produc- 


Fe . 
|tion version. 


According to some authorities 
in this field, cam contours at- 
tained in production still are far 
from satisfactory. In attempting 
to make up special cams for test, 
engineers allegedly are handi- 
capped by having to resort to 
available equipment which, in 
most instances, is not particularly 
suited for this purpose. 

Many times, the engineer may 


|feel that the valve open and close 
tons are undergoing test by several| time is almost what he wants 





During a recent series of the most gruelling tests 
any brakes were ever subjected to, this screw auto- 
matically kept Auto Specialties Double-Disc Brakes 
in accurate adjustment. And the screw was still 
operating efficiently after thousands of rugged stops 
from low to very high speeds. This performance 
under most strenuous conditions far surpassing the 
braking any car would receive during normal life, 
proves that Auto Specialties Double-Disc Brakes 
do automatically stay in adjustment. For any disc 
brake to operate efficiently, an automatic adjuster 
that works effectively under all cqnditions is an 


absolute necessity. 


Auto Specialties engineers have proven that Auto 
Specialties rugged, long-life Double-Disc Brakes 
(1) automatically stay in adjustment, (2) do not fade, 
and (3) are competitively priced—ready for adoption. 


For more information write to Auto Specialties Mfg. 
Co., Inc., Saint Joseph, Michigan. 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 
Plants also at Benton Harbor and Hartford, Mich., and Windsor, Ont., Canada. 
Manufacturing for the automotive and farm machinery industry since 1908. 
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but would like to try variations to 
observe the effects. If it were 


pos- 
sible to change the open and cloge 
time by four or five degrees at 
will, the engineer would be able 
to determine very rapidly and in- 
expensively which cam shapes and 
valve overlap were most satis- 
| factory. 
In production of camshafts, the 


master cams usually are the same 
length as the camshaft—with a 
generated shape as required to pro.- 
duce the desired contours on 
production parts. Cost of the master 
cams may range from $1,800 to 
$2,500. Changing them over to a 
new contour is a major probiem, 
since hundreds of man-hours may 
go into the reworking job. 
x * * 
ESPITE careful attention given 
to design of the valve train 
and emphasis on precision in vol- 
ume manufacture of such parts as 
the camshaft, actual valve timing 
on production engines remains as 
a major problem in modern high- 
performance engines. 

One company says it checked a 
number of new camshafts and 
found the valve opening and closing 
time varied.from cylinder to cyl- 
inder as much as 10 degrees. On 
some new engines tested early this 
year, engineers were amazed to find 
the intake valve actually opening 
10 degrees after top dead center. 

On the same make of engine, 
another camshaft might vary suf- 
ficiently to open the intake valve 
eight degrees ahead of top dead 
center. Obviously, this engine 
would not idle smoothly—and all- 
around performance could vary 
considerably from one engine to 


another in supposedly identical 
products. 
In one fairly typical manufac- 


turing plant, master cams must be 
reground about every two or three 
months. The down-time on the 
machine, plus the cost of regrinding 
on special equipment, adds up to 
a considerable outlay that adds to 
operating costs. 
x * * 

y= NORMAN AUTOMOTIVE 

EQUIPMENT CO. believes it 
has a solution to many of these 
engineering, performance and pro- 
duction problems in its 253 cam- 
shaft grinder. During a recent visit 
with president Selby Greer, I was 
informed that this new machine 
index head which can be 


ishifted readily to any required 
| degree setting. 


This feature is said to permit 


| grinding the master cam to the 





desired shape in “a matter of 
a very few minutes as compared 
with several hours. required to 
do the same job on'some equip- 
ment now in use.” 

Following this meeting with 


|Greer, I received a letter from F. 


P. Healy, vice-president and chief 
engineer, in which full details are 
given on the flexibility of this 
machine in producing experimental 
cams, as well as its applicability 
for maintenance work on master 


| cams. 


Healy wrote, “We can take any 
master cam and produce another 
master from it (while new) for ap- 
proximately $10. This master cam 
then can be used to regrind other 
masters for the production grinder 
in about one hour’s time.” 

ad * * 


H® POINTS out that possible 
improvements in perfarmance 
of the general run of production 
engines can be confirmed only over 
long periods of time in dynamom- 
eter and test-track operation. 
Making up special cam contours to 
solve problems that arise over 50,- 
000 miles of operation can be a 
time-consuming task. 

However, the Van Norman 253 
camshaft grinder is said to per- 
mit checking for production 
variations and correcting the cam- 
shaft without disrupting manu- 
facturing operations. Further- 
more, during a development 
program, experimental cam 
shapes are claimed to be reduced 
to a “routine job.” 

Design of the machine permits 
any cam contour to be produced 
quickly. Open, close and valve over- 
lap time can be changed at will 
and accurately reproduced from 
relatively inexpensive master cams. 

At least one major automobile 
manufacturer is using the new 

machine for maintenance of pro- 
duction masters: Recent evaluation 
of results after some months of 
operation is said to have yielded 
data that will encourage widespread 
use of this new equipment. 
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into the driver’s seat 
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1g It is common knowledge that the shortest distance between a 


: prospect’s living room and the showroom is the advertising 
pages of The Saturday Evening Post. 
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id For the factory’s ads in the Post are the announcement ads 
1g ae a ; ee 

1- to millions of high-income, car-owning families. They shop the 
re Post in their living room long before they ever set foot in the 
id showroom. It is America’s new-car salesroom in print—and has 
s been for decades! 


The Post has proved—year after year—that it is the most 
. effective way to get prospects out of the easy chair and into 
the driver’s seat for that all-important demonstration drive. 
As a result, the automotive industry puts far more pages of 
advertising in The Saturday Evening Post than in any other 


» 
| magazine. It gets to the heart of America. 
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Auto Dealer Changes 


A second salesroom, located on 
U. S. Route 1 through Pawtucket, 
R. I., has been opened by Hien 
Pontiac Co. The firm, headed by 
Charles A. Hien, president and 
treasurer, will continue to operate 
its original location on Main St. in 
downtown Pawtucket. 

* * * 


New England Takes White 


New England Truck Center, Inc., | 
Providence and New Bedford, 
Mass., has been designated distrib- 
utor of White and Autocar trucks 
in Rhode Island and southern Mas- 
sachusetts. Officers are J. D. Court- | 
wright, president, and E, C. Ster- 
ling, vice-president and treasurer. 

* * ad 


Niles Opens Dodge Deal 


Dick Niles has opened a Dodge 
dealership in Oregon City, Ore., at 
Thirteenth and Main Sts. Niles also 
has a dealership in Oswego, Ore. 

* * * 


Mondry Opens Nash 


R. 8. Mondry, operating as R. 
S. Mondry, Inc., has opened a 
Nash dealership in Grand Forks, 
N. D. He purchased a building 


and has remodeled it. 
* + * 


| dealership, and 


under the name of Hysen-Johnson 
Ford, Inc., and will continue in the 
same location. 

In addition to Thresh, who holds 
a retaining interest, new principals 
include Leland C. Johnson, of 
Hensley-Johnson Motors, Bellflower, 
Calif.; Carl Hysen, formerly sales 
| manager of a large Salt Lake City 
Robert Johnson, 
formerly with a Eugene (Ore.) deal- 
ership. Hysen has been named gen- 
eral manager and Johnson, sales 
manager. 

* * * 


Son Buys Nebel 


Harmon Nebel has bought his 
father’s interest in Nebel Motor 
Co., Ine., (Oldsmobile-Cadillac) 
Jefferson City, Mo., and changed 
the firm’s name to Nebel 
Olds-Cadillac, Ine. E. Forrest 
Nebel, his father, has been in the 








Nash-Willys Deal Opens 


William A. Mozis, Gilbert R. 
Chase and Leonard J. Haley are 
new owners of Lake Street Nash, 
Inc., and Lake Street Willys, 
Inc., at 122 E. Lake St., Minne- 
apolis. 


* * 


O’Neal Takes L-M Deal 


Dutch O’Neal has acquired the 
Lincoln-Mercury franchise formerly 
held by Ark-Lin Motor Co., 323 
Cross, Little Rock, Ark. O’Neal is 
a former DeSoto-Plymouth dealer | 


and used-car-lot operator. | 
* * * 


Anderson Takes Over 


Oliver R. Anderson is the new) 
president and general manager of | 
O. I. Borton Motors, Inc. (DeSoto- | 
Plymouth), Minneapolis, O. I. Bor- 
ton, founder of the firm, will main- | 


tain an interest in the dealership. | 
x * cad 


Robinson Dodge Opens 


Morris Robinson Dodge, Inc., a 
Dodge exclusive, has been opened 
in Dallas by Morris Robinson. The 
dealership formerly was operated 
as Nichols Bros. (Dodge-Plymouth). 


* * * 


Cunningham Ford Opens 


Paul Cunningham has opened a| 
Ford dealership in Madrid, Ia. The 








firm name is Paul Cunningham 
Sales & Service. 


* * 


Town’s Edge Builds 


Town's Edge Motors (Oldsmo-| 
bile), is constructing a new show- 
room and service building at 314 W. | 
Excelsior, Hopkins, Minn. The firm 
is headed by R. J. Walser. 


* * * 


Thresh Ford Dealership 


Reorganized on Coast 


The Ford dealership formerly | 
owned by E. H. Thresh in San Luis 
Obispo, Calif., has been reorganized 


AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes. Plug in 
and run—anywhere. All steel turntable, 


scientifically balanced to take all cars. 


For indoor or outdoor display. Write for 
free literature. 


Also 
avail 
able 


RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMEN 
805 East 134 St., Bronx 54, N. Y. 





auto business 27 years and has 
been a dealer for Ford, Chevrolet, 
Buick, Oldsmobile and Cadillac. 


He is 64 and is retiring. 
- * * 


Pontiac Signs Simpson 


Stanley B. Simpson has been) 


named a Pontiac dealer in Easton, 

Md., and is constructing a colonial- 

type sales and service building on 

U. S. 50. Simpson has been general 

manager of dealerships in Wood- 

bury, N. J., and Phillipsburg, N. J. 
x * * 


Valley Buick Opens 


Valley Buick Co. has opened in 
Newberg, Ore. 


British Ford Signs 
26 New Dealerships 


Signing of 26 new dealerships 
by English-built Ford since Jan. 
1, has been announced. The 
dealerships are: 

Drew Motor Co., Lemon Grove, 
Calif.; Kenray Motors, Queens 
Village, N. Y.; Snyder Bros., 
Philadelphia; Ahr & Co., Buffalo; 
Gimbel Motors, New Haven, 
Conn.; Blackwood Motors, Cocoa, 
Fla.; Foreign Motors, San Rafael, 
Calif.; Franson Motors, Belmont, 





THERE GOES A 
RED FIRE TRUCK! 
LET'S PASS IT! 


A color expert claims that mo- 
torists feel a greater challenge to 
pass a red, cream or yellow car 
than a black, blue or green one. 







Cars Inc., Tulsa, Okla.; Bonanza 
Motors, Las Vegas, Nev.; British 
Car Sales, Salem, Ore.; Byron 
Automotive, West Palm Bexch, 
| Fla.; Suburban Motors, Wilming- 
ton, Calif.; Wes Barnes Motors, 
Modesto, Calif.; Kent National 
Car Rental System Inc., New 
York; Harvey Hiers Packard 
Dealer, Santa Ana, Calif.; Larry 
Temple, Glendale, Calif.; Clarence 
Talley Automobile Co., Dallas; C, 
Hurlbut Motors, Bellingham, 
Wash.; Ralph Ellsworth Ine, 
Garden City, Mich.; Belle Harbor 
Motors, Rockaway Beach, L. L; 
Foreign Car Sales, Tacoma, 
Wash.; Hornung Automotive 
Sales & Service, West Orange, 
N. J. and Tucker Motors Ince, 
Marblehead, Mass. 
* * ok 


Hudson Signs DeTar 


DeTar Motor Co., 3208 Truman 
Rd., Kansas City, has signed a 
Hudson franchise: 

oa & * 


3-State Franchise 


Le elliott Motor Imports, Inc, 
|Minneapolis, has been granted the 


Calif.; Morrie Motors, Inc., Great |Minnesota-North Dakota-South Da- 


Neck, N. Y.; Ben Johnson Mo- 
tors, San Francisco; Tulsa Sports 


| kota franchise for a group of Brit- 
(Continued on Page 27, Col, 3) 
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New Gabriel selling tools: attendants’ badges, hand-out 
foiders, sliderule application data, tie-in window poster. 
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Planning Indianapolis Soap Box Derby— 


ey Indianapolis, home of the famed 500-mile Memorial Day race, is aiming at a goal 


. of 500 entries in another type of race—the Soap Box Derby. The annual coasting-car 
t. event is being co-sponsored by the Indianapolis Star and Chevrolet dealers. From 


Assn., and Robert Early, managing editor, Indianapolis Star. 








RAND NEW...NO COST TO You! 


Here, at last, is a practical shock absorber sales con- 
incer...a sure way to make $30-$40 clear profit every 
ay—easier than you've ever had it before! 

Ask your Gabriel Jobber for the new Shock Tester 
illustrated here. Use it to show your customers that their 
shocks are shot. The test is easy and foolproof. It takes 
only 3 minutes or less. And the reward is tremendous: 
A better, safer ride for your customers! A minimum 
rofit of $14.88* plus labor for every four Gabriel 
HydrOshox you sell! 

Remember—3 cars in every 5 need new shocks now. 
With Gabriel’s new tester to pick ’em out for you, two 
jobs a day—$30-$40 into your cash register—is a sure 
thing. Get going... get Gabriel!  *stocking dealer price schedule 


. © 1956 THE GABRIEL COMPANY, CLEVELAND, OHIO 


left are Mayor Phillip Bayt, Paul Kuhn, president, Indianapolis Chevrolet Dealers | 


SHOCK ABSORBERS 
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Across the Nation... 








Auto Dealer Changes 


(Continued from Page 26) 


ish cars including MG, Austin- 
Healey, Austin A-50, Morris Minor 
and Riley. Imported Motors, which 
formerly held the franchise, now 
has a franchise for Volkswagen 
and other foreign makes. 

* * * 


Williams Motors Opens 


J. M. Williams has bought J. B. | 


Godard’s interest in the Moultrie 


(Ga.) De-Soto-Plymouth dealership, | 


and is operating the firm as J. M. 
Williams Motor Co. 


* 


Twin Falls Adds Packard 
Twin Falls (Id.) Motor Co. 


| (Studebaker), has added a Packard 
| franchise. 


* * * 


Uzzle Sells to Thompson 
D. Wilson Uzzle jr. has sold Wil- 


hock absorber tester 


seOce 6es0088 "5 





|son Uzzle, Ine. (Cadillac-Oldsmo- 
bile), Raleigh, N. C., to Willis H. 
Thompson, former general manager 
|}of the dealership. The firm has 
| been renamed Thompson Cadillac- 
| Oldsmobile Co. 

+ 


* x 


Houston Buys Carter 


Max Houston, sales manager, has 
| purchased Carter Motor Sales, Inc. 
| (DeSoto-Plymouth), 616 N. Broad- 
| way, Knoxville, Tenn. Fred and 
Frank Carter, former owners, re- 
tained title to the building which 


they are renting to Houston. 
* * * 


Volkswagen Deal Opens 


L. Allan Caperton, Lexington, Ky.., 
and John Hislope, Edinburgh, Scot- 
land, have opened Broadway Im- 
ports, Inc., Louisville. Caperton said 
service rather than sales will be 


40 a DAY ! 


ith Gabriel’s exclusive 
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| stressed. He is 23 and Hislope is a 
|student at Indiana University, 
| Bloomington, Ind. 

+ * +. 


| Holmes Opens Dodge Truck 


Forrest M. Holmes, owner of 
Holmes Truck Sales, 201 Twenty- 
Fifth Ave., S. E., Minneapolis, has 
been appointed an exclusive Dodge 
truck dealer. He has been in the 
truck business in Minneapolis since 
1934, 


* * a 


Dalton Adds DeSoto 


Dalton Motors, Inc. (Chrysler- 
| Plymouth), Mankato, Minn. has 
been awarded a DeSoto franchise. 
J. L. Dalton is the dealer. 
+ *” * 
Sitton, Easley Merge 


Sitton Buick Co. and Easley Mo- 
tors, Inc., both of Greenville, S. C., 
have merged. The new firm will 
operate as Sitton Buick Co., Ine. 
J. H. Sitton is president. 

* + * 


Pequignot Takes Mercury 


James Pequignot, head of Euclid 
Shore Motors, Inc., Cleveland, has 
been named a Mercury dealer, 
taking over the building formerly 
occupied by Nolan Mercury. 

* * * 


Leckie Dodge Opens 


Leckie Dodge Co., Pendleton, 
Ore., has been formed with Gerald 
B. Leckie as head of the firm. It 
will be an exclusive Dodge car and 
truck dealership. 

* 


* * 
Pinkham Sells Out 
James H. Pinkham has sold 


Jim Pinkham, Inc. (Buick), Des 

Moines. He purchased the firm in 

1954 and formerly had operated a 

Ford dealership in Monroe, Mich. 
* * * 


Fleming Ford Formed 


R. O. Fleming sr. and R. O. Flem- 
ing ir. have purchased the Ford 
dealership in Wrens, Ga., formerly 
operated by Jack and Andy Robin- 
son. The firm has been renamed 
Fleming Ford Sales. 

+ ee * 


Starr Smith Sold 


William W. Jones has pur- 
chased Starr Smith Motors, Inc. 
(Dodge-Plymouth), Augusta, Ga., 
and is operating it as Bill Jones 
Motors, Inc. The firm is located 
at 515 Broad. 

& * 


Moscow (Id.) Deal Opens 


Security Chevrolet Co., Moscow, 
Id., has been organized by E. B. 
Roberts, Larry Barnes and Paul S. 
Boyd, all of Boise, Id. 


* * x 


Coker Buys Out Butler 


Charles B. Coker has purchased 
the interest of O. K. Butler in 
Coker- Butler Pontiac, Oklahoma 
City. The firm has been renamed 
Chick Coker Pontiac, Inc. 

7 * 


7 


McMillen Ford Opens 


Earl McMillen, Inc. (Ford), has 
opened at 7115 Katy Blvd., Houston. 


J. A. Fairley is general manager. 
* * * 


Penrose Takes Packard 
Penrose Garage, Inc., 811 Willis- 
ton, South Burlington, Vt., has been 
awarded a Packard-Clipper fran- 
chise. 
* * * 


Deal Adds Mercury 
Farmington Auto Co. (Ford), 
Farmington, Minn. has been 
awarded a Mercury franchise. Dale 





Empey and Chris Nelson are part- 
ners in the firm. 









CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe | 


ARIS, France. When on a 

warm July night in 1951 a meet- 
ing was held in the Parisian suburb 
of Billancourt, the birth of a new 
automobile was decided upon. 


In that discussion, such sub- 
jects as Volkswagen’s sales lead- 
ership, the need for upgrading 
lowest-priced cars and _ similar 
considerations may have come 
up. 

The end result was the Renault 


model which took five years to pre- 


pare—the Dauphine (which means 
heir). 

The Dauphine will be France's 
competitive answer to the Volks- 


wagen and the Fiat 600. It has a 
four-cylinder, liquid-cooled engine 
of about 30 h.p., but of a displace- 


ment about 25 percent less than 
Volkswagen. 
Bit More Room 

HIS car has four doors—the 


normal thing in France but a 
rarity in Germany. The unitized 
body offers a little more room in- 


| Quatre 
hinged at the front and, this time, | 


side 


Chevaux. The doors are 


Renault has provided the front 


| doors with windows which can be 


lowered and no-draft turn wings. 
The rear doors contain a window 
section which slides forward and 
backward. 

The car has independently sus- 
pended wheels, front and rear, 
utilizing coil springs. 
weighs 1,397 pounds and has an 


Dealer Dobson Acquitted 


Of Income Tax Charges 

DALLAS. A federal jury has 
acquitted W. A. Dobson, Clarksville 
(Tex.) automobile dealer, of fraud- 
ulently evading $34,455 in income 
taxes over a five-year period. 

Dobson, 55, had been charged 
with omitting sales of cars in 1950 
and 1951 income returns and fail- 
ing to report income from a sepa- 
rate auto parts firm from 1948 
through 1952. 
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Balancing artists risk their lives on the high wire to win the applause of an amazed 
audience. Without any risk at all you can put on balancing acts that will amaze your 
customers with easier steering, smoother riding, and savings in tire wear. John Bean 


equipment will enable you to do the trick with bigger earnings for your business. 









Not only is the new John Bean On-the-car Wheel Bal- 


NEW SELF-CENTERING 


ON-THE-CAR WHEEL BALANCER 


Here is the easiest on-the-car bal- 
ancing ever developed. Anyone can 
mount the new John Bean Self-Cen- 
tering On-the-car Balancer in 60 
seconds or less. Non-slip outer ring 
fits your hands naturally. Just a flip 
of the wrists spins and locks it into 


perfectly centered alignment. 
The one simple movement 
does it all — no adaptors 
needed; no studs or nuts to 
remove. Balancer and spin- 
ner controls are conveniently 
located and easy to use. 


ancer the fastest and easiest to use, it's the most accu- 
tate and compact. You balance the entire wheel — hub 


cap, drum, tire and all. 
wheel — 


It is designed to fit any size car 


15” and 16” wheels, as well as next year’s 


14” wheels. Complete unit takes only four square feet 
of floor space and is readily portable for use anywhere 


in your shop. 


This new equipment will build profits for you for years 
to come ... yet it takes a minimum investment to start. 
Get afl the details on it — also the facts on the new 
John Bean Self-Centering On-the-truck Wheel Balancer; 
the John Bean Visubalancer, best off-the-car balancer on 
the market; the John Bean Portabie Tire Truer; and the 
revolutionary new Jotin Bean Visyaliner. Use the coupon 


above — today! 





than the smaller Renault, the | 





89-inch wheelbase. Optional equip- 
ment includes an automatic 
clutch and sliding roof. 
Renault’s newest boasts several | 
features not usually incorporated | 





|in low-priced European cars ouch} n 


as automatic choke and exchange- 


* * * 


Another Army OK 


The car | 


able wet cylinder liners. | rs 
| 
I ORSCHE’S 


Jeep-type vehicle, | 

which it calls a “Hunting Wag-| 
on,” has been accepted by the West | 
German Army. The Army has al-| 
ready taken delivery on a similar | 
type built by DKW. 

Ford of Cologne now utilizes the | 
tubeless tire. 

MAN warns against shutting 
off for short periods diesel en- 
gines equipped with exhaust-tur- 
bine - driven superchargers. By 
letting the engine idle, MAN says, 
turbine bearings will be protected 
against heating up too much. At 
idling speed, heat from the tur-— 





NEW SELF-CENTERING 


ON-THE-TRUCK WHEEL BALANCER 








PORTABLE TIRE TRUER 


Smooth out the “ride” 
for your customers with 
the John Bean Tire Truer 
service. More and more 
motorists are demanding 
this newest of motoring 
services. The Tire Truer 
requires no costly instaila- 
tion. Can be used on the 
car or off the car. Learn 
how easily you can set 


up this profitable service. 


Frame Straighteners, Wheel Aiigners, Wheel taisacers, 
Tire De-Skidders, Steam Cleaners, Cor Washers, 
Headlight Testers, Accessories and Allied Toois 


ety 


LANSING 4 









France's Answer to Fiat and VW— 


Renault has introduced its new 30-h.p. Dauphine, which is designed to compete 
directly against Volkswagen and Fiat 600. One big difference is the Dauphine's four 
doors, demanded by French custom. All four wheels are independently sprung. An 


automatic clutch is available as optional equipment. 
* * * * * 


bine is evenly dissipated and no | cedes cars have been equipped with 
danger exists. safety locks since early in 1955. A 
Daimler-Benz has drawn my at-|tapered tower positively locks the 


‘tention to the fact that all Mer-| door and keeps it from opening 
————— ern when there is considerable 


|space between door and body as in 
|the case of a severe accident. 
* * * 


|Double Spark 


UITE interesting is the ignition 

distributor for the new Citroen 
|DS-19, built by Ducellier of Paris, 
a Bendix affiliate. 
The distributor has no cap and 
| no rotor. Each of the two igni- 
| tion coils has two high-tension 
| outlets, one on each side, which 
| lead directly to the spark plugs. 

The spark plugs fire in pairs, but 
only one ignites because only one 
piston is at the correct position. 
The other spark at the other cylin- 
der does nothing. 

Ducellier intends to introduce 
this ignition system to other French 
cars and to foreign makes also. 

Goetze, a German vendor to the 
auto industry, has received test 
orders—some from U. S. firms, re- 
portedly—for its new ring-rim, in 
which the rim is fixed to the wheel 
with a rubber bond. 

I have heard that it may be pos- 
sible to design a windshield wiper 
which would travel along pano- 
ramic windshields and keep the 
blades always vertical. This would 
eliminate the present back-and- 
forth, circular-sector wiper. 

The new wiper would be stored 
completely out of sight when not 
in use. If this can be developed, it 
i will find my blessing. 

Expand your earnings oa 

with this new truck wheel 
balancer. Like the new 
On-the-car Wheel Bal- 
ancer, it's designed for 
quick, simple attachment 
and operation. Self-cen- 
tering; no special adapters 
needed. Let us show you 
how you can economi- 
cally set up a John Bean 
On-the-truck Wheel Bal- 


ancing department. 








Spare Tucked Away—. 

Renauiit’s new Dauphine carries its 
| spare tire and whee! in -eceptacle hidden 
by front license picte, which swings down 
\for access. Note headlights mounted in 
aes rather than in fenders. 


tte io Auto Salesmen: 
Try Senator Monroney 

WASHINGTON .—An_ inquesitive 
isenator, eminently familiar to De- 
troit’s auto makers, appears to be 
@ prime prospect for at least one 
of their 1956 products. His name 
is A. S.-Mike Monroney. 

‘The senator has plenty of trade- 
ins, too. He owns four cars—none 
less than five years old. In Wash- 
ington, he drives a 1950 Buick and 
his wife pilots a second-hand 
English Ford. They share a 1950 
Mercury in Oklahoma City and 
keep a 1947 Studebaker at their 
summer place in Nantucket, Mass. 
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Short Cuts Vex Customers .. . 


Service ‘Chiselers’ Lose Esteem 


NE of the reasons many dealers 

have lost public respect can 
be traced back to chiseling on serv- 
ice charges. So say experts who 
have made a study of dealer good- 
will as it applies to the overall 
service operation. 

This chiseling takes three dif- 
ferent forms: Namely, mechanic 
shortcutting on flat rate work; 
the selling unneeded service to 
the customer who comes in for 
correction of some actual faulty 


condition and the downright 
cheating of the customer in sell- 
ing a lot of “parts changing” 


Backshop 


... by Jack Weed 





HE WORLD'S largest long-term | built or 


leasing company was 10 years 
old Apr. 1, but don’t let anyone 
tell you: that the date has any- 
thing to do with its success in this 
fast growing business. There's been 
no fooling in the way this outfit 
goes after business and holds it. 

The many car and _ truck 
dealers from coast to coast who 
deal regularly with Peterson, 
Howell & Heather know how 
this company has expanded its 
operations both in numbers of 
cars and trucks now under lease 
and in the number of “gilt-edge” 
industrial firms it serves. 
P.H.&H. started in a one-room 
office in Baltimore 10 years ago 
with an idea, some well cultivated 
vehicle fleet-management training 
and enthusiasm. 


Of course Uncle Sam, with his 
income tax provisions, has played 
some small part in the: growth 
record but: without a clear-cut pro- 
gram for buying and selling the 
vehicles used in the long-term 
lease plan and without the good 
Management procedures incorpo- 
rated, it is doubtful if this.company 
would have grown to the point 
where today it is overflowing a 
two-story office building it buiit 
but a year ago. 

Nor would it be starting con- 
struction on another new building 
next. door to its present office, a 
building that is sorely needed to 
take care of its expanded opera- 
tions. 

* * 


475 Billion Miles a Year 
7E ARE accustomed to having 


Government figures thrown: at | 


us designated in millions and bil- 
lions but it struck me as very. un- 
usual to see the greater service 
market expressed in these figures. 


And so I want to pass them on| 


to you, just to give any doubting 
Thomas a basic picture of the 
growth of the service potential that 
has taken place in the past 15 
years. 

In 1941 the automotive vehicles 
of this nation, according to the 
U. S. Bureau of Public Roads, 
travelled 274,131,277,785 miles. 

Last year, according to their 
best estimate, the mileage that 
built up service revenue for 
everyone in the business totalled 
Some 475,217,094,000 miles, an in- 
crease of more than 73 percent 
or 201,085;816,215 miles. 

Regardless of how much better 
our automotive vehicles have been 


| 





that has no bearing on the fault 
that brought the customer into 
the shop in the first place. 

In the first instance, that of| 
cheating on flat rate by the me- 
chanic, there may be extenuating 
circumstances why the mechanic 
may feel he is justified in “short- 
cutting” the established procedure, 
but the dealer must realize there 
is no excuse for not giving the 
customer his money's worth. | 


, * k 
WWECENT national surveys indi- 


cate that there are a few areas 
where the average labor rate is not | 





| 


how much longer they | 
run before an engine has to be 
unbuttoned, this increase still adds 
up to a terrific amount of addi- 
tional parts replacement and main- 
tenance. 

The Chek-Chart people for 
instance express it in one _ in- 
creased sales potential, that of the 
market for oil filter sales. This | 
market has increased 241 percent 
during those 15 years. How much 
has this market expanded your 
potential? 


rs 


Safe-Driving Decals 
Pr saa ATOae HARVESTER 
in a recent report from Presi- 
dent John L. McCaffrey for 
instance, says Harvester’s sales of 
service parts and service were up 
29 percent for the first quarter 
ending Jan. 31, 1956 over the cor- 
responding period of 1955. 

Slim Barnard, our Los Angeles 
correspondent, ._passes on a sug- 
gestion that was. passed on to 
him by Harlan Dick, of Smog- 
ville, and which:we think has 
considerable. merit. So we here- 
by throw it out to the four winds 
of the nation in hopes that some 
smart “cookie” will grab it and 


put it to work. 
This idea is to bring out an 
attractive “decal” that can be 


pasted on the rear bumper of cars | 
and the rear of truck: bodies telling | 
people to drive safely. We all have | 
seen this type of advertising pro- | 
motion used by fairs and other | 
places of entertainment. I know| 
I always give them a “double look” | 
even though I know they are ad- | 
vertisements. 
* * % 


A Memorial to Water 
LIM suggests that some oil com- 


pany could grab this idea and | 
(Continued on Page 33, Col, 1) | 
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realistic in relation to wages paid | 
other mechanics of equal rank, or| 
to the cost of living. 

For instance, approximately 9 
percent of the volume dealers in 
“make” line are charging less 
than $3 per hour as their flat rate 


base. As these dealers are volume 
dealers, it is presumed that they 
are in large industrial centers 


where a mechanic should be able to 
make at least $1.50 an hour or more 
fer every hour he works. 

As the time studies for the 
various flate rate operations of 
this particular company are even 
more liberal than the average 
across the industry, there is no 
excuse for a moderately good 
mechanic not making his share 
of the rate for every hour he puts 
in at work and still be able to do 
every operation outlined in each 
procedure. 

3ut if the dealer is not keeping 
his labor rate in tune with the} 
average, the mechanic may feel 
that he is being cheated in his} 
“take home” pay and may resort} 
to short cutting the procedure to| 
increase his weekly earnings. 

* * 
NCIDENTALLY, it might be well | 
to throw a word of caution to 
many dealers right here on this 
rate charge. Now that the divisions | 
of three corporations have com-| 
mitted themselves to pay 100 per-| 
cent of the labor on warranty 
work, this does not mean that either | 





|dealer or mechanic will be allowed | pass” item 


to set any rate or time for each 


tomers, is in the “tuneup” pro- 
cedure. 

Here some mechanics only put in 
a new set of spark plugs and points 
and depend upon the resultant 
better operation of the car to make 
the owner think that he has ob- 
tained the thorough “tuneup” that 
he has paid for. 

And, in the great majority of 
cases, just the changing of these 
items will result in a better per- 
formance, enabling the mechanic 
to get away with it. 

This practice of short cutting 


Lights, Brakes 
First in Safety 


Dealer Profits Seen 
In May Campaign 


I IGHTS and brakes are the two 
4 most important safety items 


for car and truck’ dealers to con- | 


centrate on during the May safety 
check. 

Not only has past experience 
shown that these items are the 
most faulty on cars and trucks, 
but in particular this year there 
are other reasons why dealers 
should devote more than ordi- 
nary attention to them. 

Brakes were the highest “non- 
in last year’s auto 
check, with 23.6 percent of the cars 





became so prevalent across the 
country that at least two companies 
developed a new type of analyzer so 
that the diagnosis procedure could 
be gained in a considerably shorter 
time. Today, by using this new 
instrument, and by making only 
seven tests, the complete engine 
can be expertly checked in from 
|}seven to 10 minutes, including the 
time necessary to make all connec- 


| tions. 
| * 


| 


* * 
| HIS touches on another reason 
why mechanics feel that they 
have to short-cut in order to make 
the money they feel they should 
earn, and that is working with 
|antiquated tools and instruments. 
Many a dealer currently is ex- 
|pecting his mechanics to work on 
| 1956 automobiles and trucks with 
{1940 tools and equipment. The en- 
| gineering advances built into the 
| modern car and truck need.madern 
|tools and testers to service them. 
No dealer would be caught 
| driving a modern automatic 
transmission-equipped car with 
an engine that was “tuned by 
car” and the spark gaps set with 
| a thin dime. Yet many a: short- 


; sighted dealer is asking his me- 


chanics to work with tools and 
equipment just about as obsolete 
as these procedures. 

One of the major “makes” lines 
is about to go into the field with a 
new training program that encom- 
passes a breakdown in “tuneup” 


warranty job that meets their | checked having faulty brakes. Rear | charges so that if the mechanic 


fancy. 

It is understood that each division 
will pay 100 percent of the prevail- 
ing labor rate in each area. Thus, 


if the average rate of a city or| percent of trucks, front lights were | 


lights were deficient on 18 percent 
of the cars, front lights on 16.3 
percent. 

| Rear lights were faulty on 22.8 


|knows from experience that the 
trouble is located in one particular 
|circuit, fhe customer has to pay 
| only a charge for checking that 
circuit and not for a complete 


county, for instance, is $4 per hour | fauity on 15.5 percent and brakes tuneup. These have been incor- 


no single dealer will be able to get 
by with charging back to the fac- 


|tory more than that established | P@5°- 


rate. 


One of the most obvious. ex- 
amples of “short cutting” the flat 
rate by the mechanic for his own 
profit—to the detriment of the 
dealer’s standing among his cus- 


jon 14.8 percent cheked failed to 


* * ” 
HIS year there are even more 
modern cars and trucks on the 


same inadequate highways and 
crowded streets. All need brake 


(Continued on Page 30, Col. 3) 


Dealers Get Less ‘Tra 


ERVICE work has at dealerships 

fallen off somewhat in all of the 
so-called “customer traffic” items, 
according to a John E. Wolf Co. 
survey. The survey breaks down 
repair orders for the first quarters 
of 1956 and 1955. 

Lubrication, recognized as per- 
haps the most successful service to 
attract customers back to the shop 
on a regular monthly basis, is 
down 2.34 percent for the first quar- 
ter this year as against the first 
quarter of last year. Lubrication 

* * + 


also has fallen off each month of 
the period. 
Oil changes 


have also 


months of this year. 

pence service work, which takes 

in tuneup, has fared better. 

Decline in this top-pulling area 
from 1955 is.only “4 percent. 

Lone departmental service to 

show any great increase is chas- 

* * = 


Service Averages, First Quarter, 1956 versus 1955 


Lubrications y ee 
I 2 Ce an 2 
RN ToS ae Se Me 
Minor Motor Work............................... 
Major Motor Work 
Brakes 
Chassis 








ae ir sseiconectnsecnaenelt 
for Repair Order 


Average Average 
First for Gain 

Jan. 56 Feb. ’56 March ’56-Quarter Jan. ’55 Feb. ’55 March ’55 Quarter or Loss 
28.44% 28.61% 22% 29.09% 31.05% 30.75% 32.50% 31.43% —2.34 
21.72% 22.28% 23.33%. 22.44% 24.15% 24.20% 25.20% 24.52%  —2.08 
9.00% 7.83% 8.88% 8.57% 8.15% 8.35% 9.15% 855% -+ 02 
47.83% 47.16% 44.22% 4640% 47.90% 48.70% 44.85% 47.15% — .15 
22% 9.00% 22% ~ 8.81% 8.80%. 8.50% 8.50% 860% + 21 
11.88% 12.55% 13.38% 12.60% 12.40% 12.45% 13.15% 12.66% — .06 
19.05% 19.61% 20.77% 17.14% 18.65% 18.25% 2045% 19.12% —1.98 
12.11% 12.94%. 13.00% 12.68% 11.75% 11.80% 12.80% 12.12% + 56 
11.05% 10.22% 11.44% 10.90% 9.90% 1040% 10.45% 10.25% -+ 65 
1.59 1.66 1.69 1.65 1.72 1.73. 1.77 1.74 — .09 


—Courtesy.John L. Welf Co. 


lagged | 
more than 2 percent. This may re- | 
flect in part reduced new-car sales | 
in December and for. the first two} 


| porated in the flat rate manual put 
out by that company. 

No dealer who wishes to build 
customers, have the respect of his 
lowners and his community, will 
allow any mechanic to short-cut 
established procedures to the detri- 


‘Continued on Page 32, Col. 1) 


fie’ Work 


9 


sis work, up nearly 2 percent. 
Chassis service includes front- 
end alignment and wheel bal- 
ancing, which indicates that the 
new tubeless tires and the in- 
creased sensitivity of the front 
end may be showing up in greater 
customer concern over steering 
and tire “thump.” ‘ 


A drop in the number of items 
| written per repair order seems also 
|to indicate a lessened desire on the 
part of the dealer service shops to 
look for the needed service that is 
|usually evident to the experienced 
order writer if he takes the time 
|to examine the car or truck when 
|it is brought in for service. 
| In fact, the sale of but 1.59 items 
|per repair ticket is the lowest fig- 
ure that has shown up in the 
dealer average figures since June, 
1953. 








The highest number of items sold 
per ticket during the period since 
June, 1953, was 1.79, reached dur- 
ing May and June of 1954. 
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Something New in Automobile Finishes— 


This 1956 Ford was ‘‘veiled’’ by Rudy Fick (Ford), Kansas City, to attract people to 
his showroom. Many buyers liked the ceramic effect created -by the novel process 
and ordered their new cars painted the same way. The distinctive paint job, called 
veiling, was done by Charles O'Malley, of Kansas City, who used a special mixture 


of lacquer and oil, and standard Binks spray equipment. 


MEWA Slates Conference 


Preceding Southwest Show 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. has 
scheduled a business conference 
May 9 in Houston. The Southwest 
Automotive Show will open there 
the following day. Wholesalers and 


manufacturers are invited to attend 
the session. 


The conference will highlight a 
discussion of merchandising meth- 
ods which were featured at 
MEWA’s national convention in 
San Francisco, according to B. W. 
Ruark, general manager. 


Check Lights and Brakes 


‘Dealers Urged to Concentrate on These Items 
During May Safety Inspection 


(Continued from Page 29) 


|inspection even more than older 
| vehicles. 
| The reason for this is that they 
| contain higher horse power engines 
| and more have automatic transmis- 
| sions. 
This not only adds up to more 
sharp stops from higher speeds 
but, if equipped with automatic 
transmission, throws a much 
greater load on the brake system. 
All engineers claim all modern 
ears and trucks should have 
nothing less than heavy duty 
brake fluid and this should be as 
free from contamination as possible. 
Some fluids on the market today, 
especially among the cheaper 
grades, are composed of ingredients 
that will boil at 181 degrees. Tem- 


| peratures of over 300 degrees are! 


developed in many “panic stops. 
* 


* oe 
= ADDITION to draining low 
grade fluid and refilling with 


fresh heavy duty fluid, dealers also 
should sell customers who come in 
for a check on an inspection of all 
wheel cylinders. 


The rubber parts in these cylin- 
ders are subject to deterioration. 
Cars which have weathered a hot 
summer or two and a freezing 
winter are likely to need new com- 


ponents to ensure safety in opera- | 


tion. One leaking cylinder is an 
indication that all should be in- 
spected. 

Then, too, many newer cars are 
equipped with power brakes. The 
addition of power makes it possi- 
ble for a 90-pound girl to exert 
as much brake pressure as a 
250-pound man. 


Under these circumstances, in-| 
creased pressure on every stop | 
Brake | 


creates a heat problem. 
operating temperatures increase 
with pressure. Higher temperatures 


cause linings to wear faster. More! 


important than wear is the “fade” 








Coming soon... 


A new and modern automotive 


parts manufacturing facility 


= a few months Thompson will begin 
operations in a new, modern parts manu- 
facturing facility now nearing completion 
in the Detroit area. This new plant will 
employ the latest methods and equipment 
available to provide low cost, efficient 
manufacture of chassis parts. 


Chassis design improvement has become 
an increasingly important factor in the 
automotive industry’s future planning. 
This, plus the tremendous acceptance of 
Thompson steering linkage and other chassis 


HOW THOMPSON STEERING-LINKAGE PA 


a as 


parts has made Thompson’s latest expan- 


sion necessary. 


Finer steering linkage and suspension parts, 
new and advanced manufacturing techniques, 
better customer service—these are but some 
of the advantages Thompson will offer when 
its new Detroit plant begins operations. 


Have your engineers call on Thompson 
to help develop your steering linkage and 
suspension. Write, wire or phone Thompson 
Products, Michigan Division, 7881 Conant 
Ave., Detroit 11, Michigan, WAlnut 1-5010. 


You can count on (Thompson Products 


Michigan Division: Detroit + Fruitport + Portland 


ci Fad 


RTS ARE “TORTURE-TESTED”: 


experienced Thomp- 

in the finest possible 

linkage and suspension systems for cars, 
tractors, 


buses, trucks, 


which shows up under high terms 
peratures. j 

Only the best linings can withy 
stand high temperatures and ho 
friction. Herein lies an opportunity” 
not only to sell first grade lining® 
material and heavy duty brake” 
fluid but to impress on owners the) 
proper care that brakes in modery™ 
cars or trucks should receive. 

* * * 


Ls grengee are more important to- 
day than ever before. Most car 
owners are more conscious of the 
need for top-grade workmanship/ 
and materials and are willing to” 
pay a fair price for both. 

Such a condition opens up vast 
opportunities for regular check- 
ing service and the May safety 
check is a good time to get the 
owner started on such a regular 
program. . 
May safety check offers an 

| opportunity also to bring new sealed 
|beam units to the attention of | 
|owners still driving cars equipped 
| with old style head lamps. 

The new lamps not only reduce 
uncontrolled upward light which 
causes blinding glare when re- | 
flected by rain, dust, fog and snow 
but give the driver about 25 percent ° 
more light on both driving and 
passing beams. They permit the | 
average driver to see up to 80 feet 
farther in clear weather. 

* * a 
UT, even new lamps are not 
fully effective unless properly 
aimed. Headlamps out of adjust- 
ment as much as one half degree 
will be deflected five feet at a 
| distance of 600 feet. 

Upper beams of properly-aimed 
|new improved headlamps project 
| approximately 65,000 beam candle- 
{power toward the lane of travel 
| ahead. But again, missaim of head- § 
| lamps by one half of one degree 
would cut candlepower to about 
| 30,000 or half maximum value. In 
| addition, these improperly aimed ~ 
| head lamps can be dangerous due ] 
{to blinding the oncoming driver. 

Thus, lights should be checked 
not only for proper operation but 
also to see if every car is equipped 

| with the new type head lamps 
| and, if so, that they are properly 
aimed. 

Checking brakes and lights 
| thoroughly does a favor in safety 
|and driving pleasure and also in- 
creases the profit a service shop 
can gain from the May Safety 
Month program. 


\Chek-Chart Offers 
‘New Wall Manual 


‘For Lubrication 


| CHICAGO. —— Chek-Chart Corp. | 
|has prepared a new edition of its 
Motor Oil and Gear Lubricant Rec- 
ommendations Wall Chart. 

| It lists lubricant type, grade and 
|; capacity for crankcase, transmis- 
{sion and differential plus cooling- | 
| system and gas-tank capacities for 
j}all passenger cars. The chart in- 
|cludes. requirements of trucks, 
| buses, tractors, motorcycles and ] 
| outboard motors. / 
| The company also has released | 
|}a new edition of its Motor Oil and 

{Gear Lubricant Recommendations 

| Booklet, pocket-sized volume con- 

| taining much of the information in 

| the wall chart. 

| In addition, the booklet lists | 
farm-tractor cooling-system capaci- 

ties. 

Additional information on either 
publication may be obtairred from | 
Chek-Chart’s sales department, 33 
| E. Congress Parkway, Chicago 5, 
Til. 





Officers Elected 
For Pacific Show 


| SEATTLE. — The 1957 Pacific 
Automotive Show will be held at 7 
the Civic Auditorium here March 
7-10, 1957. 

The following have been elected 
officers to serve the show: 

President, R. H. Gerlach, Jensen- | 
Byrd Co. Spokane; first vice-— 
president, P. T. Johnston, Motor 
Parts Depot, Los Angeles; second 
| vice-president, Robert D. Wootten, 
Berkeley Automotiv2 Center, Berk- | 
eley, Calif.; secretary, J. K. Wilkin-~ 
| son, Pomona Motor Parts, Pomona, © 
Calif.. and treasurer, Andrew D. 
Shaw, a Los Angeles manufactur- | 
ers’ representative. : 
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Short Cuts Vex Customers .. . 


AUTOMOTIVE NEWS, APRIL 16, 


Service ‘Chiselers’ Lose Esteem 


(Continued from Page 29) 


ment of the service rendered or to 
make his customer pay “through 
the nose” for service. 

o + » 
Close Supervision 


pm control is simple. Better 
management and close super- 
vision by the right kind of a service 
manager will stop this short-cutting 
practice immediately. And if the 
service manager doesn’t know how 
to do it, the dealer should replace 
him. 

The same thing applies to the 
practice in some shops of “loading” 
the customer, especially the cus- 
tomer who is not mechanically 
minded, to build up the sale of 
labor and parts regardless of what 
the end result may be in customer 
relations. 

Many times this practice can 
be traced directly back to the 
manner in which the dealer 
handles his service manager. 
When a dealer does not take his 





| service manager into his confidence | 


sufficiently to let him know where 
his department is falling down, 
either in percentage of absorption 
or profits, but merely takes the 
manager for a “ride” and tells him 
he must increase revenue “or else,” 
that dealer is looking for the kind 


gets. 


Any service manager can build 
up sales, for a time, by the simple 


Cincinnati Servicemen 
Name Order President 


of trouble and results he usually | 


tomer. Of course, unless the dealer | 
is located in an area where service | 
facilities are totally inadequate, and 
customers feel they have to take| 
it “on the nose” in order to get any) 
work done at all, that shop steadily 
will lose customers and reputation. | 
+ * * | 

VEN if the dealer is located in 
an area short of service shops, | 

he is quite likely to earn the greet- | 
ing given one dealer in a town near | 
Detroit, who was greeted by one) 
of.his brother merchants recently: | 


|“Can one of your highway robbers | 
|take care of my car this after- 


CINCINNATI.—Ray Order, King} 
Chevrolet, has been elected presi-| 


dent of the Automobile Service Di- 
rectors Assn. of Greater Cincinnati. 


Other officers are George Gunth- | 


ner, Nason’s Top & Upholstery Co., 


vice-president; Biff Mueller, Metro- | 


politan Buick, secretary, and Jack 
Keister, Hageman Pontiac, 
treasurer. 


noon?” 

But the dealer who deliberately 
has his order takers sell service 
customers a lot of work they 
don’t need, who writes “loose” 
orders to cover outrageous 
charges and makes no pretense 
of trying to give the owner honest 
service, should never be allowed 
to continue in his franchise. 


An instance of how far this can 


1956 





New-Car Excise Taxes 
Top $1 Billion in ’55 

WASHINGTON.—Federal auto- 
motive excise tax revenues 
amounted to $2,724,495,000 last 
year with the 10 percent levy on 
new cars accounting for $1,129, 
850,000. The 8 percent excise on 
trucks, buses and trailers brought 
in $169,786,000 and a similar tax 
on parts and accessories totalled 
$163,258,000. 

Congress is extending these ex- 
cises at current levels. They had 
been scheduled to drop to 7 and 
5 percent, respectively, Apr. 1. 
Federal gasoline taxes accounted 
for $993,098,000 last year. 





| go was illustrated in a midwestern 
| city. The owner of a large lumber 
j}mill and yard went into a well 
known volume operation and asked 
|the order writer if he could check 
|and eliminate a noise in his engine 
| while he went across the street to 
the bank. 

When he came back, less than an 
| hour later, he was presented with 
| & bill for $54. Naturally, he com- 
| plained and was told that the order 











This Wagner inspector deals in fine measurements down to millionths of an inch. 
His comparascope, which enlarges inside surfaces to many, many times their 
original size, tells him if cylinder bore surfaces are smooth enough for a positive 
sealing of the rubber cups against cylinder walls when brakes are applied. 





.. he best known natne tn brake service 


are used 
equipment 


These automotive 


Wagner Lockheed 


Engineers call it “q 


ever leave the Wag 


—so that you, the 


because Wagner Products 


as original 
by car, bus, 


truck and trailer 
manufacturers 


manufacturers are 


familiar with Wagner’s Rigid Quality 
Control policy. They know that every 


Brake Part has been 


thoroughly tested and inspected for uni- 
formity and dependability. 


uality control.” What 


it means is that Wagner brake experts 
check and check and check again to make 
sure that only top quality brake parts 


ner plant. 


And Wagner does this for only one reason 


brake repair expert, 


and the makers of fine motor cars and 


The Wagner line of 


factory sealed kits. 


BECOME “THE BRA 
IN YOUR 


make quick delivery 


Lining. 


Send for AU-607 which ex 


advantages to you of Wagner's 
Franchised Dealer Program. 


trucks can offer customers the finest and 
safest brakes available anywhere. 


hydraulic brake parts 


is the most complete on the market. 
Every make and model vehicle is covered. 
Parts are available individually or in 


KE SERVICE EXPERT” 
COMMUNITY 


Your Wagner jobber will help you. He can 


on Wagner Lockheed 


Brake Parts, Brake Fluid and Wagner CoMaX 


plains the 





Wagner Electric @rporation 


6393 PLYMOUTH AVE. 


, ST.LOUIS 14, MO., U.S.A. 


(Branches in principal cities in U. §. and in Canada) 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * WoRol * CoMaX BRAKE LINING * AIR BRAKES * TACHOGRAPHS AIR HORNS » ELECTRIC MOTORS + TRANSFORMERS © INDUSTRIAL CRANE BRIDGE BRAKES 














— 


writer had written “take noise out 

of engine” and the shop was justi- 

fied in changing a number of items 

that could have caused the noice, 
* * * 


A Great Loss 


HE result of this “loading op»ra- 

tion” was that the car owner 
not only lost no time in selling hig 
car and getting one of another 
make, but he also sold every car 
and truck he owned made by that 
corporation and influenced all of 
his employes to do the same. 

This dealer, by taking one ctis- 

tomer for a “$54 ride” lost 17 
vehicles of the makes built by 
this corporation and created an 
influential “knocker” for dealer- 
ship and product. 

Fortunately this type of dealer is 
in the minority. Unfortunately, how- 
ever, they are found mostly among 
volume operators, who contact the 
most people, and thus widely spread 
a bad reputation for dealers and 
product. 


There never has been, nor is there 
now, any excuse for this type of 
an operation. 

This is graphically proven by 
three outstanding volume dealer- 
ships in the Los Angeles metro- 
politan area where volume dealers 
seem to grow on trees and competi- 
tion is regarded as being the keen- 
est. 

* + * 


rt instance, Jamestown Buick 

in down-town Los Angeles, the 
largest Buick dealer in the country 
in cars sold at retail, is so jealous 
of its service reputation that it has 
an outside firm call over 2,000 of 
its customers each month and ask 
for complaints about the treatment 
they get. In February only nine 
complaints were registered out of 
2,281 telephone calls. And James- 
town is currently running over 70 
percent absorption. 


Muller Brothers (Oldsmobile) 

has built up a service business 
that attracts from 1,000 to 1,900 
service customers to its location 
every day. Such a customer fol- 
lowing is built only by giving the 
customer the type of service that 
brings him back repeatedly for 
more of the same. 

Hennsley-Johnson (Ford) has 
averaged 95 percent absorption for 
seven years and reached 103 per- 
cent last year. Again, it must be 
providing the type of service that 
keeps the customers coming back. 
And when customers return for 
service, they come back for new 
cars and trucks as well. 

The most effective safeguard that 
Jamestown and Muller place on 
their customers not ‘being treated 
right is to use “Service. Advisors,” 
instead of order writers or service 
salesmen. 

* 7 . 


Responsible Advisors 


HHESE Service Advisors have 

the authority of assistant serv- 
ice managers and are responsible 
to both customer and mechanics. 
If they don’t diagnose the trouble 
correctly and don’t write the order 
so that the trouble is corrected, 
they must take the blame and cor- 
rect the analysis. And one can be 
assured that Jamestown will not 
stand for too many incorrect diag- 
noses. 

If the order is written properly 
and the mechanic does not do 
the work right then the mechanic 
must do the work over on his 
own time. 

If the customer has a complaint, 
the Service Advisor must settle the 
complaint to the satisfaction of 
the owner. The results of James- 
town’s telephone check on custom- 
ers make certain that there are 
few if any unsatisfied complaints 
from owners. 

Car owners at both dealerships 
are advised to get acquainted with 
one Advisor and always bring their 
work to that man. In each recep- 
tion center the “courtesy” man at 
the entrance finds out from the 
customer who is that customer’s 
Advisor, if he is an old customer, 
and calls that Advisor to take care 
of the customer. If that particular 
Advisor is busy when the customer 
comes in and can’t wait, then the 
order and the car are turned over 
to the proper Advisor to check 
before the car goes into the shop. 

Eliminating the “hang nails” at 
the service entrance not only builds 
good customer relations, but builds 
vehicle sales, declares every dealer 
who has built a sound service cus- 
tomer reception and handling pro- 
cedure in his dealership. 
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give away safe driving decals at 
its service stations and in that way 
get a widespread and high reader- 


ship. Both he and I feel that a 
high percentage of the driving 
public would not mind helping | 
make it safer to drive our high- | 


ways if the advertisement part of 
the decal were not overemphasized. 

Inasmuch as this is an elec- 
tion year Slim also suggests that 
a little humor and _ bipartisan- 
ship might be injected into the 
decals by having some read “the 
life you save might be a Repub- 
lican” or “a Democrat” so the 
station could give the voters 
their choice. 

Slim also reports that some ele- 
ments in the Hollywood area are 
trying to sell a couple of Oldsmo- | 
pile dealer friends of mine on put- | 
ting up a big fountain to beautify 
the triangle at the corner of Holly- 
wood Blvd. and Berea. They are 
suggesting that if Walt and Frank 
Muller will dig down into their 
bankroll for a lousy hundred grand 
there will be plenty of people to} 
see that the memorial will be built. | 

Slim thinks the idea started when 
someone realized that the Mullers 
have made a fortune out of the 
use of water — their block-long 
wash rack is one of the “traffic 
builders” for the most stupendous 
service operation I ever have had 
the opportunity to check. 

* * ok 


Issue Towing Orders 


OME byplay has been suggested 

in the way of having Ab 
England, a Pontiac dealer, also 
contribute so that a sign could be 
raised over the fountain, “In Holly- 
wood, There Will Always Be an 
England” and also wring in At- 
water Fish, a DeSoto dealer, on the 
deal as there should be a “fish” 
in every fountain. 

lll make a bet on my own, 
however, that if the Muller 
brothers have anything to do 
with such a promotion it will 
have to carry two directional 
signs—“Come this way to Muller- 
vile—and DO IT NOW” and 
“This way to the Muller indus- 
trial development — the newest 
and biggest in the Los Angeles 
area.” 

Dealers should warn their cus- 
tomers that when their cars are 
involved in an accident to a point 
requiring towing service that they 
make certain the towing company 
is told where to take the cars and 
always to get the storage rate, if 
it isn't hauled to the dealer’s shop. 

A recent incident publicized by 
the AAA told of a case where an 
owner let a towing company take 
his car away without getting or 
giving any instructions or informa- 
tion and it cost $167 to get posses- 
sion of the car when he wanted to 
repair it. The bill, which was col- 
lectable, was for towing, storage 
and an $80 written estimate of the 
damage. 





* 


Seat-Belt Laws Needed 


GINCE this publication brought 
the seriousness of the “gyp” 
seat belts to the attention of the 
trade, a number of papers and 





Auto Trim Show 
Goes to Chicago 


NEW YORK.—The third annual 
Auto Trim Show has been sched- 
uled for Dec. 2-4 at Chicago’s Sher- 
man Hotel, it was announced by 
Nat W. Danas, president, National 
Assn. of Auto Trim Shops. 

A feature of the display will be 
annual international seat-cover 
design-style contest. Clinics and a 
trim-shop symposium also have 
been slated. 

The 1956 event will mark the 
first time the show has been held 
outsid«s New York. 


Backshop . 


(Continued from Page 29) 


e e oe Jack Weed 





mediums of national circulation 
have carried pieces on the same 
subject. The latest to be called to 
my attention was a very well done 
piece in Parade the magazine that 
comes to your home with Sunday 
newspapers. 

It is only by giving widespread 
publicity to things like seat belts 
and brake fluid, where dollar- 
hungry makers are flooding the 
market with “below standard” | 
products that have to do with 
the very life of the motorist, 
that we can limit their sale in 
any degree. 

Only seven states have stepped | 
up to the brake fluid menace al- | 
though for three or four years 
safety people and this publication | 
have been pointing out the great 
danger of allowing substandard 
products to be put on the market. | 

The reaction on seat belts has | 
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been much faster, due no doubt to 
the newness of the product. 

According to a _ recent release 
from the National Highway Users 
Conference, seat belts, more than 
any other item of motor vehicle 
equipment, are claiming the at- 
tention of this year’s legislative 
sessions. Seven of the 15 state legis- 
latures now convened are consider- 
ing safety-belt measures. 

* ke * 


Several Bills in Works 


A NEW law in Virginia requires 


the State Police superintendent 
to establish specifications for safety 
belts, harnesses, attachments and 
installation. Similar proposals are 
pending in Arizona and Maryland. 
A Massachusetts bill would re- 
quire new vehicles registered 
after next Jan. 1 to be designed 
for attachment of safety belts 
and another bill would require 
safety belts on new motor vehi- 
cles registered after Jan. 1, 1958. 
A New York proposal would re- 
quire seat belts on passenger vehi- 
cles after Jan. 1, 1959, and a South 
Carolina bill would forbid the sale 
or installation of safety belts not 
meeting the State Highway Depart- 
ment standards. 
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The Servicing Method Approved 
By Leading Car Manufacturers 


Why continue to let Brake Service complaints be 
a headache when this complete package will elimi- 
nate the problem and earn big profits for you, too! 


Ask Your Favorite Jobber for the date of 
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BARRETT Brake Clinic to be held in your area. 


ADAPTER KITS available for 















NEW 


required. 


Yours for as low as 1O% down 
with 24 months to pay—also 
available new Lease Purchase 
Plan—No Down Payment 


Parts Display on Wheels— 

John H. Graham & Co., S. A., Brussels, Belgium, has a truck fleet custom-equipped 
to bring a factory showroom-type display right to the parts jobber's door. The opera- 
tion has been received with enthusiasm by both the jobber and the companies which 
Graham represents. Trucks are equipped for both display and demonstration work, 
and cover all of Belgium. 





You Can Vastly INCREASE YOUR PROFITS 
ith BARRETT PRECISION BRAKE EQUIPMENT! 


The BRAKE DOKTER ... precision fits 
brake shoes while in position on the 


backing plate for full 


lining-to-drum contact. 





The DRUM ACCURACY INDICATOR 
and DRUM-CHECK-R ... determine 
Brake Drum conditions. 

















B-534A B-244 


The World Famous DRUM DOKTER 
.refinishes brake drums to exact 
specifications. 





BARRETT EQUIPMENT CO. 
21st & Cass + St. Louis 6, Mo. 


Please send complete details 


|} Approved omnes for servicing 
Non-adjustable Anchor Brakes 


| Adapter Kits for resurfacing Automatic 
Transmission Drums 


|} Equipment Purchase Plans 
Name 

Address 

City State 
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New Transmission Technique— 


Service 


DETROIT.—Here is the schedule 
| of field service schools for the next 
month—a regular feature of the 
monthly Service Section of AvTo- 
MOTIVE News. 

FOR “MAKE” SERVICEMEN 


CADILLAC Parts Managers’ 
Training Course—Tarrytown, N. Y., 
Apr. 16-23; Hydra-Matic—Boston, 
Apr. 16-23; Denver, Apr. 30-May 3; 
Power Brakes Pittsburgh, Apr. 
25-30; Carburetion—Atlanta, Apr. 
16-23; Boston, Apr. 30-May 28; 
Chicago, Apr. 30-May 14; Cincin- 
|nati, Apr. 16-23; Los Angeles, Apr. 
30-May 7; Oklahoma City, Apr. 23- 
|30; Omaha, Apr. 30-May 7; Phila- 
| delphia, Apr. 30-May 28; Pitts- 
burgh, May 7-14; Engine Test and 
Tuneup— Buffalo, Apr. 16-19; Cin- 
cinnati, May 14-21; Denver, May 7- 
10; Milwaukee, Apr. 30-May 7; Min- 





Four of Chrysler division's 74 field service specialists learn a new transmission- neapolis, Apr. 23-26, May 7-10, 
servicing technique under Michael J. Kollins (second from left), supervisor of service Portland, Ore., Apr. 23-May 14; 


training. The specialists will conduct three, four and five-day courses for dealership 


service personnel in 210 cities. 


San Francisco, May 14-28; Air Con- 


| ditioning—Charlotte, N. C., Apr. 18- 








it 


longer in the clutch! 


at all speeds. 


on the carrier nose. 


It pays. 


Federal-Mogul Service 
(Division of Federal-Mogu!-Bower Bearings, Inc.) 
DETROIT 13, MICHIGAN 


CLUTCH 
BEARINGS 


TO c TIMES ‘‘expected’’ life ! 


Leading fleet superintendents specify BCA bearings. 
There's good reason why. BCA bearings stand up 





Schools 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


| 23; Cincinnati, Apr. 30—May 7; 
|Dallas Apr. 16-18, May 14-21; 
|Kansas City, May 7-28; Los 
| Angeles, May 14-28; Omaha, May 
|14-16; Salt Lake City, Apr. 16-18; 
|San Francisco, Apr. 16-May 7. 

| CHRYSLER CORP. — Master 
technicians service conference 


which consists of a kit containing | 


a film, record, charts, reference 


booklets and other like material | 
supplied monthly for the training | 
of mechanics in the dealer’s place | 


of business. 


CHRYSLER DIV.—New “minute- 
man” service Task Force Schools 
are training dealership’ service 
technicians in 210 cities. Broken 
up into three, four and five-day 
courses, the training is intended to 
keep pace with engineering ad- 
| vances as they are perfected, with- 
|}out waiting for model changeover, 
Chrysler said. 


FORD—For the period covering 
Apr. 16-May 21, most_ service 












P BCA clutch bearings are specifically designed for 
automotive replacement service. They are made to 
original equipment specifications. 


® Precision high-carbon chrome balls, precision- 
ground carburized steel washers, and unique carrier 
assembly form a perfectly balanced. design that 
assures correct running and smoother operation 


® There's no need for relubrication. The bearing is 
filled with a highly refined lubricant that remains 
stable at high temperatures. Ample lubricant space 
provides a more than adequate reservoir. Lubri- 
cant is accurately metered to each bearing. 


® Special bronze ferrule minimizes friction and wear 


Next time, put in BCA “Triple-Life” Clutch Bearings. 





Get the bearings you need WHEN you need them. 
Call your Federal-Mogul Service jobber. 


schools will be conducting a Select. 
Aire conditioner course, a 40-hour 
Fordomatic course, a Fordomatie 
reconditioning course, a door glass 
adjustment course and a carbiire. 
tor couurse. The SelectAire condi- 
tioner course will cover the theory 
of refrigeration, operation of all 
controls, compressor overhaul, ex. 
pansion valve operation and trou- 
ble shooting. The 40-hour Fordo- 
matic course consists of the 
principles of construction and 
operation; demonstration of the 
|operation of gears, clutches and 
service for all ratios; function and 
operation of the hydraulic control 
|for all transmission situations; 
;}overhaul procedures including in- 





| spection and adjustment; review of 
all linkage adjustment; and appli- 
eation of principles to trouble 
shooting including all checks and 
adjustments. The Fordomatic re- 
|conditioning course covers the 
|repair and bushing replacement 
| procedures necessary to recondi- 
| tion older model Fordomatic trans- 
|missions in the dealership. The 
| door glass adjustment course covers 
lall glass and weatherstrip adjust- 
iment procedures necessary to 
properly align door glass assem- 
blies. The carburetor course covers 
the principles of operation, diag- 
nosis, repair, adjustments and spe- 
cifications pertaining to single- 
| barrel and four-barrel carburetors. 
|At the present time, there are 35 
|service schools located throughout 
|the U. S. Each school is staffed 


| with a permanent instructor. In 
(Continued on Page 35, Col. 1) 


On-Car Balancer 
Adds to Income, 
Maker Claims 


CHICAGO.—Extra profits of $100 
to $300 per month are claimed for 
the new Bear On-A-Car Front 
Spinner Balancer by its maker, 
Bear Mfg. Co., Rock Island, IIl. 

According to Joe Pereue, sales 
manager, one reason why operators 
“make more” with Bear On-A-Car 
is because it is designed to operate 
on frame, alignment or grease 
racks, as well as on a level floor— 
thus space problems are eliminated 
and many a hoist is put on double- 
duty. New adapters speed up ac- 
curate centering, by relying on the 
“truest part of the wheel — the 
stud holes” to center the balancer 
unit. Pereue said another profit- 
building feature is the exclusive 
Bear “jiggler” balance prover, 
which shows the need for balanc- 
ing to the customer, while showing 
the operator when the wheel is in 
balance. 

A new national advertising cam- 
paign beginning in the Apr. 23 issue 
of the Saturday Evening Post is 
scheduled to support local dealers 
and service stations in getting more 
balancing and alignment business, 
according to W. C. Goldschmidt, 
Bear advertising manager. 





County’s Savings 
In Service Plan 
Tops $60,000 


SAN DIEGO, Calif. — A recent 
county report showing a reduction 
in fleet car operating costs of more 
than $60,000 for fiscal 1954 and 1955, 
is being interpreted here as prov- 
ing the value of preventive car 
maintenance and indicating that 
the average car owner could save 
up to $78 a year by using a similar 
system. o 

The report showed that in fiscal 
1953, prior to the start of the main- 
tenance program, the per-mile cost 
of operating county vehicles was 
6.18 cents. 

Jean L. Vincenz, director of the 
department of public works, insti- 
tuted the program in fiscal 1954. 

In fiscal 1954 and 1955 the per 
cost was 5.4 cents, a cut of 78 cents 
from 1953. Since studies show the 
average American drives his per- 
sonal car about 10,000 miles yearly, 
a similar reduction would save him 
$78 a year, or $6.50 a month. 

Heart of the program is a 1,500- 
mile servicing which includes 
greasing, oil change and check for 
minor defects, especially in the 
front wheel assemblies, brakes, 
wheel alignment, transmission and 
other start-and-stop units. 

Garage superintendent Charles 
Costello says that 60 to 70 percent 
of the minor defects are discovered 
in this phase of the system. 
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Service 


(Continued from Page 34) categories, (1) industrial, (2) auto! 


addition, traveling instructors in 
each district carry the “short- 
course” training to dealers. 


GMC TRUCK & COACH— Diesel | 


_Atlanta, Apr. 16-27; Dedham, 
Mass. Apr. 23-May 11; Charlotte, 
N. C., May 7-18; Salt Lake City, 
ends May 18; Moorestown, N. J., 
May 14-18; Golden Valley, Minn., 
Apr. 23-May 4; Hydra-Matic At- 
Janta, May 7-18; Dedham, Mass., 
May 14-18; Charlotte, N. C., Apr. 
16-27; Hinsdale, Ill., Apr. 16-May 4; 
Detroit, May 7-18; Union, N. J. 
Apr. 16-20; Tarrytown, N. Y., Apr. 
30-May 4; Fairfax, Va., Apr. 16-20; 
Pittsburgh, Apr. 16-20; Tigard, Ore., 
Apr. 16-20; V-8 Tune-up—Garland, 
Tex., Apr. 23-27; Fairfax, Va., Apr. 
93-27; Kirkwood, Mo., Apr. 16-27; 
Service Mgr. Program Garland, 
Tex., Apr. 30-May 11; New Product 
—Detroit, Apr. 23-27; Cleveland, 
Apr. 30-May 4; Twin Hydra-Matic 
—Tigard, Ore., Apr. 23-May 18. 

HUDSON—Classes will be con- 
ducted at zone level to train 
dealer personnel on the new Flash- 
away transmission and the Hornet 
V-8 Special, Apr. 16-May 21. 

PACKARD Ultramatic trans- 
mission pushbutton control service. 
Dates and locations of schools may 
be obtained by contacting the zone 
service Managers. 

PLYMOUTH—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Contact 
Plymouth regional service mana- 
ger. Master technicians service con- 
ference meetings in dealerships on 
subject of changes in Powerflite 
transmission and coaxial power 
steering. 

STUDEBAKER Advanced 
training on Flightomatic transmis- 
sion service. Dates and location of 
schools may be obtained by con- 
tacting zone service managers. 

UNITED MOTORS SERVICE 
Continuous instruction on various 
phases of automotive service. In- 
struction in factory approval serv- 
ice methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), (2) 
earburetion (Rochester), (3) elec- 
tronics (Delco auto radio and 
Guide Autronic eye), (4) transmis- 
sion (Hydra-Matic), classes are 
held continuously at 30 United 
Motors classrooms at GM training 
centers throughout the country. 
Contact UMS distributor for train- 
ing center locations and classrooms 
schedule. 

WHITE—Classes in engine and 
transmissions, cooling systems, car- 
buretors, fuels, preventive main- 
tenance, shop equipment and tools, 
fleet safety. Frank A. Novak, in- 
structor in charge. 


FOR ALL SERVICEMEN 
ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. — 
Allen Power-Tune course is being 
conducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations. 


Additional information can be ob-| 


tained by writing directly to Allen 
Electric, 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC., North 


Chicago—Instruction on engine re-| 


pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 


instruction charge. Contact Rich-| 
ard D. Stevenson, Ammco Tools, | 
Inc., 2128 Commonwealth Ave.,| 


North Chicago, Ill. 
BEAR MFG. CO., Rock Island, 
Ill.—Courses will be "given in align- | 


ment, frame straightening, wheel | 
balancing, safety service equipment | 
and the comfort ride program. Con- | 
tact Mrs. Mildred T. Clark, registrar. | 


B ENDIX PRODUCTS, South 
Bend — (Power brakes and Strom- 


berg carburetors). Specialized serv- | 


ice schools in both of the above 
Products available through Bendix 
central service distributors. Special 
instructor’s technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. 


No definite schedule and no tuition 


expense. 

BINKS MFG. CO., Chicago, Tl.— 
Classes are held for a period of 
One week once a month. Anyone 
interested in spray painting and! 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 








May 21. Contact nearest Carter 
distributor. 

DEVILBISS CO., Toledo — One! 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. | 
The broad subject of spray paint- | 
ing is broken down into four main | 





Schools 





refinishing, (3) automotive jobber, | 


spray painting equipment may at-| (4) portable equipment jobber. No 


oa -—"% atta will a a ae instruction charge. Applications 
Sead eaeaaen” a * may be obtained by writing DeVil- 

Begs . biss Co., 300 Phillips Ave., Toledo 

CARTER CARBURETOR CORP., 1. Ohio. 

St. Louis — Classes of 12 men in) ELECTRIC AUTO-LITE, Toledo 
carburetion starting each Monday, Courses open to anyone in the 
three week duration. Next class gytomotive trade. No fee for tui- 
tion or materials. Students learn 

° basic information and fundamentals 
Old Timers to Honor of electricity, magnetism and test- 


New York Judge ing equipment; the battery as re- 





NEW YORK. — John M. Mur- | /@ted to electrical system; com- 9:4, wing Award—= 


tagh, chief city magistrate, will ponent parts of electrical system, 


be guest of honor and principal 
speaker at the 14th annual lunch- 
eon of the New York Metropoli- 
tan Council of Automobile Old 
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ment (3) fundamentals of mer- 
chandising, advertising and pricing. 
*| Write J. V. Grasso, 1108 Jackson 
'|St., Omaha, Neb., for reservation 
or further information. 


STEWART-WARNER (Alemite 
div.,)—School is for the training of 
Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout U. S. Normal classes 
include a maximum of 14 trainees, 
Next class May 14-18. 


SUN ELECTRIC CORP.—-Classes 
|in modern tuneup procedures, Apr. 
16-20; service merchandising, Apr. 
| 23-27; test equipment operation, 
Apr. 30-May 4; automotive electri- 
city, May 7-11, will be held at Chi- 
cago technical training center. 
RAYBESTOS DIV., Bridgeport, 





circuit by circuit, and wiring. Next Floyd Simon, left, Floyd Simon Motor |Conn.—Brake service school, five 
class Apr. 30-May 18. Write Wil- (Packard), Winona, Minn., receives first;day courses, May 14-18 and May 
liam B. Selb or H. M. Riddle, in- prize in Packard's ‘Time Is Opportunity’ 21-25 at Raybestos’ plant, Stratford, 
structor in charge, 511 Hamilton contest from Walter Peterson, district sales Conn., five miles east of Bridge- 


: : , nt St., Toledo, O. manager. Simon received the award for port. Details of enrollment may be 
Timers in the Waldorf-Astoria . aaa? - : ; 7 , a 
tomorrow thas. 17). . INLAND MFG. CO., Omaha his “outstanding sales record in the mid- obtained by writing Anthony D’An- 
William Frame council presi- Classes start each Monday morn- western area.” drea, Raybestos division, Raybestos- 


dent, an auto dealer on Long img. Time required to complete 
Island, and director of the NADA, C0°UrSe varies from one totwo weeks. teac 


will preside. : 
chased $100, otherwise. Course (2) 
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i with Republic Flexi- 


For bulky parts... RE 


Republic offers this clip-type Convertible 
Steel Shelving. Shelves can support tremen- 
dous loads, yet readjust quickly. Simply 
position clips at desired shelf height, then 
fasten securely with % turn of stud. 





LET BERGER “PLAN-O-GRAPH” 
YOUR PARTS DEPARTMENT 


Our representative will scientifically lay out your de- 
partment to utilize every inch of floor space—and bring 
all parts into true sequence with your factory stock list. 
Send coupon for details. 













Manhattan, Bridgeport, Conn. 
*hes: (1) all aspects radiator p aici 


No tuition if equipment is pur- cleaning, repairing and recoring yore than 100,000 persons read AUTO- 


use and maintenance of equip- MOTIVE NEWS every week! 








Take the aa out of your parts operation 


Bilt Parts Bins 


---YOU’LL SPEED UP; GIVE BETTER SERVICE 


Wondering where various parts are located can wear your patience 
—and waste your time. 


Flexi-Bilt Parts Bins, a product of Republic’s Berger Division, 
eliminate this problem. Parts are clearly tagged with numbers and 
prices for quick identification—easy location. Orders are filled 
without delay or confusion. 


Furthermore, these bins never become obsolete. Easy shelf adjust- 
ment permits complete flexibility. As stocks change, shelves can be 
rearranged accordingly—in seconds. No tools, bolts or clamps are 
needed. Constructed entirely of steel. Can be used singly or bolted 
together in combination. Send coupon for specifications and prices. 


PUBLIC STEEL 


BERGER DIVISION 


Canton, Ohio 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

Dept. C-1441 

1078 Belden Ave., Canton 5, Ohio 

I am interested in more information on: 
0 Flexi-Bilt Parts Bins with easy shelf adjustment 
0 Clip-Type Convertible Steel Shelving 

0 Plan-O-Graph Service 
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Firm 
Address 


Zone—___State 


FORD LOOKS AHEAD WITH YOU IN MIND 


TOMORROW'S TECHNIQUES TODAY. In Ford -manv- Almost three billion dollars have been invested to keep 
facturing plants, like this Transmission Plant at Livonia, facilities and techniques in tune with today’s and tomorrow’s 
Michigan, you’ll find the newest and most efficient manu- automotive progress. Both dealers and customers benefit 
facturing techniques at work—building more quality and from the better cars that come from. Ford Motor Company’s 
value into every member of the Ford Family of Fine Cars. new plants and these advanced manufacturing skills. 


_/ts great to be a dealer in 


THE FORD FAMILY OF FINE CARS 





DESIGN FOR THE FUTURE. The Thunderbird and Continental styling 
concepts are setting the pace for the entire industry. Even now the 
stylists who developed these cars have new design thrills in process for 
those who appreciate beautiful, functional cars. This “look-ahead” 
planning is designed to provide dealers in the Ford Family of Fine Cars with 
products that lead in styling . . . in engineering . . . in power. . . in value. 


ANEW OREES OF ENCES WOR Wit) amie e 


ADVERTISING WITH IMPACT. In addition to the concentrated advertis- 
ing behind each Ford-built car, there’s the extra emphasis and prestige 
of TV’s first spectacular, ‘Producers’ Showcase,” starring the whole 
Ford Family of Fine Cars. All told, more than 10 million people are 
exposed to advertising for the Ford Family every month. 


The Ford - The Thunderbird - The Mercury 
The Lincoln - The Continental Mark 1 
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As Successful Dealer Sees It... 


Service Is the Only Product 


SAN ANTONIO. — Many auto 
salesmen go through life without 
realizing that the cnly thing a 
dealer really has to sell is service, 
according to a successful dealer 
here. 

A mechanic sells the service his 
skill can perform, a salesman sells 
the service that the car or truck 
can give, he said. 

And a manager? He sells both 
types—his knowledge of operat- 
ing a business plus his knowl- 
edge of automobiles. 

It is this dealer’s firm opinion 
that unless a salesman realizes that 
he is selling service he is not a 
salesman, merely an order taker. 

According to the dealer, once 
a salesman-becomes aware he is 
selling service then that salesman 
will start asking himself ques- 
tions, What are his selling 
points? Is his car better made? 
Is it better looking? Is it faster? 
Safer? More economical? 


In other words, in what fields 





HPRI 





will his product give the customer 
service superior to other makes. 

“This naturally leads the sales- 
man to make a study of the prod- 
uct he is selling,” said the dealer. 


“Otherwise, if he is just selling a} 
car—well, one is as good as the| 


other and he cannot summon any 
enthusiasm for the job.” 


The dealer reasons that if the| 


Motorama Departs 

Coast for Boston 

SAN FRANCISCO. — General 
Motors closed its fourth Motor- 
ama visit here after attract- 
ing a total attendance of 506,921, 
compared to last year’s total of 
500,022. The final day’s total was 
49,685. 

At the conclusion of the San 


Francisco show, the 150 vans of | 
the Motorama moved to Boston, | 


Mass., where it will make its 


final 1956 appearance Apr. 19-29. | 









MEDIC 


“BUY A PAIR” 


ON TV COMMERCIALS 


Commercials on “MEDIC”, General 
Electric’s TV Award winner, show how 
G-E Qt Headlamps give greater 
night driving safety, in bad weather 
and clear weather. April 16 and 23 at 
9 PM on NBC-TV Network. 


Farm Journal and 





IN MAGAZINE ADS 


12 dramatic ads during April and May, 
show your customers specific advantages 
of G-E Qt Headlamps in 7 top 
magazines: Look, SatEvePost, Colliers, 
Popular Science, Popular Mechanics, 
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aoe gains a real knowledge 
of his product and—more impor- 
|tant—what it will do for the cus- 
|tomer, then he is in a position to 


| 


| Sell intelligently. 
In order to carry the “selling 
service” theme further, the dealer 
said that a salesman should know 
people—their desires, etc.—so as 
to be able to know what points 
| about his product will appeal to 
different individuals. 

“A man with a thorough kncowl- 
|edge of his fellow human beings 
jand a gift of insight into individ- 
uals has a head start on salesmen 
|who are lacking in these respects,” 
| the dealer said. 


Of course, the dealer said, all of 
the above attributes are worthless 


|contact an ever-growing number of 
| prospects. 

Are there people who just can- 
not be made into salesmen? Per- 
haps. 

“In my struggle with ‘breaking 





“BUY A PAIR” 
ON STORE DISPLAYS 


Colorful eye catching display material is 


available from 


Progressive Farmer. Headlamps. 








|if the salesman cannot find and | 


and outside streamers, humorous car- 
toon cards for window or shelf displays 
will help you sell pairs of G-E G0-Likciin 


Fresno Motor in New Location— 


Fresno Motor Sales (Cadillac-Oldsmobile), Fresno, Calif., has moved into this two- 
story building featuring a modern showroom and large service department. Owned 
by J. J. Phelan, the dealership lists 110 employes. 


in’ new salesmen and attempting dealer said that he feels that this 
to get more sales out of old ones,|is not true. Some men are more 
I will admit that I have sometimes adaptable to the sale 
been tempted to consider that auto- | These are the extroverts. An intro 
mobile salesmen are born—not| a ; a 
made,” the dealer said. vert has a tougher row to hoe in 
| However, on sober reflection, the | earning how to sell as he prefers 
——__—__—————- | to be alone rather than in a crowd 
| or with others. 


In between these types is the am- 


s profession. 


neither one nor the other— 


GE Peete HEADLAMPS — wissen 
featured in 3 point 
“Buy a Pair’ Campaign! 


effort, to become a successful sales- 
men. 

The dealer said there is a test 
| which can be given by a compe- 
tent psychologist and will show 
just where an applicant stands 
in the scale. 

In his opinion, the auto industry 
should use the test more because 
| it would eliminate many misfits be- 
|fore they got started and lighten 
|}the work of sales managers in 
| building up a competent sales force. 


| Dealers Warned 
On Conversion of 
Battery Chargers 


| KALAMAZOO, Mich.—Field con- 
| versions of six-volt battery charg- 
}ers for six and 12-volt service have 
been condemned by the Automo- 
| tive Battery Charger Institute. 
| In a statement, the institute said: 
“To the best knowledge and belief 
|of the engineering delegates of this 
| institute, such conversions are not 
| economically practical. 
“When these conversions are 
| Offered at seemingly attractive 
| prices, extreme caution should be 
|observed by the prospective user 
| of the converted equipment. 

“At worst, converted chargers 


your distributor. Inside 


| 

e | 
- |may develop into a source of fire 
ee Wl |and at best, the conversion will 


aim-right G 





FEATURES TO HELP SELL PAIRS! 
. Gizmoes are glass pads molded in G-E Lihat 


Headlamp lenses to help aim-headlamps in aiming machines 
quickly and easily. Gizmoes are smooth—they hug the lens sur- 
face ... are not vulnerable to breaking, chipping or cracking. 


2 G-E @-Melte Headlamps with Aim-right Gizmoes can be 
aimed on any aiming machine...standard G-E @-Zhetiee Head- 
lamps can be aimed by a// aiming devices except one, at this time. 


The G-E shield covers the /ower beam filament only. It cuts off 

uncontrolled upward light which, in ordinary headlamps, 
reflects back in the motorists’ eyes during rain, snow, fog or sleet. 
The upper beam filament is purposely unshielded to provide maxi- 
mum light for seeing hills, curves and dips in clear weather. 


The redesigned lens-reflector combination directs light from 
lower beam up to 80 feet further along the right side of the 
road. Passing is easier. 


Lead-in wires are preformed—natural “spring action” is elimi- 
nated to keep filaments from being pulled out of focus. Miniature 
Lamp Dept., General Electric Co., Nela Park, Cleveland 12, Ohio. one De Ses eee Se 
DISPLAY AND SELL THEM 


GENERAL @ ELECTRIC 


represent a very high price, in 


|terms of value received, for the 


izmoes for quick, accurate aiming —"i=’2s8i2"sseares 


prospective users of converted 
equipment consult their local elec- 
trical inspectors before making 
|commitments cn such conversions. 


INSPA Announces 
New Division 


For Distributors 


CHICAGO.—The National Stand- 
lard Parts Assn. has announced 
formation of an automotive ware- 
| house distributors division. 

NSPA said formation of the divi- 
| sion has been in process for almost 
la year before its approval by a 
|vote of the entire NSPA member- 
ship. 

Eligibility requirements are that 
an automotive warehouse distribu- 
| tor shall: 
| “Perform for three or more auto- 
|motive manufacturers a combined 
|function to buy, warehouse, sell 





equipment, supplies and accessories 
to automotive wholesalers, and 
|have an active sales organization 
|consisting of one or more outside 
salesmen calling on and _ selling 
only to—and not competitive with— 
legitimate automotive wholesalers.” 


IN PAIRS 
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Service World in Brief 





CHICAGO.—The National Stand- 
ard Parts Assn, again is endorsing 
and promoting the annual May 
Vehicle Safety-Check program, ac- 
cording to Aime E. Pouliot, chair- 
man of NSPA’s vehicle safety- 
check committee. 

The campaign is sponsored on the 
national level by the Inter-Industry 
Highway Safety Committee in co- 
operation with other automotive 
and safety organizations. 

Pouliot said NSPA has appointed 
state traffic chairmen through the 
country to assist wholesalers with 
local drives and help other organi- 
gations coordinate state safety- 
check programs. 

During the month-long drive, 
participating communities will 
check brakes, lights, steering, tires, 
exhaust systems, glass, windshield 
wipers, rear view mirrors and 
horns. Last year, 1,421,000 were 
checked in 422 communities. 

* * ” 


Darwin Repair Guide 


DETROIT. — The new Darwin 
Automotive Accessories Repair 
Guide has been published by Ed- 
ward J. Mezo. Prices are $2 for | 
paper binding and $3.50 for cloth. 
Address of the publisher is 8523 
Vanderbilt Ave., Detroit 17, Mich. 


Armor Plate Plant Sold 


KANSAS CITY.—American Auto 
Parts Co. has purchased a govern- 
ment-owned armor plate plant at 
Gary, Ind., according to the Gen- 
eral Services Administration, which 
said it would pay $3,260,000 for the 
plant. The armor plant was oper- 
ated by Carnegi-Illinois division of 
U. S. Steel during the war. 

+” - * 


Akro Appoints Rep 
CANTON, O. — Siemers-Godden- 
Olson, 517 North Third St., Minne- 
apolis, has been appointed repre- | 
sentatives for Akro automotive | 
products in a five-state area, ac- 
cording to Buxbaum Co., Canton, O. | 
* * * 
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Choldun Appoints Reps; 
Starts New Division 

NEW HAVEN, Conn. — A sepa- | 
rate chemical division has been | 
established by Choldun Mfg. Corp. | 

Choldun has taken on the follow- 
ing sales representatives: Harold | 


M. Blum & Co., Chicago; Stanley 
Clearfield, Philadelphia; 
Jordan Co., 


Crockett- | 


Dallas; Morrie Gold- | 





Public Relations 
Value Told by 
Chrysler’s Cope 


DETROIT. A company must 
be believable under any test to 
which the public puts it, according 
to James Cope, | 
Chrysler Corp. 
public relations 
vice-president. 












A company 
“cannot afford to 
raise smoke 
screens to hide 
unpleasant facts, 
nor can it afford 
to make claims 
that are unjusti- 
fied,” Cope said. 
James Cope “Truthfulness and 
frankness are keystones of believ- 
ability and one failure may destroy 
Months, even years, of positive 
effort.” 

Addressing the Adcraft Club on 
“The Market Value of Public Re- 
lations,” Cope said “the public is 
both judge and jury, and a public 
relations program is only as good 
as its acceptance.” 

Cope said the personality and 
visible sense of public responsibility 
which a business organization de- 
velops “can serve as definite and 
vigorous spurs to buying habits.” 

The reputation of a company 
begins with turning out a good 
Product, but it does not end there, 
he said. Cope cited a survey made 
among automobile owners for 
Chrysler which revealed that the 
name of the manufacturer strongly 
influenced 44 percent of car owners 
in choosing automobiles. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


son, Newark, N. J.; Arthur 
Johnson, Minneapolis; Kone- 
Resnick Associates, Hartford, 
Conn.; Frank Libby, Kansas City; 
Sterling Mallon, Detroit; J. R. Tate, 
Nashville; Alan Toran, Philadel- 
phia; Merrill Winton, Los Angeles, 
and Ed Zinnell Associates, Atlanta. 


* * * 


Lumber Company, Dealer 
Team on Wagon Accessory 


GREEN BAY, Wis.—A sales idea | 
devised by a father and son, own-} 
ers of a lumber yard here, in co-| 


operation with Broadway Garage 
(Chevrolet), DePere, Wis., has 
proved profitable for both. 


Joe and Rodney Crevcoure, own- 
ers of Green Bay Planing Mill, 
arranged for James Cuene, Broad- 
way manager, 
whenever he delivered a new sta- 
tion wagon. 

The Crevcoures then offered the 
new owner a protective floor mat 
of Masonite Tempered Presdwood 
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to cover the luggage compartment. 
The mats sold for $3.36. 


The idea proved so successful 
that Cuene arranged to purchase 
the cut-to-size panels from the 
lumber company and to include 


berg, Rochester, N. ¥.; David Jame-| them in every station wagon at $5 


a set. 


GM of Canada Trains 


8,000 in Service Center 


OTTAWA. — More than 8,000 
dealership service personnel have 
attended courses at General Motors 
of Canada’s 10 training centers. 

The courses are designed to keep 
GM dealer servicemen abreast of 
the changes in new car makes. 

GM has established permanent 
training schools in Vancouver, Ed- 
monton and Calgary Alta.; Oshawa, 
Ont.; Saskatoon and Regina, Sask.; 
Winnipeg, Man.; London, Ont.; 
Montreal and Moncton, N. B. 

Supplementing the centers, a 


|}home study course for servicemen 


also has been launched by GM, 


| with 7,693 enrolled. 
to let them know} 


Subjects cover engine tune-up, 
air-conditioning, power controls, 
rear axle and engine overhaul, and 
courses dealing specifically with 
the Powerglide, Hydra-Matic and 
Dynafiow transmissions. 
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Suggestion Pays Off — 


Arthur Maze, left, employe at U. S. 
Rubber Co.'s Detroit plant, receives $500 
check from his foreman, John Rushford, 
for his suggestion to do a job in the 
opposite way. The company said Maze's 
suggestion not only made the operation 
run more smoothly, but also reduced 
waste, 


Exhaust Effect 
On Smog Studied 
By Auto Firms 


LOS ANGELES.—The air pollu- 
tion (smog) problems of Los An- 
geles and other U. S. metropolitan 
centers are being studied by 13 re- 
search agencies at an annual cost 
of $6 million, according to the 
county’s Air Pollution Control dis- 
trict here. 

Among them is the Automobile 
Manufacturers Assn. which is 
spending $1 million seeking infor- 
mation about the effect of auto 
exhausts to find a way to reduce 
or control emissions. 

Participants are American Mo- 
tors Corp., Chrysler Corp., Ford 
Motor Co. (not an AMA member), 
General Motors Corp. and Stude- 
baker-Packard Corp. 

The district’s report shows that 
top priority is being given to prob- 
lems associated with motor vehicle 
exhausts. Others beside AMA con- 
cerned with this phase of the prob- 
lem include U. S. Public Health 
Service, American Petroleum In- 
stitute, Western Oil & Gasket Assn. 
and the Air Pollution Foundation. 
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Highways and Safety 





February Traffic Kills 
2,630 to Tie Record 


EBRUARY traffic deaths 
reached 2,630, equalling the all- 
time highs for that month recorded 


in 1941 and 1952, the National | 


Safety Council has announced. 

The toll was 16 percent greater 
than that of February, 1955, and 
was the 12th consecutive month 
to show more deaths than the 
same month of the preceding 
year, according to Ned H. Dear- 
born, council president. 


Dearborn added that January- | 


February deaths totalled 5,590, an 
increase of 500 over the same} 


figure a year ago. “Deaths now are | of 569 surveyed cities had fewer 


going up faster than the increase 


I’ll Be Red 
HONG KONG. — The Peiping 


radio announced last week that! 


Red China will turn out its first 
automobile some time this year. No 
details of the car were revealed. 


in travel,” he said, “so the only 
conclusion is that people are driv- 
ing more carelessly.” 

x + * 
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Put your fleet in shape for Spring 
with these quality MOPAR products! 


You can be sure of top performance from your cars and trucks 
when you service them with MoPar products. They are 
available at special fleet rates from your nearby Plymouth, Dodge, 
De Soto, Chrysler dealer or MoPar Parts Wholesaler. 





| to pedestrians. 
” 


two months, ranked according 


registered vehicles, were: 
Over 1 Million Population 


500,000 to 750,000 Population — 
Dallas .... ; 5 


eebuueostsvesssosuevsvesencssesee 0.5 
ESPITE the nationwide increase, — sevenvubesssiostoneissentan, = 
17 states reported fewer deaths 350,000 to 500,000 Population 
in the first two months of 1956 Denver 1.4 
aan tae ab a oe ce Setlenmaiii Airentacdanttesiddetaveks 4 
the list was Rhode Island with Columbus, O. .................. 25 
a reduction of 54 percent. 200,000 'to 350,000. ) Population 
| Minnesota was down 44 percent Miami 0.3 
|and North Dakota and Montana Seeahiiiees LESH 0.6 
ao by 36 and 31 percent, Abrams Donates Fords for aie Norfolk, Va. ....... . O4 
| me council reported that 129 Benjamin Abrams, Crescent Motor Sales, Revere, Mass., presents six new 100,000. to 200,000 | Population 
Fords to high schools in three cities in Massachusetts for use in driver-education UMD ese esses me . 0.0 
deaths this year than last. Miami | courses. Three of the cars went to Chelsea, two were turned over to Revere and oe oie ‘e ae —————— 
led the cities of more than 200,- | one to Winthrop. be,000 ge ame. Populati “= 
| 000 population with a decrease of a o Albu, mesene, 3. it pula ss 
| $8 percent. | drop and Rochester dened 40 per-| February, Dallas , Akron matin q ee rns 0 
Following Miami in this popula- | cent. | and Omaha RS oa 
tion group were Minneapolis, down | tee were the largest of 421 cities which ; 95 000 t 50,000 Po i ti - 0.0 
70 percent; Providence, down 67 oe (163,000) was the largest | escaped fatal accidents. ; Suemmniiis "Fi opula ion 
percent; and Dallas, down 60 per- of 331 cities sporting perfect| The three leading cities in each/ ) oy Creek, ‘Mich. “= 
| cent. Buffalo recorded a 45 percent|records for two months. For|population group at the end of ion a ie siteeesenees ~~ 08 
10,000 to 25,000 Population 
Birmingham, Mich. . 0.0 
Casper, Wyo. ... 0.0 
Culver City, Calif. . 0.0 
* + * 


‘Pedestrian Toll 
‘For 55 Lowest 
‘Ever Recorded 


Fewer pedestrians lost their lives 
|in 1955 than in any other single 
year, according to Andrew J. Sor- 
|doni president of the American 
Automobile Assn. 

The year’s toll of 7,482 was re- 
| vealed in a preliminary survey of 
the motor vehicle accident statistics 
|of each of the 48 states and the 
| District of Columbia taken by the 
AAA’s traffic engineering and 
safety department. 

The previous low was in 1954, 
|when about 7,900 persons died as 
the result of being struck by ve- 
hicles. The worst year was 1937, 
| when the tally rose to 15,500 killed. 
In announcing 1955’s record 
figure, Sordoni praised state and 
local officials who have been respon- 
|sible for enactment and enforce- 
|ment of laws and ordinances 
designed to give greater protection 


Awards Set Up for Writing 


On Highway Transportation 


A series of annual awards for 
the purpose of recognizing pub- 
lished articles and editorials con- 
tributing to highway improvement 
or toward a better understanding 
of problems of highway transpor- 
tation, have been established by 
Trailmobile, Inc., and the Ameri- 
can Trucking Assns. Foundation. 
The awards are named in honor 
of Ted V. Rodgers, a dominant 
force in the founding of ATA in 
1933, its president for 14 years and 
now honorary lifetime board 
chairman. 

* * ” 





Nationally advertised in the April 14th issue 
of THE SATURDAY EVENING POST 


Massachusetts Drivers 


Called Best in Nation 


Massachusetts auto drivers are 
the best in the nation, according 
to Rudolph F. King, registrar of 
motor vehicles, who has studied the 
records of the 48 states. 

“The safety record of Massachu- 
setts drivers is terrific when you 
realize how many automobiles are 
on our highways,” King stated. 
Only about 4 percent of Massachu- 
setts drivers are the cause of acci- 
dents or are guilty of serious viola- 
tions, he said. 





Six Spring Colors 
Added by Pontiac 


PONTIAC. — Pontiac is add- 
ing six new colors to its style 
book. General Manager R. M. 
Critchfield said the new shades 
will result in 39 new color choices, 
giving the division 17 solids and 
66 two-tones. 

New colors are marina blue, 
lilac, Malabar yellow, Kerry 
green, Avalon blue and rodeo 
beige. The last named will be 
available in Pontiac’s new Lucite 
lacquer plastic finish. 
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A KNOW, I'm kinda relieved | 
i MIT’s mathematician, Dr. | 
Norbert Wiener, finally agrees with | 
me that man is becoming “automa- | 
tion's master, not its slave.” The 
distinguished professor, who pio- 
neered the automated machine, | 
predicted first that automation | 
would reduce wage earners to 
“slave labor” and bring on a de-| 
pression that would make “the 30’s 
seem like a joke.” 

As late as last November, the 
Army announced that its use of 
automation in the form of punch | 
cards—to aid in assigning re- | 
placements to overseas duty— | 
will save taxpayers’ money and 
soldiers’ time by making it need- 
less for troops bound for Europe 
to stop at replacement centers. | 


That’s the great point about auto- | 
mation: It saves money and time— | 
and puts many goods within the 
reach of many persons who other- 
wise couldn’t enjoy them. Automa- 
tion is simply a development of 
mass production. It didn’t spring 
suddenly and full-born from some 
scientist’s brow. It came, through 
a century and a half of American | 
belief that every man has a right 
to the good things of life. 

It started about 150 years ago 
when Oliver Evans watched the 
men in his father’s flour mill carry- 
ing sacks of grain up flights of 
stairs slowly, laboriously. By 
gravity the grain fell through 
cleaning devices to millstones that 
ground it. But then the same men’s 
backs had to lug it back up again— 
slowly, laboriously—where it was 
dropped again for its second proc- 
ess. Evans invented horizontal and 
vertical conveyor belts that took 


Credit Controls 
Threat to Sales, 


Declares Rogers 


CHICAGO.—Restoration of legis- | 
lation similar to Regulation W 
would cut auto sales by as much 
as 25 percent, according to Thomas 
W. Rogers, executive secretary, 
American Finance Conference. 

He said no form of government 
control has been so thoroughly dis- 
credited. 

Rogers said that credit sales ac- | 
counted for nearly 75 percent of | 
1955 sales compared with fewer | 
than 50 percent in the days of U.S. 
credit control. 

He deplored “zany” deals, wild 
advertising, blitz sales and shaky 
credit selling but Rogers said these 
were symptoms of overproducing 
the market. 

“Today’s record volume of credit 
is simply the sum of lots of indi- 
vidual contracts. If the individual 
deals are sound, so is the total,” 
said Rogers. 


Felt Firm Hikes 
Sales 24 Pet. 






{ing 15 tons. He drove it in Phila- 


|elled 16 miles up the Delaware and 


| at as was Henry Ford when he 


agement benefits when machines 


|world leader, seems to depend on 





GLENVILLE, Conn.—Dollar sales 

of wool felt to the automotive in- 
dustry by American Felt Co. in 
1955 increased approximately 24 
percent over 1954 while the com- 
Pany’s sales increased about 7 per- 
cent, according to Jule F. Marshall, 
vice-president. 
_ The 1955 poundage sales of fin- 
ished felt increased about 12 per- 
cent over 1954, Marshall added. He 
said American Felt’s 1955 shipments 
of finished flat felt were 51.8 per- 
cent of the total shipped by all 
manufacturing members of the Felt 
Assn, 

“The year 1956 will also be a good 
year for American Felt,” Marshall 
predicted. “We are expecting a gain 
of at least 10 percent in poundage 
sales this year as compared with 


the 12 percent increase during 
1955.” 
American Felt has for years 


closely collaborated with the auto- 
Motive industry in supplying the 
more than 80 felt parts used in an 
automobile. 


care of the whole process, saving 
time and money. 
* * * 
NCIDENTALLY, Evans also in- 
vented a steam carriage weigh- 


delphia, then took the wheels off, 
launched it on the river and trav- 


back again. Probably Evans would 
not be surprised at today’s am-| 
phibious “ducks.” 

Evans was of course—laughed 


made his first automobile. Evans 
is now best knewn for his work 
on steam pressure engines, while 
Ford’s greatest contribution is 
considered to be his famous as- 
sembly line — mass production. 
When he startled the world by 
paying his men the then unheard 
of wage of $5 a day and they 
started buying Model T’s he 
proved that labor as well as man- 


SEEM to “take over.” 


America’s phenomenal produc- 
tiveness which has made it today’s 


two kinds of men, the inventor and 
the production genius. 

Not often are the two abilities 
combined in one man. Take Cyrus 
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McCormick and his reaper. When 
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of the American economy. 

After that McCormick ceased to 
| be an inventor and became a man- 
| ufacturer. Men like Charles With- 
| ington were responsible for later 
|improvements that enabled the 
| Harvester to bind a sheaf of grain 
|with twine and cast it aside. Only 
;} once in a while do you get a man 
| with a sense of history with vision, 
| shrewdness and an inventive mind. 





| ¥ AST summer I was talking to a 
| Ru storekeeper in Georgetown, 
|Colo. He told me this story: “One 
|day when I was a kid about 15, I 
|was sweeping out this store. A 
_|fella not much older came in and 
—~| | asked for a job... 
*_| |I can get work at the mines. 

“My future father-in-law who 
owned the store liked the boy and 
| being a kindly man, though he 
didn’t need him, took him on to 

| do odd jobs. 
“Here comes another factory |, Tt wasn’t long before he was 
representative. Get ready to have oe as timekeeper at the mines. 
your morale lifted again.” | Being bright it didn’t take him all 
| day to keep the books and he spent 
|his spare time watching the smelt- 
he told the first skeptical wheat ing process. In a short time he had 
farmer to go ahead and harvest /| figured out a better way to do it. 
his crop and pay for the “new/ An engineer told him he’d probably 
fangled” reaper out of the profits.| get $50 or $100 from the company 

installment buying became a part for his idea. 





“anything until | 





“But the boy had already taken 
out a patent and figured he could 
do better by setting up his own 
smelter. When he did, ore was sent 
to him from all over the area, be- 
cause he could process it cheaper 
and better.” 

* ob t 
” HAT was his name?” I asked. 
“Maybe I know him.” 

The storekeeper finished his 
sweeping and leaned on his broom. 
“His name was Guggenheim.” 


P. S. Soo-oh when you read that 
the manufacturers of automatic 
controls estimate that they have 
installed their equipment in 100,- 
000 plants during the last few 
years, “yet have hardly scratched 
the surface” and that one-third 
of the automotive industry equip- 
ment orders for 1956-57 will be 
for pushbutton machines, you 
can forget about “slave labor.” 
Just think of men like Ford, 

McCormick and Guggenheim who 
have built empires because they 
figured a way to do something 


| cheapet and better. 


Sure! They enriched themselves. 
But they also created millions of 
jobs, raised the standard of living 
and cut man hours so that every- 
one could have more leisure to en- 
joy the fruits of his labor. 





For smoother, better-looking work 
..use Ditzlers 


DxX-1400 


Enamel Equalizer 


FOR AIR DRY— 


e Resists wrinkling when enamel is loaded. 
Added protection during hot humid weather 
or premature een to hot sun. Helps 
eliminate sags and runs. 


FOR BAKING— 
e@ Concentrated baking converter. Economi- 
cal (only 1 oz. per quart). No special baking 
type reducers needed. 


GIVES YOU- 
1. 
2. 
3. 


Improved flow-out 


or baking applications 
Increased build of enamel film 
Excellent depth and gloss 
Harder finish 


4. 
5. 
6. 


FOR HOT SPRAY— 


appearance value. 
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Better control on matching metallics 
Economy and flexibility in air-dry 


e Provides added safety factor. Equalizes 
stresses set up when hot enamel hits cold 
surface. Allows heavy film to flow out for top 


FOR ANY APPLICATION— 


e DX-1400 Ditzler Enamel Equalizer will 
make enamel jobs easier—give your customer 
more satisfaction when the job is completed. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, 8000 West Chicago Avenue, Detroit 4, Michigan 


DITZLER 


PAINTS * GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 











Studebaker Aids '56 Youth Meeting— 


Robert C. O’Hair, O'Hair Motor Co. (Studebaker), Mattoon, Ill., looks over camping 
display which is typical of the exhibits found in Studebaker dealerships throughout 
the country. The layouts are designed to draw attention to the annual Youth Outdoor 
Americans conference on conservation, sponsored by the Izaak Walton League, with 
the support of Studebaker and its dealer organization. O'Hair credits the display 
with increasing his floor traffic 20 percent. 
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Auto Personnel 





A. Stewart Murray has been 
elected president of Tyson Bearing 
Corp., Massillon, O., a subsidiary of 
SKF Industries, Inc. Assistant to 
the president of SKF, and a Tyson 
director since March, 1955, Murray 
replaces ‘H. I. Lewis, who has re- 


signed. 
ok * + 


Harris Products Picks 
Fleming as President 


Fleming jr., as president of 
Harris Products Co., a subsidiary 
of Clevite Corp., has been an- 
nounced. 

Fleming, formerly assistant to 
the Clevite president, succeeds 
Newton D. Baker III, who has 
resigned. 


* * * 


| Allen Picks Lyle and Ball 


To Guide New Divisions 

The appointment of Thurrell D. 
Lyle as manager of its newly cre- 
ated southwestern sales division 





Appointment of Matthew J. | 


has been announced by Allen Elec- 
tric & Equipment Co. 

Allen also has formed an indus- 
trial sales division, which will have 
Robert G. Ball as sales manager. 


Timken Roller Bearing 
Promotes Deal, Markley 


i Timken Roller Bearing has 
promoted H. E. Markley to as- 
sistant to the president and 
George L. Deal to secretary- 
treasurer. 

Markley, who joined Timken 
in 1938, formerly was secretary 
| of the company. Deal was treas- 
| urer before adding the secretary 
| job. He joined Timken in 1936. 
| 


\3M Promotes Evans, 
'Fagen, Yunker, Worden 


Four promotions have been an- 
nounced by Minnesota Mining & 
Manufacturing Co. 

William F. Evans and Raymond 





...the selling we do for TEXACO DEALERS!” 


Everybody knows this well-dressed man, Jimmy Durante. Three Saturday nights out of 
every four, he brings his gags, his gals, his guest stars, and his famous line-up of 
fine Texaco products into millions of television-owning homes. The show is 


The Texaco Star Theater — on the coast-to-coast NBC-TV network. 


TV is just one part of the huge Texaco advertising program: radio, magazines, 
newspapers, billboards, station display and many other sales-building 
promotions. They're a// helping — every day — to sell Texaco Dealers, 
their fine products and their services to motorists all over the U. S. A. 


THE TEXAS COMPANY 











W. Fagen have been appointed : 


division sales managers in branch 
offices at Atlanta and High P; int, 
N. C. Frank E. Yunker jr. has })ceq 


named sales manager of the rtaij 
trades tape division in the Clove. 
land branch, and Arthur M. Wor. 
den now is sales manager of the 
fibrous and industrial tape division 
of the St. Paul branch 

= 


* * 


Willard Picks McLeod 


B. A. McLeod has been appointed 
western regional sales manager of 
Willard Storage Battery Co., with 
headquarters in Chicago. 

* * * 
Dayton Ups Musselman 

A member of Dayton Rubber 
Co.’s field force for seven years 
Melvin E. Musselman has been pro- 
moted to assistant manager of the 
tire service division. 


* * * 


MIC Shifts Hamilton 
John F. Hamilton, formerly man- 
ager of the Washington branch of 
Motors Insurance Corp., has been 
made manager of the Charlotte (N, 
C.) branch. He succeeds William R. 
Vorus, who has been transferred to 
Atlanta as southwest regional man- 
ager. 
* % + 
Mack’s Omaha District 
Now Headed by Sloan 


John A. Sloan has been named 
Omaha district manager of Mack 
Trucks, Inc. He had been fleet sales 
manager for the central division at 
Chicago. 

John Klein, former district man- 
ager at St. Paul, has been ap- 
pointed special sales representative 


for the Omaha district. 
os x ” 


Replogle Marks 25th Year 
With Universal C.1.T. 


Bruce Replogle, vice-president in 
charge of the Little Rock division 
of Universal C.I.T. Credit Corp., has 
completed 25 years of service. 

He is in charge of the company’s 
operations in most of Arkansas and 
three counties in eastern Oklahoma. 
Replogle joined the company as a 
field representative in Little Rock. 

* * a 


Chrysler Names Hanlon 


To Head Stamping Plant 


Appointment of Wilfred T. Han- 
lon as plant manager of Chrysler 
Corp.’s new stamping plant at 
Twinsburg, O., has been announced. 

Hanlon has been plant manager 
of a Chrysler plant at Youngstown, 
O., for the last six years. Vance 
Wray, general superintendent of 
the press division at Youngstown 
since March, 1949, will succeed Han- 


lon as plant manager. 
* * > 


Yankee Metal Elects 


Putterman as Chairman 


Yankee Metal Products Corp. 
Norwalk, Conn. has announced 
election of new corporate officers. 

Benjamin Putterman, founder 
and former president, was elected 
chairman of the board; Harold Put- 
terman, former vice-president and 
treasurer, is president. Other offi- 
cers are Milton Putterman, vice- 
president and treasurer, and Ed- 
ward Lippman, secretary. Seymour 
Putterman was elected assistant 


secretary. 
* * * 


Askew and Settles Named 


Park Chemical Co., Detroit, has 
named William P. Askew as sales 
representative of the heat treating 
materials division. Robert H. Set- 
tles has joined the company as 
sales representative of the heat 
treating materials division of the 
New England states. 

* ” * 
Foxcraft Appoints Rep 


Merrill T. Sukonick has been ap- 
pointed manufacturer’s representa- 
tive for Foxcraft Products in east- 
ern Pennsylvania, southern New 
Jersey, Delaware, Maryland and 
District of Columbia. 

a” * * 


Reading Batteries Ups 


Four in Sales Shift 


Realignment of Reading Batter- 
ies, Inc., sales organization has been 
announced. 

Promoted are Chester A. Degucz, 
aircraft battery sales engineer to 
director of aircraft battery sales; 
Frederick A. Grube, automotive 
battery sales engineer to director 
of special battery sales; E. Jeffrey 
Shea, automotive battery sales man- 

(Continued on Page 43, Col. 1) 
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(Continued from Page 42) 


ager to director of automotive bat- 
tery sales, and Francis J. Spatz, 
advertising and promotion manager 
to director of advertising and pro- 
motion ri 


International Shifts Mescall 


T. D. Mescall has been trans- 
ferred to International Harvester’s 
New York truck district as an as- 
sistant manager. Mescall formerly 
held the same position at the 
Springfield, Ill., district office. 


* * * 





La Salle Names Moore 


Thomas J. Moore jr. has been 
named director of purchases of 
La Salle Steel Co., Chicago. Moore 
recently completed an assignment 
as director of the Iron and Steel 





Division of the Business and De- 
fense Services Administration. 
a * * 


Hercules Names McCormick 


Unisteel Sales Manager 


Harry E. McCormick jr. has been 
appointed sales manager of Unisteel 
Body Co. division, 
Hercules Galion 
Products, Galion, 
O. 

Formerly south- 
eastern regional 
sales manager for 





Hercules Steel 
Products Co., Mc- | 
Cormick will di- | 
rect sales and dis- | 
tribution of Uni- | 
steel’s lines of | 
H. MeCormick jr. steel, aluminum 
and refrigerated van bodies. He 
will make his headquarters in 
Galion. 
* * 


Muessel Joins Sales Staff 


Oj Bendix Products 


Gerald K. Muessel has joined the 
automotive general sales staff of the 
Bendix Products division, Bendix 
Aviation Corp. 
according to 
Frank E. Farrell, 
director of auto- 
motive sales. 

Muessell, who 
will serve on Far- 
rell’s staff, has 
been general sales 
manager of the 
Apollo Metal 
Works, Chicago, 
for 15 years. Pre- 
vious to that he 





K. Muessel 
was assistant sales manager of B-K 
Products at the South Bend Ben- 
dix plant from 1931 to 1940. 


G. 


2 co z 
Auto-Lite Selects Schrad 
Sylvester J. Schrad has been| 


named battery sales manager for 


the Omaha sales district of Electric | 


Auto-Lite Co. Schrad formerly was 
an Auto-Lite spark plug represent- 
ative in the Omaha area. 


Charles Adds Chairmanship 


To His Duties at Choldun 


H. H. Charles has been ap- 
pointed chairman of the board of 
Choldun Mfg. Corp., New Haven, 
Conn., maker of automotive serv- 
ice equipment, chemicals and 
food products. Charles, who 
founded Choldun in 1948, also 
serves as president of the com- 
pany. 


a * * 


Ketchum Gets New Post 


Paul A. Ketchum has been ap- 
Pointed manager of safety-glass 
sales for Pittsburgh Plate Glass Co., 
Succeeding William J. Miller, who 
resigned. Ketchum formerly was 
assitant to the president. 

* ” ot 


Mroszek to N. Y. Air Brake 


Elmer V. Mrozek has been named 
to represent the Hydreco and 
Dudco divisions of New York Air 
Brake Co. in the Chicago area, with 
headquarters at 17-19 La Grange 
Road, LaGrange, Tl. 


Dodge silage Fisher 
As Rutland (Vt.) Manager 


Appointment of John Gardner 
Fisher as Rutland (Vt.) district 
Manager in Dodge’s Boston region 
has been announced. 

For the past seven years, Fisher 





has been affiliated with local auto- 
mobile dealerships as a mechanic, 
parts manager and salesman. 


Rheem Promotes Givens 


Leo F. Givens has been appointed 
comptroller of Rheem Mfg. Co. 
Givens, who joined Rheem in 1946, 
will succeed C. B. Huestis, who re- 
signed to accept a position with 
another firm. 

* cS * 


Thompson Reassigned 


Joseph C. Thompson jr. has been 
appointed to the newly created po- 
sition of general manager of trade- 
sales finishes in the paint and brush 
division of Pittsburgh Plate Glass 
Co. He formerly was general paint 
manager for the merchandising 
division. 

* * = 


Mack Appoints Davis 


Garner L. Davis, formerly south- 
western sales manager for Mack 
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Trucks, has been named vice-presi- | 


dent and manager of the firm’s 


|new southwestern division. Davis 


will continue to make his headquar- 
ters in Dallas. 
* * 


Robey Rejoins NAM Staff 

Dr. Ralph Robey, professor of 
banking at the University, of South 
Carolina, has been retained as eco- 


| nomic adviser to the National Assn. 


of Manufacturers. Robey was chief 
economist for NAM from 1946 to 
1953. 
Jones Joins Smith 
James F. Jones has joined A. O. 


Smith Corp. as assistant manager | 
its automotive products group. | 
He formerly was with American} 


of 


Motors. 


Walker, Dupy, Orr Chosen 


By United Motors Service 


William M. Walker jr., Vernon A. 
Dupy and Samuel A. Orr figure in 
appointments at the United Motors 
Service division of General Motors, 
Detroit. 

Walker, formerly administrator 
of government regulations for the 
procurement and schedules section 


of the GM central office, was named | 





| 








UMS operations director in charge 
of purchasing, inventory controls, 
warehousing and personnel. 

Dupy, formerly director of pro- 
curement, scheduling and merchan- 
dising for UMS, was appointed ex- 
ecutive assistant to the division’s 
general manager. Orr, formerly as- 
sistant general. merchandising man- 
ager, was promoted to general mer- 
chandising manager. 

cd * Oo 
Dodge Names Merriam, 


Armstrong in Service 


Dodge has named Theodore A. 
Armstrong and Joseph E,. Mer- 
riam jr. as service representa- 
tives in the New York region, ac- 
cording to A. W. Rowbottom, re- 
gional sales manager. 

Armstrong started with Dodge 
as a mechanic in a Jenkintown 
(Pa.) dealership. Merriam began 
as a mechanic in 1933. 

* * * 


New Mack Sales Division 


Set Up with Davis at Helm 
Garner L. Davis, formerly south- 

western sales manager of Mack 

Trucks, Inc., 


| 


Madrid, Spain. 





has been named vice-| Pittsburgh Plate Glass Co. 
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headquarters at Dallas. The new 
division will cover Texas, Okla- 
homa, Louisiana, Arkansas and 
western Mississippi. 

* * * 


Mercury Names Venn 


Appointment of W. Steward 
Venn as sales manager of the 
Washington (D. C.) district of Mer- 
cury has been announced. He suc- 
ceeds H. M. Cunningham, who has 
been named special assistant of 
Mercury’s eastern region sales 
| office. 





* * 


NHUC Nien Garnett 


The National Highway Users 
Conference has named G. Tinsley 
Garnett manager of its special 
services department. He formerly 
was U. S. representative of Manu- 
facturas Industriales Reunidas, 


* * * 


McKnelly Heads Unit 


Conrad V. McKnelly has been ap- 
pointed manager of branch exten- 
sion, a newly created department 
for the merchandising division of 
Mc- 


president and manager of the new| Knelly had been manager of the 


southwestern division. 


|firm’s distributing branch 


in Co- 


Davis will continue to make his | lumbus, O., since 1944. 


IN SEAT COVERS... 


































Fremont, Ohio * Passaic, N. J. 


HOWARD 


THE HOWARD ZINK CORPORATION - 









JZIVK 





Dollars work three times as 

hard, when you sell Howard Zink 
seat covers. Reason is the sensational 
new 1956 Low INVENTORY PLAN 

for selling more seat covers 

on just one-third of your 

normal inventory. 


Changes and consolidations in 
styling and design make this 
amazing plan possible. Restyling and 
new materials keep pace with 
interior design of late-model cars, 
and one cover fits more cars 

better than ever before. 


You figure the profits. Remember, 
you'll sell top quality covers 

in a wide price range and complete 
selection of popular fabrics, 

colors and patterns. And, you'll 
have one-third the money 

tied up in inventory. 


See about this Low Inventory Plan, 
free advertising and sales aids 
and other features of the 1956 
Howard Zink line. Mail 


the coupon for full details. 


HURRY! Dealerships limited in some areas 








Fremont, 


Please have your representative call with full details on the 
Low Inventory Plan and the 1956 Howard Zink line. | under- 
stand there's no obligation, of course. 


* Long Beach, Calif, 


Ohio 


* Charleston, Miss. 
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HAND PUMP—A _ low-cost 20 g.p.m. 
positive-displacement, self-priming, piston- 
type hand pump series has been added 
to the Bowser line of rotary, vane-type, 
10 g.p.m. hand pumps. Available as a 
barrel or pedestal pump, or with hose 
and nozzle delivery for refueling of truck 
and tractor equipment on the job. Fea- 
tures claimed include stainless steel liner 
and shaft, aluminum body and piston, 
corrosion-resistant valves, molded plastic 
bearing and built-in strainer. Bowser, Inc., 
1300 E. Creighton Ave., Fort Wayne, Ind. 

* a 





REPAIR TOOLS — The “Start-A" 
PF-9 Hydro-Midget and PF-10 Speed- 
Midget, are said to contain all the essen- 


tial equipment for doing most body and | 


fender repair work. Additional. pieces 
can be added from time to time until 
a complete set of P-F equipment, capable 
of doing any repair work, is assembled. 
Demonstrations provided upon request. H. 
K. Porter, Inc., Somerville 43, Mass. 





TURNTABLE — The Aristocrat turntable 
is said to be ideal for use in the show- 
room, on the used-car lot and on dealer- 
sponsored television programs. The porta- 
ble unit can be handled by two men, 
and will support the heaviest of auvtomo- 
biles or other display merchandise, it is 
claimed. Rotation speed may be varied 
from % to 3 r.p.m. Available in the 
“drive-on" or 3-inch diameter circular 
top models. 
la Caneda, Calif: 

* 


* 


. 





MIRROR—The Arrow Slipstream mirror 
is said to be adaptable to body or fenders 
of any car, and is suitable for cars with 
either standard or wraparound wind- 
shields. The mirror is composed of a head 
with a 4%%-inch diameter, . nonglare, 
distortion-free glass and a one-piece 
pedestal of die cast with triple-plated 
chrome finish... The head iss solid heavy 
gauge brass, triple-plated chrome. Arrow 
Safety Device Co., Mt. Holly, N. J. 


* * * 


Hollingshead Corp. ‘Unveils 


White Sidewall .Cleaner 


R. M. Hollingshead Corp., Camden 
2, N. J., has announced the addition 


sets, | 





nance line. 


The product is said 


bleaching stained 


num hubcaps. Non-caustic, it 
|with a built-in squirt top for easy 


dispensing. 








two 


| HOLE SAW — Complete with 
|mandrels in a compact, allsteel box, 6 

by 4 by 3 inches, the Millers Deep-cut 
|Hole Saw kit features six saws in sizes 
| from 1 1/16 to 2 9/16 inches in diameter. 
|The saws have high-speed-steel cutting 
|edges, four teeth per inch, welded to a 
|chrome-vanadium body. Depth of cut is 
12% inches. Deeper cuts can be made 

by removing the core. 

insured by spiral elevator, it is claimed. 
| Millers Falls Co., Greenfield, Mass. 





| pass, encased in a world-globe-design 
Tenite plastic body, features a magnetic 
compensator device that requires one ad- 
justment to maintain constant pin-point 
accuracy, it is claimed. The compass 





| non-illaminatedmodel. A special mount- 
| ing: chewices: peaniterimstaliation on 
| with standard.or: wraparound windshields. 


Turntables Specialties: Co., | 


AERIAL—The “Gold Tenna" (NT53) has 
been added to the~ National line of 
automotive aerials. The unit consists of a 
36-inch fiberglas rod (plated in simulated 
gold), Ball Tenna mount and base, both 
gold plated. An all-metal counter display 
(No. ND 24) is also available. National 
Electronic Mfg. Co., 186 Granite Si., 
Manchester, N. H. 


| Crown Accessories;~3001 E. 12th St., Los 
Angeles 23, Calif. 
* * * 
| - 
| 
| 

\ 

\ 

\ 

\ 
\S 
—_ 


to offer | 
maximum cleaning efficiency with | 
a minimum of effort; cleaning and | 
sidewalls with | 
complete safety to the tire, painted | 
wheel surfaces and anodized alumi- | 
is | 
packed in a lithographed pint can | 


Chip removal is | 


AUTO COMPASS—The Pilot auto com- | 


is | 
| available in illuminated models for both | 
six and 12-volt electrical systems, and in | 


cars | 





WHEEL ALIGNER The redesigned 
Visualiner rack for wheel-alignment serv- 
ice is now available with an adjustable 
runway to permit servicing all makes 
and types of cars, it is claimed. Once 
| set, the roller and ball-bearing-mounted 
runway can be securely locked in posi- 
tion. The Visvaliner incorporates pro- 
jection heads that throw a magnified chart 


image on a large screen. Readings on 
the chart are visible even under the 
car, permitting the operator to check 


|and correct wheel runout, caster, camber, 
|toein, and steering geometry without 
| leaving the work area, it is claimed. John 
Bean Division, Food Machinery and 
Chemical Corp., Lansing 4, Mich. 

a 


* * 


REAR-VIEW MIRROR — The Clip and 
Flip mirror is over a foot long, and clips 
ever the standard car mirror. Finger- 
touch flip cut out blinding glare, but 
| not vision, it is claimed. Adaptable for 
| wraparound windows, the mirror is indi- 
vidually boxed, and is shipped six units 





|to a counter display. Visionade Mfg. 
Co., Inc., 641 Lexington Ave., Brooklyn 
21, N. Y. 





VACUUM CLEANER —The Clarke wet- 
dry-type vacuum cleaner, model WD-6, is 
24 inches high and 14 inches wide. A 
special ‘2 - horsepower rubber - mounted, 
moistureproof, by-pass motor drives mul- 
tiple-stage turbine 17,000 r.p.m. at full 
load, gnd delivers a water lift of 63 inches 
with closed orifice, it is claimed. Dry 
capacity of the machine is Y2-bushel, and 
2% gallons wet. Clarke- Sanding Machine 
Co., Dept. P, 30 E. Clay Ave., Muskegon, 
Mich. 

* 


* * 


Alemite Division Introduces 
2 Auto Chemical Products 


Two automotive chemical. prod- 
ucts, one to benefit fuel systems 
and the other for conditioning of 
cooling systems, have been an- 
nounced by the Alemite division, 
Stewart-Warner Corp., 1826 Diver- 
sey Parkway, Chicago 14, IIl. 


Alemite “Kleen Treet,” when 





added to gasoline, cleans carbu- 
retor jets of gums, allowing a 









| NEW PRODUCTS 


of Speedy White Sidewall Cleaner | 
to its automotive chemical mainte- | 


free flow of gasoline from the car- 
buretor which, when mixed properly 
with air in the combustion cham- 
ber, provides improved mileage and 
better acceleration, it is claimed. 
The second product, Alemite “Cool- 
ing System Conditioner,” cleans 
cooling system and holds dirt and 
rust in suspension, preventing 
clogging, it is said. 


LITTER BAG FRAME—Made of chrome- 
plated wire, Dumpy is a litter bag frame 
for automobiles. It is designed to hang 
on the seat back of any model car, faces 
front or back, and holds a disposable 
six-pound paper bag. Two-dozen units, 
complete with bags, are shipped per 
carton. Mission Industries, National City, 
Calif. 





TOOL ADAPTOR An adaptor for 
torquing the exhaust manifold bolts on 
late model Ford products with V-8 engines 
has« been marketed by Snap-on Tools 
Corp., Kenosha, Wis. The ddaptor is 
said to work on 1954-56 Mercury and 
Ford V-8s and on 1952-56 Lincolns. The 
S-8681 adaptor has a 9/16-inch double 
hexagon opening, ‘-inch square drive, 
and is 49/16 inches long. 





GENERATORS—Delco-Remy division of 
General Motors has announced “piggy 
back" generators as a low-cost method 
of obtaining extra electrical ‘power for 
vehicles where charging at low speed is 
desirable. A _ six-volt generator can be 
mounted with a 12-volt original-equipment 
generator to permit operation of a sepa- 
rate six-volt system on vehicles equipped 
with a 12-volt electrical system. Two i2- 
volt, or two six-volt generators can be 
teamed in the same fashion. Packaged 
kits, information and complete  instruc- 
tions are available through GM dealers 
and United Motors outlets. 











, 


TIRE REPAIR KIT — The Firestone tire- 
repair kit is designed to make permanent 
repairs of injuries in tubeless tires: with- 


out removing the punctured tire from the | 


wheel. The kit contains plugs which are 
inserted through the puncture hole and 
chemically vulcanized to the tire without 
the application of heat. Firestone engi- 
neers claim the 
strong as the tire itself. 


& Rubber Co., Akron, O. 


repaired area is as 


Firestone Tire 


* * 


* 





| ANTENNA COVER—Extruded of Tenite 
butyrate plastic in a wide selection of 
| colors, the Tenna Trim cover is a slender, 
| resilient tube that fits over the antenna. 
In use, the Tenna Trim resists weathering, 
it is claimed. Anchor 
36-36 36th St., Long 


and does not rust, 
Plastics Co., Inc., 
Island City 6, N. Y. 


S 


P cle misze 
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THREAD CLEANING TOOLS — Thread 
cleaning tools designed to clean carbon 
from all standard size spark plug holes 
have been marketed. The tools also cut 
away the collar-like deposit of carbon 
which usually forms at the bottom of 
the hole after a period of operation, it 
is claimed. Two OTC tools are available, 
each with a different size cleaner at 
|either end. They will fit 1OMM, 18MM, 
land %-18 thread size holes. Owatonna 
Tool Co., 314 N. Cedar St., Owatonna, 
Minn. 





IMPACT WRENCH ATTACHMENT — A 
right-angle attachment, No. 568, for 
|square-driven air or electric impact 
|wrenches has been introduced by Thor 
|Power Tool Co., Aurora, Ill. The unit 
is said to permit automobile mechanics 
to reach work in difficult locations, such 
as rear head bolt on engine block. The 
attachment is less than six inches long, 
has a head height of only 2% inches, 
and spindle offset is 29/32 of an inch. 
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than any other newspaper 


Do you want an increase in your share of 
the $896,000,000 the people of Greater 
Philadelphia spend for automobiles and 
accessories each year? Advertise in their 
favorite newspaper—The Evening* and 
Sunday Bulletin. ; 

Readers are especially interested in the 
colorful new format of The Sunday Bulletin. 
Published on new presses, in new type, in 
the world’s most modern newspaper plant, 


The Sunday Bulletin features 10 separate 
sections. R.0.P. editorial and advertising 
color, too. 

The Bulletin packs selling power through- 
out a market noted for its buying power. 
Philadelphians like The Bulletin. They buy 
it, read it, trust it and respond to the adver- 
tising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco 
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Belgian Auto Industry 


A document describing the Bel- 
gian automotive industry and Bel- 
gian suppliers of automotive prod- 
ucts free. Chambre 
Commerce Automobile de Belgique, 
22, Rue du Luxembourg, Brussels, 
Belgium. 


* * * 


Tool Engineering Papers 


“1955 Collected Technical Papers” 
—347 pages, $5. Collected Technical 
Papers, American Society of Tool 
Engineers, 10700 Puritan, Detroit 
38, Mich. 

+ ab * 
Pump Guide Available 


“Water Pump and Ford-Mercury- 
Lincoln Distributor Identification 
Guide”’—20 pages, free, a supple- 
ment to “Carburetor Identification 
Guide.” Champion Parts Rebuilders, 
Inc., 1314 W. Twenty-first, Chicago 
8, Ill. 


* * * 


Portable Lift Brochure 


Brochure on hydraulic lifts — 
eight pages, free. Oster Mfg. Co., 
E. 289th St., Wickliffe, O. 


Streak-Free Washing 


Streak-Free Body Washing—six| 
pages, free. Oakite Products, Inc., | 
159 Rector St., New York 6, N. Y. 


* * * 


Business Tax Planning 


Tax planning in Business Policy | 
—152 pages, $2. American Institute 
of Accountants, 270 Madison Ave., 
New York 16, N. Y. 


* * * 


All About Vaco Products 


Vaco Products Catalog—40 pages, | 
free. Vaco Products Co., 317 E. 
Ontario St., Chicago 11, Il. 


* * * 


Electric Fork Bulletins 


Electric fork truck bulletins 
(L-1324 for FT-40, 4,000-lb. truck) 
and L-1325 for FT-60, 6,000-lb.| 
truck) — six pages, free. Baker-| 
Raulang Co., Cleveland 2, O. | 

+ + a 
Piping Specifications 

ASTM Specifications for Steel 
Piping Materials — 432 pages, $4. 
The American Society for Testing 


Materials, 1916 Race St., Philadel- 
phia 3, Pa. 








* * * 


Auto Radio History 


Auto Radio Replacement Capaci- | 
tor Manual (gives information on| 
every auto radio made from 1946) 
through 1955), free. Sprague Prod-| 
ucts Co., Marshall St., North Adams, | 


Mass. 
* + * 


Tools with Automation 


Machine tool automation — 24 
pages, free. Snyder Tool & Engi- 
neering Co., 3400 E. Lafayette Ave., 
Detroit 7, Mich. 


* * * 


Under One Roof 


Coordinated machine tool build-| 
ing service, free. W. F. & John 
Barnes Co., Dept. 6-P, 301 S. Water 
St, Rockford, Ill. 
* *” * 
Scanning the Scanner 
Bulletin (85-843) on general pur-| 
pose scanner (Type GP), free.) 
Westinghouse Electric Corp., P. O. 
Box 2099, Pittsburgh 30, Pa. 
oa * + 
Steel Data Sheet 
“Blue Data Sheet on Stainless 
Steel Type 301”--free. Sales Dept., 
Allegheny Steel Corp., 2020 Oliver} 
Building, Pittsburgh 22, Pa. 
x ae * | 
Rapid Transit Bulletin 


GEA-6389, bulletin on reducing 
traffic congestion by rapid transit— 





16 pages, free. General Electric Co., r St re ae Sy a ee a ere ee eae’ eee Le 


Schnectady 5, N. Y. 
” * = | | 
Rampe Mfg. Catalog | 
Tumbling machines and screen} | 
separators—catalog, free. Rampe 
Mfg. Co., 14915 Woodworth, Cleve-| | 
land 10. | 
| 


* * % 


Labelon Tape 


Two folders (L-6 and P-1) 
describing Labelon Write-it-on and 
printed tapes, free. Labelon Tape 





Syndicale du| 








—o — 


— 16 pages, free. Hanson-Van U. S. Department of Commerce, 
Winkle-Munning Co., Matawan, N. J.| | Washington 25, D. C. —- 
* + * + + + ‘ 
Accident Prevention — 


Power Sweeper Story 


Power Sweepers, models 605 ang 
| 606, four pages—free. Wayne Mfg, 
|Co., 1201 E. Lexington Ave. Po. 
| mona, Calif. 

* * * 


| Trading Stamp Directory © 
i | “National Directory of Trading Z 
|Stamp Houses,” $10. Gale Research 
|Co., 247 Kenworth, Columbus, Q, 


* 


Accident Prevention Manual for | 
Industrial Operations—1,341 pages, 
$13.50. National Safety Council, 425 


. ay lantic Ave., Roch- 5 ee : 
nee ey Aueae Ave een N. Michigan Ave., Chicago 11, II. 
° + * 


ester 9, N. Y. 


Ci tana: ‘ Auto Electric Equipment | 
Atomic Reports Available “Automobile Electric Equipment” | 
Atomic Research Reports, ten| 387 pages, 26 shillings, 1 pence | 
|eents per reprint issued monthly.| by mail (about $3.65). Iliffe & Sons, | 
Office of Technical Services, U. S.|Ltd., Dorset House, Stamford St., | 
Department of Commerce. London, England. 


* 
* +” * 2. 2 
Acstiiens Press Productivity Analysis 
ccrmen Pevensson | “Foundations of Productivity 
Service Guide 106.1 (accident) Analysis’—-303 pages, $5. Univer- 
| prevention) —16 pages, free. Na-|sity of Pittsburgh Press, Pittsburgh 
{tional Safety Council, 425 N./| 13, Pa. e 
Michigan Ave, Chicago 11, Il, | te Lounging Ala Citroen— | 
a. - 3s vonstruction Materials a a a i 
y the new Cit- S 
Kel-Ray Projectors Atlas Bulletin CC No. 3, contain-| roen _DS-19 can be converted into a horteut by Phone 


in P- ing chemical and physical data, es-| “lounge” or bed. Also note the taillights, “Ten Ways To Cut Costs With 

sselienaeeme pans, trea, Me timating data and descriptions of| which are located near the roof of the Inside Telephones,” 12 pages free. 

| '‘Thermit Corp., 100 E. 42nd St. New| construction materials used for| car. The firm has opened a showroom in J. A. Webber, Automatic Electric 

Sock 49 9 ; “" acid-proof installations—16 pages, | New York City. | Sales Corp., 1033 W. Van Buren 
; |free. Atlas Mineral Products Co., | ———————————— | tt. Chicago 7, IIl. 

| Mertztown, Pa. * + 

* 


Invitation to Learning 


“Invitation to Learning,” cight- 
| pages free. Remington Rand 
| sales offices in principal cities, or 
Remington Rand Institute, 315 
| Fourth Ave., New York 10, N. Y, 








* * + 


How to Plate Nickel 





* 


'tanium and Titanium Alloys,” a 











. + Search for Oil Corv 

; : | ak . | handbook prepared for the Navy earc 
Technical Instructions for the| Titanium Welding Bureau of Aeronautics — 189 pages,| “Searching for Oil” 16-pages — | ‘'e" 
H-VM-M Sulfamate Nickel Plating”! “Spot and Seam Welding of Ti-| $4.75. Office of Technical Services, (Continued on Page 47, Col. 3) | area w 
$< . —_________. §  a@medk 












As the NADA article in the December 
issue points out, the change-over 
tire business is the biggest profit. 
Opportunity that has come the car 
dealer’s way in a long time. If you 
would like a reprint of this article, 
we will be glad to send it to you. 





9 
WITH SEIBERLING $ 
CAR DEALER PROGRAM: 


eeded for tire stock 
problem. 
trained service 


“eal investment is © 
ae no storage 
NO equipment to buy and no 
personnel to hire. 

NO problem in disposing ° 
original equipment tires. 


4 NO advertising expenditur 
5 NO extra “paper-work™ is required. 






f the “take-off” 













Seiberling’s big national advertising 
campaign on Sealed-Aire Tires is 
under way. Watch for the ads in 
leading magazines and tune in the 
NBC-TV Steve Allen “TONIGHT” 
Show starting Thursday, April 26. 


e is needed. 


minutes to get the whole story 


Car Dealer Premium Tire Pro- 


hear it. Mail in the coupon below. 


no obligation. 


It takes just 28 
on Seiberling s 

ram. Why not 
You will be under 




















MR. L. M. SEIBERLING, Vice-President in Charge of Sales | 


; . Seiberling Rubber C , Ak 9, Ohi 
I am interested in hear- eS Se ee - 


ing the details of your btn 





Car Dealer Premium Tire re 
Program. Please have a Firm Name Phone 
representative contact : 
me for an appointment. Address | 
Street City State 
Check here if reprint of NADA article, ‘Tire Profit Without Tire Worry,”’ is desired. | 
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Mexico (1955-56), three volumes — 
$21.50. Confederation of the Cham- 
bers of Industry of the Republic 
of Mexico, Plaza-de la Republica, 
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(Continued from Page 46) 


$5 per hundred; single cepies are | Trend Books, 5959 Hollywood Blvd., 
free. American Petroleum Institute, Los Angeles 28, Calif. 

50 W. 50th St., New York 20, N. Y. , . 
* * * 

Wheels for the World 

“Wheels for the Working World,” 

and “Stainless Steel Trailer Bodies,” 

free. Budd Co., Philadelphia 32, Pa. 









Aluminum Exchangers 


“Reynolds Aluminum for Heat 
Exchangers” 16 pages, free. Rey- 
nolds Metals Co., 2500 S. Third St., 
Louisville, Ky. 


» 














| 





Rotary Steel Story Adjusters Directory 


5 e “How Steel Is Made at Rotary,” 1956 directory, Allied Finance | 
y. & elie Stee, BN eee, Adjusters Conference, Inc. free. 
’ & 24-pages free. Rotary Electric ajjieqd Finance Adjusters Confer- | 
| Steel Co., Box 4606, Detroit 34, ence, Inc. 6430 Hampton Ave., St. | 
% | Mich. . Louis, Mo. | 
h | is * * # 
% How to Ship Brazing Aluminum 
ie How to Ship More Economically “Brazing Alcoa Aluminum,” 134 
- 4 in Corrugated Boxes 24 pages, pages use company letterhead. 


ee 





ad 


Aluminum Co. of America. 774 Al- | 


free. Hinde & Dauch, Sandusky, O. 
: coa Bldg., Pittsburgh 19, Pa. 


Corvettes Parade in San Francisco— 


Twenty-four new Chevrolet Corvettes made their debut in the San Francisco Bay 


1956 Auto Yearbook , 
Directory of Mexico 








grea when dealers took mass delivery on the first ones to reach the city. The Corvette 1956 World Wide Automotive : ; 
ts armada is shown in an unusual setting at California's Palace of the Legion of Honor. | Yearbook 132 pages, 75 cents. “First Industrial Directory of 

~ em 

| 

| 

~ | 

+. oe 

4 —— | 


so fine a tire that it is unconditionally guaranteed 


—even against road hazards—with free tire replace- 





ment during the first 30% of tread wear if it should 
fail to give satisfactory service. You sell assured 
customer satisfaction and maximum tire safety when 





you sell Seiberling tires. 


ONLY the Seiberling Sealed-Aire Tire provides life- 
time puncture protection and lifetime balance with 
exclusive “BULKHEAD” construction which permits more 
sealing gum to be used and keeps the gum from shifting! 


SEIBERLING 


Makers of Americas Finest Tires 


sei, 


| and 


|24 pages, 
| Bronson, Mich. 


Mexico City, Mexico. 


* * * 


Brakes for Trucks 


“How to Get Better, Safer Brakes 
for Light and Medium Trucks,” six 
pages—free. World Bestos, New 


Castle, Ind. 


* * 


Pureco Supply Systems 
Catalog (A DPC-26) describing 
Pureco CO2 supply systems for 


welding, free. Pure Carbonic Co., 60 


East 42nd St., New York 17, N. Y. 
* 2 - 
Hose Couplings 


Bulletin No. 105 on brass hose 
couplings and nipples, four pages 
free. LE-HI division, Hose Acces- 
sories Co., 2700 N. 17th St., Phila- 
delphia 32, Pa. 


Tap-Lok Data Told 
Tap-Lok booklet—free. Groov-Pin 
Corp., Ridgefield, N. J. 
Towmotor Booklets 
Three booklets on fork lift trucks, 


tractors and accessories, four pages 
free. Towmotor Corp., 1226 E. 
152nd St., Cleveland 10, O. 


+ # 


* 


Display Catalog 
A catalog (No. 365) illustrating 
new developments in tension poles 
semi-permanent poles for 
store display and merchandising 
free. L. A. Darling Co., 


* 


Cutting Overhead 
“How to Get More Results from 
10% Less Power Costs,” a study 
in how to trim utility overhead—30 


pages, free. Rateonics Corp., Dal- 
las, Tex. 
* * * 
Panel Repair Catalog 


Catalog CS55R of body repair 
panels, free. Schofield Mfg. Co., 1140 
E. 222nd St., Cleveland 17, O. 


x * * 


Directory of Labs 


Directory of the American Coun- 
cil of Independent Laboratories, Inc. 
(1956 edition), free. American Coun- 


|cil of Independent Laboratories, 
Inc., 4302 East-West Highway, 
Washington, D. C. 

* * * 


Steels for Industry 
Special Steels for Industry — 16 


| pages, free. Allegheny Ludlum Steel, 


sales department, 2020 Oliver Bldg., 
Pittsburgh 22, Pa. 


* * 


Glass Scratches 


“Polishing Scratches out of Auto 
Glass,” free—eight pages. May- 
flower Sales Co., Inc., 1053 Bed- 
ford Ave., Brooklyn 16, N. Y. 


* 


Trip Tips for 1956 
1956 “Trip Tips”—32 pages, free. 
Advertising Department, American 
Fore Insurance Group, 80 Maiden 
Lane, New York 38, N. Y. 
aa * * 


* 


Research in Austria 


Status of Scientific and Indus- 
trial Research in Austria, 28 pages 
—75 cents. Office of Technical 
Services, U. S. Department of Com- 


merce, Washington 25, D. C. 


Oil Seal Guide 
Oil Seal Guide — 200 pages, free. 
Victor Mfg. & Gasket Co., 5752 W. 
| Roosevelt Rd., Chicago 50, Ill. 


Quenching Oil Filters 


Filtration of Quenching Oils — 
four pages, free. Industrial Filtra- 
tion Co., Dept. QO-305, Lebanon, 
| Ind. 


* 


Construction Trailer 
Construction Trailer Brochure— 
four pages, free. Advertising Dept., 
|Fruehauf Trailer Co., 10940 Harper 
|Ave., Detroit 32, Mich. 


Automatic Thread Catalog 


Automatic threading machine 
catalog—free. James Coulter Ma- 





SEIBERLING RUBBER COMPANY + AKRON, OHIO + TORONTO, CANADA 











chine Co., 650 Railroad Ave., 
| Bridgeport 5, Conn. 


Udylite Filters 
Udylite — Detroit filters — four 
| pages, free. Udylite Corp., Detroit 
11, Mich. 
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Hudson Briefs Staff on New Policies— 


Hudson home office personnel, zone managers, merchandising managers, and rep- 
resentatives from Brooke, Smith, French and Dorrance, Inc., Hudson's advertising 
agency, attend a special two-day meeting in Detroit. The group heard Roy Abernethy, 


automotive marketing and distribution vice-president, American Motors Corp., and V. | 


E. Boyd, Hudson general sales manager, outline the company's future policies and 
sales procedures. 





On the Financial Front 


D. T. Staples, president, Tide 
Water Associated Oil Co., has con- 
firmed financial 
which will make $100 million avail- 
able to the company for its mod- 
ernization and expansion program. 
A public issue of $50 million sink- 
ing-fund debentures is being offered 
for sale by Eastman, Dillon & Co., 
Kuhn, Loeb & Co. and 
Bros. The remaining $50 million 
will be made available by a group 
of banks headed by the Chase Man- 
hattan Bank. 
Commercial Solvents 


Commercial Solvents Corp., New 
York, annual report, 1955 vs. 1954: 


Net earnings, $3,451,813 and $2,668,- | 


342; sales, $51,608,349 and $56,623,754. 


# * 


General Tire Reports Net 


\of $2,273,240 in Quarter 
General Tire & Rubber Co., Ak- | 


ron, has reported a $2,273,240 profit 
in the first quarter of 1956. This 


R 0 = 





arrangements | 
;}compared with $63,574,232 for the | 


Lehman | 


any 
pinArtonees ski 





| compares with $2,236,310 for the 
| same period of 1955. 


Sales were reported as $83,523,606 


|1955 first quarter. The statement 
does not include RKA _ Teleradio 
Pictures, Inc., a wholly-owned sub- 
sidiary. 


* * * 


Borden 

Borden Co., 1955 vs. 1954: Sales, 
$810,126,624 and $776,838,791; profit, 
| $21,653,536 and $22,724,336. Increased 
sales said to reflect higher activity 


of chemical division. 
* ok * 


Hastings Mfg. 


Hastings Mfg. Co. Hastings, 
Mich., annual report, 1955 vs. 1954: 
Net earnings $509,538 and $463,832; 
| no sales reported. 
| > eos 





Cummins 

Cummins Engine Co. Ine, 
| Columbus, Ind., annual report, 1955 
|vs. 1954: Sales, $81,029,407 vs. $59,- 








Reroll 


184,981; net income, $4,522,007 


— as 


vs. 
| $2,882,314. 
| * * * 
Standard Pressed Steel 
Standard Pressed Steel (Co, 
| Jenkintown, Pa.; annual report, 
1955 vs. 1954: Sales, $41.1 million 


vs. $32 million; net earnings, $34 
| million, (1954 earnings not listed), 
; * * 

Aluminium, Lid. 


Aluminium, Ltd., Montreal, 
| nual report, 1955 vs. 1954: Net in- 


|}come, $48,193,952 and $34,970,025: 
| sales, $412,000,000 and $328,000,000, 
oh * * 


| Federal Bearings Gives 


|10-Year Growth Figures 


Federal-Mogul-Bower Bear- 
ings, Inc., Detroit, has more than 
doubled its annual sales volume 
in the last ten years, according 
to G. S. Peppiatt, president. 

In 1946, the firm’s sales were 
$35,934,000 and last year they 





were $84,876,000. Net profits in 
1946 were $3,067,000 as against 
| $7,064,000 in 1955. 
* * * 


| 
General Contract 
General Contract Corp., St. Louis, 
jannual report, 1955 vs, 1954: Net 
earnings, $3,437,619 and $3,390,238; 
loans outstanding, $177 million and 
$149 million. 


Thermoid Income Up 68% 


On 219% Sales Increase 


Thermoid Co. reported a 68 per- 
|cent increase in net income and a 
21 percent rise in sales during 1955. 

Gross sales of $40,607,549 for 1955 
were the largest in the company’s 
history. Sales in 1954 amounted to 
$33,444,936. Net income in 1955 was 
$1,614,343, compared with $962,617 
the year before. 


Dodge Aumeaces 
10-Week Spring 
Sales Campaign 


DETROIT. — A 10-week spring 
sales campaign, described as the 
most extensive in the company’s 
history, has been 
announced by 
Dodge. 

Jack W. Minor, 
general sales 
managér an- 
nounced the cam- 
paign to factory 
field personnel 
who have alerted 
dealers in a series 
of 59 meetings. ; 
The drive will Jack W. Minor 
continue through June 10. 

Minor said, “Every weapon in 
the promotional book, plus some 
new ones, will be used to capture 
a major share of the spring mar- 
ket for Dodge cars and trucks. A 
strong, factual advertising and 
promotional campaign to consum- 
ers will be integrated with incen- 
tive programs involving retail sales- 
men, sales managers and dealers.” 

In addition, the 100 top dealers 
in the program and their wives will 
receive a free trip to Hawaii. Be- 
fore departing, they will be enter- 
tained in Los Angeles. 

In connection with the campaign, 
more than 400 Dodge salesmen in 
Chicago will attend a forum Apr. 
10 (tomorrow) to hear successful 
salesmen offer tips on car and 
truck selling. 





F irestone to Build 
Cuba Tire Plant 


HAVANA, Cuba.—Plans for con- 
struction of a $4 million tire- 
manufacturing plant here were an- 
nounced by Harvey S. Firestone jr., 
chairman of Firestone Tire & Rub- 
ber Co., after a conference with 
President Fulgencio Batista of 
Cuba at the presidential palace. 

The new plant will be equipped 
to produce 100,000 truck and car 
tires annually and will provide 
direct employment for approxi- 
mately 500 people. The purchase of 
rayon and many other supplies 
from Cuban sources will provide 
indirect employment for others. 

This will be the 13th Firestone 
tire-producing plant outside the 
U. S. It will be built on a 12-acre 
plot of land in the south section of 
Havana, where the company’s re- 
cently completed warehouse and 
branch sales office are located. 
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News to Note... 











MEXICO CITY. Studebaker 
de Mexico, S. A. has made an 
agreement with Cia. Transportes 
Aereos dec Mexico, S. A., tc ship 


products formerly sent by boat. 

The ervice was inaugurated 
with the dispatch of two station 
wagons to Merida, Yucatan. The 
frm said it was completed within 
qa few hours and by the former 
method would have taken ten days. 
Presently three trips are made 
weekly, but Studebaker said _ it 
poped for a daily service socn. 


Herculite Introduced 


By Hercules Fabrics 

BELLEVILLE, N. J.—Herculite, 
a protective fabric, is said to have 
shown proof of quality that handles 
like silk, yet is “strong as steel 
mesh.” 

Manufactured by Herculite Pro- 
tective Fabrics, Inc., Belleville, N. 
J, Herculite is said to be a labora- 
tory developed combination of nylon 
and special plastic. 

= * * 


Offenhauser Manifolds 


For Cadillac, Dodge 

LOS ANGELES. — Offenhauser 
three-carburetor manifolds now 
are available for Cadillac model 
years 1919-1956, Dodge and Plym- 
outh, except the 315 cubic inch 
Dodge engine. 

These manifolds can be fitted 
with the three-bolt Stromberg 97 
and 48 carburetors or the Holley 
94, Offenhauser said. The mani- 
folds are ready for delivery from 
Offenhauser Equipment Corp., 
5156 Alhambra Ave., Los Angeles 
32, Calif. 


* * * 


Green Toner 

NEW YORK.— American Cyana- 
mid Co.'s pigments division has 
announced addition of Cyan Green 
Toner 15-3100 to its line of pig- 
ments. Cyan Green Toner 15-3100 is 
said to have excellent working 
properties, good ease of dispersion 
and freedom from bodying in pro- 
tective coatings formulations. 


+ # * 


Maritz Moves ’ 

INDIANAPOLIS. Maritz Sales 
Builders has moved its Indianapo- 
lis branch offices to 4433 N. Bolton. 
The branch formerly was located 
at 3819 Forest Grove. Maritz’ home 
offices are in St. Louis. 

* * * 

Poland Reports Tests 
Of Two-Cylinder Car 

WASHINGTON.—Poland’s au- 
tomobile industry is completing 
tests of a two-cylinder, four- 
Passenger sedan to be known as 
the Syrena (Mermaid), the Polish 
embassy reported here. 

It said the vehicle will have | 
a top speed of about 64 miles an | 
hour and will get about 30 miles | 
to the gallon. Many of the | 
Syrena’s parts, the embassy said, | 
are interchaneable with those of 
the four-cylinder, five-passenger 
Warszawa. 


Welding Society Selects 


Buffalo for Show, Meeting 


BUFFALO. — The American 
Welding Society has announced | 
that its fourth annual Welding 
Show will be held May 9-11 in| 
Memorial Auditorium here. 

More than 10,000 persons are ex- 
pected to view the million-dollar | 
collection of welding equipment | 
and accessories. The show will be 
held in conjunction with the so- 
ciety’s annual spring meeting. 


| 
| 
| 


* * 


* * : 

Michigan Drill Head Grows 

DETROIT.—Michigan Drill Head 
Co. has announced completion of 
a major expansion program which 
has more than doubled its produc- 
tive capacity. 

* x 


Petroleum Institute Unit 


Appoints 6 Committees 


NEW YORK. — J. G. Jordan, 
Vice-president for the marketing 
division, American Petroleum In- 
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stitute, has appointed six func- 
tional committees for 1956. 
Committee chairmen are: Service 
station advisory committee 
Dwight T. Colley, Atlantic Refin- 
ing Co., Philadelphia; fuel oil com- 


mittee M. N. Vining, Diesel Oil 
Sales Co., Seattle; marketing per- 
sonnel service committee Frank 


R. Markley, Sun Oil Co., Philade!- 
phia; membership committee 

Bronce L. Ray, Esso Standard 
Oil Co... New Yerk; nominating 


committee H. L. Moir, Pure Oil 
Co., Chicago; meeting assistance 
committee N. T. Stover, Ohio 


Oil Co., Findlay, O. 


U. S. Plywood Expands 
NEW YORK. A national de- 
partment to coordinate new-product 
development and sales to industrial 
accounts has been established by 
United States Plywood Corp., 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. 8. PATENT NO. 2.393.774 






LION OIL 
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vice-president. 
engineering department 


».;locted in Detroit and has been a 


, formerly with 
Laboratories. 
exclusively manufacturers, 
providing information on all U. 


trial applications. 


Hertz Buys Boynton Cab; 


100 Car Deal 

CHICAGO. — Hertz Corp. 
acquired 250 trucks and 100 cars 
from Boynton Cab Co., Milwau- 
Walter L. 


250 Truck, 


Jacobs, president. 
The purchase price was said to 
of $500,000. 
trucks and cars 
are under long-term leases, which 


as well as the Boynton lease on 
the truck garage. 


The truck and 


waukee Hertz city 


Versnick Starts Operation 


In New Kentucky Plant 


MADISONVILLE, 
Mfg. Co., Inc., has started manu- 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


we 


COMPANY 


EL DORADO, ARKANSAS 


H. Hunt, sales | facturing operations in a new 
plant here. 


The company formerly was 


supplier of cylinder sleeves and 
valve seat inserts to Ford, General 
Motors and Chrysler for 10 years. 
Versnick also manufactures re- 
placement units of these parts for 
the automotive service industry. 
Dealer Spitzer Sued 

By Woman Customer 

MANSFIELD, O. A woman 
who said she signed a sales agree- 
ment in blank has sued Spitzer 
Motors, Inc., here asking the court 
to either nullify the contract or 
award her a judgment of $596 for 
two cars she used as a downpay- 
ment on a 1954 model. 

Lois Ferry told the court that 
she had agreed to pay $29 per 
month on a 30-month contract to 
pay off the balance, but when the 
papers arrived she found the terms 
were $47.85 per month for two 
years and that the balance had 
been greatly increased. 


Vohawk to Build 


WEST HELENA, Ark.-—Mohawk 
Rubber Co., Akron, O. has an- 


nounced plans to locate a tire 
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nearest Nokorode jobber. 
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plant here with initial production 
scheduled for next October. The 
firm will have a production force 
cf 700 employes within 18 months. 
When full production is reached at 
the West Helena plant, Mohawk 
expects to double its 1955 produc- 
tion. 


* * 


Canada Parts Sales Rise 

OTTAWA. Dealers’ sales of 
automotive parts and accessories 
increased during 1955, rising to 
$290,459,000 in first ten months 
against $214,840,000 in 1954, a gain 
of 35 percent, the Canadian Gov- 
ernment reports. Such sales jumped 
to $31,152,000 in October over previ- 
ous year, up 46.90 percent. 

: *x * 


Crown Accessories Buys 
Franklin Automotive Line 

LOS ANGELES. Crown acces- 
sories, of Los Angeles, has pur- 
chased the automotive accessory 
line formerly manufactured by 
Franklin Accessories Co., of Culver 
City, Calif. 

Crown Officials said they would 
soon come out with new products, 
better packaging, new color combi- 
nations and better merchandising 
to provide a bigger volume turn- 
over for retailers. 


A Division of Monsanto Chemical Company 
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Market Trend 


The overall average price of 


all used cars sold at wholesale 
auction last week declined $10, 
according to Automotive News’ 
index. 

Only one increase was noted 
among the individual models— 
the average price of 49s went up 


$13. 

Declines were as follows: ’54s, 
down $35; 55s, down $18; ’53s, 
down $18; ’56s, down $10; ’52s, 
down $6; "51s, down $6; ’50s, 
down $3. 

No new lows were established, 


although the record low for ’50s, 
recorded in the week of Jan. 16, 
was matched. 

At a group of representative 
auctions last week, bidders suc- 
ceeded in buying 74.2 percent of 
the average consignment of 189.6 
cars. A week earlier, consign- 
ments averaged 192.8 units and 
the sales ratio was 78.5 percent. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of March 30.) 

(Market strong with lots of activity. 
Seld 198 cars out of 268 offerings.) 


BUICK—'56 Special Riviera, $2,555*. '55 
Century Riviera, $2,185* (ps); RM Rivi- 
era, $2,185* (ps), $2,155* (ps). °54 Cen- 
tury Riviera, $1,525* (ps), $1,450*; Spe- 
cial 4-dr., $1,165. ‘53 Super Riviera, $1,- 
180*, $955*, $910*°; Special 4-dr., $785. 
‘51 RM 4-dr., $440*, 

CADILLAC—'56 (62) coupe, $4,340* (ps). 
‘55 (62) coupe de Ville, $3,685* (ps). °54 
(62) 4-dr., $2,625° (ps). "53 (62) 4-dr., 
$1,625* (ps). '51 (62) 4-dr., $975*. ‘50 
(62) coupe, $540*. 

CHEVROLET—'56 Bei air (8) conv., $2,- 
320°; 4-dr., $2,140* (ps); Bel Air 46) 
Sport coupe, $2,180*; 2-dr., $1,815. ‘55 
Bel Air (8) Sport coupe, $1,700*; 2-dr., 


$1,575* (ps), $1,500*; 
$1,455*, $1,435*; Two-.en (6) 4-dr., $1,- 
285. '54 Bel Air Sport coupe, $1,185*; 
2-dr., $950; Two-ten 4-dr., $945, $935*, 
$905; 2-dr., $945, $935. '53 Two-ten 4- 
dr., $730, $705, $675. 

CHRYSLER — ‘51 NY club coupe, $610* 


Two-ten (8) 4-dr., 


(ps). 

DODGE—'53 Coronet 4-dr., $735, $650*, 
$570, $350*. "51 Coronet club coupe, 
$350. "50 Wayfarer 2-dr., $135. '49 Cor- 
onet 4-dr., $155, $145. 

FORD—'56 Fairlane (8) Victoria, $2,390*, 
$2:330*, $2,210*° (ps); Custom (8) 4-dr., 
$1,745*. "55 Fairlane (8) Crown Victoria, 
$1,845*; Victoria, $1,600; Custom (8) 2- 
dr., $1,465*°, $1,355. ‘54 Main (6) 2-dr., 
$775. °53 Custom (8) 4-dr., $725, $605*; 
Main (6) 2-dr., $625. "52 Custom (8) 4- 
r., $595°*. 

HUDSON ‘52 Hornet 4-dr., $410*, 
Commodore 4-dr., $115. 

LINCOLN--'52 Capri coupe, $655*. 

MERCURY—’55 Montclair coupe, $2,100* 
(ps); Monterey coupe, $1,890*; Custom 
2-dr., $1,465*. °53 4-dr., $885. '51. club 
coupe, $290; 2-dr., $200. "50 2-dr., $110. 

NASH—'55 Rambler 2-dr., $1,050. '54 Am- 
bassador Country Club, $1,225*; 4-dr., 
$1,120°; Statesman 4-dr., $1,005*. ‘51 
Rambler station wagon, $390*, $290*. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,780* (ps); 4-dr., §$2,480* (ps). ‘55 
(88) 2-dr., $2,105*%, $1,650*. ‘54 (98) 
4-dr., $1,765* (ps); (88) 4-dr., $1,600* 
(ps), $1,445*; Super 4-dr., $1,575* (ps), 
$1,570* (ps), $1,500* (ps). '53 (88) Su- 
per Holiday, $1,200* (ps); (98) 4-dr., 
$1,050* (ps). 

PLYMOUTH—’'55 Savoy (6) station wagon, 


"51 


$1,385; Belvedere (6) 2-dr., $1,350. '54 
Savoy 4-dr., $830; Plaza 4-dr., $745, 53 
Cranbrook 4-dr., $575, $560, $550. ‘51 


Cranbrook 2-dr., $310, ‘50 Special Deluxe 


2-dr., $175. 

PONTIAC—'56 Chieftain (8) 4-dr., §2,- 
135*. °53 Chieftain (8) conv., $985*; 
Catalina, $950*; 4-dr., $785*, $640. '52 
Chieftain (8) 4-dr., $465*, $360*. '51 Sil- 
ver Streak (8) 4-dr., $355*; Catalina, 
$285*. 

STUDEBAKER — '55 Commander station 
wagon, $1,300*. ‘52 Champion 4-dr., 
$160". ‘51 Champion 4-dr., "50 


$175. 
Champion coupe, $115". : 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of April 3.) 
(Seld 265 cars out. of 361 offerings.) 
BUICK—'56 Century Riviera, $2,790* (ps); 
Special station wagon, $2,885* (ps). 
'55 Special conv., $2,240*; 2-dr., $2,110*; 
Century Riviera, $2, 230° (ps), $2,205* 
(ps); Super Riviera, $2,170°" $2,100* 
(ps); RM Riviera, $1,940* (ps). ‘54 
Super Riviera, $1,665* (ps), $1,575*; 
RM Riviera, $1,570* (ps). 
CADILLAC——'56 (62) coupe de Ville, $4,- 
830* (ps). "55 (62) conv., $3,850* (ps); 
coupe de Ville, $3,705* (ps); 4-dr., 





Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


Aug. 














$3,- 
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1956 


$943" $015 


$880 $873 $873 
















Oct. 
'56s added; 


Nov. Dee. 
‘48s dropped. 


Sept. 


* Prices of to Date 


580* (ps), $3,300* (ps), $3,225* (ps); ; DeSOTO—’54 Fire Dome (8) 4-dr., §$1,- 
(60) Special 4-dr., $3,590* (ps). 53 | 130° (ps), $900* (ps). °'53 Sportsman 
+(62) coupe de Ville, $1,775* (ps). | $920* (ps). ’52 Custom 4-dr., $375°*. 
CHEVROLET—'55 Bel Air (8) conv., $1,-| DODGE—’54 Coronet Diplomat, $1,100*; 
800*; Sport coupe, $1,650; 2-dr., $1,-| 2-dr., $790*. ‘53 Coronet 4-dr., $595*, 
420*; Two-ten (8) Handyman, $1,650, $525*; Diplomat, $§470*; Meadowbrook | 
$1,640*, $1,600*; Two-ten (6) 2-dr., 4-dr., $525*. ‘52 Coronet club coupe, 
$1,590*, $1,320*, $1,275; One-fifty (6)| §355*. 
Handyman, $1,350; 2-dr., $1,150. '54 Bel | a Fair! (8) conv., $2,280° | 
Air 4-dr., '$1,100*" (ps); 2-dr. $1,015°; | "%0ey. ‘Victorian. $2,078*; Custom” ¢8) | 
Two-ten 2-dr., $970; 4-dr., $715; One-| 4-ar’ $1,950*. '55 Fairlane (8) Victoria, 
fifty 2-dr., $810. $1,850*; 2-dr., $1,430*%, $1,325*; Main | 
CHRYSLER—’'55 (300) sedan, $2,350* (ps). (8) Ranch Wagon, $1,550*; Custom (8) 
563 NY 4-dr., $905* (ps), $815* (ps); 2-dr., $1,255; 4-dr., $1,250; Main (6) 
2-dr., $845*; Windsor 4-dr., $695", | 2-dr., $1,050. ‘54 Crest (8) Victoria, 
$590*. 50 NY 4-dr.. $240*; club coupe, | “. 340°, $1,270; Custom (8) conv., $1,- 
$230*. 110. 












| 
| HUDSON 
$2,100°*. 


‘56 Rambler station wagon, 
’55 Rambler station wagon, $1,- 
| 630*, $1,555; club coupe, $1,365. 

4-dr., $505. 
KAISER—’51 4-dr., $240*. 


LINCOLN — '56 Premiere coupe, $3,805* 
| (ps); Capri coupe, $3,500* (ps). ‘55 
| Capri 4-dr., $2,195* (ps). '53 Cosmopoli- 
| tan coupe, $850* (ps). 
MERCURY—’55 Montclair coupe, $2,225* 
(ps), $2,215* (ps); Monterey station 
wagon, $1,995*, $1,805*; coupe, $1,805*, 
$1,790; 4-dr., $1,675*. ‘54 Monterey 
| coupe, $1,795*; Custom 2-dr., $1,030. °53 
Monterey coupe, $1,105*, $1,050*. 
| NASH—’55 Rambler station wagon, 

505*, $1,480°*. 
| $1,290; Statesman 4-dr., 
| °53 Ambassador 4-dr., 
man 2-dr., $365. 


OLDSMOBILE—'56 


$1,- 
‘54 Rambler club coupe, 
$1,055*, $955. 
$645*; States- 


(88) 4-dr., $1,720. '55 

(98) Holiday, $2,400* (ps), $2,205* (ps); 

|} conv., $2,375* (ps); (88) Holiday, $2,- 

| 275*. ’54 (98) conv., $1,925* (ps); Holi- 
| day, $1,825* (ps); (88) 4-dr., $1,660* 

| (ps), $1,610* (ps), $1,585*. ‘53 (88) 

Holiday, $1,360* (ps). 

| PACKARD — '56 Panama, 
’55 Clipper 4-dr., $1,830*. 

PLYMOUTH—’'55 Savoy (8) 4-dr., 
Savoy (6) 4-dr., $1,270; 2-dr., $995. °54 
Belvedere conv., $1,205*; 4-dr., $1,055*; 
Sport coupe, $1,040*; Savoy Suburban, 
$865; 4-dr., $855. 

PONTIAC—'55 Star Chief (8) Catalina, 
$1,960* (ps), $1,850*; Chieftain (8) 2- 
dr., $1,555*. °54 Star Chief (8) 4-dr., 
$1,100* (ps), $1,010*, $800. 
(8) conv., $1,000*; Catalina, $950*; 4-dr., 
$735*, $690*, $615*; 2-dr., $605, $555*. 

STUDEBAKER — '56 Commander Power 
Hawk, $2,200. '55 President 4-dr., §$1,- 

| 470*. '53 Commander club coupe, $520*; 

| 4-dr., $440*. ‘52 Commander club coupe, 
|} $400*, $305*. '51 Champion 4-dr., $255*. 

WILLYS "55 Jeep, $995. ‘50 station 
wagon, $265*. 


$1,875* (ps). 


$1,480*; 











LEADING USED-CAR AUCTION 


DIRECTORY 


contact Want Ad 


COLORADO MICHIGAN 





COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Flint Auto Auction, Inc. 
| 3711 Western Rd. 
Exclusively for Dealers 


| get the best buys. 


—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


the First National Bank of Englewood. 


DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 
4595 So. Santa Fe, Littleton, Colo. 


FREE A 1956 BEL AIR CHEVROLET FREE 


To be given away free on May 4, 1956, a new 1956 
tudor Bel Air Chevrolet. Sell or buy your cars at Denver 
Auto Auction on April 13, 20, 27, and May 4, 1956. 


FREE Phone SU 1-6673 FREE 





ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 §. Cicero (Thursday 
12 Noon). 


MICHIGAN 


GRAND RAPIDS AUCTIONS, INC. 


Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


INDIANA 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


MISSOURI 


DISPERSAL 


AUCTION SALE 
Cuno Ford Company 


Jonesburg, Mo. 
Wed., April 25 — 10 a.m. 





324 West Main Street, Fort Wayne, Indiana ALL PARTS, REAL ESTATE 
We Guarantee Checks AND AUTOS 
Dealers Only 
Sale conducted by 
St. Louis Auto Auction 
a A Barn, Inc. 
MASON CITY—Central States Auto Phone FR. 1-3845 St. Louis, Mo. 


, Auctioneers—John Wood, Bill & 
Vernon McCracken 


Auction, Harry Gelt, Owner. Phone 
1182 or 96 (Every Wed. at Noon). 





, Michigan 
Here in the shadow of General Motors, you | 


NEW CAR DEALERS balance their stock here 


12:30 — SALE EVERY WEDNESDAY — 12:30 | AUTO AUCTION 


All cars paid for by our own check through | M.D. McCollum, Mgr. Phone Cedar 9-4492 | 





On M2i—One Half mile west of Grandville, 











Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; 
play ‘minimum space, | inch on 1 telume—mesimam, Sinches on co 
De pt., Automotive News, Detroit 26, Mich. 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Avto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





NEW YORK CITY'S 


SKYLINE 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 


Tel. EVergreen 3+4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Fidelity 
| Insured Checks and Titles (Wed.). 


OHIO 


/CLEVELAND—Cleveland Auto Auc- 
| tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, | 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
| Sale Every Friday—10:00 A.M. 
| Checks and Titles Guaranteed 
Phone Manheim 5-240! 


NC. 





TENNESSEE 





|JOHNSON AUTO AUCTIONS 
"LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks. and Titles 








"54 Jet | 


"53 Chieftain | 














MISCELLANEOUS 


"54 Vedette 4-dp, 
‘52 English Ford Zephyr, £155, ° 


PORTLAND, ORE. 


$710. 














(Portland Auto Auction. Sale every Tues. 

day. Prices are for sale of Apri! 3.) Fe 
(Market very good. Sold 144 cars out 
of 248 offerings.) 

BUICK — ’56 RM Riviera, $3,280* (ps). 

Special Riviera, $2,450*. 55 Super Riv. § 

era, $2,205* (ps), $2,120" (ps: Cen. — ‘50 Si 
tury Riviera, $§2,250* (ps). 4 RM Torped 
Riviera, $1,710* (ps); 4-dr., $1,675* (ps): sTUDEF 
Super conv., $1,705*. °53 Super conv. 

$1,125* (ps); Century 4-dr., $1,535. 

cial 4-dr., $975*. ‘50 Super 2-dr 

'49 Super 4-dr.. $255*, $150. (Color: 

CADILLAC—'53 (60) Special _4-cr. gi. Ei 
705* (ps); (62) sedan, $1,675*. “52 (63) © ickK- 
4-dr., $1,250* (ps), $1,105*, $1,000*, ‘51 & SS eu 
(62) 4-dr., 2 at $1,050*, $1,02( be Rivier: 

CHEVROLET — '56 Two-ten (8) station & Specia 
wagon, §$2,310*. '55 Bel Air (S) 4-dr § Specia 
$1,765*; station wagon, $2,060*; Two. & ar., $1 
ten (8) 4-dr., $1,590%; Two-ten (6) @ $1,335) 
4-dr., $1,440; 2-dr., $1,320; One-fifty § 52 RD 
station wagon, $1,510. ’54 Bel Air 2-dr, CADILL 
$1,120*; Two-ten Delray coupe, $1,145; 500* | 
station wagon, $1,250; 4-dr., $995*, $990 & (ps), 
$985; 2-dr., $975, $960*, $950. ‘53 Bej 570° 
Air 4-dr., $1,010* (ps), $870; Two-ten $3,195 

: % $5480 

E $2.4 
Model Breakdown | cHEVR 
© $2,450 
Of Auction Averages Two: 
April, 1956 Mar., Feb, Mm ig, §; 
Model To Date 1956 1956 R $1,425 

1956 $2,285 $2,240 $2,309 © 235. 

1955 1,600 1,603 1,612 co. 

1954 1,125 1,100 1,062 52 S 

1953 760 157 143 4-dr., 

1952 495 = 508 5g HRY 

| 1951. 328 349 326 oar $ 

| 1950 230 246 240 | peSOTO 

1949 184 183 183 BS 3: 
Overall —_ _—--— $375°. 
Average... $ 876 $ 873 $ 873 DODGE 

: 4-dr., 

. : $930°. 

4-dr., $875, $725*; %-ton pickup $625, @ expre: 
$620. '52 SL Deluxe 2-dr., $460. ‘51 SL FORD— 
Deluxe 4-dr., $570, $480; club coupe, Fairle 
$335. '49 %-ton pickup, $400. (ps) ; 

| CHRYSLER—’55 Windsor Hardtop, $1,845. Custo 
’52 Windsor club coupe, $635*. ‘51 NY bird, 
Newport, $430* (ps). °50 Windsor Trav- Victo' 
eler, $395. $1,754 

DODGE—’54 %-ton pickup, $790. °53 Coro- $1,52: 
net station wagon, $720; Hardtop, $715*. $870, 
"52 %-ton pickup, $500. ‘49 roadster, $1,04' 
$210. a, 

FORD—'56 Fairlane (8) Country sedan, bg mae 
$2,375*. '55 Custom (8) 2-dr., $1,540*, LINCO! 
$1,340, $1,300; Main (8) Ranch Wagon, ( ) 
$1,775. '54 Main (8) Ranch Wagon, $§1,- a. " 
460*, $1,350*, $1,310; 2-dr., $1,100*, gee 
$990*, $925; 4-dr., $1,005, $980, $860. MERCI 
"53 Crest (8) conv., $865*; Custom (6) $2 80 
2-dr., $725*. °52 Crest (8) Victoria, ar. 
$845*, $675*; Custom (6) 4-dr., $420; $1.48 
Main (6) 2-dr., $370. °51 Custom (8) $1.12 
4-dr., $450, $330, $320; 2-dr., $370*, 4-dr 
$300*; club coupe, $380; Custom (6) NASH. 
2-dr., $405*; Deluxe (6) sedan, $245; - 160° 
%-ton panel, $300. "50 Custom (8) 2-dr., OLDS 
$225; 4-dr., $205; Custom (6) 4-dr., 945° 
$255*. "49 Custom (8) club coupe, $150. day 

HUDSON — 55 2-dr., $1,000. ‘53 Wasp (ps), 
4-dr., $580*. 025°. 

KAISER—’51 Special 2-dr., $180*. $1,93 

LINCOLN—’53 club coupe, $1,035*. on18 

MERCURY—’'55 Monterey coupe, $2,170*, PLYM! 
$2,070*. '54 Monterey 4-dr., $1,320*. ‘51 wage 
4-dr., $465°*. coup 

NASH—'55 Rambler 2-dr., $1,090. 52 $1.45 
Ramblex station wagon, $410. ‘51 Am- Cam 
bassador 4-dr., $210*; Statesman sedan, PONT! 
$180". y 

OLDSMOBILE —'55 (98) 2-dr., $2,500* $20 
(ps); (88) 4-dr., $2,100*, $2,095; De- (8) 
luxe 4-dr.. $1,870*. "52 (88) Super 2-dr., per 
$720*; 4-dr. $605. °51 (S88) Super 4-dr., (ps) 
$420*. °50 (S88) 4-dr., $125*, °49 (98) $495 
4-dr., $240*. > srup 

| PACKARD— "53 Clipper 4-dr., $825*. ‘49 $540 

| __4-dr., $295°. ; acme 

PLYMOU TH—’'55 Savoy (8) 4-dr., $1,535*, WILL’ 
$1,460; 2-dr., $1,400. 52 Cambridge wae 
Savoy, $840. °51 Cambridge station ~ MISC! 

| Wagon, $515; coupe, $255; conv., $130. up 

PONTIAC—'54 Chieftain (8) 2-dr.. $1,- ied 
020. '53 Chieftain (6) 4-dr., $800. ‘51 51 
Silver Streak (8) 4-dr., $445*. °50 Silver 
Streak (6) 4-dr., $170. '49 sedanet, $100. 

STUDEBAKER—'53 Commander Hardtop, 
$900*. (Da 

WILLYS—’55 Ace 4-dr., $455*. °52 station nesda 
wagon, $395. °49 %-ton pickup, $230. rt 

ing: 

S. 
N. PLAINFIELD, N. J. ane 
(Lebanon Auto Auction. Sale every Wed- Spe 
nesday. Prices are for sale of April 4.) con\ 
(Brisk sale today with prices firm— dr.. 
reflecting pick-up in retail trade and op- CHEN 

timistic outlook. Sold 59 cars out of 78 005 
offerings.) ‘ ten 

BUICK—’55 Special Riviera, $1,885*. ‘54 $1,¢ 
Century Riviera, $1,550* (ps); Special cou 
4-dr., $900. '53 RM 4-dr., $850* (ps). $721 
’51 Super Riviera, $460*; 4-dr., $440. "50 $76: 
Special 4-dr., $250, $225. ton 

CADILLAC—’55 (62) coupe de Ville, $3,- cou 
670* (ps). '54 (62) 4-dr., $2,890* (ps). luxe 
"52 (62) coupe, $1,370* (ps). $438¢ 

CHEVROLET—’53 Bel Air conv., $910*, | 2-di 
$850*; Two-ten 4-dr., $730, $710. ‘52 2-d: 
SL Deluxe station.wagon, $625; Bel Air, 2-di 
$605*; 4-dr., $540, $525. ’51 SL Deluxe 2-4 
Sport coupe, $500*; 4-dr., $370, $340. CHR) 

CHRYSLER—’54 NY sedan, $1,335* (ps). (ps 
‘51 Windsor 4-dr., $430. sor 

DeSOTO—’'52 Custom sedan, $460, $350. DeSO 

DODGE — ‘52 Coronet sedan, $450. ‘51 $28 
Meadowbrook sedan, $350. DOD 

FORD—’54 Custom (8) sedan, $1,090. '53 52 
Custom (8) sedan, $790, $725. '52 Cus- 2-a 
tom (8) sedan, $640, $520. °51 Custom dr. 
(8) Victoria, $510*. °50 Custom (8) | FOR] 
sedan, $260, $240; Deluxe (8) sedan, Cu: 
$130. 

HUDSON—’50 Pacemaker sedan, $125. = 

LINCOLN—’49 Sport sedan, $260. u 

MERCURY—’54 Monterey Sport coupe, §1,- on 
320*. ’52 sedan, $760. '51 sedan, $450, ton 
$350. 

NASH — '51 Statesman sedan, $260. ‘50 = 
Statesman sedan, $220. $45 

OLDSMOBILE—'54 (88) Super 4-dr., $1,- 4-¢ 
400* (ps). ’52 (98) sedan, $770*. ‘50 2-¢ 
(88) sedan, $375*. '49 (76) sedan, $175*. (3 

PACKARD—’52 sedan, $400. °51 sedan, RUD 
$350. 

PLYMOUTH—’54 Savoy sedan, $740. °53 “ 
Cranbrook sedan, $525, $475. °52 Cran- clu 
brook sedan, $340. ‘50 Deluxe sedan, $2 
$240. LIN 

PONTIAC—’52 Chieftain (8) sedan, $610. = 





(Continued on Page 51, 
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$1,000* (ps). °51 Super Riviera, $510*; 
4-dr., $490*; RM 4-dt., $400*. ’50 Special 
4-dr., $240, $210*, '48 Special 4-dr., $100. 
CADILLAC—' 54 (62) coupe de Ville, $2,- 
825* (ps). '52 (60) Special 4-dr., $1,280* 
$1,195*. ‘51 (60) Special 4-dr., $885*. 
"50 (61) coupe, $780*. °48 (62) 4-dr., 
$350*. 


’ a CHEVROLET—'56 Two-ten (6) 2-dr., $1,- 
(Continued from Page 50) 700. '55 Bel Air (8) coupe, $1,600*, $1,- 
a70*: nla i 580; 
‘9 Silver Streak (6) sedan, $330. °48 $265*. "48 (76) 2-dr., $100*. oe Be oR dd Sees ye oo: 
50 Si ; 4-dr., $1,400*; Two-ten (8) 4-dy., $1,340. 
Torpedo (6) conv., $160. PACKARD—'51 4-dr., $330°, $305, $165°.| +54 Bei Air 4-dr., $1,200*, $1,150; coupe 
efUDEBAKER—'50 Champion sedan, $185. | PLYMOUTH—'’53 Cranbrook 4-dr., $705.) * $1100: 2-dr., $980*; Two-ten 4-dr., $850. 
: ’52 Cranbrook 4-dr., $375. On30> i.tan’ . . ae Ter 
| PONTIAC 53 4-dE $860". °51 4-4 $810; %-ton pickup, $825, $600. '53 Bel 
DENVER |” $420°, $300, $230, "49 2-dr.. $105", °4¢| if coupe, $770; 4-dr., $745; Two-ten 
' : . ~dr., $105*. '48/ 4.ar., $640*; %-ton pickup, $690. '52 SL 

‘olora Auto Auction, Sale every Mon- club coupe, $115. ’ 
(Coloré . é STUDEBAKER 53 Ch i Deluxe 4-dr., $530. "50 FL Deluxe club 
day. Prices are for sale of Apr. 2.) . —_— ampion coupe, | coupe, $290*; SL Deluxe 4-dr., $120. ’49 


(Sold 250 cars out of 330 offerings.) 
pUICK—'56 Special station wagon, $2,765*. 
55 Super Riviera, $2,275* (ps); Century 
Riviera, $2,100*, 2 at $1,950*, $1,905*; 
Special coupe, $1,930* (ps), $1,890*. °54 
Special Riviera, $1,570*, $1,525*; RM 4- 
dr., $1.450* (ps).*’53 RM station wagon, 





$1,335* ‘ps); Special 4-dr., $805, $685. 
52 RM 4-dr., $475*. 

CADILLAC ——'56 (60) Special sedan, $5,- 
500° (ps); (62) coupe de Ville, $5,470* 
(ps), $5,000° (ps). 55 (62) 4-dr., $3,- 
570* (ps), $3,270* (ps), $3,240* (ps), 
$3,195* (ps). ‘54 (62) coupe, $2,890* 


(ps); 4-dr., 2 at $2,655* (ps); (75) 4-dr., 
$2,480° (ps), $2,420* (ps). 

CHEVROLET — ‘56 Bel Air (8) Handyman, 
$2,450° 4-dr., 2 at $2,210*, $2,120°; 
Two-ten (6) 4-dr., $1,72 °55 Two-ten 
(8) Handyman, $1,850*, $1,805*; Bel Air 
(8) Sport coupe, $1,790*; 4-dr., $1,520*, 
$1,425"; Two-ten (6) 4-dr., $1,255, $1,- 
935, ‘54 Bel Air Sport coupe, $1,305*; 
Two-ten Handyman, $1,250. ’53 Bel Air 





4-dr., $985*; Sport coupe, $885, $875*. | 


52 SL Deluxe Bel Air, $780*, $700*; 
4-dr., $360°. 

SLER—’56 NY station wagon, $4,270* 
(ps). "54 NY station wagon, $1,945*; 4- 





dr., $1,360*; Imperial 4-cr., $1,625* (ps). | 


PeSOTO—'55 Fire Dome (8) 4-dr., $1,715", 


$1,700*, $1,635*. '54 Fire Dome (8) 4-dr., | 


| 


$1,335* (ps), $1,225* (ps). "51 4-dr., | 


$375*. , 

DODGE—'55 Royal (8) Lancer, $1,725*; 
4-dr., $1,740*. °54 Coronet (8) 4-«<r., 
$930*. "52 %-ton pickup, $410. '50 1-ton 
express, $285; Coronet 4-dr., $105°. 

FORD—'56 Country sedan, $2,395* (ps); 
Fairlane (8) Victoria, $2,145*, $2,125° 
(ps); Main (8) Ranch Wagon, $2,070; 
Custom (8) 4-dr., $1,880*. '55 Thunder- 
bird, $2,700*, $2,600; Fairlane (8) Crown 
Victoria, $2,000*, $1,885*; conv., $1,825*, 
$1,750*, $1,680; 4-dr., $1,590*, $1,555, 
$1,525, $1,460. °54 Custom (8) 2-dr., 
$870, $815. ‘53 Main «8) Ranch Wagon, 
$1,040, $1,015; Custom (8) 2-dr., $680°*, 
$575". 

HUDSON—’55 Wasp sedan, $1,505*. ‘53 
Hornet Hollywood, $840*. 

LINCOLN—'56 Premiere Hardtop, $4,175* 
(ps). "55 Capri conv., $2,600° (ps); 4- 
dr., $2,550* (ps). °54 Capri coupe, $1,- 
885* (ps), $1,840* (ps). 


MERCURY—’'56 Monte®ey station wagon, | 


$2,800*, $2,735* (ps). °55 Montclair 4- 
dr., $2,285* (ps). '54 Monterey Hardtop, 
$1,480*, $1,390; 4-dr., $1,360, $1,280°, 
$1,125*. °53 Custom 4-dr., $905*. ‘52 
4-dr., $650*. '51 4-dr., $305. 
NASH—’55 Ambassador club coupe, $2,- 
160*. °51 Ambassador 4-dr., $195*. 
OLDSMOBILE—’56 (88) Super conv., $2,- 
845* (ps); 4-dr., $2,575*; Deluxe Holi- 
day, $2,650*. °55 (98) Holiday, $2,455* 
(ps), $2,425* (ps); (88) Super 4-dr., $2,- 
025*. °54 (98) Holiday, $1,970* (ps), 
$1,930* (ps); (88) Super 4-dr., $1,540* 
(ps), $1,475* (ps). “53 (88) Super 4-dr., 
$1,185*, $1,065, $1,045*, $920*. 
PLYMOUTH — '56 Belvedere (8) station 
wagon, $2,320*. °55 Belvedere (8) club 
coupe, $1,685*; Belvedere (6) club coupe, 
$1,485*. ‘52 Cranbrook 4-dr., $500. °51 
Cambridge 2-dr., $155. 
PONTIAC—’56 Chieftain (8) station wag- 
on, $2,550*. '55 Star Chief (8) Catalina, 
$2,000* (ps); 4-dr., $1,825*; Chieftain 


(8) Catalina, $1,870* (ps). '53 (88) Su- 
per Catalina, $945* (ps); 4-dr., $885* 
(ps). °50 Silver Streak (8) Catalina, 
$495*. 

STUDEBAKER — °53 Commander 2-dr., 
$540: \4-ton pickup, $490. ‘52 Com- 
mander Hardtop, $340. 

WILLYS ’56 Jeep, $1,495. ‘55 station 


wagon, $1,485, $1,410. 

MISCELLANEOUS—'55 GMC *-ton pick- 
up, $970*, $900*. ’°52 International 2-ton 
truck, $760; GMC *%-ton pickup, $585. 
"51 GMC %-ton pickup, $480, $430. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 4.) 
(Market continues active on very clean 
autos. Sold 118 cars out of 156 offer- 
ings.) 

BUICK—'55 Special Riviera, $1,960. °53 
Special 2-dr., $785*. ‘51 RM 4-dr., $435*; 
conv., $365*. °50 Special 4-dr., $335; 2- 
dr., $170. 


CHEVROLET—'56 Bel Air (8) 2-dr., $2,- 


005; Two-ten (8) 4-dr., $1,800. '55 Two- 
ten «(S) 4-dr., $1,330. '54 Bel Air 2-dr., 
$1,020; Two-ten club coupe, $980; Delray 
coupe, $950*; 2-dr., $950; One-fifty 2-dr., 
$720. '53 Two-ten 2-dr., $685; 4-dr., 
$765, $575*; One-fifty 4-dr., $440*%; %- 
ton panel, $495. ‘52 SL Deluxe club 
coupe, $605, $505; 4-dr.. $420*; FL De- 
luxe 2-dr., $595. '51 SL Deluxe 4-dr., 
$480*, $355*, $315; club coupe, $470*; 
2-dr., $375, $305*, $260. °50 SL Deluxe 
2-dr., $380; 4-dr., $195*. 49 SL Deluxe 
2-dr., $245, $185; 4-dr., $135. '48 SM 
2-dr., $220; FL 2-dr., $165, $160, $120. 


CHRYSLER—'55 Windsor 2-dr., $1,795* 


(ps). '53 Windsor 4-dr., $820*. '52 Wind- 
Sor club coupe, $455. 

O—’51 Custom conv., $310; 4-dr., 
$285. '50 Deluxe 4-dr., $340. 


DODGE—'53 Coronet 4-dr., $695*, $605. 


"52 Coronet 4-dr., $350, $210; Wayfarer 
2-dr., $265. °50 Coronet 4-dr., $205; 2- 
dr., $175. '40 %-ton pickup, $185. 


FORD—'56 Custom (8) 4-dr., $1,710*. ’54 


Custom (8) club coupe, $965; 2-dr., 
$880*. ‘53 Crest (8) Victoria, $940*, 
$830*; Main (8) 2-dr., $455; %-ton pick- 
Up, $640. ’52 Crest (8) Victoria, $735; 
Custom (8) 4-dr., $585, $530*. '51 Cus- 
tom (8) Victoria, $405*; club coupe, 
$330; 4-dr., $310; Deluxe (8) 2-dr., $360, 
$220; 4-dr., $225. '50 Custom (8) 2-dr., 
$485, $275; Deluxe (8) 2-dr., $350, $210; 
4-dr., $200. '49 Custom (8) 4-dr., $225; 
2-dr., $225: club coupe, $175. "48 Deluxe 
(8) 4-dr., $120. 


HUDSON—’'53 Hornet club coupe, $570. '52 


4-dr., $280. '51 4-dr., $530, $350, $305; 
club coupe, $375; 2-dr., $190. '50 4-dr., 
$200, $140; 2-dr., $150. 


LINCOLN—’49 4-dr., $160. 
OLDSMOBILE — '54 (88) 4-dr., $1,305*. 


"Sl (88) 4-dr., $505*. ‘50 (88) club 
Coupe, $480; (98) 4-dr., $290; 2-dr., 





$530*. ‘51 Commander 2-dr., $255; . 99 
Champion club coupe, $240*. °50 Com- ts pomp oy - = ee 7ORe FO , 
mander 2-dr., $140. '48 Champion 4-dr., | CHRYSLER. 53 NY 4-dr., $725°. ‘62 NY 
$100*. 2-dr., . 

nen . a . DeSOTO—'53 Deluxe 4-dr., $630* (ps). 
MISCELLANEOUS—’56 International %-/| nopDGE —'54 Meadowbrook 4-dr., $860*. 


ton pickup, $1,195. ‘51 Meadowbrook 4-dr., $170*, ’50 Mead- 
owbrook 2-dr., $200. 
ALBANY FORD—'56 Fairlane (8) Victoria, $2,160*: 


Main (6) Ranch Wagon, $1,950. ‘55 


‘Tim Anspach Auto Auction. Sale every Custom (8) 2-dr., $1,320%: Main (8) 4- 


Monday, Prices are for sale of Apr, 2.) dr., $925 (police), °54 Crest (8) Country 

(Today’s sale developed into an old Squire, $1,520*; Custom (8) conv., $1,- 
time crazy buying auction, Dealers were 000, °53 Custom (8) 2-dr., $830, $550*; 
eager to stock their used car inventories Main (8) 2-dr., $555. °52 Crest (8) Vic- 
with ready-to-sell autos and trucks, They toria, $660; Custom (8) 4-dr., $640. °51 
stood toe-to-toe bidding like demons for Custom (8) Victoria, $520, $450; 4-dr., 
the splendid offerings of their choice. $460; Deluxe (6) 4-dr., $360, '50 Custom 
Buyers from several states attended and (8) 4-dr., $280; coupe, $225. °49 Custom 
we could easily have disposed of 100 (8) station wagon, $410; 2-dr., $110; 
more units. Sold 116 cars out of 131 Deluxe (6) 2-dr., $150. | 
offerings.) HUDSON—’51 Hornet 4-dr., $360*; Com- 
BUICK—’55 Century 4-dr., $1,970* (ps); modore 4-dr., $312. 

Special 4-dr., $1,820*; 2-dr., $1,790*. "54 | MERCURY—'55 Monterey coupe, $1,750*. 
Special Riviera, $1,530; 2-dr., $1,360", 54 Monterey 4-dr., $1,150. ‘50 2-dr., 
$1,310*, $1,250°; Super 4-dr., $1,460*; $370. 

Century 4-dr., $1,330*. ’'53 Special 2-dr., | NASH—’55 Rambler station wagon, $1,540. 


$1,030*; Riviera, $1,000%; Super 4-dr., 54 Ambassador 4-dr., $830*%; Rambler 
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2-dr., $610, 53 Ambassador 4-dr., $590*; | CADILLAC—’'51 (60) Special 4-dr., $1,- 

2-dr., $570*. '51 Statesman 4-dr., $170. 100*, '49 (62) 4-dr., $230*. 
OLDSMOBILE—’54 (88) Super 4-dr., $1,- | CHEVROLET—'55 Bel Air (8) 2-dr., $1,- 
| 370°, '52 (88) Super 4-dr., $530*. °51 560, $1,515*; Bel Air (6) club coupe, 
| (98) 4-dr., $170*. ‘49 (88) 4-dr., $140*; $1,500, $1,355*; 4-dr., $1,350; Two-ten 
| 2-dr., $130*. (6) 2-dr., $1,485*, $1,330; 4-dr., $1,285; 
| PLYMOUTH—’56 Savoy (8) Suburban, §2,- Two-ten (8) 2-dr., $1,400, '54 Two-ten 
| 250°. °55 Belvedere (8) 4-dr., $1,435*.| station wagon, $1,230; 2-dr., $1,015, $900, 
|, °54 Savoy 4-dr., $790, '53 Cambridge | $815; One-fifty station wagon, $1,050; 
2-dr., $625; Cranbrook 4-dr., $560, $300. Bel Air 4-dr., $1,025", $980; 2-dr., $950*, 


’51 Cranbrook 2-dr., $340; 4-dr., $300. $945*, $825. °53 Bel Air club coupe, 

'50 Special Deluxe club coupe, $275. '49 $785*; Two-ten 2-dr., $615*. '51 SL De- 
| Deluxe club coupe, $170. luxe Bel Air, $490*; 4-dr., 2 at $390, 
| PONTIAC—’53 Chieftain (8) 4-dr., $850*. | $310*. °50 SL Deluxe club coupe, $150. 
| ’49 Silver Streak (8) 2-dr., $205*. CHRYSLER — '55 Windsor conv., $2,100* 
STUDEBAKER ‘55 Commander coupe, | (ps). '52 Deluxe 4-dr., $410*. 


$1,100. '54 Champion 4-dr., $800. ‘53 DODGE—’55 Coronet club coupe, $1,495. 
Champion club coupe, §$710*, $580; 2-dr., | FORD—’55 Fairlane (8) Victoria, $1,700*, 
$550. '51 Champion 4-dr., $205. '52 \%- $1,690*; 4-dr., $1,500*, $1,460*; Custom 








ton pickup, $340. | (8) 4-dr., $1,365*, $1,265; Main (8) 2- 
WILLYS—’53 Aero Lark 2-dr., $390. '52 dr., $1,110, $1,075. °54 Crest (8) Vic- 
2-dr., $230. | toria, $1,245*%; Custom (6) sedan, $790; 
| MISCELLANEOUS ‘53 Henry J 2-dr.,| Main (6) sedan, $675. °53 Main (8) 
| $130. ’°51 GMC \%-ton pickup, $400. °47 Ranch Wagon, $850; Custom (8) 2-dr., 
International %-ton pickup, $160, °42/| $690; Custom (6) sedan, $655. ’°52 Cus- 
International 1-ton dump, $190, tom (8) 4-dr., $350*. °51 Custom (8) 
Victoria, $395*, $385*; Custom (8) 4-dr., 

$250. °50 Custom (8) 2-dr., $165. 

JENISON, MICH. HUDSON—'54 Super Jet 4-dr., $610. 

(Grand Rapids Auto Auction, Inc. Sale | KAISER-—-’52 Deluxe 4-dr., $395. 

} every Tuesday. Prices are for sale of Apr. | MERCURY—’55 Custom 2-dr., $1,445*. '54 
3.) Custom conv., $1,355*; 4-dr., $1,115. °53 
| (Market very steady on sharp and | Monterey club coupe, $970*; 4-dr., $945*. 


clean autos. Merchandise not quite up to | ‘52 4-dr., $510*. ’51 club coupe, $250. 
our usual high quality. Sold 116 cars NASH—’53 Statesman 2-dr., $635; Ambas- 
out of 159 offerings.) sador sedan, $625*. ’52 Statesman 2-dr., 
BUICK—’55 Special 4-dr., $2,015*; Rivi- $495. 
era, $1,935*, $1,795*; Century Riviera, | OLDSMOBILE - 55 (98) 4-dr., $2,270* 
$1,965°*. '54 Special conv., $1,650*; 2-dr., | (ps). °54 (98) Holiday, $1,750*, $1,650* 
$1,360*, $1,325°; 4-dr., $1,305*, $1,250, | (ps); conv., $1,665*, °53 (88) 4-dr., $1,- 


$1,240*. °53 RM conv., $1,060* (ps);| 350* (ps); 2-dr., $970*. °52 (88) 2-dr., 
Riviera, $975*; Super Riviera, $980*; $550*. '50 (88) 4-dr., $365*, $270*. 
Special Riviera, $870*, $840*, $830*; 2- | PACKARD—’53 Clipper 4-dr., $645. °51 
dr., $845, $805*. ‘52 Super Riviera, | (200) 2-dr., $240. 

| $630*; RM Riviera, $600*, °50 Special | PLYMOUTH—’53 Cranbrook sedan, $605; 
2-dr., $230*, $165. | (Continued on Page 52, Col. 1) 





ONLY 2 LACQUER COATS 


WITH 


THIS NEW BUCO THINNER? 


YES, AND HARDLY ANY 
COMPOUNDING / 


DUCO® EQUAL MIX Thin 


New “Duco” Equal Mix Lacquer Thinner gives you 
the correct film thickness with less than half the coats 
—in less than half the time. And the lacquer dries 
with such a high gloss that little or no compounding 
is needed! This makes it perfect for two-toning and 
over-all lacquer jobs. 

Premium-quality Equal Mix Thinner is designed 
for glass-smooth color flow-out without sags and runs. 
It’s specially made to minimize swelling of sand 
scratches in old lacquer coats. Yet it costs less at the 
gun than many “low-cost” thinners, because you 
use up to 50% less thinner. 

There are other timesaving “‘Duco”’ thinners, too. 





ner cuts spraying in half 
..- practically eliminates compounding! 


For example—No. 3717, famous for trouble-free jobs 
and mist coating, and No. 3711 lift-resistant thinner 
for faster drying, even in cold shops. Your Du Pont 
jobber will be glad to recommend the right “‘Duco”’ 
thinner for best results on your lacquer jobs. 


DU PONT REFINISHING MATERIALS 


OR st 
BETTER THINGS FOR BETTER LIVING. ..THROUGH CHEMISTRY 
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(8) 4-dr., $140*. Deluxe (6) 2-dr., $135. °47 Deluxe (8) 
MISCELLANEOUS—’'51 GMC 1%-ton pick- 2-dr., $100. 
up, $250. LINCOLN—’53 Capri conv., $1,215* (ps) 


| MERCURY—’'54 Monterey station wagon, 


OMAHA | $1,605* (ps); Hardtop, $1,345* (ps); 


4-dr., $1,135*. °'52 Hardtop, $875*. ’51 
























































(Richard Abel Auto Auction. Sale every! 9. qr $400*:  4-dr., $300*. °50 Sport 
Thursdsay. Prices are for sale of Apr. 5.) sedan, $245. 
(Continued from Page 51) (Market good, Dealers say retail busi- | NASH-——'52 Ambassador sedan, $610*. ‘51 
- hae. ae 9. 844% ‘80 Spec '52 SL Deluxe 4-c 8550. $450. ’51 Sz mess is very good, Percentagewise, our | Statesman 4-dr., $135". 
I ites tote, ‘$215, ‘S208. et eae Serene ‘Bel A ir  Sa5oe: ‘ar, $450" sale was above average.) OLDSMOBILE—’52 (98) 4-dr., $600*. '51 
. a gage ‘ $335, $325 $320. '50 SL Deluxe 4-dr, | BUICK—'56 Super Riviera, $2,765* (ps), (88) 2-dr., $655*. '50 sedan, $180*. 
PONTIAC 55 Star Chief (8) Catalina,| 595" S980. "49 SL Deluxe 2-dr. $175. | $2-750* (ps). '55 Super Riviera, $2,330* | PACKARD—'52 sedan, $465*. 
$1,865*; 4-dr., $1,715* (ps); Chieftain | $170, ste , a (ps); 4-dr., $2,170* (ps), $2,105* (ps); | PLYMOUTH- ) Plaza (8) 4-dr., $1,400*; 
(8) Catalina, $1,835", $1,525. '53 Chief- | <a ‘ re Special 2-dr., $1,685*. '54 Super Riviera, Plaza (6) 2-dr., $1,025*. '54 Belvedere 
tain (S) sedan, 8725; Chieftain (6) 2- DODGE 3 Coronet 4-dr., $640*; 2-dr., $1,450* (ps), $1,350*. cony., $1,080*. '53 Cranbrook club coupe, 
dr., S700, '51 Silver Streak (S) station}  %940* 52 Coronet 4-dr., $460". '51|' CADILLA@—'55 (62) conv., $3,845* (ps); $605*; Cambridge sedan, $455. '52 Cam- 
wagon, 8490; 2-cdr., S285; Silver Streak | Deluxe 4-dr., $310* coupe, 8$3,445* (ps). °53 (62) coupe de bridge 2-dr., $355. ‘51 Cranbrook conv., 
(6) 4-dr., S$275*. ‘50 Silver Streak (‘S) | FORD ‘D6 Fairlane (8) 4-dr., $1,970* Ville, $2,000* (ps). ’52 (62) 4-dr., §$1,- $365; Cambridge 4-dr., $350 
2-dr., S1S80* (ps) 55 Fairlane (S) 4-dr., $1,560*, 500* PONTIAC—’'56 Chieftain (8) station wag-| 
STU DEBAKER—'50 2-cdr., 8110 $1,520; Custom (8) 4-dr., $1,390". '54 CHEVROLET—'56 Bel Air (8) Hardtop, on, $2,250*. °55 Star Chief (8) Catalina, 
Custom (8) 4-dr $865, $850, $845; 2- $2,440*; conv., $2,275* (ps); 4-dr., $1,- $1,925* ‘53 Chieftain (S) 4-dr., $790; 
I , B dr SS40, $835; Main (6) 2-dr., $705. S75; Two-ten (6) station wagon, $2,045*; 2-dr., S740*, ’'52 Chieftain (8S) 4-dr., 
MINNEAPOLIS 53 Custom (8) 4-dr $745, S705. °'52 Two-ten (8) 4-dr., $1,840* (ps). '55 Bel $425*. °49 Silver Streak (8S) coupe, $125* 
(Minneapolis Auto Auction. Sale every Custom (8) conv., $620*; 4-dr $600, Air (8) club coupe, §1,400*; Two-ten STUDEBAKER—’54 Champion 4-dr., $825*. 
Wednesday. Prices are for sale of Apr. 4.) S590. '51 Custom (S) 4-dr., S8405*, 8360, (S) Delray coupe, $1,350*. ‘54 Bel Air ‘53 Commander Land Cruiser, §835*. 
(Market very strong. Prices going up $260, 8245. '50 Deluxe (S) 4-dr., 8230, 4-dr $1,025* (ps), $1,000; Two-ten 2- 
on good, clean late models and holding $145 dr., $965*; One-fifty 2-dr., $685. °53 Bel - I a T J 
steady on the older ones, Sold 88 cars HUDSON—-'55 Hornet 4-dr., $1,650* (ps). \ir conv $1,010 4-dr., 7 8730; MASON CITY, IA. 
| out of 123 offerings.) 51 Deluxe 2-dr., $200 Two-ten 2-dr., $7 4-dr., , $645; (Central States Auto Auction, Sale every 
BUICK—’'55 Super Riviera, $2,100* (ps);| MERCURY % Montclair 4-dr., §1.685* One-fifty 2-dr., S575 52 SL Deluxe, Wednesday. Prices are for sale of Apr. 4.) | 
i-dr., §1,900* (ps). ‘53 Super Riviera 52 Hardtop, S760 ‘51 4-dr., $155 2-dr., $445. '51 SL Deluxe Bel Air, S470*, (Activity continues excellent, Sold 82 
S895" 51 Super 2-dr., $455*. '50 Spe-| OLDSMOBILE—'55 (98) Holiday, $2,430 S460, S455 percent of consignments.) 
cial 4-dr., $305*, $250. '49 Super 4-dr., (ps) 54 «8S) Super Holiday, 81,740* CHRYSLER—’'55 Windsor 4-dr., S1,S00*. BUICK 56 Century Riviera, $2,715 
$135 (ps: 53 «S8) 2-dr SS75*. 51 (98) 52 Windsor 4-dr., $315 (ps); Super Riviera, S2,600* ‘55 RM 
CADILLAC "54 (62) coupe, $2750* (ps) Holiday $525 50 (S8) 4-dr., $225*, | DesOTO—'51 conv., $390 j-dr., S$2,120* (ps); Special Riviera, $2, 
53 (62) coupe de Ville, $1,790* (ps). '51 S185 $145. °49 (S88) station wagon, DODGE 51 Wayfarer 2-dr., 8235 160* (ps); Century Riviera, $2,040* (ps) 
(60) Special 4-dr., $1,105*, ‘50 (62) S250 t-crt $155 FORD Fairlane (S) conv $2,450 ‘D4 Super Riviera, 81,560 4-dr., $1,520* 
i-dr., $925 (61) 4-dr., SSS0*, °49 (62) PLYMOUTH 55 Plaza 4-dr., 81,285. '53 Victoria, $2,350 f-dr., $2,105 (ps). (ps) Special 2-dr., $1, ‘53 Super 
t-cr S105 Cambridge 4-dr., S595. °51 Deluxe 4-dr., 55 Main (8) 4-dr $1,185 54 Main Rivie 8$1,025*, S970*. ‘52 Super Rivi- 
CHEVROLET 55 Two-ten (8) station S260. '50 Deluxe 4-dr., 8220, S190. ‘S) Ranch Wagon, §81,350*; Custom (8) era 5*, ‘51 RM Riviera, $390* 50 
wagon 81700 4-dr., 8§1,365*, S1 PONTIAC 56 Star Chief (8) Catalina, 2-dr $1,025*, S910 Main (6) 2-dr., Super 4-dr., S245 
Bel Air (8) 4-dr.. $1,450*, $1,435", ’54 $2,465 ‘55 Chieftain (S) Catalina, S§1,- $695, '53 Crest (8) Victoria, S960* (ps); CADILLAC ‘56 (60) Special 4-dr., §$5,- 
Bel Air 4-dr., $1,020 S975*; Two-ten 700, '54 Chieftain (8) 4-dr., $1,040*, '51 Custom (S) 4-dr SS50* (ps); Custom 095* (ps). '55 (60) Special sedan, S83,- 
: 4-dr., S910 S875 "53 Two-ten 4-dr., Silver Streak (S) 2-dr., $350 "DO Silver (6) 4-dr $715. '52 Crest (8) Victoria, Too (ps); (62) coupe $3,490* (ps) 
: 8715, S675; One-fifty 2-dr., 8635, S605 Streak (S) 4-dr., $200 "49 Silver Streak; $640 51 Custom (8) 2-dr., S470. ‘'49 sedan, $3,465* (ps) "54 (60) Special 
: _ — — —_ eS — ———— 7 s - - a 
. 
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SUPER LIQUID GLAZE 
































LIGHT REFLECTION TESTS 
REGISTER ITS EXTRA BRILLIANCE 


Tests made on a scientific, impartial 
basis have conclusively proved that 
Super Liquid Glaze achieves a harder, 
deeper and clearer gloss than any of 
the six leading competitive products. 


Only Super Liquid Glaze contains 
“Glasite”, which imparts a brilliant 
glass-hard finish that actually gets 
harder after each washing and stays 
gleaming bright for months and months. 


Super Liquid Glaze is available in the 
new exclusive “spraytainer” for cus- 
tomer do-it-yourself use and in shop 
size packages for dealer application. 


Write today for our free booklet, 
“Dollars and Sense”, which describes 
in detail how to operate a highly prof- 
itable Liquid Glaze Department. 





Aggressive sales representation 
desired for Carolina territory 


PRODUCT OF THE INDUSTRY'S 
FINEST SCIENTIFIC RESEARCH 


LIQUID GLAZE, INC. 


| 4-dr., $2,900* (ps). '53 (62) 4-i1r, gy 
720* (ps). 52 (62) 4-dr., $1,200¢. St 
(62) coupe, $1,165*. 

CHEVROLET—'56 Bel Air (8) cx . $2. 
245*; Hardtop, $2,220*, $2,080-: 4. 
$2,080*; ‘Two-ten (8) station wagon 
$2,065*. '55 Bel Air (8) Hardt P, Sia 





























590*; Bel Air (6) coupe, $1,565°: ' Two. 
ten (8) 4-dr., $1,425*, $1,420* WO-ten 
(6) 4-dr., $1,290; One-fifty (6) station 
| wagon, é ‘54 Two-ten 4-dr S97H* * (Pp 
| $940", 2-dr., $830. : el Att 625 §2 
| Hardtop, $945*; 4-dr., $850*. 52 SL De. | dr, 
|} luxe 4-dr., $570; 2-dr., $520*, § + *51 dan, 52 
| SL Deluxe 4-dr., $470, $450* 17° PL (ps), 31 
| Aerosedan, $125 Ville, 
| CHRYSLER—'55 Imperial 4-dr., ‘2,639: a 
| (ps); NY Hardtop, $2,305* ( "54 pee : 
|} Windsor 2-dr., $1,025*. ’53 NY 4-qp (62) $7 
| S$795* (ps). '52 Windsor 4-dr $630" a 4- 
| (ps (047 
| DeSOTO—'54 Fire Dome (S) 2-dr 1, 2508 CHEVRO! 
(ps) f-dr., $1,015*. ’53 Powermaste eons 
4-dr., S670*. '50 Custom 4-dr., S275* — $1,659 
DODGE 55 Royal 4-dr., §1,64 $1 i's 
550 54 Meadowbrook 4-dr., S re 475; ‘ 
Coronet 4-dr $700 ‘52 Coronet Hard. CaP, 4 
top, $540*, : 165 4 
| FORD—'56 Fairlane /(S) Victoria, S2,375¢ ear 
| (ps), $2,205* (ps); Main (S) Ranch § 24 ¢ 
| Wagon, $2,105*. '55 Fairlane | Vie. 4 Gat’ 
toria, $1,595*; 4-dr., $1,635* stom —. 
(8) 4-dr., $1,435*, $1,430*; M (6 —. 
2-dr., $1,175. '54 Crest (8) Country ieee 
sedan, $1,230*; Victoria. $1,210 Main $4 
(8) Ranch Wagon, $1,220; Main (6) 2. Seocial 
dr $830 Custom (8) 4-dr S1.040°. 5 c 
2-dr., $830, ‘BS Crest (8) Count “aa q cHRYSLE 
dan, 81,135 2-dr., $830 (@ j ak s 
t-clr “ ie Be ag a'r stom ‘4 pesOTO 
(Sp) Q-« 595 5 pickup, 5 
$240 4 695. 
KAISER 51 sedan. 8120 Z of 
MERCURY 56 Monterey 4-dr ° (pe? 
Custom 2-dr., $2,000. "55 Montere ) DODGE 
top. $1,905" (ps), S1.885*: 4-dr.. 81 ° i aye 
coupe, $1,760 Custom 2-dr ‘ a a 
54 Custom Hardtop, §1,445*; 2-« ‘ 3 brook 2 
090; Monterey 4-dr., §1,170* 5 5 $315. 
sedan, S60 52 Custom 4-dr % FORD 
51 Custom 4-dr., $345*. °50 4-dr., $115. ym 
OLDSMOBILE 56 «9S. 4-dr S2.845* $i, “ 
(ps); ¢SS) Super Holiday, §2.780* (ps 3 Sylow 
i-ir., S2.690* «ps) 55 «88> 2-dr. gi. § $1,6 ” | 
900 §$1.690 (ps) 54 (98) 4-dr ot; Re | Crest c 
760" «psi: (SS) Super 4-dr., $1,511 53 = 325; 
(98) 4-dr.. $1,045 (SS) ‘d-dr., sogo-, Ag Seda, 
*52 «S88 Super 2-dr S750 Le 9 $660 
dr., S750 1 69S) d-dr., S420 ' *) oe 
PACKARD —-'55 Clipper 4-dr., 81.71 8) nd 
gi pag te 55 Belvedere is f-cir SI LINCOL! 
350 aza «s) 2-dr S1.0S5 a se] MERCUE 
vedere 4-dr., $925 SsS0*; Plaza ~ $1,910° 
$765. S745, S695 53 Cranbroo t-dr ae 4 
S670 52 Cranbrook 2-dr $385 a Al 
PONTIAC—'55 Chieftain (8) conv $1,- spert 
| 9S0 i-dr $1.740 o4 Chieftain +8) "51 2-¢ 
-« $1.245 53 Chieftain (8) c saat 
$765°.  Si20 = Casta <3; oa NASH— 
$545 680 DI 
STUDEBAKER 55 Commander station —s 
| wagon, $1,425*: 4-dr.. $1,175" 51 Com- States: 
mander 2-dr.. 8160* - 
| WILLYS —'52 Aero 2-dr., $235 —" 
ences $2,325 
EBENSBURG, PA. (88) 4 
(Ebensburg Auto Auction Co. Sale every on ‘ 
Thursday. Prices are for sale of \pr. 5.) Holide 
(Dealers apparently are looking for a 4-dr 
strong spring market as they paid a very $870. 
hich ‘‘buck’’ for clean units. All years, $605* 
models and makes moving very well, : 
Pickup trucks very much in demand. PACKA 
Sold 99 cars out of 116 offerings.) 52 
BUICK ”% Century f-cr 2.750 35 $275", 
Special Riviera, $1.705*; 2-dr S1.605 PLYMO 
°53 Special 4-dr.. $825; 2-dr., S835. ‘50 665° ; 
Super sedanet, $150; Special 4-dr., $145, 4-dr., 
$135" sllv 17 Super 4-dr., $110 "51 Ci 
CADILLAC 56 (62 _i-dr., Si 175 (ps) PONTL 
"55 (62) conv $3,750* «ps 93 162) 030°. 
— $1,765* (ps) 52 +62) coupe, §1,- 5a 
mom Cc f 
CHEVROLET 55 Two-ten (8) 2-dr.. 81 see 
260" 54 One-fifty 2-dr.. $670; Business Catal 
coupe, S610. ‘53 Bel Wir Hardtop, $50", dr., | 
— aoa 2-dr 4 va $695 ” os lina, 
690 ne-fi y «--ar., Sb v2 SL, e- . i . 
luxe 4-dr.. $545; FL Deluxe 2-dr., $540* STUDE 
51 SL Deluxe Bel Air, $4) i-dr $2,60 
$i65*. ‘50 SL Deluxe conv., S275. ‘49 Comr 
SL Deluxe 2-dr., $145; FL Deluxe 2-dr., 4-dr.., 
$100; Carryall, $310 
CHRYSLER 55 Windsor 4-dr $1.550° 
(ps). "52 NY 4-dr., $450* (ps). "50 \ i 
sor 4-dr., $250*, §210. ‘49 NY 4-dr., (Tom 
$110 Friday 
DeSOTO—'54 Fire Dome (8) club coupe (Th 
$970" 53 Fire Dome (8S) 2-dr., $740 we e 
52 Fire Dome (8S) 4-dr $535* 49 Cus- expect 
tom 4-dr., $225 75 pe 
DODGE 56 Coronet (8) Hardtop, $2.550°* BUICK 
53 Coronet ‘(S8) Diplomat, $S00*; Mead- Rivie 
owbrook 4-dr., $535; '.-ton pickup, S6u0 Rivie 
‘52 Wayfarer 2-dr $300 51 Coronet "53 § 
4-dr $290 Meadowbrook 4-dr $269 
"49 Coronet 4-dr., $125 = 
FORD 56 Main (8) Ranch Wagon. $2 coup 
040: Custom «s) 4-dr., $1,695 55 Main $200 
(8) 2-dr., $1,120; Main (6) 4-dr., $1,080 
"D3 Crest «S8) Victoria, SS10*; Main (S) CHEV 
2-dr., S480*. ‘52 *,-ton pickup, $540. ‘51 995; 
Custom «S) conv., $260; Deluxe «(s) 2- $1,4: 
dr., $265. ‘50 Custom (8) 2-dr., $205* 205 ; 
"49 Custom (S) 4-dr., $210 ten 
KAISER ‘51 2-dr., $165. wag 
| MERCURY ‘53 Monterey 4-dr., $935°. $675 
"50 2-dr.. S200. "49 4-dr., $175. ‘ $645 
OLDSMOBILE '56 (88) 4-dr., $2,650° 4-dr 
(ps). "51 (S88) 2-df., $445*. $490 
PACKARD ‘53 Clipper 2-dr., $650. ‘51 SL | 
| 4-dr., $240*. '50 4-dr., $100. CHRY 
| PLYMOUTH ‘54 Plaza a $650. ‘53 | 53 
| Cranbrook cony., $675; Cambridge 4-dr., > 
| $545. °51 Cambridge 4-dr.. $250, $240. J i 
$195. °50 ex-taxi, $110. ‘49 Special De- DoDC 
| luxe 2-dr., $160, $150 “ $2.( 
| PONTIAC—'52 Chieftain (8) 4-dr., S475*. 9 pony 
| ‘51 Silver Streak (8) Catalina, $450°; @& Fai 
4-dr., $405. '50 Silver Streak (8) 4-dr., $2.( 
$250. '49 Silver Streak (6) 4-dr., $250. $1: 
'48 Torpedo (8) conv., $105*. $1: 
STUDEBAKER '54 Champion coupe, 5 16) 
$600*. '52 Champion 2-dr., $310*; Com- § $1: 
mander 4-dr., $300. 53 
WILLYS—-'53 Aero Ace 2-dr., $350*. cer 
MISCELLANEOUS—'52 Henry J Corsair, §@ Ma 
$185. 2-d 
$37 
CHICAGO $45 
(Greater Chicago Auto Auction, Sale aon 
every Thursday. Prices are for sale of $2. 
Apr. 5.) "51 
(Sold 221 cars out of 294 offerings.) NASI 
BUICK—-'55 Special 4-dr., $2,150* (ps); OLD: 
2-dr., $1,795* (ps), $1,750. ‘54 Super (ps 
4-dr., $1,565*, $1,185*; RM 4-dr., $1,- 55 
510* (ps); 4-dr., $1,400*. ‘53 Super 2- = 
dr., $1,040* (ps); RM 4-dr., $960* (ps). PAC 
’52 RM 4-dr., $755* (ps); 2-dr.. $380*; PLY. 
Special 2-dr., $675*; Super 2-dr., $605°. 80C 
’51 Special 4-dr., $375*; 2-dr., $325; Sa 
Super 4-dr., $330*; 2-dr., $325*. $1 
CADILLAC—'56 (62) coupe de Ville, $4.- Cr. 
850* (ps), $4,600° (ps), $4,575* (ps). as 
"55 (62) coupe de Ville, $3,720* (ps), $3,- PON 
(Continued on Page 53, Col. 1) 40 














, $1. 
SE 
$2,. 
4-dr., 
gon, 
$1,. 
Two. 
'O-ten (Continued from Page 52) 
‘ation 
9708 gost (ps), $3,620* (ps), $3,600* (ps); 
| Afr qdr., $2.150* (Ps). ’54 (60) Special se- 
« De. “ " $2,775* (pS); (62) coupe, $2,725* 
"Sl (ps) $2,700* (ps). '53 (62) coupe de 
FL Ville. $1.775%; conv., $1,750* (ps), $1,- 
| *' (ps); 4-dt., $1,700* (ps), $1,575*, 
630° §1,400° 51 (60) Special sedan, $1,175*; 
i 162) 4-dr., $930*, $895*, $445*. '50 (62) 
sears jedr., $745", $560; (61) 4-dr., $580*. *49 
$630° § (62) 4-dr., $275*. 
— CHEVROLET-— '56 Bel Air (8) Hardtop, 
250* $2,775". "55 Bel Air (8) Sport coupe, 
aster § $1,650° (ps), $1,520*, $1,510*; 2-dr., 
ra $1,425"; Two-ten (8) station wagon. $1,- 
$1,. 9 475, 4-dr., $1,235; Bel Air (6) Sport 
53 § coupe, $1,305*; Two-ten (6) 2-dr., $1,- 
lard Sg5, °54 Bel Air 4-dr., $1,085*; ‘Sport 
nee, ME coupe, $1,075; 2-dr., $1,050, $925; Two- 
375* § ten 2-dr., $775. '53 Bel Air coupe, $880; 
anch § 4-dr., $815*; conv., $795; Two-ten 2-dr., 
Vie $690, $515; 4-dr.,' $685", $615. ‘52 SL 
stom Deluxe 2-dr., $560. FL Deluxe 4-dr., 
(6) 555°; 2-dr., $500. ‘51 SL Deluxe 4-dr., 
ntry g400*; 2-dr., $330*; FL Deluxe 4-dr., 
Main $360.'°50 SL Deluxe conv., $315*; SL 


: - Special 4-dr., $245*. 
a CHRYSLER—’53 Imperial 4-dr., $1,205* 


se- TF (ps), $950*; NY 4-dr., $850* (ps), $835* 
(k) & 
j (ps). 
het 0 O—'55 Fire Dome (8) Hardtop, §$1,- | 
cup, 695. "53 Fire Dome (8) 4-dr., $780*, 
3 $655*. “52 Fire Dome (8) 4-dr., $425* 
Dye Ss). in 
ns pODGE—'55 Royal Lancer 2-dr., $1,855*; 
ird-  Goronet (6) 4-dr., $1,565*. '54 Coronet 
at ? (6) 4-dr., $1,120, $1,070*. "53 Meadow- 
st zy prook 2-dr., $590. ’51 Coronet club coupe, 
_ 15. 
tom M sdap-'s6 Fairlane (S) Victoria, $2,190°; 


05. TP 'g-ar., $2,000* (ps), $1,990* (ps); 2-dr., 
115. $1. g95*. 55 Thunderbird, $2,605, $2,500; 
te) Fairlane (8) conv., $1,750*%; Victoria, 
a $1,685*; Custom (8) 2-dr., $1,305. "54 
e Crest (8) Victoria, $1,305*; conv., §$1,- 
- & 325: Crest (6) 2-dr., $800*%; Main (6) 
53 Sedan, $750. ‘53 Custom (8) '2-dr., $730, 
$660, "52 Crest (8) conv., $725*; Custom 
- (8) 4-dr., $550; 2-dr. $530. "51 Custom 
) (8) Country Squire, $335, $270; Deluxe 
ne (6) 4-dr., $230. < 
se), W ~LINCOLN—'53 Capri Hardtop, $1,100*. 
- MERCURY—'55 Monterey station wagon, 
ad $1,910*; coupe, $1,875, $1,800*. '54 Mon- 
terey coupe, $1,395*; 4-dr., $1,240*. '53 
Monterey Hardtop, $1,210*. ‘52 Custom 
Sport coupe, $815*; 2-dr., $595, $450*. 
= "51 2-dr., $355, $305. '50 2-dr., $320. 
eg NASH—'55 Rambler Cross Country, §$1,- 
f., 680°. °54 Statesman 4-dr., $700. '53 
Rambler station wagon, $735. '52 States- 
o man 2-dr., $435; Country club, $530. '51 
Statesman 4-dr., $250, $200. 
OLDSMOBILE—’'56 (88) Holiday, $2,725* 
(ps). "55 (98) Holiday, $2,365* (ps), 
$2,325* (ps), $2,265*; 4-dr., $2,180*; 
(88) 4-dr., $1,850* (ps). ‘54 (98) Holi- 
day, $1,905* (ps); 4-dr., $1,720*, $1,625° 
(ps); (88) 4-dr., $1,730* (ps), $1,300*; 
Holiday, $1,700* (ps). $1,645*. ‘53 (98) 
> 4-dr., $1,150 (ps), $925*; (88) 4-dr., 
7 $870. ‘52 (98) Holiday, $670*; 4-dr., 
$605* 
i PACKARD—'55 Panama Hardtop, $1,925°. 
"52 (300) 4-dr., $420*, ‘51 (200) 4-dr., 
03 $275*, $210*. 
Ps PLYMOUTH—'55 Belvedere (8) conv., §1,- 
a0) 665*; Plaza (6) 2-dr., $1,160. ‘54 Savoy 
5, 4-dr., $800. "52 Cambridge 2-dr., $305. 
‘51 Cambridge 2-dr., $290. 
; PONTIAC—'56 Chieftain (8) Catalina, §2,- 
PP 030°. °55 Chieftain (8) Catalina, $1,845*. 
i ‘54 Chieftain (8) conv., $1,470*. °53 
Chieftain (8) Catalina, $955*; conv., 
os $940°; 4-dr., $615*. ‘52 Chieftain (8) 
“3 Catflina, $685*, $620*; 2-dr., $565*; 4- 
. dr., $230. ’51 Silver Streak (8) Cata- 
lina, $540*, $375*; %-tonm panel, $385. 


>. 
. STUDEBAKER—'56 Golden Hawk sedan, 
5 $2,600*. °55 President 4-dr., $1,300*; 
9 § Commander 4-dr., $1,065. '52 Commander 
5 4-dr., $340*. 

°F VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Apr. 6.) 

5 (This week’s sale was very active as 

. we enjoyed shirt-sleeve weather. We 

: expect an even larger sale next wek. Sold 
75 percent of 287 offerings.) 

BUICK—'55 Super 4-dr., $1,975*; Special 
Riviera, $1,855*. 54 Super coupe, $1,400; 
Riviera, $1,300*; Century 4-dr., $1,395*. 
‘53 Super 4-dr., $900*. 

CADILLAC—'56 (62) 4-dr., $4,375* (ps). 

, "55 (62) conv., $3,600* (ps). ‘53 (62) 

coupe, $1,800*% (ps). ‘49 (61) 4-dr., 
$200*. 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
995; 4-dr., $1,675. '55 Bel Air (8) 4-dr., 
$1,450; Two-ten (8) 4-dr., $1,250*, $1,- 
205; Two-ten (6) 2-dr., $1,080. "54 Two- 
ten 4-dr., $900; 2-dr., $780; station 
wagon, $875*. ‘53 Bel Air 4-dr., $810, 
$675*, $645*; Two-ten 4-dr., $710, $700*, 
$645, $630; club coupe, $685; One-fifty 
4-dr.. $475. °52 SL Deluxe club coupe, 


$490*; FL Deluxe 2-dr., $400*, $325. '50 | 


SL Deluxe 2-dr., $310. 


CHRYSLER—'55 NY coupe, $2,650* (ps). 


‘53 NY 4-dr., $640*. 
DeSOTO—'55 Fire Dome (8) Hardtop, $1,- 


950* (ps). '53 Fire Dome (8) 2-dr., $545. | 





DODGE '56 Coronet (8) 2-dr., $2,100, 
$2,000. 51 Meadowbrook 4-dr., $200. 
FORD —°56 Thunderbird, $3,100* (ps); 
Fairlane (8) Victoria, $2,000*; 4-dr., 
$2,000, $1,980*. '55 Fairlane (8) conv., 
$1,545*, $§1,500*; 4-dr., $1,575* (ps), 
$1,380, $1,255*; 2-dr.. $1,375; Fairlane 
(6) 4-dr., $1,175; Custom (8) 4-dr., 
$1,230. '54 Custom (8) 2-dr., $840, $800. 
‘53 Crest (8) Country Squire, $850; Cus- 
tom (8) 4-dr., $850; 2-dr., $790, $730; 
Main (6) sedan, $600. '52 Custom (8) 
2-dr., $675, $500, $480; %-ton pickup, 
$375. '51 Custom (8) conv., $515; 2-dr., 
$455, $335. "50 Custom (8) 2-dr., $405, 
$270. 

MERCURY—’'55 Monterey station wagon, 
$2.050*. '53 Custom Sport coupe, $855. 
"Sl 4-dr., $410, $340, $330, $315, $310. 

NASH—'56 Rambler sedan, $1,950. 

OLDSMOBILE — '56 (88) 2-dr., $2,550* 
(ps); Holiday, $2,485*; coupe, $2,400*. 
"55 (98) Holiday, $2,400* (ps); (88) 4- 
dr.. $1,805*. "53 (98) conv., $1,000* (ps). 

PACKARD—'52 4-dr., $275*. 

PLYMOUTH—’'56 Belvedere (8) sedan, $1,- 
800*. '55 Belvedere (8) conv., $1,400*; 
Savoy (6) 4-dr., $1,080; Plaza (8) 4-dr., 
$1,000. '54 Savoy 4-dr., $825, $800. '53 
Cranbrook 4-dr., $665*. °50 Special De- 
luxe 4-dr., $435; club coupe, $360. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
400* (ps). '55 Star Chief (8) Catalina, 

























Catalina, $1,400. 
"53 Chieftain 


Auto Auction, 
(Prices were 
high dollar. 


BUICK—’55 Super Riviera. $2,100* 

Special Riviera, $1,970*; Century Riviera, 
‘54 Super conv., $1,600* 
Century Riviera, $1,525*; 
’53 Super 4-dr., 
‘52 Super Riviera, 


club coupe, 


coupe, $265*. 
CHEVROLET—’'55 Bel 





pickup, $925. 
Delray coupe, 


$710, $630*; ‘51 SL) used cars.) 


Deluxe 2-dr., $165. '50 SL Deluxe 4-dr.,| BUICK —’'56 RM coupe, $3,000* (ps);! PONTIAC—’56 Chieftain (8) Catalina, $2,-| ing on condition and model. 


SELL WOLF’S HEA 
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$215. Special coupe, §$2,470*; 4-dr., $2,325*. 145*. ‘54 Star Chief (8) 4-dr., $1,245. 


DODGE—’'56 Royal Lancer, $2,225*. ‘52 *53 Special 2-dr., $660. '51 Special conv., ’53 Chieftain (8) Catalina, $835*; 2-dr., 
Meadowbrook 4-dr.. $315*. '51 Meadow- $400*. '50 Super Riviera, $340*; station $600*. '52 Chieftain (8) coupe, $750*. 
brook 4-dr., $195*, $165. wagon, $260*. STUDEBAKER — '50 Champion conv., 

| FORD—'55 Custom (8) station wagon, $1,- | CADILLAC—’'56 (62) coupe de Ville, $5,- $115*. ‘49 Champion 2-dr., $130. 

| 660; Fairlane (8) Victoria, $1,470; 4-dr., 420* (ps); (60) Special 4-dr., $4,750* ao 
$1,445*; club sedan, $1,375*; Custom (6) (ps). '55 (62) coupe, $3,305* (ps); 4- : : : 

| 4-dr., §1,190*; Main (6) station wagon,| dr., $3,250* (ps). '54 (62) 4-dr., $2,620* — Auctions in Brief — 

| $1,140". °54 Custom (8) 4-dr.. $915*; (ps). "51 (62) 4-dr.. $877*. MANHEM™M 


Custom (6) 4-dr., $725*; Main (6) 2-dr.,| CHEVROLET—’56 Bel Air (8) 2-dr., $2,- 


$655. '53 Main (8) 2-dr., $565. 52 Cus-| 140*. '55 Nomad station wagon, §2,100*| , Manheim Auto Auction. Sale every Fri- 


$1,575*; tom (8) conv., $380; %-ton pickup, (ps); Two-ten (8) station wagon, $1,795; | 7@Y (Apr. 6). Our auction was hot today 
). '54 Star| $365. '51 Custom (8) Victoria, $450*.| 2-dr., $1,500*, $1,425; 4-dr., $1,310; Bei| from the beginning and never cooled off. 
Chieftain (8)/ ‘50 Custom (8) 2-dr., $165*; Custom| Air (8) 4-dr., $1,575. ‘54 Bel Air 2-dr.,| Prices were steady. Sold 320 cars out of 
4-dr., attest, PS: $990; Two-ten 2-dr.. $810. '53 Two-ten | 992 Offerings, 2 = | 
2=ETh Er . . ‘ 'DSON—’51 Hornet 4-dr., $150. coupe, $895*; One-fifty 4-dr., $570. °52 
STUDEBAKER — '56 Flight Hawk 2-dr., | MERCURY—’55 Montclair club coupe, $2,-| SL Deluxe 2-dr., $345. ’51 SL Deluxe INDIANAPOLIS 
030* (ps). 4-dr., $380*; 2-dr., $340, $330. Ken Schaefer Auto Auction, Inc. Sale 


| OLDSMOBILE—’53 (88) Super club coupe, | DeSOTO—'53 4-dr., $755*. ’51 conv., $300* every Thursday (Apr. .5 y 
I 5 E bs Ss. « -, & . J .-5). Weather warm 
$1,155*, °51 (88) Super 2-dr., $310*;| DODGE—’55 Royal (8) Lancer, $1,700; and ‘a. Prices held very firm and late 
| 4-dr., §$295*. °50 (88) sedan, $110. ’49 4-dr., $1,625". ‘52 Coronet (6) 4-dr.,| models showed-a slight increase as 203 





: ; Sale every (98) conv., $120. 440. i 
Wednesday. Prices are for sale of Apr. 4.) | PACKARD — ’52 Clipper 4-dr., $170. ’51 FORD__’s6 Fairlane (8) Country sedan, Ne Te a ee 
although | Clipper 4-dr., $230*. $2,180* (ps), $2,125; 4-dr., $1,775; Cus- ia rer 
sharp cars are still scarce and bring the PLYMOUTH—'55 Savoy (8) 4-dr., $1,300*: tom (8) 4-dr., $1,880*. °55 Fairlane WINDSOR, VA. 
Sold 88 cars out of 119 | Belvedere (6) club coupe, $1,220, $925. (8) 4-dr., $1,605*; Custom (8) 4-dr., Windsor Auto Auction. Sale every Thurs- 


‘54 Savoy 4-dr., $800. '53 Cranbrook $1,470"; 2-dr., $1,445*, $1,325, $1,280.| day (Apr. 5). Today’s sale was one of the 
(ps); 4-dr., $470. ‘51 Cranbrook club coupe, ‘54 Crest (8) coupe, $1,265* (ps); club] best of the year. Although it didn’t break 


(on Belvedere, $255; Cambridge 4-dr., coupe, $1,025; Custom (8) 2-dr., $695.| records for the number of cars consigned, 
| 5. "53 Crest (8) Victoria, 835*; 4-dr., y i 
4-dr., $1,475*, | PONTIAC—'56 Star Chief (8) club coupe, $830. z o sereunaes Gf akin oe Gina wae 
$895* | $§2,470* (ps). '53 Chieftain (8) Catalina, | HUDSON—’53 Hornet club coupe, $570*. * * * ; 
Special $975* (ps); 4-dr., $780*. ’52 Chieftain| LINCOLN—’52 Capri coupe, $1,025*,. °49 
$230.| (8) Catalina, $640*; 4-dr., $565*, $525*,| Cosmopolitan 4-dr., $150. FT. WAYNE, IND. 
$120;| $265*. ’51 Silver Streak (6) 4-dr., $340,| MERCURY—’54 Monterey Sun Valley, $1,- Carl Marker’s Auto Auction. Sale every 


CADMAAD ie nas ’49 Super conv., $150.| $310; 2-dr., $285*. ’49 Silver Streak (8) 450*. '52 2-dr., $595. ‘51 club coupe, | Wednesday (Apr. 4). Prices good and bid- 





$3,535* | coupe, $175*. $380. i is y 
(62) club | STUDEBAKER—'53 Commander Hardtop, | NASH—’55 Ambassador club coupe, §$2,- ow — ee ae ee 
$735*. 110*. '53 Rambler station wagon, $765. * * * 
4-dr., $1,- "51 4-dr., $200. 
i4-ton DENVER OLDSMOBILE—’56 (88) 4-dr., $2,500*. SYRACUSE 
Air club coupe, x ee *54 (98) Holiday, $1,930* (ps). '53 (88) Syracuse Auto Auction. Sale every Wed- 
$1,150; Two-ten 4-dr., $880; 2-dr., $825, (Denver Auto Auction. Sale every Fri- Holiday, $1,260. '52 (88) 2-dr., $600*.|nesday (Apr. 4). Our ‘‘300 horsepower’’ 
’53 Bel Air|day. Prices are for sale of Apr. 6.) "51 (88) Holiday, $650*. ’49 (88) 4-dr.,| buying power was very much in evidence 
club coupe, $775; 2-dr., $750*; Two-ten (Market very active on good, cleam | $210*, $190*. at today’s sale. ‘53 Chevrolets brought 


PACKARD—'48 conv., $130. from $700 to $800 to nearly $900, depend- 





If you’re particular about your service 





gta seme 








The finer the product—the finer the service. 


When your customers need an oil change or the stick says—Low—suggest 
Wo tr’s Heap. Nationally advertised WoLr’s HEap is the “‘finest of the 
fine’ to the millions of car owners who insist on the best in motor oils. 
Wo tr’s HEap is the superior refinement of nature’s best crude oil . . . 
scientifically fortified to clean as it lubricates and provide modern motors 
with the “‘extra”’ all around protection they need. 


Sell WoLF’s HEaD and you’ll provide your customers with finer service .. . 
greater value. 


100% PURE PENNSYLVANIA 
* Longer Lasting 





* Superior Protection Fuee! 
* Keeps Engines Clean = : 
ss GUIDE TO THE WEATHER’ 
* Keeps Power High Folder. Write for your copy 
and learn how to forecast the 
weather. 
WOLF’S HEAD MOTOR OIL AND LUBES WOLF'S HEAD OIL REFINING CO., Inc. 
Oll CITY, PA. 
100% Pure Pennsylvania — Scientifically Fortified es Member, Penna. Grade Crude Oil Association New York Office: Glendale 27, N. Y. 
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Order one for your: 
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@ Service and Parts Department 
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Supply Limited—Order Today 
$2.50 PER COPY 
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Mercury Honors 


184 for Volume 


Sales Last Year i 


DETROIT.—Mercury is honoring | 
184 top salesmen in dealerships 
throughout the nation who sold | 
more than $75 million worth of | 
Mercurys, Lincolns and used cars 
last year. 

In competitions sponsored by the | 
sales council of Mercury’s sales| 
promotion and training department 
these men sold 39,290 cars, includ- | 
ing $49 million worth of Mercurys, 
$8% million worth of Lincolns and | 
$17 million worth of used cars. 


Top Mercury salesman in the 
nation is Pierce Reichard, a 40- 
year-old employe of R. F. Hutcher- 
son, Inc., Lincoln-Mercury dealer 
at Wayne, Mich. Reichard sold 
318 new Mercurys. In addition he 
sold 22 new Lincolns and 22 used 
cars. 


Leading Lincoln salesman 


is | 


Dominick Morley, 66-year-old vet- |‘ 


eran of 47 years in the automotive | 
field. With Clark and White, 
Lincoln-Mercury dealership in Bos- | 
ton, Morley sold 73 new Lincolns 
to lead in that class for the second 
time in three years. He also sold 
72 new Mercurys and 88 used cars 
and has won Inner Circle honors |} 
every year since this award for 
sales achievement was started six 
years ago. 

Zack Carringer, of Oak Ridge 
Motors, Inc., Oak Ridge, Tenn., 
repeated as leading used-car sales- 
man with 597, retaining this honor 
which he won in 1954. Carringer, 
42, also sold 37 new Mercurys. 

The average Inner Circle winner 
sold 115 new Mercurys, 16 new| 
Lincolns and 119 used cars. The 
average Regional Circle winner | 
sold 80 new Mercurys, 11 new Lin- 
colns and 87 used cars. 


Three New Posts 
In Sales Filled 


By Ford Division 


DETROIT.—Three Ford division 
executives have been appointed to 
new positions in the general sales 
office, according to C. R. Beacham, 
general sales manager. 

They are Chase Morsey jr., who 
became car marketing manager; 
J. S. Snyder, who has been named 
truck marketing manager, and H. 
D. Hubbs, who was appointed parts 
and service operations manager. 

Morsey has been merchandising 
and product planning manager 


|}since 1952. He joined Ford Motor 


Co.’s central staff in 1948 after 
working for the International Busi- 


| ness Machines Co. 


Shortly after the formation of 
Ford Division in 1949, Morsey was 
assigned to the product planning 
department and worked in Ford 
car and truck design and develop- 
ment programs. In 1950 he became 
assistant manager of product pro- 
gramming. 

Snyder has been executive assist- | 
ant to the assistant general sales 
manager and Hubbs formerly was 
parts and accessories manager. 


Plastics Industry 


Slates June Show | 
| 


NEW YORK.—Some 225 exhibi- 
tors are expected to occupy more | 
than 300 booths when the Society | 
of the Plastics Industry, Inc., holds | 
its seventh National Plastics Exhi- 
bition June 11-15 in the Coliseum 
here. 

William C. Conroy, exposition 
committee chairman, said it will 
be the biggest show ever held by 
the society. More than 20,000 per- 
sons are expected to attend the 
event, which will not be open to 
the public. 

A business and technical confer- 
ence has been scheduled to run 
concurrently with the exposition. 


Thor Headquarters 


To Move to Chicago 


AURORA, Ill.—Thor Power Tool 
Co. is moving its executive head- 
quarters to the new Prudential 
Bldg. in Chicago. 

The transfer will take place this 
fall. Accounting, billing and credit 
staffs will remain here. 







| 
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“Gee, I wish we'd had Auto-Crat) js getti 


Safety Belts instead...” 


AUTO-CRAT MANUFACTURING COMPANY 
A DIVISION OF THE B. N. CORPORATION 
LOS ANGELES 39, CALIFORNIA 


Manufactu 
Safety Belt 


t and Largest 
and Airline 


World's Olde 
of Automotive 


Tried the new, improved 
SOL-SPEEDI-DRI? 


e Lasts LONGER... saves 
LABOR! 


@ The most DUSTLESS oil 
and grease absorbent you 
can buy! 


GET A FREE SAMPLE FROM 


SPEEDI-DRI CORP. 
Menlo Park, New Jersey 





per car sold 
with the in- 
tegrity War- 
ranty, Plus 
sales 
closed by 
every one of 
your sales- 
men. Mail your letterhead for sample War- 
ranty without obligation. 


Meritseal, Inc. 





2 Depot Plaza, 
White Plains, N. Y. 











MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorado 
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i By F. C. Livingstone 
Special Correspondent 
> ¥ ONDON.— (UTPS)—The British 
Society of Motor Manufactur- 
ers and Traders has compiled a 
' special report revealing that the 
| ynrelenting propaganda campaign 
py German auto makers, chiefly 
Volkswagen, has severely hit Brit- 
ish exports to continental Europe. 
\ The report followed an inves- 
: tigation to discover why British 
} auto exports had shown such 
| severe decline last year. Sales 
|. to Europe dropped from $90 mil- 





Ur a 
~ Alias 


Vinco to Drop 
Auto Parts Work; 
Cites ’55 Loss 


DETROIT. — Another parts sup- 
plier here has announced that it 
is getting out of the auto business 
at the end of the 1956 model year. 

Vinco Corp. last week made the 
decision that Motor Products Corp. 
arrived at a week earlier, In each 
ease the reason was the same— 
lack of orders for 1957 models. 
Vinco will wind up parts production 
about June 30. 

In Vinco’s annual report, Presi- 
dent E. E. Butler cited an inability 
to get sufficient 1957 business “at 
satisfactory price levels.” He said 
Industrial Stamping & Mfg. Co., 
Vinco’s parts division, suffered a 
$940,000 loss in 1955. 

As a whole, he said, the corpora- 
tion lost $765,482 last year on net 
sales of $15,877,567. The company 
will continue to operate its Vinco 
division consisting of a gauge and 
tool shop and a precision produc- 
tion shop. 

It already has sold a 31,000- 
square-foot plant operated by the 
Industrial Stamping division. 
Another plant of the same size and 
a 140,000-square-foot facility also 
will be sold. 


sermon 


> of 





Suburban Nash Faces 
Probe by Grand Jury 

BALTIMORE. — The Baltimore 
County Grand Jury, has been asked 
to investigate some business activi- 
ties of Suburban Nash, Inc., in 
nearby Dundalk, according to John 
E. Raine, state’s attorney. 

The said complaints, involving 
possible lien concealment on auto- 
mobiles have been made to the 
Department of Motor Vehicles and 
various law enforcement agencies. 
As much as $100,000 may be in- 
volved in the complaints, said 


Ke I] = Z 
seidialimeatia  ——e — 


Edward Lyden, chief investigator, 
Department of Motor Vehicles. 











For Safekeeping— 


Into 


and aill, 
two gold fabric gowns used in a series 


the vault, models go 
of Imperial Fashion Shows. Starring the 
1956 Imperial, actress Dorothy Griffith and 
five models, the show ciosed in Clear- 
water, Fla., after playing to audiences 
of socially-prominent people in 24 major 
cities. From left are Mary Hilem, Erwin 
Brooks, Brooks Motors, Inc. (Chrysler- 
Imperial), Jacksonville, Fla.; Anne Purvis, 
and Roger Main, president, Florida 
National Bank. 









Auto News from England 


British Makers Rip German Propaganda Flood 
For Cutting Export to Continent 















lion worth in 1954 to $70 million 

in 1955. 

The society discovered that a 
favorite act of the Germans is to 
send letters to newspapers prais- 
ing German cars and attacking 
British models. Any writer who 
criticizes a German car in an ar- 
ticle is bombarded with intimidat- 
ing letters, the society said. 

The British said they found that 
in every country the Germans de- 
voted more energy to convincing 
potential buyers that British cars 
were a poor bargain than they did 
to selling their own autos. 

* 


* * 

NE Stockholm distributor said 

that the general argument for 
German autos was a wild attack 
on British models. The Germans 
charged, he said, that British autos 
were faulty and had no _ second- 
hand value. 

The Germans were also offer- 
ing all kinds of favorable trad- 
ing agreements to woo distribu- 
tors away from British cars, he 
said. 

British manufacturers have 
agreed that their publicity must be 
stepped up and are likely to start 
a new campaign boosting all Brit- 


ish models and not just one car. 
* 


10-Year-Olds Face Test 


N A drive to increase road safety, | 

the Ministry of Transport has! 
ordered that all cars more than 10| 
years old must be submitted to} 
strict test to prove their road-| 
worthiness. | 

Tests will be carried out by | 
“authorized examiners” and in- | 
spectors appointed by the min- | 
istry or local authorities. 

Dealers estimate the decree will 
cover 1,500,000 to 1,750,000 cars. 

* * * 


Exports Down Again | 


SUBSTANTIAL decline in auto 

exports is shown in the Brit- 
ish Board of Trade’s report for 
January, just published. 

Only 28,465 autos went overseas 
in January this year, compared 
with 36,229 in the same month last 
year. Production this January was 
71,671 autos, compared with 69,146 
in January, 1955. 

The home market 


70 Million Cars 
Seen in 10 Years 


By Chrysler Aide | 


PHILADELPHIA.—By 1965, total 
cars in the U. S. can be in the 
neighborhood of 70 million, accord- 
ing to W. C. Flaherty, Chrysler 
Corp. director of business research. 

Flaherty said if this estimate is 
true, production of from eight to 
nine million cars a year will be 
needed to meet the increased de-| 
mand. 

He explained his estimate is 
based on a population of approxi- 
mately 195 million, a sharp rise in 
suburban families, further rise in 
incomes, an increase in multiple- 
car families and better highways 
and more leisure. 

Another significant factor, Fla- 
herty said, is that scrappage of 
ears probably will increase in 10 
years to around five million a year. 
He said scrappage rate has been 
low because of demand for cars 
that would furnish adequate trans- 
portation. 


Dancing Waters 
Lighted Display Stars 


At Auto Show 


NEW YORK. — Dancing Waters, 
a quarter million dollar combina- 
tion of thousands of electric water 
jets, colored lights and music, will 
make its New York trade show de- 
but at the International Automo- 
bile show, Apr. 28-May 6, at the 
New York Coliseum. 

This attraction, developed in 
Europe, will operate throughout the 
show on the stage of the display 
area. 

It will serve as background for 
daily fashion shows and a focal 
point for display of more than 150 
ears from the U. S., England, 
France; Germany, Italy and 


therefore 
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had to absorb 43,206 cars in Jan- 
uary, compared with 32,917 in 
the same month in 1955. 


But this year sales. resistance 
was greater’ on account of the 
rise, at the end of 1955, of pur- 
chase tax from 50 to 60 percent. 
A further aggravation was the re- 
striction on hire-purchase. 


The further tightening of hire 
purchase restrictions will add to 
the difficulties of the motor trade 
in getting rid of the cars in 
Britain. 

* * +. 
Australian Invasion 


BOLD answer to Australia’s 
new curbs on auto imports has 
come from Sir Leonard Lord, boss 
of British Motor Corp. 
He has announced a plan for 
making 50,000 Morris and Austin 
autos and trucks a year there. 


Engines, bodies and compo- 
nent parts, he says, will be at 
least 90 percent Australian. 

For the new project a $12 million 
factory is to be built. It will step 
up BMC’s investment in Australia 
to more than $25 million. 

“In the not-far-distant future,” 
said Sir Leonard, “Australia can 
take its place as a car exporter, 
particularly to Southeast Asia.” 





‘JUST the TICKET" 


for more Spring Changeover Business 
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JOHN DOE MOTORS 
Anytown, U.S.A. 


KENDALL QUALITY LUBRICANTS AND 
MERCHANDISING AIDS...THE COMBINATION 
THAT OPENS THE DOOR TO EXTRA SERVICE 


DEPARTMENT VOLUME AND 


The success of your service department hinges on the 
reputation you build for quality care. Capitalize on the 
recognition Kendall enjoys for Lubricants and Greases 
of outstanding quality. You'll find the combination of 
Kendall products and’ promotion “just the ticket” for 


more spring changeover business and a more profitable 


service volume year ‘round. 





Pontiac Donates Driver-Training Car— 


Pontiac presents driver-training car to schools in Bluefield, W. Va., one of four 
cities to be recognized for its leadership in the driver-education program. From left: 
Clarence Brock, state director of safety education; Mac G. Bowles, principal, Beaver 
High Schook; Freddy Kellerman, student; J. S. Bobbitt, Mercer County Schools; Harold 
O. Carlton, Washington, American Automobile Assn.; Pearl Brammer, secretary-man- 
ager emeritus Bluefield AAA; Conrad Brevick, Brevick Motors (Pontiac); Col. Raymond 
Boyles, superintendent, Department of Public Safety, West Virginia; C. F. Devereaux, 
a zone manager, Charlotte, N. C., and Ivan Repass, driver-training instructor. 










PROFITS 


There’s nothing 
like the 


to boost business ! 


All Kendall Lubricants ave refined by exclusive processes from 
100% Bradford Pennsylvania Crude Oil —world’s richest. 


KENDALL REFINING COMPANY © Bradford, Penna. 





Sweden. 


Lubrication Specialists Since 1881 









MS peep = 


nea tid 


Ses en 
rae oh 


Aa Demet ae 








College Student Turns Auto Salesman— 


Ed Stinn jr., University of Detroit senior, had a critical audience when he endeav- 
ored to interest o prospect in a 1956 Chevrolet as part of an examination in a 
salesmanship class. When Stinn said he would like to sell an automobile as part of 
his test, Instructor James Fleck, with brief case, transferred the class to Ver Hoven 


Chevrolet Co., Detroit. Stinn's father, a Cleveland Chevrolet dealer, was sales man- 
ager for Ver Hoven from 1947 to 1953. 
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BOSTON, Officials in Massa- 


| chusetts, Kentucky and New Jer- 
f|}sey are up in arms about alleged 


overcharges on automobile insur- 
ance policies. All have promised 
refunds to the injured parties. 

In many cases, the discrepan- 
cies appear to have grown out of 
misclassification of policyholders. 

Many persons over 25, it was al- 
leged, were forced to pay the 
under-25 rate for collision cover- 
age. 

Joseph A, Humphrey, Massachu- 
setts insurance commissioner, de- 
clared 10,000 motorists there had 
been overcharged a total of $250,000 
by insurance companies, auto deal- 
ers and finance firms. 


He said early inquiries revealed 





that seven out of 10 persons in-| 


sured by the companies involved 
had been overcharged from $24 to 


| Misclassifications Blamed . 


Car-Insurance Fraud — 


Charged by 3 States 


$75. More than $50,000 has been re- 
turned, he added. 


In other developments in finance 


legislation field, a bill was intro- 
duced in Massachusetts which 
would tfrequire money lenders to 


give debtors a statement each Jan. 
31 stating the amounts paid on the 
account, on principal and on in- 
terest. 

Sale of credit life insurance to 
small loan borrowers was _ at- 


Canadian Wholesalers 


Elect Mitchell for °56 


TORONTO. — Canadian Automo- | 
motive Wholesalers’ & Manufac- 
turers’ assn. has elected F. J. 


Mitchell, Hamilton, as president. 


The association has a member- 
ship of more than 200 wholesalers 
and manufacturers of auto parts, 
accessories and equipment. 


EVERYBODY, BUT EVERYBODY, 
is getting to 
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ful ads 


PENNSYLVANIA 


These are the seven large and important maga- 
zines that regularly carry interesting and color- 


for their cars: 


quality. 


start with 


telling 111,539,730 motorists why they 


should buy a brand of Pennsylvania motor oil. 


GRADE CRUDE OIL ASSOCIATION, Oil City, Pennsyivania 


know Pete Penn! 


Every week, millions of motorists are 
getting acquainted with Pete Penn 
in the pages of the nation’s leading 
magazines. And here is what they are 
learning about the best motor oil 


Quality of the basic crude oil 
is the most important factor 
in any motor oil’s lubricating 





This is a statement that people under- 
stand, just as they understand the 
way their cars perform better with 
the help of a Pennsylvania motor oil. 


Today’s BEST Oils 


Nature’s BEST Crude 
-».and that means PENNSYL VANIA! 






’ 
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tacked and defended in Indiana 
| at a hearing conducted by « leg. 
islative advisory commission sub- 
committee. No action was tiken, 
In Mississippi, the Legisiature 
killed a bill which would have put 


a special tax on automobile sales 
finance companies and appli the 
receipts to municipalities. 

| The measure was _ opposed 
strongly by auto dealers wh con- 
tended it would raise the price of 
;}cars and cause diversion of trade 
from border counties to neichbor- 
ing states. 

Also voted down was a uth 
Carolina proposal to license and 
regulate small loan compani« 

Introduced in Rhode Isiand 


was a bill to curb profits of fi- 
| nanecing used-car sales. It would 
reduce from 30 to 6 percent the 
legal interest and service charge 
on loans exceeding $50 with the 
exception of loans under $300 
made by small loan companies. 


Another Rhode Island proposal 
would prohibit a person from ob- 
taining a broker’s or agent’s license 


for the principal purpose of writing 
insurance on his own property or 
on that cf persons closely con- 
nected with him. 
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Gaining Favor 


In Police Work 


DETROIT.—Reports from safety 
|}and law enforcement officials indi- 
cate Dodge's 230-horsepower Pur- 
syit cars—special vehicles built for 
police use—are gaining wide accept- 
|ance, according to Byron Nichols, 
|general sales manager. 

Nichols said the California High- 
way Patrol made the initial pur- 
chase of the new models and had 
taken delivery of 145 by Apr. 1 with 
| 153 more due to be delivered within 
the next few months. 

Indiana and Missouri also have 
| purchased fleets of the new vehicles 
and negotiations are nearing com- 
pletion with the safety divisions of 
seven other states, Nichols said. 
| The Pursuit is available in four 
body styles—two-door and four- 
| sedans and two-door Suburban and 
four-door Sierra station wagons. 
The latter can be used as a combi- 
nation police car and ambulance. 


McLaughlin Gets 
Ford Sales Post 


DEARBORN. — Appointment of 
M. S. McLaughlin as executive as- 
sistant to C. R. Beacham, Ford divi- 
sion general sales manager, has 
been announced. 

McLaughlin comes from Ford’s 
|northeast regional sales office at 
New York. There he was executive 
assistant to the regional sales man- 
ager. Starting with Ford in 1946 
at Chester, Pa., as a field manager, 
he became assistant manager of the 
Chester sales district in 1951. In 
1953. he was transferred to the 
northeast region. 


U. C. Notes 


RENTON, Wash.--Donald Wells, 
|manager of Grant's Renton Auto 
|Brokers, was convicted and fined 
| $50 for having his used-car lot open 
|on Sunday. 

A salesman for another auto firm 
|filed the complaint under the 47- 
|year-old “blue law” which bans 
|most Sunday businesses and sports 
activities. A full enforcement of 
|the law also would close theaters 
|}and nearby defense plants on Sun- 
day. 





Osterberg Moves Lot 


ST. PAUL.—-Don Osterberg, for- 
merly in the used-car business in 
Minneapolis, has opened a new 
used-car lot at 625 N. Robert St. 
here as Volume Motor Sales. 


Auto Brokers Chartered 


THOMASVILLE, N. C. — Auto 
Brokers of Thomasville, Inc., has 
been granted a charter by the sec- 
retary of state. Principals include 
Bruce Gebbardt, Ray Bradley jr. 
and Mildred Reid. 


Nortown Opens with Olds 
Nortown Motors, Ltd., Toronto. 
has been given an Oldsmobile fran- 


chise. President and general man- 
ager is J. B. VanDerHout. 
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Affecting Factories and Dealers . . . 
acer eraeeesteeeenapeeeamanonasnicemmansanioeannoasnaans 


Auto Advertising 


By Martin L. Whitmyer 


Staff Writer 
Alltime record newspaper linages 
were chalked up for both the 
month of February and for the 
first two months by every cate- 
gory except financial. And every 


one, including financial, showed a 
substantial gain over the compara- 
ple periods of 1955, according to 
figures released by the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

National advertising jumped 
2.3 percent over last February 
and 19.4 percent for the first 
two months of this year. 

The automotive portion of the 
national classification was up 37.3 
percent for February and 39.8 per- 
cent for the two months. General 


advertising linage (all national 
other than automotive) stepped 
13.5 percent ahead of February, 


1955, and 11.3 percent ahead of the 
Jast year’s first two months. 
February’s performance, the 
Bureau of Advertising said, con- 
tinues “the sharp upward trend 
that characterized newspaper ad- 


=~” 


vertising throughout 1955. 
According to estimates recently 
compiled by McCann-Erickson, Inc., 
newspaper advertising last year 


|Cone & Belding, 


|Klitten & Co., 


totalled more than $3 billion, with | 
national advertising showing a gain | 


of 18.1 percent over 1954, for a 
year’s total of $750 million, highest 
volume ever recorded for the 
medium. 

Le 


Dodge Promotes Thomson 


Arnold C. Thomson, cooperative | 


advertising manager since last July, 


has been appointed advertising | 


manager for 
Dodge cars and 


was assistant 


Kenyon & Eck- 


hardt, Inc., De- 
troit. 

At the same 
time, it was an- 





A. C. Thomson 


and public relations director for 
Reo, has been named assistant 
account executive on the Dodge 
account at Grant Advertising, Inc., 
Detroit; Lott will supervise regional 
advertising personnel assigned to 
the Dodge account. 


* * = 


Little Rock Promotion 


The Arkansas Democrat will 
publ'sh a special automobile sec- 
tion Sunday, May 6, to assist the 
Little Rock new-car dealers in 
Promoting Dealers’ Showroom 
Display Week May 6-12. 

* * * 


Times-Herald Promotion 


The Dallas Times Herald will 
Publish a special General Motors 


section on May 15 to publicize the | 


opening of the new technical center 
in that community. 
Ed * 


ok 


AMC Renews TV Pact 


American Motors Corp. and 
the American Dairy Assn. have 
renewed their sponsorship of the 
“Disneyland” program over the 
ABC-TV network. 

A top-rated program since its 
debut in October, 1954, “Disney- 
land” has achieved every major 
award in the past 18 months. 

* co 


* 


4-4 Group Names Governors 


The Southern California Council 
of the American Assn. of Advertis- 
ing Agencies has elected its board 
of governors for the coming year. 

They are Jack Smock, of Young 
& Rubicam, chairman; Paul Jor- 
dan, of Jordan Co., vice-chairman 
and head of the program commit- 
tee; Alfred A. Atherton, of Ather- 
ton Agency, secretary-treasurer; 
Kai Jorgensen, of Hixson- 
Jorgensen, Inc.; Tom Cooper, of 
J. Walter Thompson Co.; Andrew 
Carpenter, of Dan B. Miner, Co., 
“9g Henry Mayers, of Mayers Co., 
ne. 

Committee heads include Bob 
Hixson, of Hixson-Jorgensen, Inc., 


trucks. 
Prior to joining 
Dodge, Thomson | 


media director for | 


nounced that! 
Doyle W. Lott, | 
former advertising, sales promotion 





|membership; Art Crawford, of Dan 
| B. 


Miner Co., publicity; Wayne 
Tiss, of Batten, Barton, Durstine 
& Osborne, radio and television; 


|Chuck Warner, of Philip J. Meany, 


W. C. Lewellen, of J. 
Thompson, community 
Duckwell, of Foote, 
educational, and 
Klitten, of Martin R. 
projects. 

* * * 


4-A exams; 
Walter 
chest; Gene 


Martin 


R. 


Film Producers Merge 


The recent merger of Max Lasky 
Film Productions of New York, 
and Soundfilm Studios, Inc., of De- 


| troit, has cleared the way for the 
| development of a major Detroit 


film center, according to Max 
Lasky, president of the new corpo- 


ration, Lasky Film Productions, 
Ine. 
The firm will produce motion 


pictures for television, industrial 





and educational films for training 
purposes, and films for visual sales 
presentation. Permanent headquar- 
ters will be in Detroit. 

In addition to the Detroit 
production center, branchés are 
maintained in New York and Cin- 
cinnati. 

: * 


Heil Ups Sanders 


Kenneth C. Sanders, formerly 
manager of sales planning for Heil 
Co., Milwaukee, has been named 
manager of advertising and market 
research for the company. 


Pennzoil Picks Killingsworth 


Pennzoil Co.'s western division 
has announced the appointment of 
Killingsworth Advertising to ‘han- 
dle its promotion activities. An 11 
western state outdoor campaign is 
planned. 


* * 


Orr Joins Studebaker 


James W. Orr has been appointed 
sales promotion manager of Stude- 
baker. 

For the last 10 years Orr has 
held sales executive positions with 
automobile dealerships and other 


automotive manufacturers. Prior 
to joining Studebaker, he had been 
with Nash. 


* % 


Hudson Appoints Staudt 


George L. Staudt, has been 
| appointed director of advertising 


and merchandising for Hudson, 
succeeding George 
R. Browder, who 
recently was ap- 
pointed assistant 
sales manager. 

Staudt joined 
the company in 
January as ad- 
vertising man- 
ager. Prior to 
that time he was 
advertising man- 
ager for the Har- 
nischfeger Corp., 
Milwaukee. He also was advertis- 
ing manager for Standard Register 
Co., Dayton, O., for four years. He 
entered the advertising business in 
1935. 





G. L, Staudt 


* 


Detroit Motor Truck Account 

3achenheimer-Lewis, Inc., New 
York, has been appointed adver- 
tising and public relations counsel 


57 


to Detroit Motor Truck Co., 270 


Park Ave., New York City. 


a * * 
Electro-Motive Names Rep. 


Electro-Motive division of Gen- 
eral Motors Corp. has announced 
the appointment of Marsteller, 
Rickard, Gebhardt & Reed, Inc., 
Chicago, as its advertising agency 
effective June 1. 

Electro-Motive’s advertising has 
been handled by Kudner Agency, 
Inc., New York City 


k 


Buick Names Edmonds 


Chris J. Edmonds, west coast 
sports editor for the Associated 
Press in San Francisco, has been 


appointed to the staff of the Buick 
public relations department. His 
appointment is effective May 1. 

Edmonds, 40, has been with the 
Associated Press for 12 years, serv- 
ing as sports writer in the Mil- 
waukee and San Francisco bureaus. 

* * + 


Names 


Tom Payne has joined the sales 
staff of the direct mail division of 
R. L. Polk & Co., Detroit. Payne 
formerly was associated with Gen- 
eral Electric Co. 


Here’s how and where Celanese 
Fortisan-36 rayon pays off 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STRONGER! 


RADIATOR HOSE-— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length” 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘‘work.”” Makes possible matching belts. 





Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 
Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 


at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. U.S. Pat. Off. 


c 


FIBERS FOR INDUSTRY 


FORTISAN* RAYON +- FORTISAN*-36 RAYON « ARNEL* TRIACETATE + ACETATE+ VISCOSE-RAYON 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Houston 

A total of 4,315 new cars were 
registered in Harris County (Hous- 
ton) during March, compared with 
4,296 in the previous month. 

Truck registrations amounted to 
626, compared with 605 in February. 

New-car registrations by make 

were: Chevrolet, 1,367; Ford, 981; 
Buick, 446; Oldsmobile, 324; 

Plymouth, 282; Pontiac, 246; Mer- 
cury, 236; Dodge, 106; Cadillac, 
16; DeSoto, 67; Studebaker, 48; 
Chrysler, 39; Lincoln, 33; Nash, 
18; Hudson, 16; Imperial, 9; 
Willys, 5; Jaguar, 4; Volkswagen, 

4; Packard, 3; MG, 2; Conti- 
nental, 1, Mercedes, 1, and 
Porsche, 1. 

Truck registrations were: Chev- 
rolet, 269; Ford, 190; International, 
67; White, 37; Dodge, 21; GMC, 19; 
Willys, 9; Reo, 6; Mack, 3; Stude- 


baker, 3; Autocar, 1, and Diamond 
T, 1. —(Ruby Fenoglio.) 
* 


Washington, D. C. 


An increase of 61 percent over 
the previous month marked new- 
car registrations in the National 
Capital during March. 

Total for the month was 2,474, 
compared with 1,533 in February. 

Chevrolet was far in front with 
665 registrations, compared with 
395 for Ford and 308 for Plymouth. 

Following were: Buick, 238; Pon- 
tiac, 202; Oldsmobile, 199; Dodge, 
99; Mercury, 65; Cadillac, 59; 
Chrysler, 59; DeSoto, 39; Stude- 
baker, 26; Lincoln, 20; Packard, 
19; Nash, 12; Hudson, 11; Imperial, 
8; Willys, 1; Continental, 1, and 
miscellaneous, 48. 

In new-truck registrations, the 
March increase amounted to 7 per- 
cent. The month’s total was 170, 





compared with 159 in the previous 
month. 

Registrations by makes were: 
Chevrolet, 47; Ford, 46; Inter- 
national, 25; GMC, 24; Divco, 9; 
Dodge, 8; Studebaker, 3; White, 3; 


Willys, 3; and Diamond T, 2. 
(William Ullman.) 
* * * 
Indianapolis 


Registrations of new cars in 
Marion County (Indianapolis) dur- 
ing March were nearly double 
those of the previous month. 

The total was 3,249, compared 
with 1,669 in February. 


Hudson, 18; Imperial, 3; MG, 3; 
Porsche, 3; Mercedes, 2; Willys, 
2; Austin Healey, 1; Continental, 
1, Jaguar, 1, and Kaiser, 1. 
March new-truck registrations 
totalled 183, compared with 254 in 
February. By make, the March 
count was: Ford, 83; Chevrolet, 59; 
International, 21; Dodge, 5; White, 
5; Plymouth, 4; Divco, 2; GMC, 1; 
Peterbilt, 1; Reo, 1, and Willys, 1. 
(C. L. Kern.) 


* * * 


Columbus, O. 


A total of 2,900 new cars were 
registered in Franklin County 
(Columbus), O., during March, ap- 
proximately 23 percent more than 
the 2,356 registered in February. 

New-truck registrations climbed 
from 207 to 325, an increase of 57 
percent, while tax-paid used-truck 
transactions totalled 599, more than 
139 percent greater than the 250 | 
scld in February. 


|were sold 





— 


Dodge, 120; Mercury, 103; Ds« Sot6, 
82; Cadillac, 58; Chrysler, 42; Sty. 
debaker, 25; Nash, 22; Volksv. igen, 
19; Clipper, 19; Hudson, 16: Lin. 
coln, 10; Packard, 9; Imperial, 3; 
Willys, 2; King, 1; MG, 1, and Mer. 


cedes, 1. 

Truck registrations by make 
were: Ford, 110; Chevrolet 92: 
GMC, 41; International, 39; Dodge 


21; Divco, 14; Diamond T, 3; Fed. 
eral, 2; Available, 1; White, 1, ang 
Willys, 1. —(Bert Strang.) 


* 


Birmingham, Ala. 
Bootlegging is still an important 
factor in new-car sales in Birming. 
ham, Ala., and it is alleged that a 
substantial number of new cars 
in March by nonfran- 
chised dealers. 

March new-car registrations 
Totalled 1,928, compared with 
1,533 in February. 

By make, registrations 


Chevrolet, 683; Ford, 410; Buick, 


were: § 


By makes, the 
was: Ford, 706; Chevrolet, 670; 
Buick, 405; Pontiac, 334; Oldsmo- 
Plymouth, 
cury, 144; Dodge, 138; Chrysler, 
88; Cadillac, 65; DeSoto, 48; Nash, 
39; Studebaker, 38; Packard, 24; 659; 
Volkswagen, 22; Lincoln, 21; 


bile, 324; 





Oklahoma City is one 


of the fastest-growing 
markets in the U.S. 


Oklahoma City was born “on the run” in 1889— and hasn’t 


stopped running, growing, spreading for one moment during its 


brief 67-year history. On the basis of its recent and current 


performance, planning experts calculate it will double its present 


size by 1975; only four other cities in the U.S. may grow faster. 


Are your sales in this market keeping pace? Does your 


advertising appropriation match the opportunities in this mar- 


ket? Are you advertising enough .. . in the right mediums? 


There’s one, old reliable way to get into Oklahoma homes; use 


these newspapers to gain admission. 


Two 


Oklahoma! 






Tickets 
to 


Represented by The Katz Agency, Inc. 


ee OK 


aoe 


March total 








{OMA City Times = 
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+ $8 Million CAA Center 


148; Mer- of 4,365. 


Plymouth, 273; 





MORE PEOPLE 


Planning specialists say Oklahoma 
City is one of the five fastest-growing 
cities in the nation and will double its 
population in the next 20 years, Pop- 
ulation of the Greater Oklahoma City 
area was 417,000 in 1950, is 503,000 
today, and will be at least 600,000 
by 1960. 


MORE BUILDING 


Because of its rapid growth, Okla- 
homa City today is the scene of a 
gigantic $100 millions program of 
major building construction, public 
and private. 

The tremendous expansion encom- 
passes every phase of building — 
multi-story office buildings, hospitals, 
schools, industries, federal works, 
churches and recreation facilities. 

Building in 1955 hit a record pace, 
exceeding the 1954 total by 40 percent. 
The state recorded $434 millions in 
contracts. Forty-one millions were in- 
vested in new individual homes in 
Oklahoma City alone. 


MORE SALES 


More people and more payrolls 
mean more sales, Oklahoma City led 
the nation in 1954 department store 
sales gains, then came back in 1955 to 
top that record by 12 percent to rank 
third in the nation. 

Retail sales in Oklahoma City 
gained 45 percent, 1954 over 1948, 
according to the Census Bureau, the 
nation as a whole gained 32 percent. 
Food store sales were up 66 percent 
in Oklahoma City compared with 35 
per cent in the U.S, 





et 


Work 


The Oklahoma Publishing Company 


The Farmer-Stockman 


WKY, WKY-TV, Oklahoma City 
WSFA-TV, Montgomery, Ala. 


Tax-paid used-car transactions | 162; Oldsmobile, 156; Pontiac, 136; 
totalled 7,161, an increase of 47 
percent over the February total 


| Plymouth, 121; Mercury, 53; Cadil- 
lac, 37; Chrysler, 33; Dodge, 33; 


| Studebaker, 28; Nash, 24; DeSoto, 


By make, March new-car regis-|19; Packard, 13; Lincoln, 9; Hud- 
trations were: Ford, 785; Chevrolet, | son, 3, 
Buick, 244; 
Pontiac, 203; Oldsmobile, 173; 


and miscellaneous, 8. — 
(Stuart Riddle.) 
* 


* * 


Minneapolis 
Deliveries of new cars during 


336 compared with 2,823 in Febru- 
ary — an increase of 18 percent. 
Many dealers reported an excel- 
lent used-car business, with some 
listing inventories at the lowest 
level in many months. 
Chevrolet retained its No. 1 rank- 
ing with 794 registrations, com- 
pared with 707 for Ford. 
Other registrations were: 
Buick, 340; Plymouth, 261; Olds- 
| mobile, 258; Pontiac, 216; Dodge, 
| 153; Mercury, 147; DeSoto, 99; 
Cadillac, 80; Studebaker, 74; 
| Chrysler, 66; Nash, 45; Packard, 
32; Lincoln, 25; Hudson, 23; 
Willys, 2, and miscellaneous, 14, 
March new-truck registrations 
amounted to 238, a gain of 38 per- 
cent over February’s 172. 
By make, truck registrations 
were: Chevrolet, 85; Ford, 68; In- 
Willys, 8; Divco, 2; White, 2; Stu- 
| debaker, 1; Reo, 1, and miscellane- 


ous, 1. —(Donald M. Lyons.) 
* - ” 


E. St. Louis, Ill. 


There is no question that there 
|has been a definite upsurge this 
spring in new-car sales in E. St. 
Louis, Ill, but the area is still 
plagued with gimmick deals, 
stripped-car prices ‘and bootleg 
dealers with one of the largest 
nonfranchised new-car: dealers in 
the world operating not far away. 

With industry and employment 
running along at a good rate, the 
high income level keeps down 
trouble on thin deals. 

Used cars seem to be picking up 
but inventories are high and prices 
are sagging.—(L. H. Houck.) 


x 7 * 


New Orelans 

Registrations of new cars in New 
Orleans during March were up 31 
percent over February. However, 
they ran 14 percent behind March, 
1955. 

The March total was 2,303, com- 
pared with 1,762 in February and 
2,678 in March a year ago. 

Truck registrations were 284 in 
March, compared with 262 in Feb- 
ruary and 245 in March, 1955. 

New-car registrations by indi- 

vidual makes were: Chevrolet, 

669; Ford, 624; Pontiac, 225; 

Buick, 191; Oldsmobile, 132; Mer- 
cury, 130; Plymouth, 90; Stude- 

baker, 58; Packard, 40; Chrysler, 

36; Cadillac, 32; DeSoto, 21; 

Dodge, 19; Lincoln, 12; Volks- 

wagen, 7; Hudson, 5; MG, 4; 
Willys, 3; Jaguar, 2; Austin, 1; 
Hillman, 1, and Renault, 1. 

Truck registrations were: Chev- 
rolet, 110; Ford, 108; International, 
35; GMC, 15; White, 5; Studebaker, 
4; Mack, 4;: Diamond T, 2, and 
Dodge, 1.—(Gordon Hebert.) 


* * * 


Pittsburgh 

New-car registrations in the 
Pittsburgh district were down 
sharply in the week ended March 
31, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
dropped to 205.1 percent of the 
1935-39 average for the week. It 


(See MARKETS, Page 60, Col. 3) 





March in Minneapolis totalled 3. 5 


| ternational, 46; GMC, 16; Dodge, 8; | 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
W., Los Angeles, asked this 

E. question: “How much dam- 
ages can a purchaser get from an 
automobile dealer who delivers a 
model automobile different from 
the model listed in the sale con- 
tract.” 

A review of late and leading 
higher court cases disclosed law, 
as follows: Ordinarily a court will 
not hold an automobile dealer lia- 
ple for delivering to a seller a 
model automobile different from 
the one purchased, unless the pur- 
chaser proves positively that he 
was defrauded. 

In other words, if the pur- 
chaser knew that he was pur- 
chasing a model automobile dif- 
ferent from the model described 
in the sale contract, the dealer is 
not liable. 

For example, in King v. Moore, 
61 So. (2d) 253, the testimony 
showed that King purchased a used 
Packard from Moore Automobile 
Co. for $2,495. The seller gave King 
a bill of sale which stated that the 
automobile sold was: “1950 Pack- 
ard, 2-dr. Sedan, No. H22978.” 


Buyer Must Prove Fraud 

ING drove the car several thou- 

sand miles without any com- 
plaint. Then he looked at the serial 
number and discovered that the 
automobile was a 1949 model. King 
sued the seller for heavy damages 
claiming the car he bought was a 


1949 model, instead of a 1950 model. | 


During the trial the testimony 
proved that the automobile was 
purchased new by a former owner 
Sept. 6, 1949. Neither the invoice to 
the seller nor the one to the orig- 
inal purchaser specified the year 
model. 

Witnesses testified that the only 
actual difference in the 1949 and 
1950 models was the serial 
number, and the difference in 
price of the two models would be 
only $200. Also King failed to 
prove that he was damaged or 
defrauded. 

It is interesting to observe that 
the higher court refused to hold 


Engineer Group 
In Detroit Marks 
20th Anniversary 


DETROIT. An address by 
Charles F. Kettering, General Mo- 
tors research consultant, will high- 
light a week of events celebrating 
the 20th anniversary of the Engi- 
neering Society of Detroit. 

Kettering, who addressed ESD’s 
first meeting in 1936, will speak 
Wednesday (Apr. 18) at the anni- 
versary dinner. His topic will be, 
“An Inventor Looks At Engineer- 
ing Progress.” 

ESD will be honored at a civic 
luncheon today (Apr. 16). President 
George Miehls will introduce Har- 
old S. Ellington, one of the society’s 
founders, who will trace the devel- 
opment of the group. Ellington is 
president of Harley, Ellington & 
Day, Inc., architects. 

The celebration will conclude 
Saturday (Apr. 21) with a formal 
dinner-dance in the ESD banquet 
room. 

* 


Detroit SAE Section 


To Tour Toledo Plant 

DETROIT.—The Detroit section, 
Society of Automotive Engineers, 
will tour the Toledo plant of 
Doehler-Jarvis division, National 
Lead Co., today (Apr. 16). A recep- 
tion and dinner will follow the 
tour. 

Toastmaster at the dinner will be 
S. A. Girard, Willys general man- 
ager. A. F. Bauer, Doehler-Jarvis 
assistant general manager, will ad- 
dress the dinner on “Six-Cylinder 
Engine Block in Aluminum Die 
Casting.” Toledo is included in the 
membership areas of SAE’s Detroit 
Section. 





Spencer Adds U. C. Lot 


Spencer Motors, San Antonio, has 
purchased the lot and business of 
Odous C. Tindall and will operate 
it as its used-car lot. Tindall has 
joined the Spencer organization. 


that King could recover from the 
dealer. e ©. -@ 


Lien Law Explained 


C. W., Kansas City, wrote: “If 
the seller of an automobile 
fails to have his chattel mortgage 
recorded, can he have a lien supe- 
rior to the lien of a garageman 
who repairs the automobile by or- 
er of the purchaser of the automo- 
bile?” 

If the seller of an automobile 
has his chattel mortgage or con- 
ditional contract recorded, he can 
have no prior lien. 

In other words, the seller of an 


if he properly recorded his mort- 
gage or conditional contract. Other- 
wise to have prior rights and lien 


Pollard Buys Out Rooney 


Ray Pollard has purchased 
Rooney Motor Co. (Ford), Belle- 
ville, Kans., from George Rooney. 
Name of the firm is now Pollard 
| Ford Co. 





| 


| 








automobile will have a prior lien | 


You can see the reason on any high- 
way. Twenty millions of cars with 
high compression motors, and more 
thousands_added every day! And 
every one of these cars runs best with 
years-ahead Quaker State Super Blend. 
Go after this growing market . .. make 
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he must prove that the garage 
owner knew that the contract or 
mortgage existed, and was in law- 
ful effect. 


* * * 


Recorded Lien Superior 
MAJORITY of higher courts 
hold that the holder of a re- 

corded chattel mortgage or~condi- 

tional contract on an automobile 
has a lien superior to a garageman 
who repairs the vehicle in any 

county or state in the U. S. 

For example, in Lincoln Trust 
Co. v. Netter, 253 S. W. (2d) 260, 
the testimony showed that a condi- 
tional sales contract was properly 
recorded in the county clerk’s 
office. 

The purchaser took the auto- 
| mobile to a garage and ordered 
| the serviceman to install a new 
motor block, generator, carbure- 
tor and radiator in the automo- 
bile. 

Although the garage is not situ- 
ated in the county in which the 
| conditional contract was recorded, 
|the higher court held the garage 
|}owner’s lien secondary, and said: 

“It also is well settled that a duly 
recorded chattel mortgage on a 
motor vehicle is superior to subse- 
quent statutory lien for labor and 
| accessories.” 








those bigger lubrication profits yours, 
with Super Blend, the unrivaled Pure 
Pennsylvania SAE 10W-30 HD oil. 
Take advantage of the booming de- 
mand for all Quaker State products, 
spurred by powerful national adver- 
tising . . . there’s money in it for you! 





Rollins Acquires Fleet Leasing Companies— 


John W. Rollins, center, president, Rollins Fleet Leasing, Rehoboth, Del., presents 
checks to Henry Weiss, left, president, Viking Transport Co., Bronx, N. Y., and to 
Herbert F. Charters, vice-president, Waters Equipment Co., Long Island, N. Y., for 
their leasing companies. Rollins, who also operates Rollins Motors Wilmington 
(Ford), Wilmington, Del., acquired the assets of these two firms and the Harrisburg 
Auto Rental Co., Harrisburg, Pa., for $1.4 million. 
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MOTOR OIL 


“Every day more new cars...and a bigger 
market for Quaker State Super Blend!” 





QUAKER STATE OIL REFINING CORPORATION, Oil CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 















“Easy-To-Do-Yourself” Signs 


Changeable © Reusable ®@ Fouy to Apply 
"MAKE YOUR OWN" SIGN KIT, over 200 
complete word units, 2,000 possible combina- 
tions of Specials, Models, Makes, Years, Sales 
Points and Prices. only $17.60 postpaid. 


R27 a 
FRONT LINE 


For Windshields 7 
and Showroom Windo 


No Paste or Tape 


45 No. Division St. 
Buffalo 3, N. Y. 


Send for actual, usable 
samples and details. 


PLASTIKON DISPLAYS 


ee tite ies 
MECHANICAL 
AIRCRAFT 

PRESSURE 
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SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY. 


COLD DRAWN BUTT WELDED 








TRY THIS AMAZING NEW 
MIRROR ON YOUR OWN CAR! 


See why you’ll want to install it 
on all your better models for 


BIGGER PROFIT! 


It’s the mirror with the gearshift—the E-Z-I® 3-Way Mirror. 
An extra accessory loaded with sales appeal! And profit! 

It assures strain-free vision and safer, more relaxed 
driving night and day. With the control knob in daylight 
position (1), you get a restful yellow-green reflection. In 
normal night position (2), reflection from headlights be- 
hind is substantially reduced. When headlights behind are 
on blinding high-beam, shift to (3) and they’re tamed. 

Yet you see clearly to judge speed and distance of cars 
behind. Less blocking of forward vision than with ordinary 
mirrors. Safer because of shatter-resistant backing on glass. 

No other mirror approaches it. Try one on your personal 
car. You’ll soén be equipping your better models with them. 
To order one—or more if you wish—write on your dealer 
letterhead specifying car make and model. Sold to fran- 
chised dealers only. 

Standard size—8\% "’ wide, $8.00 list. 
King size—10.3”’ wide, $9.95 list. Dealer discount 40% ; 








3. High-beam Glare Reduced 


E-Z-I 3-WAY MIRROR 


LIBERTY MIRROR DIVISION 
ia Libbey-Owens:Ford 
GLASS, BRACKENRIDGE, PA. 


_-2. Normal Night Driving 




















(Continued from Page 58) 


had been 207.2 percent in the previ- 
ous week and 198.3 a month earlier. 


The steel-ingot rate edged up to 
103 percent of practical capacity 
during the week.—(Leon M. Leffing- 


well.) 
a * * 


W ood County, O. 


Sales of new cars dropped appre- 
ciably from February to March in 
Wood County (Bowling Green). 
New trucks, however, increased, 
and used cars held steady. 

New passenger sales were 256 for 
March as compared with 343 in 





February. A total of 445 used cars 
were sold in March as compared 
to 447—two less—in February. 
New-truck sales totalled 36 for 
March as compared to 25 in Feb- 
ruary; titles were issued for 30 used | 
trucks as compared to last month’s | 
total of 26— (Raymond W. Derr.) | 


* * * 


Collinsville, Ill. 


One dealer reported the spring) 
volume on new cars was exceeding | 
his good volume of the same period | 
one year ago and most other deal- | 
ers report an increased demand for 
new cars. 

Used cars have been cooling 
their heels all winter but have | 
been picking up a more steady | 
demand during the last 30 days. | 
Repossessions and credit in this| 

particular area are in good shape. 
Service business is enjoying a 
boost.—(L. H. Houck.) 


* * * 


Manhattan, Kans. 


Figures just released from the 
office of the Riley county treas-| 
urer (Manhattan, Kans.), for a 
period from Feb. 28 to Apr. 5, indi- 
cate a decided upsurge in new and | 
used-car sales. There were 183 new 
units sold in this time, compared 
to only 78 sales from Jan. 31 to 
March 6. 

Sales by makes: Ford, 36; 
Buick, 28; Chevrolet, 24; Pon- 
tiac, 20; Studebaker, 18; Oldsmo- | 
bile, 15; Plymouth, 12; Mercury, | 
8; Cadillac, 4; Nash, 4; Dodge, 
3; Packard, 3; Chrysler, 2; La- | 
Salle, 2; Lincoln, 2; Volkswagen, 
1; MG, 1. 

In the same period there were | 
654 used-car sales, against 512 from | 
Jan. 31 to March 6. New-truck| 
sales were stronger. The score, 8| 
to 4. Sales by makes: Chevrolet, 3; | 
Ford, 3; GMC, 1; Studebaker, 1.| 
Used-truck sales gained by 10 units, | 
45 to 35.—(George M. Hunholz.) 


Calendar | 


(Continued from Page 12) 


General 


April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 23-24—American Zinc Institute An- 
nual Meeting, Hotel Statler, St. Louis. 

April 28-May 6—International Automobile 
show, Exhibition Hall, Coliseum, New 
ork, 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicago. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 4-14 — Paris Auto Show, 
Palais, Paris, 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, Lonadon, England. 

Oct. 23-25—I!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. !-!2—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec, 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Show, 


Grand 


Dec. 8-l6—National Automobile 
New Coliseum, New York. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 





’ 
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BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 






You can charge more for LUBRIPLATE Lubrication Service 
because you’re actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 
and again. 


LUBRIPLAT 


Cox Buys Lakeview 

Glenn Cox, Albany, Ore., has pur-| Ore., from Carl Lange and his 
chased Lakeview Sales Co. (DeSoto- | Dean. Don Rintala will manaze the 
Plymouth-Willys-GMC), 


additives. 


Newark 5, N. J. 


Lakeview, ' company. 


Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It. will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. Write today. 


LUBRIPLATE HDS MOTOR OIL requires no 
Keeps the motor cleaner and 
smoother running. Results in fuel economy. 


E DIVISION, Fiske Brothers Refining Co. 
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CHICAGO. — Business optimism 
has been strengthened in recent 
weeks, the Federal Reserve Bank 
of Chicago reports, despite a stable- 
to-declining level of economic 
activity in the early months of 


1956. ; : 
Behind this new feeling of 
optimism, the bank says, are: (1) 
Failure of the auto sales cutback 
to spread to other lines; (2) rosy 
spending plans uncovered by recent 
surveys of both consumers and 
pusiness; (3) indications that Fed- 
eral spending will rise in the com- 
ing fiscal year, and (4) resumption 
of an uptrend in stock market 


prices. 
What’s more, the bank adds, 
construction spending — an area 


of seeming weakness at year- 
end—currently is gaining mo- 
mentum. Contract awards in 
January and February topped a 
year ago by 21 percent. 

Most forecasters, however, see 
some decline in residential housing 
starts in 1956 despite recent moves 
to ease mortgage credit. Estimates 
of starts nationally in the first two 


months of this year were at a 1.2} 


million annual rate compared with 
a 14 million rate last year. 

Helping to bolster the commer- 
cial construction total, reports the 
bank, will be outlays for large new 
office buildings, shopping centers 
and warehouses. 

Total deposits of individuals and 
businesses at Midwest district 
member banks increased almost 5 
percent last year, the bank says. 
Yet, marked differences exist 
among geographic areas. 

Deposits in eastern Michigan, 
for example, moved sharply up- 
ward last year, whereas falling 
deposits and income character- 
ized rural Iowa. Four out of the 
six metropolitan areas showing 
the biggest deposit gains were in 
Michigan. 

The top half-dozen centers — 
Flint, Kenosha, Detroit, Kalama- 
zoo, Rockford and Grand Rapids— 
turned in increases ranging from 
8 to 10 percent above the previous 
year. 

For 


NASCAR Slates 
August Road Race 


DAYTONA BEACH. — A 250- 
mile stock-car road race has been 
scheduled for Aug. 12 over the Elk- 
hart Lake (Wis.) 
it has been announced by Bill 
France, president, National Assn. 
for Stock Car Auto Racing. 


the most part, industrial 


France said more than $15,000 | 


in prize money nas been posted. He 
claimed that this is the 
purse ever put up for a stock-car 
road race in this country. 


The Road America course is said | 
to be the only one of its kind in| 


the country. It is a four-mile lay- | 
y ‘ [community guide toward adequate | 


out with grades and turns and is 


situated on a 560-acre tract about |highways is provided by Freedom | 
60 miles north of Milwaukee. 


Honor State Official— 


Frank Small jr., State Commissioner of 
Motor Vehicles, Maryland, accepts me- 
memto gift from Bucky Miller, president, 
Maryland Independent Automobile Dealers 
Assn. Approximately 500 new and used- 
fcr dealers attended the testimonial 
dinner for Small in Baltimore. 


Bullish Despite Autos 


Bank Finds Business Outlook Is Improving; 
Construction, Spending Plans Cited 


areas which suffered the worst 
slump in 
scored the biggest gains 
But as urban areas prospered, most 
farm areas continued to decline. 
Although agricultural 


prices pushed farm income down. 
in the smaller cities and towns of | 
Illinois 
specialize in livestock and grains, 


The greatest 


hogs provide the major source of 





| 


Road America, |. oe ee - 
| increased merchandising activity in 


|the company’s dealer-aid program 


| participating Studebaker 








largest | 





|of the American Road, a handsome 





the 1953-54 recession 


in 1955. 


production 
increased in many regions, lower 


More than three out of five banks | 


and Iowa, areas which 


reported a drop in demand deposits. 
impact was felt by 
banks in the smallest communities, 
particuiarly in areas of Iowa where | 





income. 


Receipts from farm marketings 
in dairy regions, the Reserve bank 
says, showed little overall change 
in 1955. Reflecting this relatively | 
better experience, most banks in | 
Wisconsin dairy regions recorded | 
increases in checking account 
balances. 


Smaller cities in Indiana and 
Michigan generally turned in| 
moderate deposit gains over the 
previous year. Prosperity in these | 
cities was buoyed up by industrial 
gains which apparently more than 
offset the effects of declining agri- 
cultural income. 


Studebaker Aims 
At 200,000 Car 


Demonstrations 


SOUTH BEND. — Two hundred 
thousand demonstration rides for 
Studebaker dealers are the objec- | 
tive of a new premium campaign 
announced by William A. Keller, | 


general sales manager. 


Beginning Wednesday (Apr. 15),| 
dealers 
will offer a half-gallon thermos jug 


|to every person taking a demon- 


stration ride. 


Keller said dealers taking part 
in the month-long program will | 


| substantially increase the number 


of demonstrator models placed in 
service as the move to introduce 
competitive-make owners to Stude- 
baker gathers momentum. 


The thermos premiums aims at! 
the 30 million families who will 
vacation by private automobile in| 
1956, the majority planning to carry 


|hot or cold beverages with them. 


This promotion is part of the 


announced recently. 


Road Study 
Background Book Covers 


Highway Problem 
DEARBORN. — A _ how-to-do-it | 


book published by Ford Motor Co. 

More than 200,000 copies of the 
120-page book have been distrib- 
uted by Ford to public libraries, 
colleges, national magazines, trade 
organizations, service clubs, truck- 
ing associations and daily news- 
papers. 

The profusely illustrated volume 
consists of more than 45 articles in 
three general categories: How peo- 
ple build the roads they need, how 
communities make their streets effi- 
cient and how the public learns the 
ways of safe motoring. 


Sloan Fund to Sell 


1,278,833 GM Shares 


NEW YORK. — The Alfred P.| 
Sloan Foundation has announced 
plans to sell 1,278,833 shares of 
General Motors common which it 
received following the recent death 
of Mrs. Alfred P. Sloan jr. Public 
offering is expected about May 1. 

The shares have a value of nearly | 
$59 million and are being sold, a | 
spokesman said, to diversify the 
foundation’s investments. The 
foundation will continue to hold 
949,937 shares of GM common. 
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Now you can outfit all your employees in neat, long wearing 
uniforms — and save money. Order direct from one of the country’s 
largest and best known manufacturers at factory prices! 


SAMSONMITE garments, product of the Keep Kleen Garment 
Co., are tailored by skilled (union) workmen with over 20 years 
experience. You get only sturdy, number-1 quality cotton 
materials (no seconds) . . 

and triple-stitched where needed for extra strength. Pockets 
are durable boat-sail drill. All points of stress are bar-tacked. 





STRIA 
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. vat-dyed .. . Sanforized ... 


You just can’t buy better uniforms at any price. Garage 


employees, maintenance men, service station 


attendants have been proving for over 20 years that 
Keep Kleen garments fit better and give longer 


service. Find out for yourself by 
writing today for details. 


You Profit More by Owning 
Than by Renting.... 


% GREATER COMFORT 


%& BETTER APPEARANCE 
% LONGER WEAR 


SHIRTS Neat, full cut, silver grey. Long @ $2.95 
TROUSERS Silver grey. Comfortable and neat @ $3.75 
COVERALLS Feature non-binding reglan sleeves. 
Tuftex grey. $5.80 
SERVICE Protect clothing. Sanforized, vat-dyed 
COATS cotton silver grey tuftex @ $5.25 
CAPS Choice of military @ $2.40 with two tops. 
Overseas @ $.75 ea. 
Styles in all sizes. 

Phone 8202 NOTE: Names in script over pockets FREE. 
ORDER NOW! Guaranteed or money re- 
funded. 

is Write for complete line and prices 


dN GARMENT Co. 


MANITOWOC, WISCONSIN 





Division of 


MANITOWOC 
COTTON 
GOODS MFG. 
COMPANY 


dutombile clealorohioa offer you nick, personial newarde... 


tep into an exciting future now! 


jal 


| 


ELY CONFIDENTIAL S&S 


a 


An automobile dealership offers one of the 
greatest opportunities to reap rich personal and 
financial rewards that our private enterprise 
system has produced. And today, factory-dealer 
reforms are making the business more attractive 
than ever before. 


READY TO MOVE UP? 

Today's Sales Manager, Business Manager, Serv- 
ice-Manager or other qualified individual seeking 
more opportunity is tomorrow's Dealer. If you 
want to step into this exciting future, we can help 
find the right spot for you! Daily, we hear from 
dealers who want to retire or move to larger 
operations. All sizes of dealerships, for all makes 
of cars, are available. WRITE US TODAY! 


LACK CAPITAL? 
DON'T LET THAT STOP YOU! 


You will be surprised at the small amount of 
capital needed to swing your deal. If you have 
the necessary qualifications, WE CAN HELP YOU! 


PROTECTED INVESTMENT! 

Help from AUTOMOTIVE ENTERPRISES needn't 
stop after you are in your dealership. Our 
GENERAL ASSISTANCE PROGRAM assures you 
a profitable operation, supplying UNLIMITED 
ADVISORY SERVICES ranging from merchandis- 
ing counsel, sound credit and collection systems 
and the bulk disposal of used cars to assisting 
you toward complete service absorption and 
finding qualified key personnel. 


AT YOUR SERVICE! 

AUTOMOTIVE ENTERPRISES is not a broker. It 
is a personal, confidential service for automobile 
retailers. The company is headed by Robert J. 
Young; a 30-year veteran of every phase of car 
merchandising, and draws for additional knowl- 
edge and advice on a national network of suc- 
cessful, experienced dealer correspondents. You 
are assured competent, understanding assistance. 


for complete details, in strictest confidence, contact... 
AUTOMOTIVE ENTERPRISES 
10600 Puritan Avenue « Detroit 38, Michigan + UNiversity 4-7886 


OR ALL AUTOMOBILE DEALERS 
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Economic Impact 


Of Road Program 
On CofC Agenda 


WASHINGTON. — The economic 
impact of the highway program 
will be discussed by William S. 
Lampe, editor, Pittsburgh Sun- 
Telegraph, at a May 1 luncheon 
meeting of the 44th annual con- 


vention of the U. S. Chamber of | 


Commerce here. 


Other speakers at the gathering, | 


which opens Apr. 29 and closes May 
2, will be the chairmen of the Dem- 
ocratic and Republican parties— 
Paul Butler and Len Hall. 

They will appear May 1 at Con- 
stitution Halil and will discuss the 
major economic issues of the Presi- 
dential campaign year. 

The Chamber said it will adopt 
policies on major national 
for the guidance of American busi- 
ness in the year ahead. The policy 
vote will be May 2. 

Other speakers include Billy Gra- 
ham, Apr. 30; James A. Farley, 
board chairman, Coca Cola Inter- 
national, and Rep. Wilbur Mills, 
Arkansas Democrat, of the Ways 
and Means Committee. 


Utah Assn. Tells a Tale 





issues | 








|Pushbutton Brake— 
Fred J. White of Lakeland, Fia., shows 


| off his emergency pushbutton brake, an | 


|invention he seeks to have patented. The 


entire assembly weighs about five pounds | 


and White, an auto body mechanic, esti- 


mates any automobile manufacturer can | 


add his pushbutton brake to any vehicle 
at a cost of approximately $5. Heavier 
|models can be installed on trucks and 


} trailers. 





A Dealer Wrote a Letter 


SALT LAKE CITY. 


Contend- 
ing that a little “old-fashioned 
ethics in business makes for hap- 
piness all around,” the Utah Au- 
tomobile Dealers Assn. is circulat- 


ing a story which it says happened 


recently in Virginia. 

It’s entitled “A true story — 
could this happen in Utah?” and 
concludes with the plaint, “How 
about it, Utah dealers? Do you 
really need all those deals you 
are trying to get from the other 
fellow’s sales area?” 

Here’s the story: 


“Once upon a time there was a 


man who wanted to buy a new car. | 


He knew just what he wanted. 


“So he read the splashy ads in 
the papers, and he read the con- 
servative ads. But he couldn't 
decide which dealer to see. Some 
of his friends told him he'd get 
a better deal — a real hot bargain 
—over in the next town. 


“Now this guy wasn’t about to 
waste a lot of time and gas 
driving all over the countryside. 
So he sent out bids to all dealers 


Dealer Slays Youth 
On Lot, Goes to Jail 


SOUTHPORT, N. C.—Auto dealer 
R. E. Crisp has been sentenced to 
five to 12 years in prison for slay- 
ing a 17-year-old youth he found 
in a car on his parking lot. 


The victim, with two companions, 
wa3 hitchhiking from New York 
City to Florida when the shooting 
took place last March 16. Crisp 
testified he fired in the belief that 
the three youths were prowlers. 
The surviving pair said the trio had 
intended to spend the night in the 
parked car. 


of a certain make within 50 miles 
of his home. 


“He wrote: 
“‘Gentlemen: 


“‘Attached please find speci- 
fications of a car I wish to pur- 
chase from the lowest bidders. 
I would like to have your price 
in my possession by Feb. 10, 
1956.’ 


“And he signed his name. 


“He got several replies. But one, | 
from a dealer 50 miles away, held | 
his interest. It read: 

“Dear Sir: 

“We are not entering a bid 
on the car you requested. Our 
franchise places responsibility 
on us for coverage only in the 

-area. Frankly, it has been 
our observation that owners 
who buy from their local dealer 
get the most satisfaction out of 
their investment. 

“We suggest you give your 
dealer an opportunity to deal 
with you. The writer knows 
that dealer personally and 
highly recommends him. He 
will give you the best proposi- 
tion consistent with good serv- 
ice.’ 

“And he signed his name. | 

“Here was a surprised customer. | 
After reading the letter a few| 
times, he contacted his local dealer. 
The dealer made a good proposi- 
tion and sold the car. The out-of- 
town dealer helped his friend. The | 
customer was happy. 

“This is a true story and it | 





seems to prove a point. The 
injection of a little old-fashioned 
ethics in modern business still | 
makes for a good feeling all 
around. 

“How about it, Utah dealers? Do} 
you really need all those deals you | 
are trying to get from the other | 





|fellow’s sales area?” | 


AUTOMOTIVE NEWS, APRIL 16, 1956 












Current Prices on New Cars 








The following advertised-delivered prices | $3,426.50; 2-dr. Sportsman hardtop, $3,-| $2,381. Ambassador Special V-8 — Supe 
— oo — aw bo 341.50; Adventurer 2-dr. hardtop, §$3,- cane ~~ "eran ee. hi =e 
ex amoun . . ’ -ar. ardtop, ,OS1. mbas 
suggested dealer delivery-and-handling aaa os aa, tabeaee es ‘fee Super 6—4-dr. sed., $2,685. Ambas 
charges. Not included are variable items ee ee Standard on #ire-| super V-8—4-dr. sed., $2,997. Ambas 
passed on to the retail buyer, such as | “lite.) % Custom V-8—4-dr. sed., $3,236; 2-dr. ha 
State and local taxes, transportation | DODGE — Coronet 6 — 4-dr. sed., $2,-| tOP, $3,379. 
charges and optional equipment. | 263.50; 2-dr. sed., $2,190.50. Coronet V-8— OLDSMOBILE — Series 88 — 4-dr 
BUICK—Special—4-dr. sed., $2,412; 2-|4-dr. sed., $2,371.25; 2-dr. sed., $2,298; | $2,483; 2-dr. sed. Aes bes. hardtop, 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 2-|2-dr. 500 sed., $2,529.90; 4-dr. hardtop, | $2,667; $2,635. 2-dr. sed.. $2,569. 4" 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2-| $2547.50; 2-dr. hardtop, $2,433.50; conv.,| nardt "$9,876: 2-dr. hardtop, $2 som 
seat stat. wag., $2,771. Century — 4-dr. | ardtop, 2516; r. op, $2,8¢ 
hardtop, $3,020: 2-dr. hardtop, $2,958; | °2:773-50. Royal — 4-dr. sed., $2,508.75; | conv., $3,026. Series 98—4-dr. sed 
conv.. $3,301: 4-dr. 2-seat. stat, wag. | 4-4". hardtop, $2,692.75; 2-dr. hardtop, | 293; 4-dr. hardtop, $3,546; 2-dr. hardtg 
$3,251. Super —4-dr. sed., $3,245; 4-dr. | $2,578.75. Custom Royal—4-dr. sed., $2,-| $3,475; conv., $3,735. (Jetaway Hyé¢ 
hardtop $3,335; conv., $3 539. Roadmaster | 18-75; 4-dr. hardtop, $2,802.75; 2-dr.| Matie and power steering standard 
—4-dr. sed. $3,498; 4-dr. hardtop $3,687; | hardtop, $2,688.50; conv., $2,908. Station | Series 98.) 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- | W®sons—2-dr. Suburban 6, $2,487.25; 2-dr. PACKARD — Executive—4-dr. sed 
flow standard on Century, Super and Road- | Suburban V-S, $2,595; 2-dr. Custom Sub-| 465; 2-dr. hardtop, $3,560. Patrici 
master. Power Steering standard on Super | Urban V-S, $2,724; 4-dr. 6-pass. Sierra) 4-dr. sed., $4,160. 400—2-dr. hardt 
and Roadmaster. ) | V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8,| $4190. Caribbean—2-dr. hardtop, $5,49 
, . $2,817.75; 4-dr. 6-pass, Custom Sierra V-8,| conv., $5,995. (Ultramatie standard. ) 
CADILLAC — Series 62—-4-dr. sed., $4,- | $2,864; 4-dr. 8-pass. Custom Sierra V-8, PLYMOUTH—Piaza 6—4-dr. sed $1. 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan | §$2:969'50. 922.50: 2-d d., $1,879.50; bus. cpegl 
de Ville hardtop, $4,748; 2-dr. Coupe de| porp (pri t ‘ay ie -00; <-dr. sed., , -00; S. | CDem 
| Ville hardtop, $4,619: conv., $4,761: 2-dr. | rices for 6-cyl. models; for} $1,780.50. Plaza V-8—4-dr. sed., $2,025.75 
Eldorado Seville hardtop, $6, 551: Eldorado | V- 8s, add $99.98.)—Mainline—4-dr. sed.,| 2-dr. sed., $1,982.75; bus. cpe., $1,883.75) 
| Biarritz conv., $6,551. Series 60 Special— | $1. 891.48; 2-dr. sed. $1,846.30; business| Savoy 6—4-dr. sed., $2,021.50; 2-dr sed, 
| 4-dr. sed $5,042. Series 75—8-pass. sed., 2-dr., $1,744.22. Customline — 4-dr. sed., | $1,978.50; 2-dr. hardtop, $2,125.75. Sa 
$6,608: S-pass. lim., $6,823, (Hydra-Matic | $1-951.76; 2-dr. sed., $1,935.58; 2-dr. hard-| V-8—4-dr. sed., $2,124.75; 2-dr. sed., $28 
and power steering otandaré.) top, $2,098.93. Fairlane—4-dr. sed., $2,-| 081.75; 2-dr. hardtop, $2,228.25. Belvederp 
| 089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, |@—4-dr. sed., $2,105.50; 2-dr. sed, $2 
CHEVROLET — (Prices are for _6-cyl. | $2,244.80; 2-dr. hardtop, $2,189.98; Crown | 062.50; 4-dr. hardtop, $2,277.50; 2-4 
| models ; for V-8s, add $99. )—One-Fi fty— | Victoria 2-dr., $2,333.75; conv., $2,355.07. | hardtop, $2,209.75. Belvedere V-8 4-d 
| 4-dr. sed., $1,865; 2-dr. sed., $1,822; er db om Wagons 2-dr. 2-seat Ranch/sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr 
| sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. | Wagon, $2,181.05; 2-dr. 2-seat Custom/| hardtop, $2,381; 2-dr. hardtop, $2,313%) 
| Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,-| Ranch Wagon, $2,245.60; 2-dr. 2-seat| conv., $2,473.50. Fury—-2-dr. hardtop, §2,« 
|908; 4-dr. hardtop, $2, 113: 2-dr. hardtop, | | Parklane, $2,424.05; 4-dr. 2-seat Country/| 862. Suburban 6 2-dr. 2seat Deluxe 
| 2 i 1 » | Sedan, $2,292.87; 4-dr. 3-seat Country Se-/| stat. wag., $2,192.50; 2-dr. 2-seat Custom 
| $2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. | gan $2,424.05; 4-dr. 3-seat Country Squire, | stat. wag.. $2,263.50: 4-dr. 2-seat Custom 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- | $2,528.60 Thunderbird—Hardtop cpe. (V-8| stat. wag., $2,309.75; 4-dr. 2-seat Sport 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air | only), $3,147.60. stat. wag., $2,479.75. Suburban V-8—2-dr 
-4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- HUDSON — Wasp S ae 2-seat Deluxe stat. wag., $2,296; 2-dr7 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; | so H vecial V-8 4dr, seq:’|2-Seat Custom stat. wag., $2,367; 4-dr 
| $2,416. Hornet Special V-8—4-dr. sed.,/> seat stat. wag., $2,413.25; 4-dr. 2-seag 
conv., $2,340; 4-dr. 3-seat stat. wag., | $2,626; 2-dr. hardtop, $2,741. Hornet Super Sport stat " wag "$2 583 25." = 
| $2,478; 2-dr. 2-seat Nomad stat. wag., | 6—4-dr. sed., $2,770. Hornet Custom 6 ‘ reNTIAC meateas : nto 1. $3 
| $2,604. Corvette—Hardto ' nv,,|4-dr. sed., $3,019; 2-dr. hardtop, $3,136. | oO! ae in 860—4-dr. sed., $2,< 
“aa only), $3,145 ee ee | Hornet Custom V-8—4-dr. sed., $3,286; | 294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
any = > on 2-dr. hardtop, $3,429. | 439; 2-dr. hardtop, ee 2-dr. 2-seat 
© /(SLER—Windsor—4-dr. sed., $2,-| IMPERIAL—Imperial — 4-dr. sed 4 _| stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
865.75; 2-dr. Nassau hardtop, $2,900.25; | 827: 4-dr. hardtop, $5,290.50. 2dr, hand. | $2,047. Chieftain 870 4-dr. sed., $2,409; 
4-dr. Newport hardtop, $3,123.75; 2-dr. | top, $5,089.25. Crown Imperial—4-dr._ 8- | 4-dr. hardtop, $2,530; 2-de. baudtep, $2 4068 
Newport hardtop, $3,036.75; conv., $3,-| Pass. sed., $7,597.50; 8-pass. lim., $7,-| ‘44%. 2-seat stat. wag, $2,080. & a 
5 ' 3 s ‘, | 731.50. (PowerFlite and power steering | —‘-4r. sed., $2,523; 4-dr. hardtop, $2,731; 
331.25; 4-dr. stat. wag., $3,593.50. New haneerd.} : 2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
Yorker—4-dr. sed., $3,774.50; 4-dr. “New- | - ee ; 2-seat Safari stat. wag., $3,124. 
port hardtop, $4,097; 2-dr. Newport hard-| “INCOLN—Capri —4-dr. sed.,  $4,207;|  anspEER—Deluxe—4-dr. sed., $1,826. 
top, $3,946.50; 2-dr. St. Regis hardtop, |2-dr. hardtop, $4,114.50. Premiere—4-dr. | super 4-dr. sed., $1,936; 4-dr. 2-seat stat, 
$3,990.50; conv., $4,237.75; 4-dr. stat. | sed., $4,596; 2-dr. hardtop, $4,596; conv.,/| wag. $2,230. Custom—4-dr. sed., $2,056; 
wag., $4,518.50. 300B—2-dr. hardtop, $4,- | $4.742. (Turbo-Drive and power steering | 4-dr. hardtop, $2,221; 4-dr. 2-seat stat, 
414.25. (PowerFlite standard on New| Standard.) wag., $2,326; 4-dr. 2-seat hardtop stat. 
Yorker. ) MERCURY—Medalist—4-dr. sed., $2,309; "ecleaeealts entities ee 
IP. , eae. ; _| 2-dr. sed., $2,250; 4-dr. hardtop, $2,454; STUDE _ ampion — 4-dr 
ate at mae oar” hardtop, | 2-dr. hardtop, $2,384.50. Custom—4-dr. | sedan, $1,993; 2-dr. sedanet, $1,841; 2-dm 
$2,916. Custom—4-dr. sed $3,069; 2-dr | sed., $2,406; 2-dr. sed., $2,346.50; 4-dr.| sedan, $1,943. Hawk 6—Flight Hawk 5 
° ? : "0 ’ , *| hardtop, $2,551; 2-dr. hardtop, $2,481; 1,982. © der V-8—4-dr, 
hardtop, $3,164. . pass. cpe.. $1,982. Commander 
P, conv., $2,707.50; 4-dr. 6-pass. stat. wag., | — 2121: 2-d a t, $1,970; 2-dm 
CONTINENTAL — 2-dr. sed., $9,538, | $2:718; 4-dr., 8-pass. stat. wag., $2,815. | Sedan, $2,121; 2-dr. sedanet, $1,970; 2- 
Mon —4-d S.. sedan, $2,072. President V-8—4-dr. sedan, | 
(Turbo-Drive and power steering standard. ) | eorer- oo ee $2,551; 4-dr. | spt. 
| Sed, . $2,647.50; 4-dr. hardtop, $2,696; 2-dr. | $2,231; 2-dr. sedan, $2,184. President C 
DeSOTO — Firedome — 4-dr. sed., $2,-| hardtop, $2,626; 4-dr. 8-pass. stat. wag.,| sie—4-dr. sedan, $2,485. Hawk V-8—Power 
673.25; 4-dr. Seville hardtop, $2,828.25; = asd anaes sed. $2,782; Hawk 5-pass. cpe., $2,097; Sky Hawi 
2-dr. Seville hardtop, $2,729.25; 4-dr. | $5°%.5 50: — * a rr ‘OP, | 2-ar. hardtop, $2,473; Golden Hawk 2-dr. 
| Sportsman hardtop, $2,948.75; 2-dr. Sports- | Be re | hardtop, $3,057. Station Wagons—Pelham 
|man hardtop, $2,849.75; conv., $3,076.75; — 2-dr. hardtop, $1,527; | g.cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
4-dr. stat. wag., $3,366.25. Firefiite—4-dr. | COPY-, $1,551. | $2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
sed. $3,114.50; 4-dr. Sportsman hardtop, NASH—Statesman Super 6—4-dr. sed., | drive standard on Golden Hawk.) 





New Commercial Car Registrations, 


All States for February, 1956-1955 


Truck registrations by states Di | 
are released here weekly, as . 1 Chevys te- 
compiled by R. L Polk repre- _— — mond 
sentatives in state capitals. T 
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G | Inter- 
| nation- 
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43 States Previously "56 19| 17135) 223! 2788; 14700| 5322! 6170/ 586; 129 624 966; 1147; 489; 50298 
Reported for February ‘55! 13) 13092) 179 3288, 15249; 2930 5281 404 | 82) 554 621 1386 290| 43369 
California "56 2377 7 353, ‘1672 499; «389 20 i8 67 48 165 86, 5701 

55 33; «1451 14 458} 1850 389 355 21 7 72 % 222 35, 5003 
Indiana "56 598 25 102 457 183 349 35 6 “50 BI 14 19° «199 
‘55 374 10 93 453 79 260 3 { 72 44 10 4, 1403 
New York "56 27 478 10 162 480 325 250 78 13 17,46) 73; 30) 19 
‘5S 25 571 | 24 463 617 185 362 $2] 25 2% 84 155) 59) (2648 
Pennsylvania "56 10 71 23 306; 940 408 491 142; ~—«-20 55 145 149, «37,3697 
‘SS iS 644 5 247 749 135 456 38 7 36 61 43 11) 2447 
South Carolina "56 301 | i 44 284 72 82 30 i" : oe 3 837 
55 198 49 251 42 55 9 5 9 5 823 | 
Washington "56 273 108 258: ~—Ss«dé mW 6 5 21 é 56 24 ~«1029 
55 166 4 84 232 % 88 3 3 7 4 58 4 749 
All States Reported 56 56; 22133 289; 3863; 18791, 6970| 7842 897, «191 845; 1300) 1605 696 65478 | 
To Date for February 'S5 86! 16496; 236) 4682 19401; 3856) 6857 530| 125 772 919, 1879 403| 56242 
Year 56 31; 44419 607; 8003, 37835, 13842) 15950; 1856 409; (1694; 2551; 2916, 1406, 131619 
To Date ‘55 183; 35924; 457; 9963; 38175; 9014) 15251; 1071 338} 1522) 1942) «3718 877) 118435 


“The information contained in this report has been compiled from official state documents. 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated r a time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk 





New Passenger Car Registrations, All States for February, 1956-1955 


Car registrations by states 


are released here weekly, as 


compiled by R. L. Polk rep- 
resentatives in state capitals. 








40 States Previously *56| 
Reported for February *55| 
California 56) 
55) 

Georgia *56| 
‘S5| 

indiana ‘56 
55 

Massachusetts *56| 
*55| 

Mississippi *56) 
"55| 

Missouri 56) 
‘55 

New York *56) 
‘55! 

South Carolina 56) 
‘5S! 

Washington *56| 
*55/ 

All States Re “56! 
To Date for February *55)| 
ear 56 | 

To Date '55| 


‘*The information contained in this report has been sgieener ar from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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ari) 4375) aes] | SReT| 613] Sean) 12166 S2745) Tove) 2299) 14003) 101| geis3| 34aa2/ 7398) 94837) 26707 176145 5474! 7540| 
1768| 2864) 46221 70151 628) _S7e3| 13596) 32207] S¥zs1| Jeeed 1326| 15654| 93523, _35497| 75151 679571 27439| 24261 | 162669 4870| _7075| _1650| (328770 
ST 7 543,722, 1913, 34699 | 
222| 401; 623} _—«*1033|_—«140|——745 4017| 7991; 9524] 269-2954 12747| 5928) 1265) 9088) 2871; 3250! —23402| ~—-309|—891| ~—1200)_—«I0I7, 46980 
ne | 7, 490| 887, 1412) ~«40)~=Soa7 | 1730; 551, —«93~=«764)~—=C«76| SCS] ~—«3269) =O) SC) SSC«C 6063 | 
13] _73|__-86|__tesi__tt|__12a]__a7s|_17s| sea] 3207 al 04 3745; 1080| 159/310! 636) 97S; ISI! ~—4t|— 188) 229) 412108 
oi] 225, “146|—C|—S=C*wS9| =| ~—=«) «COB ~«2279| ~—=S72)—~—«S00 2055, 1028-254, ~=«2591, +~—-780,~=« S| «52681 «60, ~—«360| ~~ 420) ~=S*«SSC«Ct 
72; _102|_—=«74|_—_—20 19] 176] 409) 857] 16622582] 39,45 3072; 918| ~—-229|—-2204|~— 689! 74} A741 ~——62|— 283) 345) 309997 
129,366] 495[ 269) 2422] 470) «222|— 07/3006; ~—SC«*0S| ~—=SCS2| ~—=S=«|~S=C« | «382, ~+~«282),-—«2955| +~«14021+~«=S«| ~~ 94S| ~—=«dOA|~=~=C@O SCS 
94) 246) 340) 303 2 248] -433|—1447|—-2452|_—-2904| 46) 635 3585; 1457| 246) 2628) 1389; —«1084| 6804) = 8S; 165250! 0! ~—13532 | 
14] om 57, 194) 513; 640) 1135; 20; ~—-198 1353, 469, ~=«#5S9)~=«SS7i, +406) +~=C«SS2| «S| SCSSCSSC*SL 5202 
23} 5] 48] “| FoL__tst|__ S27] gtel_ti92 ie) ies 1393] 452; 4) —1S2! 345] 316) 2329) ~Si2 9 4671 
23,202, S| CSC 405, 1492) = 2979, «80, ~—=S«7| ~=S*)~SC 780] —«SON| +~—«277|~=«4479|~~«BI| 992) +~«6290|=SC*SSCSCSSC SC 
29; -93|_—t22|- 24a] | 423|1395| 2303/3235] 44/40 3919| 1229) -2461_—-2733/_—*1076| ~—*41000|_—«6284| =a? 94 3412903 | 
a a SS Ue ee 1808-3591 3223; «i, «74, ~—~—=«)-~=«0S| —«859) —«658) 3715) 1667) 1196) 9095| 145 241 386 ~~—«<354) «17922 
187} 428; 61S} 1233} 78|__—stt| _—*1883|_—-4084| «8089/6439 ~—«195| «1854! 8488| 4187/1075) 7471; 4030|_—«3165|_:19928| 273, S14 78751838425 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—-R. L. Polk & Co. 





Every reasonable precaution has been 
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56 Can Be Better Year... 


Volume Selling Seen 
As Significant Trend 


WASHINGTON. - 

a better one for most business- 
en, but a lot depends on how 
aggressive and progressive they 
are, according to “Distribution 
Trends,’ a booklet published by the 
U. 8. Chamber of Commerce's dis- 
tribution department. 

An accentuation of the trend 
toward high-volume, low-margin 
selling was listed as one of the 
most significant developments to 
watch for this year. 

“One of the arguments for high- 
volume, low-margin selling is that 
it will result in greater total sales 
and profits than will pricing based 
on percentage margins,” the book- 
let said. 

In this regard, the booklet said 
answers to important questions 
may be clarified this year. The 
questions were: How far will these 
trends go? Will they become a per- 
manent part of the distribution 


Hotel Bird Dogs 


Guide Tourists 
To New Autos 


MIAMI. — Tapping tourists has 
paid off in new-car sales for a 
Miami salesman who says, “You 
never get results until you try.” 

Al Budner, top salesman for Ben 
McGaney, Inc. (Dodge-Plymouth), 
cast about several weeks ago for 
additional ways to boost his total 
of new and used-car deals. 

Miami in the winter season, he 
reasoned, means plenty of visitors 
and tourists at Miami Beach hotels. 
Tourists have money, else they’d 
stay home, was the following 
thought. 

But how to reach them? Budner 
contacted hotel personnel — bell 
captains, doormen, managers—any- 
one who would be in a position to 


give tips on what visitors might be | 


interested in a new car. 

Results were slow at first, but, 
says Budner, “Recently I delivered 
four new cars as a result of these 
contacts, and prospects are being 
reported more often now that these 
people have gotten to know me. 


“I found lots of people from the | 


North who had mechanical trouble 
driving down, and were in a mood 
to trade,” he said. “Too, they have 
the money, and many of them like 
the idea of surprising their friends 
back home by returning in a brand 
new car.” 


Rear-Only Aerials 
Seen by 1958 


PHILADELPHIA.—The trend to 
fear deck radio antennas is accel- 
erating to such an extent that auto 
Makers will have abandoned the 
front cowl antenna by 1958, accord- 
ing to Ben Snyder, head of Snyder 
Mfg. Co., which produce auto an- 
tennas. 

He said surveys made by his firm 
and auto manufacturers found that 
with the “long windshield” a front 
cowl antenna is both “inadvisable 
and unsafe.” Snyder said twin rear- 
deck antennas provide radio recep- 
tion “previously thought unavail- 
able to motorists.” 


N.Y. Pontiac Dealers Elect 


Bock; Plan Radio Drive 


NEW YORK.—The Pontiac Auto- 
Mobile Dealers Assn. here has 
elected M. Bock, Flatbush Pontiac, 
Inc, as president for the coming 
year. 

Other officers are Howard Hare, 

eens vice-president; 
Richmond vice-president; 

es, Kings County, vice-presi- 
dent; Irwin Schnurmacher, 
hattan vice-president; 
Schane, Bronx vice-president; John 


Kal Weisl, 
Robert 














Man- | 
Herbert} 


tello, treasurer, and Eli Bloom, | 


Secretary. The group voted to join 
_the Metropolitan Pontiac Council 
sponsoring a radio advertising 
‘fampaign in the area of New York, 
Lt New Jersey and Connecticut. 


| 


This year can | structure? How will they ultimately 


affect the distribution system? 
The booklet noted that the “field 

of distribution is undergoing a 

revolution ... and there are minor 


| revolutions going on within that 


major revolution.” 

It asserted that the distribution 
system experienced “growing pains” 
in 1955 and will be even more evi- 
dent in 1956. 

“Mass distribution” of products, 
the Chamber of Commerce study 
said, will 
mass production and mass de- 
mand. 

“The distribution system must be 
prepared to mass-distribute prod- 
ucts with much greater efficiency 
and flexibility, seeking new meth- 
ods of marketing, new channels of 
distribution and new concepts of 
management, merchandising and 
perhaps pricing,” the booklet said. 


ik 


be an outgrowth of 
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Veteran Automotive Editor— 


63 
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=:|Louisville Enters 
Court Challenge 
To Car Tax Law 


LOUISVILLE. The City of 
Louisville has filed suit challenging 
the constitutionality of a new state 
law requiring taxes on cars and 

;|trucks to be paid before licenses 
can be issued. It will not be ef- 
fective until 1958. 

At present, cars are assessed Jan. 
1, but bills are not mailed out until 
nine months later. The suit said 
cities and counties will be setting 
tax rates before they know what 
the assessments on cars are. 

“We have no argument,” said 
Henri Mangeot, assistant city at- 
torney, “with the primary purpose 
of the law. Our concern is over 
legal problems it raises which could 
cost . @ year’s taxes on cars 
and trucks.” 

The Legislature at Frankfort 
passed a bill which has been signed 
by Gov. A. B. Chandler which cuts 


leon Pinkson, center, automotive editor, San Francisco Chronicle, and a staff | the gross weight taxes on auto 
correspondent for Automotive News, reviews his 63 years on the staff of the West| transporters in half. Two com- 


Coast newspaper. 


OL aeMU|D 
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ALLENYZE} 


and ALLEN makes it 
PAY-OFF time for you 


The anniversary fell on the day he was attending a meeting of 
Chrysler dealers with B. R. Durkee, left, Chrysler assistant sales manager, advertising 
and merchandising, and E. M. Braden, general sales manager. 


panies said they would leave the 
|state if auto carriers had to pay 
| the full tax, up to $300 per year. 


1. with Advertising in the SATURDAY. EVENING POST 
Selling Your Customers... watch for it! 


Allen is stepping out front again ...now reaching millions 
of car owners with outstanding advertising like this selling 
your shop as the place to stop for the finest and most 
modern engine tune-up and servicing. Motorists everywhere 
will become familiar with ALLENYZING and 

they’ll be looking for your shop to get this modern service. 


2. and a Hard Selling Year 'Round Pester for You! 


Allen is stepping out front to help you sell your services 
right in your own shop with this big, hard-’ .itting, 
compelling poster that makes your Allen investment pay off 
even more. Customers will see it and take action right on 
the spot. It will help you sell ’em on Allenyzing regularly. 


ELECTRIC AND EQUIPMENT COMPANY 


Kalamazoo, Michigan 


CANADIAN BRANCH: Walkerville, Ontario 


“ALLENVZING is a combination of the use of 


modern Allen equipment and recognized Allen 
methods to keep today’s complex engines operating 
at top performance. Every piece of Allen equip- 
ment is a step toward providing a full Allenyzing 
service . . . and now to help you make even more 
profits from Allenyzing, Allen has introduced 16 
new additions to its famous “money-maker’” line. 
Call your Allen jobber now and get the complete 
story on Allenyzing. Use the Deferred. Payment 
Plan . . . Allenyzing profits meet the payments. 
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~ L. Briles, Briles Motor Co. (Pack- LL 
Leesburg (Fla. ) Dealers aay. ‘dnite, ba a Called 
Name Polk President Other new officers are J. D. Brass, nother ey Milestone ... —_—_ 


LEESBURG, Fla— J. Ralph 


Polk, Ralph Polk Motors (Chrysler- 
Plymouth), has been elected presi- 
dent of the Leesburg Automobile 


Triangle Motors, Inc. (Oldsmobile- 
Cadillac-International), vice-presi- 
dent, and Dan E. Winn, Ludlow- 


Winn Pontiac Co., secretary-treas- | 


| 38 Years in Okmulgee 


By West Coast Firm 
PORTLAND, Ore. — The big. 

gest trailer it has ever built hag 

been completed by Peeriess 


| 50-Ton Trailer Built 
| 


Dealers Assn. He ‘succeeds George 


Trailer & Truck Service here. 
The low-bed machinery trailer 
is designed for a 100,000-pound 


| 
| 
urer, | 
| : 
friends and customers, we, of | 
course, want you to continue to) 


| OKMULGEE, Okla.—Marking his 
| 38th year in business, Wilson Riley, 

































Cli ‘make our store your automotive| Payload. Overall length of the § 
ee eee weet, ei Ui a ancasinah | trailer, dolly and tractor is sf MADI 
following display advertisement in q : t d igh f th 4 . . f 
New Lease Purchase Plan I headed. “A “We want to thank you good peo- eet, and weight of the trviler sion 0 
: local newspapers. It was headed, : f | and dolly is 39,000 pounds. Trailer @ .ounty 2 
capita — Letter From Okmulgee’s Oldest ple for making our 38 years in Ok- and dolly roll on 32 tires. 7 great 
A R § 0 he Pp T | 0 Ny Business Establishment:” mulgee a pleasant experience. : ——— ee 
“On March 1, 1918, Riley Motor ° ° consin 
* Pa na ae Co. opened its doors at 304-306 Ne T C f S 56 reg 
10ded 7 said in ¢ 
is 100% ABSORPTION W. Main . . . That was 38 years O ax u een im The 
© ago. We've seen dealers come e am * 
Service contro vv) Ponti your i 
F and go. We have competed F C d D [ tivate 
VITAL TODAY! Rize and go. We have competed For Canadian Veaiers activa 
well as dozens of makes that are : 
no longer made. . . . OTTAWA, — Taxes on automo-|to deduct the expense of two con. ‘at a 
“We are today selling cars to biles were not reduced in the Cana- | ventions a year, removes the tariff = 5 
WE TRAIN SERVICE PERSONNEL : dian Government’s new budget, but|on agricultural machinery and a 6 
some of the children of our early were &' ; , already 
A reais a noe gen ei be ee ee bigs a y — customers. We have sold as many ros oad here say this will not affect | ar and ar a "ee nl The V 
your propiems are suggest the corrective measure re t 1 an 5 Ss ‘ 
: : ; a8 as 20 cars in one family through | 1956 sales. jcent excise tax on tne Cost of ad- . 
; tigen 7) nstall at our expense al! equipment the 86 years of our Okmulgee ex- In fact, some dealers feel a tax | vertising in non-Canadian periodi- a 
| istence. cut might have proved costly | cals circulating in Canada. postal 
SERVICE ENGINEERS “We would like to add right here| Since it would not have been ap- | In his budget message, Harris ae I 
velit i decd alts lbh Orc bt hag that we propose to continue to op-| Plied to cars in stock. Finance | clarified tax regulations governing § PY 9 
el te formation gathered ving the most outstanding, dealers erate our business on-a high busi-| Minister Walter Harris had em- | foreign owners cf Canadian firms, to $652, 
the country we will cover customer relations, selling more service per car . - onl . hasized that no refunds would He said there have been complaints profit . 
| ness level. We will not stoop to the, P , 
cc nn age ct te ites at scape on iia ere ttc Rc cd: general practice of many of today’s| be made on items on which taxes [that present policies discourage § per uni 
ndow, non-productive and mis-applied time |}automobile merchants who pro- already had been paid. | Owners from allowing Canadian One « 
‘claim in their statements and| The new budget allows taxpayers | Participation in their enterprises. per uni 
fetta a : " ; . ae 
nO eT NT an Pile SCI RS SN Sa eae | advertising that they can give you | ——— - - Under present law, he said, the & per sal 
sels. Pane ee eg Re eae re an ridiculous trades and terms that Used-Car Violati standard tax rate on dividends unabso! 
pita ogee Oe y oblige you to pay the rest of your, USed-Car Violation paid by nonresidents is 15 per- @ g unit 
‘ 5 2 life. Costs Dealer $100 | cent, but it is only 5 percent if The 
WRITTEN GUARANTEE “We finance our own sales and| jINNEAPOLIS. — In the first all voting shares of the foreign which 
» 60 day trial privilege AMET Let aL will make a deal consistent with| sych case heard in Municipal corporation are owned by non- 
Raise service absorption figures good business. Your note is right| Court here, H. J. Minar Co. (Ford) residents. : . B 
|here in our place of business and,| was fined $100 for violating the| “However,’ Harris said, “the tax Phi 
FLASH-A-CALL SERVICE CONTROL § | while we insist on prompt payment| City ordinance regulating used-car | Position of the foreign company is 
1112 S. Wabash, Dept. AN-119, Chicago 5, 11. g | Of notes and accounts, we have! gealers. Sentence was stayed 20|not adversely affected by issuing M 
; e/never taken advantage of a cus-| days. other kinds of shares for public ee 
ide (ol mele es) ia Witheie <iligutton Mndly conten-es tere 6 pemee! where misfortune or unusual | Complainants testified they participation in Canada. PHII 
ape cuties Ge 0. Gree your gregan. © | circumstance would work a hard-| signed a blank sales contract for He explained that the tax provi- delphis 
(7 hag oe ne |a used car. When they received a|Sion has been modified by treaties = 
TR PERT -.....scneeennserrnerenneennscerrnscsenscseesccoene * “We invite you who have never | copy of the agreement, the terms|@nd noted that an agreement witr-™ Autom 
ES # | purchased from us or been in our | had been changed, they charged.|the U. S. six years ago reduced to a regi 
s| establishment to come see us. We | Defense witnesses denied the|95 percent the ownership require- Barcla 
Car handled ............c..ccsseeseesseeenseesneesescnecenss a | promise to show you a fine line | charges and argued the sale had | ment for the 5 percent tax bracket. May: 
Monthly customer paid labor .................... . | of cars, a large and complete | not been completed. The court held He said his Government plans to presen’ 
Rae el ee g| Parts stock, the most modern that transfer of title and mailing }discuss with the U. S. a further progra 
pe mnretienencn a; equipped and the cleanest shop |the contract and invoice to the|lowering of the ownership require- § award 
. BI jacteccnecivacocs cE <auddcassisasteniemessecsion a | in the entire southwest. | complainants constituted comple-| ment and that he believed the pro- lantyn 
So eneseeaecesasecaeussasesasd| “To our many hundreds of/| tion of the sale. posal would be acceptable. 
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FOR REDUCING YOUR 
RECONDITIONING COSTS 


ARNDT- NOW COMBINED WITH 
eatucrsUNIVERSAL UPHOLSTERY CLEANER EXCLUSIVE 
USED CARS Look and Smelt 


LIKE NEW Dm 5S sen 


TO NEUTRALIZE ODORS 


Extra D-5 Can Be Supplied for Added Strength 
In Severe Cases 




























BEST — MOST 
ECONOMICAL 


1 Gat. maxes 













GALLONS 
FOR THE FIRST TIME: 


© A superior cleaner. Deodorizes and restores new car scent— 
nothing like it on the market. 









SOMETHING 
NEW 


FOR AN OLD 
PROBLEM 









© Developed and sold by Nation's leading 
used car reconditioning laboratory. 







@ Restores original colors in 
one operation when used with 
Arndt-Palmer Tints. 











@ Write for free literature and instructions. 








EASY USED CAR RECONDITIONING 


ARNDT-PALMER Laboratories 


T4730 DORA ST. MELVINDALE, MICH. 
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Called Aid to Dealers... 
ee 


Local Profit Meetings | 
Urged in Wisconsin 


MADISON, Wis.— Group discus- 


© sion of auto-retailing problems in 


eounty and city dealer units will be 
of great value to dealers in these 
days of stiff competition, the Wis- 
consin Automotive Trades Assn. 
said in a bulletin to its members. 

The association noted that 
many such groups have been re- 
activated throughout the state 
and said, “The universal desire to 
‘at least make a few bucks’ on 
car sales has led te soul-search- 
ing group discussions which 
already have produced results.” 
The WATA reported on one such 
meeting at which eight dealers 
reviewed their profit picture for 
January and February. Their gross 
profit per sale ranged from $145 
to $652, but the net ran from a 
profit of $135 to a loss of $186 
per unit. 


One dealer reported a loss of $39| 


per unit although he grossed $596 


= per sale. Selling expense plus an 


unabsorbed overhead figure of $432 

a unit plunged him into the red. 
The dealers mentioned 13 points 

which they said made up the 


Phila. Old Timers 
Meet Apr. 25 


PHILADELPHIA. — The Phila- 
delphia Metropolitan Council of the 
Automobile Old Timers will hold 
a regional spring meeting in the 
Barclay Hotel at noon Apr. 25. 


Mayor Richardson Dilworth will 
present details of his cooperative 
program for City Traffic. A special 
award will be made to Frank Bal- 
lantyne, general manager of the 
Automobile Club of Philadelphia. 


Here’s trucking AUTOMATION 


direct selling expenses on each 
new unit. The items totalled $244. 


Discussing the profit picture, the 
dealers agreed: 

1. The low profits are due to the 
factory-instigated volume race. 

2. Wisconsin dealers do not have 
to race for volume. Under the 
State’s licensing law, no dealer need 
accept cars he does not want. 

3. Customers do not shop as 
much as some dealers think. But 
when they do shop, some salesmen 
give them a distorted picture of the 
value of their tradein. The dealers 
urged a halt to this practice. 

4. Many dealers said the price 
pack should be done away with. 

They discussed whether this 
should be done now or with the 
introduction of the 1957 models. 

5. Many dealers run into trouble 
because they don’t realize the cost 
of doing business. 

6. Advertising should be cleaned 
up. Blitz and gimmick advertising 
should be eliminated. 





Dealers Tell Me | 





(Continued from Page 3) 


count is in the process of trading 
new cars for used cars. In doing 
so he is serving both his community 
and his manufacturer. It is his 
money that is employed in used- 
Jear inventory, the shop facilities 
| that condition them and his money 


|that pays for the lots and displays | 


for selling used cars. 


It’s the fact that he provides 
the investment for handling used 
cars that makes the market for 
the new car manufacturer. He 
takes all the risk, here, and he is 
more than deserving of recogni- 


that 





lets you combat High Cost Hauling 


Cost saving way to handle bulk, 


items such as 


bokery goods, candy, 


dynamite, glass, laundry, groceries, 






skids, pallets, tote boxes, metal con- 
tainers, hampers, baskets, racks, etc. 


appliances, etc. Newly developed 


ke} 


can be used for “bulk” loading. ger) | 







- sae = he 





ANTHONY LIFT GATES 


t f 











Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
unloading time 50%. 


= 





S. 


FOR 3/ TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are Cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 


1. Speed up deliveries. 
2. 


Develop faster, easier ways of load- 
ing and unloading trucks. 


Systematize handling of bulky, awk- 
ward, heavy shipments. 


Prevent damage to goods, yet make 
it easier and safer for drivers to 
handle most shipments alone. 


Help drivers contribute to the satis- 
faction of the receiver. 
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Safety Man of the Year— 


Tom Horner, center, editorial writer, 
Akron Beacon Journal, presents ‘Safety 
Man of the Year" award to J. T. Kidney, | 
employes service division manager, Good- 
yeor Tire & Rubber Co., Akron. Presenta- 
tion was made at the annual greater 
Akron safety conference, sponsored by the | 
Akron Chamber of Commerce Safety 
Council and the Industrial Commission of 
Ohio. Dr. Ned H. Dearborn, right, presi- 
dent, National Safety Council, was the 
keynote speaker. 





tion in the shape of the historic 
discount from the new car 
builder. 

And then finally, the service 
dealer is the only one in the terri- 
tory who is interested in maintain- 
ing the line reputation of the car 
he handles. With every other sup- 
plier the automobile owner is just 
another customer. The greater his | 
needs, the larger the market for 
him while the automobile dealer, 
to be successful, must first con- 
sider the owner’s interest and pre- 
pare himself to always work in 
that interest. 

No, the discount cannot be cut 
unless the owners are to suffer. 
Satisfied owners are the end prod- 
uct of this entire industry. No less | 
than the present discount is needed 
by dealers to assure the proper 
serving of owners. 

We all have had a long experi- 


ence in this field. We know that 
the above facts are unassailable. 
So, let the tears of hard earned 


experience crystallize into pearls of 
good judgment and remain as the | 
guidepost in directing our future 
industry practices. 


756 Mack Sales 


Continue Rise, 


Peterson Reports 


NEW YORK. Sales of Mack 
Trucks, Inc., soared in the first two 


|months of this year to $38 million, 


|'compared with $20 million during 


| were at their best level 









All of these advantages are yours when 
you install Lift Gates on your trucks. 
We will be glad to recommend the 
systems, the size and type of Gate best 
suited for your work. 


Model No. 145 handles up to 2000 
Ibs. on 112-Ton and larger trucks 
and semi-trailers. 


Model No. 146 handles up to 4000 
Ibs. on heavy trucks and semi- 
trailers. 


Write, wire or call us today—no obli- 
gation. One of our representatives is 
nearby. 


ANTHONY COMPANY 


Streator, Ilinois 
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the same months of 1955, President 


|P. O. Peterson told the New York 


Society of Security Analysts last 
week. 


Earnings were equivalent to ap- 
proximately 75 cents per share 
against 27 cents per share last year. 

Current results continue the up- 
turn in the company’s affairs which 
was apparent in 1955 when sales 
reached a record high and earnings | 
in eight | 
years, Peterson said. He stressed | 
that Mack would work toward fur- | 
ther sales growth by its continu- 
ing product improvement and sales 
promotion programs. 


Denver Car Sales 


‘Outpace Nation 


DENVER.—New-car sales in the 
Denver area gre leading the rest 
of the nation in percent of gain, 
according to T. Beverley Keim, an 
executive for N. W. Ayer & Son, 
the Plymouth advertising agency. 

Keim has been placed in charge 
of Ayer’s field forces, serving 
Plymouth dealers in Colorado, 
Wyoming, South Dakota, Nebraska, 
Kansas, Utah, Nevada, New 
Mexico, Arizona, southern Califor- 
nia and western Texas. 














12,200,000 VEHICLES 
NEED SAFETY-SERVICE 


Do your part 
by joining the 


1956 NATIONAL 
VEHICLE 
SAFETY-CHECK 


Supported by Inter-Industry High- 
way Safety Committee, National 
Safety Council, Automobile and 
Tire Companies, Independent Tire 
Dealers, and N.A.D.A. 











11 your com- 
he ‘vholehearted 


















fety promotion kit 
oi dae ership is giving. 


support to this highly important campaign. 


mber: When you SELL Safety... 
Rene you SELL Service! 


i cto 
For complete information, see your factory 


les tax in 
i 14.75 (plus 3% s@ 
tive oF sere hie to the address below. 

y 


Use the offici 
munity that y 


re resenta- 
ich.) for 


million vehicles registered 

— a 1955 (Bureau of Public —_ 

catnatele plus findings that 1 ago 

ehicles needed safety sosia ay 
e ined by 1955 National page 

‘Check of nearly 1,500,000 vehicles. 
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MODERN DISPLAYS, Inc. 


13271 Mt. Elliott * Detroit 12, Michigan 





MOBILAIRESYUNDERDASH, INSTANT-COOLING 


Mobilette Auto Air Conditioner 


| 

| 

| 

| 

| 

| 

| 

| 

| Now, you can air-condition any car in stock — swiftly, 

| economically — when you order the new trend in car air- 

| conditioning, the up-front MOBILETTE! A terrific fleet “clincher” 
— because the MOBILETTE can be easily reinstalled in later 

| deliveries. A popular premium for new car buyers — because 

| depreciation can be spread over the years. And, above all, 

| guaranteed top performance from every unit — efficiently cool- 

ing where it counts, when it counts. Your letterhead 

| 

| 

| 


or post card will bring full information and literature. 
AUTO AIR CONDITIONERS 


ebilletie with the Warner Magnetic Clutch 


MOBILAIRE MANUFACTURING COMPANY 


A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas 
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Demouutalle 


Car-"/os CARRIERS 
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Now @ SIZES 


7. LONG JOHN 
for Station Wagons 
74” Long in UP Position—90” Down 


2. STANDARD 
for All Cars 
56” Long in UP Position—72” Down 


* Can be changed from car to car without 
buying expensive change-over parts for 
different makes and models. 


MILLER MFG. CO. 









TAIL PIPE 
TAIL PIPE 


ORIGINAL 
TAIL PIPE 


5919 Tireman 








Dealers 
* 
Write 
for 
Details 






FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 


NO HOLES TO DRILL! 
Miller Saddles Lock on 
Where Car Top is Strongest. 


Detroit 4, Mich. 


Thousands 
Sold by Car 


Gets "Em on Rebound . . 


Dealer Offers Home 
For Disenchanted 





By L. H. Houck 


Staff Correspondent 


COLLINSVILLE, Ill. — With a 


policy of setting a minimum on all | 


competitive deals and the deter- 
mination to “let prospects walk” 
who do not come up to minimum 
requirements, Norwine Chevrolet 
Co. has had but one repossession 
in the past 10 years. 


Such a record speaks well for 
Norwine’s policy in an area adja- 
cent to St. Louis and E. St. Louis, 
where fantastic deals are common 
and where no-down-payment chick- 
ens and long-term ducks are now 
coming home to roost on the 
shoulders of many dealers. 

Jim Norwine jr., son of Jim Nor- 
wine sr., owner of the company, 
said that most customers are ex- 
posed to fantastic offers in the 
metropolitan areas nearby, through 
television and radio. 

Some of the buyers become 
thoroughly disillusioned and tell 
Norwine their troubles, They re- 
ceive sympathy and understand- 
ing which has made them future 
customers. 


Some check with Norwine before 
they close. Recent deals completed 
resulted in one customer forfeiting 
token deal payments with metro- 
politan sources, while another cus- 
tomer elected to take a larger loss 
rather than go through with a 
deal in which monthly payments 
had been raised after the deal had 
been completed. 

No. 1 problem in such a location 
is how to remain competitive and 





DUAL EXHAUST SYSTEMS | 


and DUAL EXHAUST HEADER SYSTEMS 


New 
QUIET-TON 


Ford V-8 
Hudson V-8 
Lincoln V-8 
Mercury V-8 
Wash V-8 
Oldsmobile V-8 
Packard V-8 
Plymouth V-8 
Pontiac V-8 
Studebaker V-8 


hand + 
FIBERGLASS PACKED MUFFLERS 


Attention All Dealers! 


In most instances, factory-in- 
stalled optional duals are not 
available as an accessory kit. 
The demand from your cus- 
tomers whose cars are not 
equipped with duals is tremen- 
dous. 
for their cars means additional 
profits for you. 


Grand manufactures perfect fit- 
ting duals for all V-8 installa- 
tions. 

Order Grand duals from your 






IGH-EFFICIENCY 





Additional horsepower 


Guaranteed To Fit All V-8 Cars and 6Cy!l.Chevrolets Grand jobber today! 
GRAND AUTOMOTIVE PRODUCTS 


2055 Ruby Street °¢ 


| out in 25 major market areas, is to 


Melrose Park, Illineis 


deals “walk” results in letting only 
one person in 10 go. 

Besides the definite bounds op 
how low it will go, Norwine dogg 
not highball, does not advertise 
offer stripped cars and has never 
}used any kind of comeon bait. 

While there was a time when it 
seemed that the public did not 
appreciate these things, Norwine 
said that the public has become 
better educated as to the pitfalls 
of buying at gimmick rates as 


still remain in business with most 
of the bookkeeping done in black 
ink. 

Norwine told Avtomotive News 
that it soon became apparent that 
in addition to screening every deal 
closely as to credit and ability to 
pay, that the staff must set up 
definite minimums below which 
they will not go. 

When this minimum is reached 
the customer is permitted to 
“walk” and there is no sadness at 
such a deal lost. The method is 
built around the principle that 
if anybody is going to lose any 
money, let the other dealer lose 
it and if he makes enough deals 
he will knock himself out. warranty and afterwards. 

Such a policy has many advan- Since Collinsville is a residential] 
tages, according to Norwine. With| city without much industry, where 
a record of only one new car repos- | most of the people work elsewhere, 
session in 10 years, the finance | natives have an admirable advan- 
company takes its paper without|tage in learning about bad deals 
question. Norwine has been told| which have been put over by un- 


sional investigations. 
“More people now know how they 


regarding the conventional dealer 


ume in the future,” he says. 


Norwine points out to prospects 
that it is worth something to dea] 


jmate dealer with a large invest- 
}ment in parts and service equip. 
|ment and where they are sure of 
adequate service both under the 





© nave to 


a result of the recent Congres. § 


have been hooked and they are! 


with a good service department in| 
}a new light that means better vol. 9 


at home where there is a legiti- 7 


by finance company officials that | 
if it is good enough for them that} 
will be good enough to process at | 
once. This policy saves the sub- 
stantial losses that always go with | 
the best repossessions. 


Norwine said that none of this | 
policy means that the firm cannot 





‘Of 2 Million Rides 


|ing with dealers throughout the 


make flexible deals to suit the indi- 
vidual buyer. The facts are that 
the dealership can make almost 
any kind of a deal as long as the 
individual passes its credit require- 
ments and has the proper kind of 
standing in his community. 

Norwine puts heavy stress on 
the time contract and the fact 
that it is a contract that will 
stand strict examination, charg- 
ing a standard rate of interest, 
and in which there are no gim- 
micks, When customers are asked 
to compare with some of the 
sales contracts being offered by 
unscrupulous dealers who are 
selling cars at cost to get the 
insurance and time contract at 
exorbitant prices, the customer 
is impressed. 

Sometimes it is too late for this 
year’s model but a lot of customers 
bring in their figures to check 
because they have confidence in the 
firm. 

Norwine said that research indi- 
cates that 80 percent of the pros- 
pects are able to buy a new car 
and that 20 percent of them are not 
able and that their policy is to let 
the 20 percent go. Consequently 
there is no after-surge of discon- | 
tent from overselling a prospect. | 


This policy of letting the no-profit 





"Twas June in January . 


55 Irons O 


WASHINGTON. — From a| 
seasonal standpoint. the retail onte| 
business was one of the most stable 
industries in 1955, according to 
“Distribution Trends,” a publica- 
tion of the U. S. Chamber of Com-| 
merce. 
Only two other groups experi- 
enced less sales fluctuation than | 
auto dealers. They were food re- 
tailers and service stations, each 
with only 2 percent difference 
between peak and low months. 
Auto dealers reported a 2.2 per- 
cent»fluctuation from their high of 
9.2 percent in June and low of 7 


| percent in January. 


This contrasted with variety | 


Packard Sets Goal 


| 


DETROIT.—tTop sales officials of 
Packard-Clipper division are meet- 


nation this month to kick off a} 
“double-discovery” marketing pro- 
gram which will be backed by a 
$3 million second-quarter advertis- 
ing budget. 

Goal of the program, to be carried 


get two million persons to take a 
“double-discovery” ride in a 1956 
Packard or Clipper. 





| 


scrupulous dealers. 
This news soon circulates and 
now tends to send disillusioned 
customers to the nearest dealer 
with a good reputation for a 
square deal. 
Another source of 


customers who come to the Nor- 
wine service department, which 
does work on all makes of cars. 

Buyers who have been side- 
tracked on warranty work and 
have otherwise suffered from the 
service angle, which is one of the 
characteristics of bootleg deals 
not only come to Norwine to pay 
for the service they should have 
had but are anxious to tell their 
stories. 


A year or so ago a customer whoj 


got stuck on a car might keep it 


secret, but since the Senate investi- J 
gation folks are much less hesitant } 


about telling Norwine how they 


were rooked. 





N. Y. Income Tax Cuts 


Approved by Harriman 


ALBANY.—Gov. Averell Harri- 
man has signed an income-tax- 
cut bill which reduces the first 
$100 of this year’s tax by 15 per- 
cent and the next $200 by 10 
percent, for a maximum of $35. 

Other bills amending the in- 
come tax laws were signed to 
benefit the blind, those over 65, 
working mothers and families 
with unusually large medical ex- 

nses. These, however, will not 
be effective until next year. 








ut ‘Bumps’ 


stores margin of 12.4 percent be- 
tween January’s low of 5.6 percent 
and December’s high of 18.1 per- 
cent; department stores, 8.7 per- 
cent; men’s and boy’s wear, 118 
percent, and department stores, 8.7 
percent. 

However, as Harlow H. Curtice, 
president, General Motors Corp. 
noted earlier, 1955 was. an “un- 
usual” year which ran against the 
established seasonal pattern of the 
auto industry. 

But as far as that is concerned, 
the entire postwar era has varied 
from the experience of the auto 
industry in the years before 
World War II. 


Auto dealer averages for the year 


were given as: 





Month Percentage 
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By Joseph M. Callahan 
Staff Writer 

DETROIT.—“In the early days, 
| new-car buyers had more confi- 
dence in the salesmen, but you did 
have to spend a lot of time with 

_ Today, new-car buyers make 
their ‘decisions in a hurry, and the 
big thing is how much they can get 
for their old car.’ 

Thus spoke 68-year-old Floyd 
A. Daoust as he completed 50 
years of selling Cadillacs, mostly 
for the Cadillac Retail Branch 


oust, who has sold about 5,000 
ears since Henry Leland, Cadillac’s 
founder, hired him for W. E. Metz- 
ger Co. on Apr. 1, 1906, continued: 
“Back in those days, we had to 
spend considerable time in selling 
a car. First you had to give a 
demonstration ride, usually all over 
the city and outskirts. Then, ‘to 
puy or not to buy’ was a family 
decision. If they bought, you had 
to teach the buyer how to drive.” 

During the first years—when 
Daoust was still in his teens — 
he sold few cars, devoting most 
of his time to giving demonstra- 
tion rides and to teaching buyers 
how to drive. Daoust said he 
taught some of Detroit’s best- 
known citizens how to drive their 
first cars. 

Daoust’s toughest customer was 





Packard Starts 
Service Program 


For Automation 


DETROIT.—Packard-Clipper has 
instituted a 40-week preventive 
maintenance program at its Utica 
(Mich.) engine and transmission 
plant to try to alleviate a shortage 
of hydraulic maintenance special- 
ists to service automation ma- 
chinery. 

The first group of technicians, 
instructed in diagnosis, correction 
and prevention of hydraulic failures 
to reduce machine down-time, will 
complete their training this month. 

Over the past few years, rapid 
advancements in hydraulics and 
resultant application to automation 
machine tools have created a need 
for adequate service and repair in- 
formation necessary to maintain 
machines in top running condition. 
Pointing out the vital nature of 
the problem, Packard-Clipper offi- 
cials said, “Unless the need for 
skilled, highly trained hydraulic 
maintenance men is met, automa- 
tion will suffer setbacks. Automatic 
machines are useful only when 
they are operating at peak effi- 
ciency. If down-time becomes ex- 
cessive or there is a reoccurrence 
of hydraulic failures due to inade- 
quate service information, the in-} 
creased benefits resulting from the 
entire automation program would 
be destroyed.” 

Divided into 12 separate cate- 
gories, the two-hour weekly train- | 
ing sessions consist of films, lec-| 
tures, demonstrations and practical | 
shop work, closely followed up by| 
problems encountered in. actual ex- 
perience during the work week, | 
Packard said. 


} 











|meeting and election of office 


| United Cerebral Palsy Assn., 


Thomas Palmer, a former U. S. 
senator and one ‘of Michigan’s tim- 
ber barons. 

He explained, “the senator, who 
was pretty old at this time, owned 
a lot of timber in Michigan which 
he had never seen. My bosses 


figured that if I could take him | 


to some of these timber stands, 
he’d be so impressed that he'd 
buy a car. 

“Well, eventually he did, but not 
until I had driven him hour after 
hour, day after day for 5,000 miles 
and four months. 





‘Rochester Vows 


Truthful Ads; 
Dorschel Named 


bers would continue to maintain 


|truthful advertising. 


At the group’s annual business | 





the auto dealers said that they 


| would work with the Better Busi. 


ness Bureau of Rochester in their | 
campaign. 

Arthur C. Lohman, outgoing 
president, announced that the 
dealers, in cooperation with the 
plan 
to provide transportation for palsy 
patients going to and from clinics. 
Lohman said also that the group’s 
blood donation program would be 
continued. 

John Dorschel was elected presi- 
dent to succeed Lohman. William 


| Cooke was elected vice-president, 


the post formerly held by Dorschel. 
Edward C. Schoen, secretary, and 


He agreed to} 


buy the car he had ridden in for | leading industry. 


| 


| 





| Edsel Ford who 


ROCHESTER, N. Y. The | 
Rochester Automobile Dealers 
| Assn. has pledged that its mem- 





Edward J. Horton, treasurer, were | 


re elected. 





=| ow Selling Changed in 50 Years 


| $3,000, but he never bought another. 
You had to do things like — in 
those days.” 


Daoust also did a lot of driv- 
ing for Henry Leland and he 
drove Leland’s son, Wilfred, on 
his wedding trip. 

Some of his favorite memories 
concern the old Ponchartrain Hotel, 
where as a young man, he probably 
was unaware that those fellows 
dragging greasy rear. axle assem- 
blies and transmissions across the 
hotel lobby were the pioneers of 
what was to become America’s 


“Later,” he declared, “Henry P. 
Joy, one of the founders of Pack- 
ard, formed the Detroit Athletic 
Club to provide a more suitable 
place for the automobile people to 
meet and discuss their business.” 

One of Daoust’s most cherished 
sales was made in about 1910 when 
he sold a Cadillac Model 30 to 
“happened to be 
window shopping that day.” 

He later sold Cadillacs to two 





Walsh in Denver 


DETROIT.— Appointment of 


William C. Walsh 
as Denver re- 
gional sales man- 
ager for Chrysler 
division has been 
announced. 


manager before 
his appointment, 
Walsh joined 
Chrysler in 1952 
as Canton (O.) 
district manager. 
For five years, he 


William C. Walsh 


was a retail truck salesman in a 
Boston dealership. 


56 Tool Exhibit Called 
A Good Buyer’s Show 


DETROIT. 
tool show the best “buying show” 
in its history, the American Society 
of Tool Engineers said a survey 
indicated that 79 percent of visitors 
queried had either placed or were 


planning to place orders for pro-| 


duction equipment after only three 
hours at the show. 

The survey was taken during 
the event in which 530 exhibitors 
displayed more than $14 million 


Norge Offers 1,000 Cars 


As Prizes to Its Dealers 
CHICAGO.—A $3,000,000 jackpot 
of cars and trucks will be shared 
by appliance dealers who step on 
the gas selling refrigerators. 
Judson S. Sayre, president, Norge 
division, Borg-Warner Corp., an- 
nounced last week that Norge deal- 
ers will be given a total of at least 
1,000 Dodge pickup trucks, Plym- 
outh station wagons, and Chrysler 
New Yorker sedans before May 31. 





Hudson Outlines Sales Training Program— 


_ Merchandising managers from Hudson's 
in Detroit to hear details concerning the firm's new sales training program. The man- 


agers will carry the program to the field where they will conduct 
The meeting was presided over by H. C. Levis, 


schools” for dealers and salesmen. 


21 zone offices attend a special meeting 


“sales training 


Hudson merchandising manager; R. J. Flick, assistant merchandising manager, and 


C. T. Ferguson, sales training manager. 





— Calling its recent| 





worth of equipment in Chicago’s 
International Amphitheater. More 
than 36.000 executives and engi- 
neers attended the show. 


At the society’s annual banquet, 
Howard C. McMillen, manager of 
Philco Corp.’s Bedford (Ind.) plant 
was installed as ASTE president 
for 1956-57. 

New vice-presidents are H. E. 
Collins, Hughes Tool Co., Houston; 
George A. Goodwin, Master Elec- 
tric Co., Dayton, O.; Wayne Ewing, 
Arrowsmith Tool & Die Co., Los 


| Angeles, and H. Dale Long, Scully- 


Jones & Co., Chicago. 


Treasurer for the coming year 
is John X. Ryneska, General 
Electric Co., Lynn, Mass., and 
secretary is William Moreland, 
F. E. Myers & Bros. Co., Ash- 
land, O. 

Exhibits at the show fell into 15 
categories, ASTE reported, with 
machine tools accounting for 22 
percent of all displays. Automation 
devices made up 16 percent of the 
exhibits and quality-control and 
inspection equipment was third 
with 10 percent. 

Prices of the equipment didn’t 
stop buyers, ASTE said. It reported 
one exhibitor sold three machines 
at prices from $44,000 to $50,000 
and had leads on several more. 

Visitors chuckled over the story 
of a saw-blade producer who bor- 
rowed a power hacksaw from a 
machine manufacturer to demon- 
strate his blades. During the week, 
he not only took many orders for 
his blades, but sold three of the 
power hacksaws for his friend. 

Technical sessions at the con- 
vention also attracted a good 
turnout, ASTE said. The sessions 
included developments in cutting 
tools, electronic calculators, auto- 
mation and cost reduction. At- 
tendance averaged better than 
200. 

An added feature was a “Shaped 
Diamond Tool Symposium,” impor- 
tant because of the recently an- 
nounced development of synthetic 
diamonds. Experts from the U. S., 
South Africa, The Netherlands, Bel- 
gium and England discussed the 
present and future applications of 
industrial diamonds. 


Cleveland city) 


of Henry Ford’s 
Senator James Couzens and 
| Charles Sorensen, after they left 
| Ford. 
| Though he has seen many things 
in the auto industry change in the 
past half-century, Daoust said he 
has continued his policy of giving 
customers a lot of attention. 

However, he admits that subtle 
changes are needed in the sales- 
man’s approach these days to wrap 
up a deal. 

He asserted, “Today we merely 
close the deal and wait for the next 
customer. Most salesmen tend to 
forget the customer as soon as he 
walks out. 

‘For a young man, it’s a 
wonderful business. But I’ve 
worked a lot of hours — nights, 
Sundays and holidays. You had 
to spend a lot of time on cus- 
tomers in the old days. 

“T’ve often told my son, John 
(also a salesman at the Cadillac 
Retail Branch) that you have to be 
honest. It will hurt you for a 
while, but it will pay off in the 
long run with a good clientele.” 

Although thousands of Daoust’s 
|old customers have died, he has 
sold many individuals and families 
|for several decades. 

Cadillac’s competition is one 
thing that Daoust, probably more 
than any other man, has_ seen 
| change. In the early years, Cadil- 
|lae competed against Pierce Arrow, 
Winton, Peerless and Welsh. 


About 1913, when W. C. Durant, 
whom Daoust knew, added Cadil- 
lac to the then adolescent Gen- 
eral Motors, Cadillac moved into 
the finer car field, bucking Chal- 
mers, Packard, Buick and North- 
ern. Competition in the 1920s 
consisted of Packard, Lincoln, 
Pierce Arrow, Marmon and Stutz. 

Daoust’s best selling period was 
in August, September and October, 
1926, when he sold 77 cars, moving 
31 Cadillacs in August. 

Commenting on the seasonable- 
ness of auto retailing in the first 
decades of the century, Daoust 
said, “We didn’t deliver too many 
ears during the winter, what with 
the severe weather, the poor roads 
and the canvas tops. We'd call on 
people, sometimes sell them and 
get a deposit for delivery in the 
spring. 

“About Easter things would pick 
up and sales would be good until 
July, then the vacations would 
start and it would begin getting 
lean again for sales.” 

He said that in the early days 
salesmen were paid a regular 
weekly salary, then Cadillac 
began paying $25 a week and 
$25 a car. This was later boosted 
to $50 a week and $50 a car. 

Daoust said he never seriously 

considered owning a dealership be- 
cause he figured he could do better 
as a salesman and because he 
wanted to spend more time with 
his family. 

Still hale and hearty, Daoust has 
no plans for retirement, although 
“I don’t break my neck, any more.” 
| Recently John P. Frazer, a De- 
troit architect who bought a Cadil- 
lac from Daoust about 1912, wrote, 
“Through all these years you have 
been the same Floyd Daoust, with 
|the same smile and personality, 
jand that is why so many people 
|like and admire you. With God’s 
help you can go on for many years 
to come.” 


principal aides, 








Mercury Boosts 
Dealer Total 
50 Pet. in Year 


DETROIT.—Mercury division of 
Ford Motor Co. has increased the 
number of its dealers from 2,032 
to about 3,100 in the first year of 
its operations, ended yesterday 
(Apr. 15), as a separate division. 

F. C. Reith, general manager of 
Mercury, reported that sales in the 
division’s first year were 30 per- 
cent higher than in the previous 
12-month period. Today (Apr. 16) 
the 2,416,334th Mercury built since 
World War II will be completed. 

Reith also listed these accom- 
plishments: 

1. An increase in Mercury models 
from 12 to 18—the most Mercurys 
ever offered. Included was the new 
Medalist line. 

2. Start of construction of new 
plant in Los Angeles. 

3. Creation of a car-of-the-future, 
the XM Turnpike Cruiser. 

4. The industry’s first station 
wagon plant in Wayne, Mich. 





AUTO 
TURNTABLES 


s 
Manufactured by 
e 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept, N 
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= Set Valve 
= Clearance 





Sp Every Time with 















New Technique 
100% Accurate 


Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “feel”. 

Check these 

VALVE-GAPPER 

adventages: 

@ Reduces Valve Adjust- 
ment time as much as 
50%. 

@ Eliminate Inaccuracies 
of Individual *‘Feei’’. 

@ No Change in Adjust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

@ Serviceman can ‘'SEE’’ Clearance on Dial Indi- 
cator BEFORE, DURING and AFTER adjustment 

@ Both Hands FREE to Use Adjusting Tools. 

@ instantly Spot Defective Hydrovlic Lifters, 
**See’’ the condition of lifters ... show cor 
owners which valves ore sticking and noisy . . . 
Use the VALVE-GAPPER to free sticking lifters. 

@ Reduce ‘Service Comebocks’’ with the VALVE- 
GAPPER. 














e to fit almost 


Models availed! er car and 


OHV passeng' 
as: gasoline engine - be 
models to fit GM, Cummins —_ 
other Diesel engines. . a4 
jobber for the model bes 


to your needs. 


BOTH HANDS 
FREE 


Service man alwoys 
hos both hands free 
to use adjusting tools 
—he can ‘‘see'* exact 
clearance before, dur- 
ing and ofter adjust- 
ment. 


| 305 N. E. Russell Street, 2, Oregon! 
1 Please send me Valve-Gapper ee and prices. 
| Firm Nome 

1 Your Name 

| Address_____ 


' 
Ce 


| Engines Serviced: 
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(1) Passenger Cor (Diesel 
: (Gas Truck (Gas tadustriat 
» My Jobber is: 
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NADA Proposals Lose Ground 


(Continued from Page 1) 
be true, explaining GM supported 
the Williams bill only if there must 
be some kind of legislation. 
“I don’t think we need this legis- 
lation,” Klein said. 
ad = * 


ROSPECTS also looked dim for 

favorable committee reports on 
the Hinshaw bill to outlaw phan- 
tom freight and the Steed bill to 
set up exclusive sales territories 
for dealers. 

Rep. Carl Hinshaw, California 
Republican, told Automotive News 
that he probably would not have 
introduced his phantom-freight 
bill if the auto makers had ad- 
justed their freight rates several 
years ago. 

Hinshaw made it clear, however, 
that he thought further adjust- 
ments could and should be made 
by the factories. In particular, he 
wants truck freight rates substi- 
tuted for the present rail rates. 

+ ca * 


ORD MOTOR executives Thurs- 

day reiterated their opposition 
to bootlegging, freight or territorial- 
security legislation. A statement by 
L. D. Crusoe, executive vice- 
president, said the “steps we have 
already taken have gone a long 
way toward solving the problems.” 


Crusoe said the company’s recent 
freight-charge reductions have 
been instrumental in reducing boot- 
legging. He said the total number 
of bootlegged cars “is not substan- 
tial.” 

“If the customer is convinced 
that the dealer’s personal atten- 
tion and interest extends well 
beyond the original purchase,” he 
said, “he will be more inclined 
to turn to the authorized dealer, 
and not to an unknown boot- 
legger, for his purchase.” 
Crusoe said that Ford tryout of 
closed territories in 1938 proved 
“both unprofitable and impractica- 
ble.” He said a phantom-freight 
law “can only multiply problems 
of car dealers and ourselves with- 
out conferring any compensating 
benefit on the consuming public at 
large.” 

Accompanying Crusoe to the 
hearing were William T. Gossett, 
legal vice-president, and Walker A. 
Williams, vice-president. 

* * * 
C= POINTS cited by Crusoe 
in Ford's anti-bootlegging cam- 
paign included: 

1. Reducing the price of cars to 
dealers in points distant from De- 
troit. 

2. Introduction and further study 
of methods to provide even greater 
flexibility in production scheduling. 


3. Development of selling plans | 


to convince public of the impor- 
tance of trading with authorized 
dealers. 

4. Appeals to dealers to aid in 
stopping bootlegging. 

5. A new plan to offer certain 
advantages to consumers who buy 
from franchised dealers. 

* cd > 


EP. JOHN V. Beamer, Indiana 

Republican, pointed out dis- 
crepancies between some of Cru- 
soe’s statements and the com- 
plaints of dealers, particularly as 
reflected in the Senate question- 
naire. Beamer said that he hoped 
Ford dealers would speak frankly 
about their troubles at their forth- 
coming meetings with Henry 
Ford II. 

Crusoe replied that he would like 
to receive any complaints dealers 
might have, at any time. 

“It is our policy and practice 
-to welcome visits from our deal- 

ers,” he said. 

Beamer said that if Ford dealers 
would speak frankly, he believed 
Crusoe might want to temper some 
of his remarks. 

As in the hearings with GM 
officials the day before, House com- 
mitteemen seemed disinclined to 
favor passage of the bills. Admitting 
that bootlegging was an industrial 
evil, most Congressmen said they 
were still confused about its cause, 
and hoped the problem could be 
met within the industry itself. 


OSSETT said Congress would be 
wading into “dangerous waters” 
if it started “chipping away at the 
antitrust laws.” The _ anti-boot- 
legging and territory security pro- 
posals, he contended, represent 


“class legislation,” and passage 
would be contrary to the public in- 
terest. 

Chairman Klein reminded the 
Ford executives that NADA be- 
lieved the bills should be passed, 
and that most dealers seemed to 
agree with the national association. 

Crusoe replied that when Ford 
has a chance to meet with its 
dealers, he believes the retailers 
will change their minds about the 
need for legislation. Forthcoming 
conferences with dealers will be 
“closed-door” sessions, and no 
public announcements are ex- 
pected to emanate from them, 
according to one Ford spokesman. 

He admitted that distribution and 
delivery charges billed Ford deal- 
ers in 1955 exceeded actual inbound 
and outbound freight paid by Ford 





Henry Ford II Slates 


11 Dealer Parleys 


WASHINGTON. — Lewis D. 
Crusoe, Ford executive vice- 
president, told the Klein subcom- 
mittee Thursday that Henry Ford 
Il, Chairman E. R. Breech and 
himself will hold a series of 
“face-to-face” meetings with 
dealers in 11 cities as part of his 
company’s program. 

The meetings will be held in 
New York on Apr. 19; Washing- 
ton, Apr. 20; Twin Cities, Apr. 23; 
Kansas City, Apr. 26; Chicago, 
Apr. 28; Cleveland, May 1; At- 
lanta, May 3; Dallas, May 9; Los 
Angeles, May 12; San Francisco, 
May 14, and Detroit, May 21. 





by $27 million. This year, he added, 
Ford will lose $20 million in freight. 

But-.he emphasized that the dif- 
ferences are neither actual gains 
nor losses, since other changes in 
the pricing of cars make up for 
them. When delivery charges were 
reduced, he said, the price of cars 
was increased. 

* * 7 
Amen whether Congressional 
hearings had spurred Ford to 
make freight rate and other 
changes, Crusoe admitted that 
activity on Capitol Hill has “ac- 
celerated Ford’s thinking.” 

Beamer congratulated Crusoe on 
his statement, adding that he liked 
to think “the job can be done with- 
out legislation.” 

“I hope you believe me when I 
say we are trying hard to work out 
these problems,” crusoe replied. 

x * * 


\()N THE witness stand, E. W. 


Ivey, administrative assistant to 
Chevrolet’s general manager, voiced 
GM opposition to the Hinshaw bill. 

“This bill,” he testified, “would 

| not protect consumers, for there 

is no indication that any con- 
sumer is now deceived as to the 
transportation charges he pays in 
purchasing an automobile — or 
even that he is concerned with 
the location of the plant at which 
it is assembled.” 

Ivey contended that GM made 
freight adjustments in 1954 and 
again in 1956 because it was forced 
to do so by the competition. Hin- 
shaw, a visitor at the hearings, took 
issue with this. 

. cd cd 

| IDN’T just the introduction of 

my bill and the hearings have 

\2 material effect on lowering 
|freight charges?” Hinshaw asked. 

“Yes, we'll have to concede that,” 
Ivey replied finally. 

Hinshaw charged that GM had 
changed the name of its freight 
charges from “transportation 
charges” to “destination charges” 
in an effort to sidestep the 
phantom-freight issue. 

Ivey denied this, saying that 
“destination charges” were made 
up of three separate costs to GM— 


Brooks to Sell Deal 


Brooks Bros. of Meadville, Inc. 
(Dodge-Plymouth), Meadville, Pa., 
will be sold due to the illness of 
W. E. Brooks. Brooks said he has 
been negotiating with a group of 
bee businessmen who are inter- 
ested in purchasing the company. 





inbound freight on parts to assembly 
plants, handling costs at the as- 
sembly plants and outbound freight 
to dealers. The destination charges 
to dealers represent the true cost 
to GM, Ivey testified. 
+ x + 
eo emphasized that his 
only reason for introducing 
phantom-freight legislation was to 
halt bootlegging in areas distant 
from Detroit. The freight changes 
already made, he said, have re- 
lieved the situation somewhat on 
the West Coast, but he believes 
more cuts are in order. 
Subcommittee Chairman Klein 
showed little interest in the 
phantom-freight measure and re- 
assured GM witnesses that he 
had “no quarrel with the auto 
industry or its pricing methods.” 
Reflecting coolness toward 
territory-security measures on the 
Senate side, the house subcommit- 


tee did not question witnesses on | 


the Steed bill. 

Hufstader indicated GM might 
not oppose a bill permitting so- 
called cross-selling, but he attacked 
the Steed proposal as a “closed 
territory” measure. 

* * * 

BN ep re MOTORS has never 

had closed territory and would 
not be in favor of it,” he said. The 
Steed bill, he added, would prohibit 
normal ebb and flow of trade and 
prevent customers from purchasing 
from dealers of their choice. 

Klein seemed to feel that the 
best answer to bootlegging from 
a factory standpoint would be 
to cut down on new-car deliveries 
to known bootleggers. 

Hufstader acknowledged that 
such a plan was feasible. He said 
deliveries to one GM dealer re- 
cently were “adjusted” when the 
factory realized that he was order- 
ing far more cars than he could sell 
in his immediate area. 

Hufstader cited as an example 
of his firm’s “good faith” the 1955 
offer to buy back any surplus cars 
from overstocked dealers. Klein 
called the offer “an empty gesture.” 

* * * 
ee. Congressmen reminded 
the witnesses of dealer com- 
plaints, made in a Senate question- 
naire, that overproduction was a 
major cause of bootlegging. 

Hufstader denied that GM had 
overproduced at any time last 
year, arguing that all 1955 models 
were sold out at the end of the 
selling year. Certain models, in- 
cluding station wagons and four- 
door sedans, he continued, are in 
short supply today. 

“We had cars bootlegged even 


when cars were in short supply,” | 


he testified. “There was bootleg- 


ging in Cadillacs when customers | 


were waiting for them.” 

The House subcommittee will 
complete its testimony from auto 
makers Tuesday and Wednesday 
(Apr. 17-18) when it will hear from 
executives of American Motors 
Corp. and Chrysler Corp. Hearings 
are expected to close with testi- 
mony from the Federal Trade Com- 
mission and Justice Department. 

+ x * 

el ARGUING against the Hin- 

shaw bill on phantom freight, 
Ivey declared that it either would 
have no effect at all on automobile 
pricing practices or else it would 
create an unnecessarily restrictive 
situation which ultimately would 
prove unfair to dealers. 

The bill, Ivey noted, would pro- 
hibit deception and misrepresen- 
tation with respect to freight or 
transportation charges collected 
on the sale of cars to dealers. 

However, he said, the bill would 
not affect General Motors pricing 
practices because GM does not rep- 
resent its destination charges as 
being the actual transportation cost 
of an assembled car. The GM 
charges, he indicated, are approxi- 
mations but are based on legiti- 
mate costs. 

Ivey said that the objective of 
the Hinshaw bill “would seem to 
be an assembly-plant list price 
with the actual transportation 
charge from the assembly plant to 
the buyer’s destination added.” 

* a * 


Qvca a plan, according to Ivey, 
would work to the disadvantage 
of dealers. 

Inequitable pricing would result, 


| Lincoln, Mercury Reward Top Salesmen— 


Top Lincoln and Mercury salesmen, including a father-and-son team at Clark & 
| White, Inc., Boston, receives awards and congratulations from T. C. Smith, right, 


| Boston Mercury district sales manager. Dominick Morley sr., second from left, was the 
| leading Lincoln salesman in the nation and won his sixth consecutive Inner Circle 
award. Dominick jr., left, and Richard Roth, James Curry Motors, Inc., Cambridge, 
Mass., won Regional Circle awards. James C. Heffron, Clark & White, another Inner 





Circle winner, is not pictured. 


he said, from the fact that outlying 
|assembly plants are not set up, 
| geographically or productionwise, 
|to supply all dealers with the 
|proper number of cars in the 
| proper assortment of models to 
meet fluctuating market conditions. 

Ivey said that current pricing 
policies preserved the historic 
single national list price, with 
destination charges that fairly 
covered the costs incurred by the 
manufacturer in shipping not 
only assembled cars, but compo- 
nent parts to assembly plants as 
well. 

“This pricing basis,” said Ivey, 
“also maintains previously existing 
competitive relationships among 
the single-plant producers and the 
multiple-plant producers, as well as 
with multiple-plant producers who 
have assembly-plant operations at 
varying locations.” 

Ivey said that so far as phantom 
freight was concerned, GM had 
wiped it out with the freight 
adjustment in February. 

ae * * 
ICE-PRESIDENT Hufstader 
said GM favored the Williams 
bill because “it would permit us to 
contract with our dealers against 
the bootlegging practice, which we 
would like to be able to do.” 


|claimed by some that the second 
clause of this bill, permitting can- 
cellation of a dealer who knowingly 
bootlegs, is too drastic a remedy.” 

Hufstader cited an apparent flaw 
in the wording of the bill, which 
deals with the wholesaling of “any 
current-model motor vehicle.” He 
observed that many current-model 
cars could legitimately be classed 
as used cars and urged that the 
bill be made applicable to new cars 
only. 





* * ® 


JyCrst ADE raised grave objec- 
tions to the Steed bill, generally 
regarded as a territory-security 
measure. 


He recalled that GM sales con- 
tracts contained territory-security 
clauses until these were outlawed 
in 1949. 


Although a dealer who sold 
cars outside his own territory 
had to reimburse the dealers 
whose territory he violated, the 
GM clauses never were intended 
to prohibit cross-selling, Hu f- 
stader said. Such a ban, he said, 
would interfere with the buyer’s 
privilege of shopping where he 
chose and could drive prospects 
to dealing with the competition. 
In contrast, said Hufstader, the 

Steed bill would establish “closed” 
territories and would even bar a 
dealer from selling in the many 
“open” areas where there was no 
franchised outlet. 

It would also deprive factories 
of the right to maintain retail out- 
lets and to make direct sales to 
government agencies, the Red 
Cross and other such bodies, Huf- 
stader said. 

In addition, he said, it was not 
clear how the bill’s principle of 
closed territories could be applied 
to multiple-dealer metropolitan 
areas. 
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Here’s Roundup 
Of Mergers, 
Acquisitions 


A roundup of corporate mergers 


and acquisitions, proposed and com- 


pleted, follows: 
Houdaille-Gabriel 


Houdaille Industries, Inc., has 
sold all of its direct action hydrau- 
lic shock absorber business, to- 
gether with inventory, to Gabrid 
Co., Cleveland, it has been an- 
nounced jointly by Ralph F. Peo, 
president of Houdaille, and John 
H. Briggs, president of Gabriel. 

Houdaille, Peo said, will continue 
the manufacture of Rotary shock 
absorbers, of which Houdaille has 
been an important producer for 
many years, at the company’s hy- 
draulic division plant, Buffalo. 

These shock absorbers are used 


for railroad cars, buses, trucks and | 


large industrial installations. 

Peo said Houdaille has catalogued 
and has begun to sell the machin- 
ery used to produce the direct ac- 
tion shock absorbers in order to 


yi 
But Hufstader said “it has been | free vitally needed floor space for 


the manufacture of other hydraulic 
products. 


Briggs said Gabriel will continue 
distribution of direct action shock 
absorbers through the former Hou- 
daille Industries, Inc. after-market 
distributing organization under the 
former Houdaille trade names of 
Golden Glide, Hercules and Husky. 
Briggs said this acquisition would 
add substantial volume to the com- 
pany’s shock absorber division. 

o > = 


Borg-Warner-Y ork 


Directors of Borg-Warner Corp. 
Chicago, and York Corp., York, Pa., 
have approved a merger whereby 
Borg will acquire York’s assets and 
assume its liabilities. The affilia- 
tion is subject to Federal clearance 
and approval of York stockholders 
at a June meeting. York manufac- 
tures air-conditioning and refriger- 
ation equipment. 

* + 7 


Cabriel-E. A. 


Gabriel Co. has acquired the au- 
tomobile, truck and bus heater 
business of E. A. Laboratories, 
Brooklyn, N. Y., John H. Bridges, 
president of Gabriel, announced. 
The acquisition was made through 
the purchase of inventory, tools 
and dies, but no capital equipment. 


Production of this line of heaters 
will be transferred to the Hadees 
division of Gabriel, Rockford, Ill. 
Sales of this newly acquired line 
will be continued through the dis- 
tribution outlets and organization 
of E. A. Laboratories under their 
a trade names, EA and Red- 
head. 


Louis Mastriani, formerly in 
charge of sales at E. A. Labora- 
tories, has joined Gabriel organi- 
room Ba general sales manager of 
the adees division, with head- 
quarters in the company’s general 
offices in Cleveland. 
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Chrysler, S-P Edge Up... 
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1956 


after the model was introduced last 
Sept. 23. 

At a ceremony in the plant, R. C. 
| Armour, plant manager, finished 
{the last “0” in the “1,000,000” 

painted on the windshield of the 


(U. S. PRODUCTION ONLY) two-door Fairlane Victoria hardtop. 


Slightly Below March 
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Pay-As-You-Go Grows 


Installments Not ‘Poor Man’s Charge Account,’ 
Says Credit Foundation 


ATLANTA. — Promotion of John) 
|Victor Kicklighter to assistant 
regional sales manager for Dodge’s 
Atlanta region is announced by L. 
P. Jones, regional sales manager. 
Kicklighter joined Dodge in 1954 





uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 


and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 


WASHINGTON. 
percent of U. S. families today 
either owe nothing or less than $500 
) on installment accounts, according 


Eighty - one, stallments earn over $3,000 a year, 
the credit organization reported. 
“Installment credit fast is becom- 
ing a matter of convenient alloca- 
to the National Foundation for Con-| tion of payments from substantial 
sumer Credit. Inc. here family income,” the Foundation 
, ” ze 'said. “While in past years it was 
The more than $500 accounts correctly labelled the ‘poor man’s 
overwhelmingly represent automo-| charge account.’” A. W. Rowbottom, regional sales | 
biles, the group said. Of the 54 mil-| This, it was said, explains why} manager. 
lion families, 30 million—or 56 per-| collections are reported more on| Jarvis joined Dodge in July, 1952, 
cent—are installment debt free. schedule than ever before. It was/as district manager of the Port- 
The majority — 83 percent — of | 2dded that hardship cases due to| land (Ore.), district. 


those owing more than $500 on in-| Ver- extension and unintelligent A oPiONE 


|use of credit represent a smaller 

percentage than at any time in the 
INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


as used vehicle manager for the 
Atlanta region. He was_ subse-| 
quently promoted to Montgomery | 
(Ala.), district manager. 

NEW YORK. — Promotion of | 
James Robert Jarvis to assistant | 
regional manager for Dodge in the | 
New York region is announced by 


everywhere report the new Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 








450 Exhibitors 
Await Turin Show 


TURIN, | Italy. — Officials of the 
International Motor Show, which 
opens here Saturday (Apr. 21), an- 
nounced last week that more than 
450 exhibitors from 13 countries will 
| display their wares at the show. 
| : Be Pe The exposition closes May 2. 

. ° The show will be presented in 
Tire Yarn Price Cut Turin’s Exhibition Palace. Sponsors 
| CLEVELAND.—Industrial Rayon} said space requests have caused 
|Corp. has announced price reduc-|them to boost total display area 





past. This despite today’s high total 
| of outstanding debt. 

It was figured that 63 percent of 
|installment debt will be paid off 
within a year, 70 percent within 13 
| months. Of those who will not pay 
| out in a year, 75 percent are in the 
| over $3,000 bracket, the Foundation 
| said. 


Du Mont’s Enginscope 


Introduced at Show 


PHILADELPHIA. — Allien B. 
Du Mont Laboratories, Inc., last 
week demonstrated to the press 
its TV-like Enginscope which the 
firm said finds auto engine faults 
in a “matter of seconds.” 

The demonstration was held 
prior to the opening of the Middle 
Atlantic Regional Automotive 
Show in Exhibition Hall. The de- 
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EXECUTONE, INC., Dept. 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 











vice resembles a portable tele- | tions of six cents per pound for its|to 33,448 square yards. Name 
vision receiver and, Du Mont said, | 1,650-denier rayon tire yarns. The| Every American auto maker will Firm 
displays the faults in form of | new prices are 58 cents per pound| be represented among the 64 makes heel City 








Patterns of light on the picture | for Tyron 100 rayon tire yarn and|of cars to be shown. Seven Euro- 
tube. |63-cents per pound for Tyron 200| pean manufacturers of trucks and 
i | Re Yarn. buses also have reserved space. 


In Canada~331 Bartlett Ave., Toronto 
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tended illness. He was a past president of 


DETROIT. In a stinging at- 
tack on the power of organized 
labor, the National Assn. of Manu- 
facturers urged last week that 
unions be placed under the “broad 
pHilosophy” of the Sherman Act 


4 States Curb 
Studebaker-AMC 


Insurance Plans 


DETROIT. Illinois and New| 
Hampshire have informed Stude- | 
baker and American Motors that} 
their accidental-death insurance 
policies are illegal. 

In addition, Kentucky has| 
ordered both makers to stop adver- | 
tising the policies and Arkansas | 
has notified Kelly Motors, Inc. | 
(Nash-Hudson), Little Rock, that | 
the AMC policy it is offering may 
be illegal in that state. 

The policies provide purchasers 
of new Studebaker cr AMC cars 
with up to $25,000 in insurance in 
the event of accidental death in 
which the vehicle is involved. 

Both Arkansas and New Hamp- 
shire said the policies had not been | 
approved by the state as required 
by law. Kentucky said insurance 
giveaways are banned there. 

Illinois officials said the _ tiein | 
violated the rebate and discount 
sections of the State insurance | 
code and that owners of a certain 
make of vehicles are not recog- | 
nized by the insurance department | 
as a group-insurance class. 
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Obituaries 


Rudy Anderson, Creator 


Of NADA Magazine 


WASHINGTON. Rudolph E.| 
Anderson, who revised the format} 
of the old NADA Bulletin to create | 
NADA Magazine, died here: Apr. 7 
after an extended illness. During 
World War II, he edited the maga- 
zine and other NADA publications. 

In 1950 his book, “The Story of | 
the American Automobile,” was} 
published. During the past several | 
months, Mr. Anderson was work-| 
ing on a history of NADA, but be-| 
cause of illness he was able to fin-| 
ish only a few pages. 

* * * 


James J. Wheeler 
BALTIMORE.—James J. Wheeler, sales| 
manager of Mid City (Chrysler-Plymouth), 
is dead 
* * * 


Simon Lenkway 
MIAMI.—Simon Lenkway, 72, owner of 
Kurt Motors, died Apr. 3. A former New 
Yorker, he had lived in Miami 10 years. 
* * * 


Colin R. Segars | 
HARTSVILLE, 8S. C.—Colin R. Segars, 
62, president of Segars Motor Co., died at 
his home here Apr. 5 following an ex- 


the Rotary Club here and served for six 
years as president of the Hartsville Cham- 
ber of Commerce. He was a Mason and a 





Shriner. 
x - a 
J. S. Wolkonocki 
UTICA, N. Y¥.—John S. Wolkonocki, 


owner of the Hughes-French Chevrolet Co., 


Inc., and prior to that operator of the 
J. S&S. W. Motor Sales in Yorkville, died 
Apr. 4 after a brief illness. 

* * * 


Elisha R. Stanley 

JACKSONVILLE, Fila.—Elisha Richard 
Stanley, one of Jacksonville’s first auto- 
mobile dealers, died Apr. 2 in a local hos- 
pital after an illness of a few hours. Mr. 
Stanley held several franchises, including 
the old Oakland. 

* * * 


Guy H. Jackson 
HAMIL, W. Va.—Guy H. Jackson, 67, 
who owned an automobile dealership here 
for a number of years, died Apr. 3 at his 
home. 





* * oe 


William H. Bolte 

ATLANTA.—William H. Bolte, 63, man- 
ager of General Motors’ B-O-P assembly 
division plant here, died Apr. 5. Mr. Bolte 
joined Chevrolet in 1913 in New York and 
switched to GM's overseas operations divi- 
sion in 1926. He was named labor rela- 
tions director, Detroit diesel engine divi- 
sion, in 1942 and moved to B-O-P in 1945. 
He had been Atlanta plant manager since 
1947. 

* * * 


George J. Thompson 
DALLAS.-—George Jacob Thompson, 
an Oak Cliff automobile dealer 20 
died Apr. 4. 


48, 
years, 


* * * 


James J. Ryan 
ROCHESTER, N. Y.—James J. Ryan, 
who formerly operated a Ford dealership 
in East Rochester, N. Y., died Apr. 6. 
After closing his dealership, Mr. Ryan 
worked as a salesman until his retirement 
two years ago. He was 52. 
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NAM Urges Union Probe 


Charges ‘Double Standard’ in Application 
Of Nation’s Antitrust Laws 





and that Congress investigate union 
activity. 

Calling for the probe, NAM de- 
clared, “The time is long overdue 
for Congress to determine how 
and to what extent monopolistic 
practices by labor unions should 
be regulated and controlled in 
the public interest.” 

A particular target of the blast 
was the AFL-CIO merger which, 
NAM contended, “multiplies many- 


| fold the opportunities for combined 
|action which individual employers 


and even the government itself, un- 
der present conditions, may be un- 
able to withstand.” 

NAM fumed that a double stand- 
ard exists in the application of 
antitrust laws. “Under one,” it said, 
“monopoly is prohibited. Under the 
other, union monopolistic practices 
are freed of restraint.” 

The manufacturers’ group cited 
a number of court cases which, 
it said, reveal that the law per- 
mits combinations of unions to 
engage in activities which are 
“counter to the basic policies of 
the antitrust laws and completely 
unrelated to the legitimate objec- 
tives of organized labor.” 

“The courts have held,” NAM 
said, “that existing antitrust laws 
do not apply to unions.” 

Implementing its double-standard 


Rheem Automotive 


Moves to Calif. 


yesterday (Apr. 15), began moving 
its $7 million automated plant in 
Fullerton, Calif.. a suburb of Los 
Angeles, from its present locetion 
at Vernon, Calif. 

The plant, on a 59-acre site, will 
make Rheem the largest automo- 
tive part maker west of Chicago, 
according to Frank G. Fisher, gen- 
eral manager. 


The new building contains 400,000) 


square feet and has an additional 
103,000 square feet in steel storage 
and dock areas. One-third of the 
site is set aside for expansion. 
Fisher said all machinery and 


other equipment would be trans-| 


ferred by Aug. 1, so that 1957 model 


production will take place in the 


new plant. 


Rheem produces bumpers, bumper | 


guards, bumper hangers, coil and 
leaf spring suspension systems, as 
well as other automotive stampings 
and accessories. It supplies West 
Coast and Texas auto assembly 
plants. 


Electric Group 
To Plan Series of 
Regional Parleys 


DETROIT.—A special meeting of 
the Automotive Electrical Assn. 
regional conference committee will 
be held in Chicago May 9-10 to plan 
for a series of AEA regional and 
sectional conferences. 

Karl Deck, chairman of the com- 
mittee, said these conferences en- 
able specialized automotive service 
outlets to keep abreast with the 
latest technical information. 

Deck said the conferences are 
also helpful in training service dis- 
tributor employes and in furnishing 
merchandising and business man- 
agement programs. 

On May 10 the sales managers 
of the manufacturers division of 
the AEA also will meet in Chicago. 

The fall meeting of the AEA 
manufacturers and central distrib- 
utors divisions will be held Aug. 
22-26 at the Manoir Richelieu at 
Murray Bay, Quebec, Canada. 


Tupa Becomes Sole Owner 


Of S. D. Ford Dealership 


Frank Tupa has become sole 
owner of Quinlan-Tupa Motors, 
Inc. (Ford), Clear Lake, S. D. The 
firm was established in 1939 by Pat 
Quinlan, Canby, S. D., and has been 
managed by Tupa since 1942. Tupa 
became a partner in the company 
in 1949. 





charge, NAM contended: “Unions 
divide territory and exclude com- 
petition. When economic power is 


not sufficient, unions resort to force | 


and violence. 


“Excercises of economic power | 


by a single businessman for pur- 
poses of destroying a competitor 
violates antitrust* laws. Force or 
violence by a businessman would 
bring down the wrath of every 
court in the land.” 


The association charged collec- 
tive bargaining has turned into 
“collective demanding” and that 
traditional trade union activities 
have been distorted “by: huge un- 
ions functioning largely as politi- 
cal organizations.” 


osophy of the Sherman Act should 
and must deal with monopoly 
power, whether it be manifested in 
combinations of employers or 
combinations of unions.” 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


TEN DAYS 


WANT AD DEPT., 
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| 
Rein Tae | isa ctisaas sees ae 


DETROIT.— Rheem Automotive | 
|Co., a division of Rheem Mfg. Co., 


in central Illinois town of 20,000 desires 
volume minded and trained general sales 
manager to produce 250 new units on 
| ethical basis. Man employed will be given 
full responsibility for operation. Salary 
and percent of profits for the right party. 
Box 5999, c/o Automotive News, Detroit 
26. 





WANTED SERVICE MANAGER. For 
only Ford dealer in midwest town of 
| 110,000 population. This is a large serv- 
| ice operation and wil!l need top notch 
man. Unlimited potential for additional 
growth and personal advancement. Box 
6022, c/o Automotive News, Detroit 26. 


| WE ARE DESIROUS of employing sales 
manager capable of high volume, quality 
operation. Desire record of proven ability 
with present employer, two years mini- 
mum, Prefer man under 50 who can as- 
sume full responsibility for new car 
sales. We have one of the largest and 
nicest operations in Florida. Our poten- 
tial far exceeds present sales. Unlimited 
for the right man. If you 
can qualify, and would like to locate 
permanently in Florida, write Box 6002, 
c/o Automotive News, Detroit 26. 


| opportunity 


| USED TRUCK AND TRAILER sales man- 
ager for growing GMC ‘‘A"’ dealership; 
also Dorsey trailer distributorship. At- 


tractive proposition for man qualified to 


appraise, supervise reconditioning and 
sell. Write giving experience, references 

| and recent snapshot Meredith GMC 
Trucks, Inc., Casper, Wyo 


REGIONAL SALES 
REPRESENTATIVES 


Due to our expansion program we have 
several openings throughout the country 


for men who have successful automotive 
background or automobile dealer confact 





experience, to sell exclusive copyrighted 
new car merchandising program which is 
meeting with tremendous success. No 
competition. Opportunity to earn mini- 
mum of $12,000 per year. Write 


Universal Plan, Inc. 
1916 N. Meridian Street 
Indianapolis 2, Indiana 


BUSINESS MANAGER. Experienced man 
to handle office and inside operations 
Mercury agency in middle west. Please 
give full personal data, recent photo, 
business experience last 10 years. Posi- 
tion must be filled by May Ist. Top sal- 
ary and unlimited opportunities for right 
man, Strictly confidential. Box 6003, c/o 
Automotive News, Detroit 26. 


DETROIT AUTOMOTIVE TRADE associa- 
tion. Person experienced in preparation 
and compilation of catalogs, technical 
manuals, bulletins, correspondence and 
general office procedures. Box 6018, c/o 
Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 





NAM insisted, “The broad phil- | 


and address at regular rates. Add One Dollar 
| i me ee el eget Tt et ee) ae ee ee eo ee CE 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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“We're using every means to 
in| move ’em—” 





engaged in all branches of 


PER WORD FOR EACH 





HELP WANTED 

OFFICE MANAGER for 
one of Chevrolet's largest dealers in New 
York area. Must be top man with thor- 
ough knowledge of General Motors sys- 
tems. Excellent opportunity. 
experience, 
sired. All replies held in strict confidence. 
Box 6004, c/o Automotive News, Detroit 
26 





GENERAL MANAGER—OVERSEAS. Ex-| 


cellent opening in establishehd agency 
for man fully capable managing all 
phases. Must have thorough experience 


in complete GM iine and good past rec- 
ord. Interested in applicants now on west 
coast. Minimum 3 year contract in Guam. 
Salary open. Send full details and recent 
photo to Box 6001, c/o Automotive 
News, Detroit 26. 


OPPORTUNITY 


Executive-type man for 
sales manager position 
with casualty, credit life, 
accident and health insur- 
ance companies. 


Must be superior sales- 
man and have had install- 
ment financing experience, 
preferably as manager, 
branch manager, or new 
business representative. 


Salary open. Excellent 
opportunity for man who 
can qualify. Many benefits, 
such as pension trust, life 
and hospitalization insur- 
ance, without cost to you. 


Give complete back- 
ground; send photo. All re- 
plies held in confidence. 


Only those who qualify 
as above need apply. Write 
to: 


Central National 
Insurance Companies 
J. Earl Thompson, 


Executive VYice-Pres. 


1805 Harney Street 
Omaha 2, Nebraska 





INSERTION. 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full nume 
CSD Me ae elle ee ee ee 


Forward | 
qualifications and salary de-| 
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DeSoto to Stage ~ 


Salesmen’s Rally % 


In Pittsburgh 


DETROIT.—Prompted by the 
success of its recently-conclideg 
dealer forums, DeSoto will hold 
a pilot salesmen’s forum in Pitts. 
burgh Apr. 20. 

The meeting will be addressed by 

four of the most successful sales. 
men in the Pittsburgh region, 
Attending will be about 200 saleg. 
men from the region. 
Purpose of the meeting, to be 
| held at Webster Hall, is to dissemi. 
|nate basic fundamentals and tech. 
| niques. 

R. G. Mahler, DeSoto sales pro. 
motion manager, said the mecting 
| will be completely free of factory 
influence and opinion, although it 
|will be financed by DeSoto. 


CLASSIFIED WANT ADS 


150,000 readers 
(22¢) 


the nation's automotive industry 
POSITION WANTED ADS, 


as oe 


| HELP WANTED 


SERVICE MANAGER 400 car 
dealer. One hour from Chicago 
parts manager. Want sales minded peo- 
ple only. Salary, commission and per- 
cent of profit. Write Box 6023, c/o Auto 
motive News, Detroit 26. 





NEW CAR SALES 
MANAGER 


| 
| Need a young aggressive man to take 
| charge of organizing a sales force for a 
Chevrolet dealership | have just purchased. 
| May be experienced or not. If you have 
been a top auto salesman and feel you 
can handie men, | would be _ interested. 
Top pay and lots of opportunity. Must be 
familiar with a large operation. Write, 
givin all information with recent photo 
to: ene Cable, 315 N. Main, Independ- 


ence, Mo. 








| SERVICE MANAGER, Chevrolet experi- 
enced, ability to please customers, good 
references, will relocate immediately. 
Box 6005, c/o Automotive News, Detroit 
26. 


| SERVICE MANAGER. Thoroughly experi- 
enced all service procedures large volume 
operation. Know service promotion, esti- 
| mating, new and used car preparation. 
| Best references. CHicago or vicinity pre- 
ferred. Box 6007, c/o Automotive News, 
| Detroit 26. 


“LEADING USED 
CAR AUCTIONS" 


The ‘‘Leading Used-Car Auc- 


has been moved to page 50, 
and will, from now on, appear 
on the first editorial page of 


|| used car price listings. 








HELP WANTED 


CAR MANUFACTURER NEEDS 
ADDITIONAL DIVISIONAL FLEET 
SALES REPRESENTATIVES 


Must have wholesale and direct automobile fleet sales experience. This is a 
central office staff position offering excellent opportunity. Reply giving com- 
plete resume. All replies will be held in strict confidence. 


Box 6027, c/o Automotive News, Detroit 26. 






tions In The Nation" Directory | 
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“MANAGER OR general sales 


[ER with proven ability to handle 
















~ : 
f a large dealership. Inter 
P }. on operation that needs a $20,000 
manager. Will consider operating 
a manager buy out plan. Factory ap- 
oval assured. Box 6024, c/o Automo- 

¢ News, Detroit 26. 
th = MANAGER. Executive volume 
udes ee Ne chicken but spry, healthy. 
hol illion dollar experience. All angles A to 
_ on rvice supervision. 10 years one place, 
*itts. aie present. Dying dealership. Poten- 
: small, improper compensation for 
- kground, ability, experience and 
d by o owiedee parts, service. Tops; employee, 
ales. anny owner, headaches. Expert insti- 
gio “tional, technical meetings. Compensa- 
- must be interesting to relocate. Why 
aleg- (B'0" Sediocre operation? Have the best. 
an streamline any deal. South, south- 
vest or Minnesota preferable. Box 6006, 

be ig Automotive News, Detroit 26. 
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r and 
Heaanufacturer’s agent for new or used 


chandising item. Am well ac- 
or nied with hundreds of new and used 
r dealers in Philadelphia, Pennsyl- 
Fania, New Jersey and Delaware areas. 
prefer open territory on commission 
basis, Box 6008, c/o Automotive News, 
Detroit 26. ee 
PERIENCED PARTS merchandising 
operations manager. 23 years’ experience 
utomotive allied fields in far east, central 
South America. Wish relocate United 
States. Thoroughly competent and quali- 
fed handle complete domestic or export 
operation. Age 42, native born American. 
Box 6010, c/o Automotive News, Detroit 


26. es 
aw “SALES MANAGER, 36, thor- 
BW Ay experienced with Ford, Lincoln, 
Mercury operation. Want to relocate with 
family—Miami, Florida or vicinity. Pres- 
ently employed above capacity leading 
Ford dealership New York City vicinity. 
Proven method to increase volume and 
profits. Highest business and character 
references. Will stand rigid investigation. 
Remuneration open, future most impor- 
tant, Available 30 days. Box 6011, c/o 
Automotive News, Detroit 26. 


AL SALES MANAGER or sales 
ean available May ist. Presently 
employed, 20 years’ experience, married, 
free to move any state. Profound knowl- 
edge of new and used cars, prefer Chrys- 
ler products dealership, large or small 
not essential. Proven ability in producing 
sales and training and directing sales- 
men, Dependable and aggressive. Inter- 
ested in position with a future. Can 
increase your new car sales and reduce 
your used car inventory. My present em- 
ployer will recommend me highly, plus 
other recommendations. V. M. Bradford, 
$410 Harborview Ave., Tampa, Florida. 


ENERAL MANAGER OR NEW or used 
ar sales manager. Twenty-three years 
xperience. Understands finance, distri- 
bution, used car merchandising. Worked 
in large cities and small, all makes of 
cars. Desires position in small dealership 
who is more interested in money in the 
bank than volume. Pacific northwest. 
Wire Ray Carpenter, 226 3rd East, Kal- 
ispell, Mont. 

FFICE MANAGER, 45, 12 years’ experi- 
ence, knowledge all phases of operation, 
daily controls, college. Prefer New Jer- 
sey, eastern Pennsylvania, metropolitan 
New York. Top flight man for volume 
operation. Box 6009, c/o Automotive 
News, Detroit 26. 









SERVICE MANAGER orf 
perienced all cars and trucks, specialist 
rake and front end service. Available as 
sistant manager, service salesman or pro- 
otion and/or supervision wheel alignment 
ind frame department, Bear Bean, etc. Fif- 
n years’ experience, promotion and man- 
gement. Own successful business in New 
ngland. Prefer to locate in east or south. 
vailable at once. Salary open, or will invest 
service business. Excellent. references if 
esired. Box 6028, c/o Automotive News, 
Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Dodge-Plym- 
outh. Good substantial Texas town ap- 
proximately 15,000 population. No in-line 
competition in county. Close proximity 
largest car-truck market in Texas. County 
income diversified: oil, cattle, farming. 
All modern facilities, very low rent, no 
real estate. Sell all or just shop equip- 
ment, parts, fixtures. Potential about 200 
units. Family illness forces sale. Box 
5973, c/o Automotive News, Detroit 26. 


ERY CLEAN DEALERSHIP—Established 
1925. Handling Dodge-Plymouth in Ohio 
industrial county. Low overhead. 1955 
sales—S160,000. Priced to sell. Box 5989, 
¢/0 Automotive News, Detroit 26. 


/ALUABLE AND PROFITABLE agencies 
in New York State and Pennsylvania 
handling Chrysler, Plymouth, Buick, Pon- 
tiaec, Packard, Dodge. ‘‘Rock’’ Boyce, 
Broker, Wellsville, N. Y. 


DEALERSHIP HANDLING Ford in north- 

eastern Illinois. Taking larger deal and 
must sell this one. Consistent money 
Maker year in, year out. No real estate, 
Used cars or accounts receivable. Ap- 
Proximately $25,000 4 ts and equip- 
Ment. Sold 200 new u last year. Good 
industrial and agriculture balance in 
Community. Reply Box 5991, c/o Auto- 
Motive News, Detroit 26. 


CTIVE PARTNER — Smal! investment. 
Pull management to young aggressive 
Man. Chrysler Corporation dealership in 

Francisco—metropolitan area—350- 
500. Chance for early buy out. Old es- 
tablished dealer has excellent facilities, 
Service department and reputation. Have 
You the sales power? Box 5990, c/o Auto- 
Motive News, Detroit 26. 














WEALERSHIP HANDLING CHEVROLET, 


Middie Tennessee, completely equipped, 
%,000 area population, over half-million 
s. No accounts or used units, buy or 
fireproof building. Write in confi- 
dence. Box 6012, c/o Automotive News, 
Detroit 26. 





DEALERSHIP H A NDLING Chevrolet 









Available, midwest. Well established. 
Average over three hundred units an- 
Mually. Will sell or lease building and 
Used cars or accounts receivable. Ap- 
Ss and major items or shop equipment. 
|#ave other interests. Box 6014, c/o Au- 
otive News, Detroit 26. 


i 








DEALERSHIPS AVAILABLE 


GM DEALERSHIP in Michigan—75 miles 


from Detroit. Corner property, cement 
building, brick front. Unusual opportu- 
nity. Box 6013, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING Dodge- 


Plymouth in heart of guided missile 
area, 20 miles from Huntsville, Alabama 
arsenal, Will sell far below inventory 
and appraisal in order to take larger 
point. No used cars or receivables. Good 
building and lot lease. This will go 
quickly. Contact Lawson Draper, Athens, 
Alabama. 





“BIG 3" 


DEALERSHIP Metropolitan 
Philadelphia area—250 new car potential. 
Service shop completely equipped and 
doing excellent business. Will sell all 
assets including real estate or will lease 
real estate. Write Box 6015, c/o Auto- 
motive News, Detroit 26. 





DEALERSHIP HANDLING Chevrolet and| 


Buick. We want out. $8,000 buys parts, 
special tools and accessories. Netted over | 
$23,000 and sold over 160 new In 1955, in| 
Lyman, Wyoming. Ford only other deal-| 
ership in 40 miles. Large trading area. | 
Center of upper Colorado River project. | 
2 hours from Salt Lake City. Low over- 
head, sure profit. Lease building for $250) 
per month, used car lot paid up to Jan-| 


uary Ist included. Natural gas heat. If} 
you don't like friendly people and a/| 
small town don’t answer. Uranium in-| 





terest requires our full time. Bridger Val- 
ley Motor, Lyman, Wyoming. | 





GENCY HANDLING DODGE- 


PLYMOUTH close to Detroit. Above 
average return on sales of over $1,000,-| 
000 for 1955. Priced for immediate sale. 
Box 6025, c/o Automotive News, De- 
troit 26. | 





DEALERSHIP HANDLING 


FLORIDA 


Automotive News, Detroit 26. 


ONE of the} 
‘‘big two’’ in one of the largest and 
fastest growing cities in the south, sell-| 
ing 75 to 100 units per month. Give your | 
factory relations and qualifications in| 
detail in your letter. No real estate to 
buy. Reply Box 6026, c/o Automotive | 
News. Detroit 26. | 

— OVER $55,000 net before | 
owner's salary, over 5% net on gross| 
sales in 1955. Modern facilities and per- 
fect location. This is a Chrysler product 
deal with no trucks. An obvious steal at 
$35,000. No real estate, accounts receiv- 
able or used cars. A 300 car deal with 
low overhead in a bountiful medium size 
Florida city with year-round industries 
and tourist attractions. Box 6019, c/o} 


DEALER SERVICES 








@ Obsolescence Disclosed 

@ Shortage or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 


10040 Freeland Detroit 27, Mich. 
429 S. Western Ave. 








General Assistance Program, a personal and 
confidential 
Bounce the ball 
things in your business that are causing you 
to lose fleets. We will suggest solutions that 
are drawn from the successes of a national 
network of experienced dealers actually oper- 
ating dealerships, and who make their experi- 
ences available to us. Write now for details. 


10600 Puritan 





INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS e 


Call or write for service details 
Automotive Inventory Service Co. 
WE 3-6445 
Western Dealers Attention 

Los Angeles 5, Calif. 
Du 9-5095 


INVESTIGATE 
our 


car dealers. 
regarding the! 


service for new 
against us 


Automotive Enterprises 
Detroit 38, Michigan | 





DEALERSHIPS WANTED 





CASH AVAILABLE TO purchase principal 


GENERAL MOTORS franchise in southern 


FORD—100 to 200 cars, 


point dealership or interest in principal 
or multiple point. Ford, Chevrolet or 
Olds-Cadillac. Parts stock must be clean 
and other assets at fair market value. 
Factory approval assured from experi- 
ence and background. Prefer, but not 
necessary, southeast or Denver area. 
_ 5979, c/o Automotive News, Detroit | 
6. 


or west coast of Florida. Can get factory 
approval without delay. Cash no prob- | 
lem. Write Box 5987, c/o Automotive 
News, Detroit 26. 


Florida, Tennes- | 
see, Georgia. Cash, factory approval) 
available immediately. We mean busi- 
ness. Reply in confidence. Box 6020, c/o 
Automotive News, Detroit 26. 








FORD, 


DEALERSHIP WANTED — Chevrolet, | 


Buick, Oldsmobile or GM dual with Chev- | 
rolet for 100-200 units in central or 
southern Michigan. Strictly confidential. 
a. 6016, c/o Automotive News, Detroit 
6. 





CHEVROLET OR Buick. Have 
cash and factory approval. 200-400 po- 
tential. City of 10,000 upward. Replies 
confidential. Prefer midwest. Box 6017, 
c/o Automotive News, Detroit 26. 





CAR CARRIERS, 


TRUCKS FOR SALE 


(2) tractors and trailers 
1951 Dodge tractor 
also 1953 Inter- 


complete, for sale. 
with 1946 auto trailer, 


national Harvester model L 160 tractor 
with 1946 traffic transport trailer. Con- 
tact: Seth Boyden, 939 Raymond Blvd., 


Newark, N. J. Phone: Market 4-6866. 





MACK 10 WHEEL diesel truck chassis and 





cab or dumpers, 10 yard and up. Also 
other very heavy duty diesel trucks and 
Mack surplus spare parts and engines. 
Box 6021, c/o Automotive News, De- 
troit 26. 





BUSES WANTED 





WILL BUY USED school buses -36 to 66 


passengers. One or twenty, also airpor- 
ters. Dealer, Box 5982, c/o Automotive 
News, Detroit 26. 
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PARTS FOR SALE 


1955 FORD F900, 5 speed HD overdrive 


transmission, model OHS. Perfect condi- 
tion. Price $200. Woodmore Motor Co., 
Inc., Ford Dealer, North Tarrytown, 
N. Y. 


PARTS WANTED 





ENGINES WANTED 
FOR SOUTH AFRICA 


FORD — General Motors and Chrysler prod- 
ucts. 
assemblies 
further information reply to Mike Appel Mo- 
tor Co., Ltd., Box 3648, Johannesburg, South 
Africa, or to Brown Bros. Export Corporation, 
Shippers, 1225 Broadway, New York |, N. Y. 


sub assemblies also used sub 
suitable for reconditioning. For 


New 








Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, 
nati, 
coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


218 S. Wabash Ave. 
. E. Spatig, Used Car Mar. 





CADILLAC 





BUSINESS OPPORTUNITY 


Distributorships Open 


FOR THE QUALITY 
CADILLAC LINE OF 
FUNERAL COACHES 
AND AMBULANCES 


Territory 1 Territory 2 
Virginia Tennessee 


Territory 3 

~ Missouri 

Territory 4 
Arkansas and Louisiana 


Northwest Territory 5 
Includes Oregon, Washington, 
Idaho and Utah. 

By Old Established Manufacturer 
Profitable proposition to reliable dis- 
tributors who are interested in earn- 
ing and being in the 5-figure salary 
bracket per year. Our factory repre- 

sentative will help organize. 
G.M.A.C. Finance Available 
Write Box 6029, 
c/o Automotive News, 
Detroit 26, Michigan 





CARS FOR SALE 


ROBINSON AUTO RENTAL 
FLEET LEASED CARS 








1954 - 1955 
| CHEVROLETS, FORDS, PLYMOUTHS 


Deluxe and Standard— 
Many two-tones 


Flint, Chicago, Milwaukee, Cincin- 


Louisville, St. Louis, Kansas City, Lin- 


FOR SALE—ONE PASSENGER car, 


1907 MODEL U 





SHOP EQUIPMENT FOR SALE 

mo- 
tor driven, all steel, turntable. Used two 
years—only during new model announce- 
ment period. Price $200. Write Jack 
Johnson Chevrolet, 23 E. High St., Lon- 
don, Ohio. 


ANTIQUE CARS FOR SALE 


PACKARD sedan. Car is 
in good running condition. Dillon Bros., 
330 E, Pershing, Springfield, Mo. ‘ 








FOR SALE—COLLECTION of historical 


cars, 1900 and 1910—all in running con- 
dition. Roger Sceaux, 4, rue Beaurepaire, 
Pantin (Seine), France. 





1—1902 TO 1906 Cadillac in running con- 


dition—for sale. 
Co., Salem, Ill. 


Stanford Engineering 











ROBINSON AUTO RENTAL 
DIVISION 


Chicago 4, Ill. 
Webster9-5165 





‘ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER | 


1951-1952 


Plymouths — Fords — Chevrolets | 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 


SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- | 
senger sedans only. Prices gladly quoted. | 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


BUICK PARTS 


All Other GM Parts Also || 
UP TO 50% DISCOUNT 





Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


NEW LINES WANTED 





DISTRIBUTOR FOR AUTO air-condition- | 


ing wants several additional lines. 
tacts 100% with new car dealers—Ne- | 
braska and western Iowa. Box 5997, c/o | 


Automotive News, Detroit 26. 


Con- | 





SHOP EQUIPMENT WANTED | 





WANTED—BORING MACHINES, 
4646. 


FOR SALE CLAYTON dynamometer, 


lathes, | 
grinders and large machine tools. Daven- | 
port, 660 S. Sth St., Louisville, Ky. Clay 


SHOP EQUIPMENT FOR SALE 





| 
model C41 series, complete floor installa. | 
tion. Used very little. What's your offer? 
Ray Vickery Motors, Inc., 312 West Sec- 
ond St.. Marion, Ind. Phone 3789. 





MISCELLANEOUS 


Automatic BrakinG 


THE ORIGINAL YELLOW BAR 


ONLY . . $48°° 


LESS 
ALL 
CABLES 


WITH BRAKE HOOK-UP 


ONLY. .*5]4 


Meets 1.C.C. Strength Requirements 


LESS 
GUIDE 
CABLES 


COMPLETE with 


uide abies an $ 45 
Guide Cobier na = SB 


Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
We pay charges 


Call Collect 13 ees 3", 
40 So. Clinton St., Chicago 6, Ill. 











MISCELLANEOUS 


The NEW 
BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


* 
FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$ 525 FED. TAX 


INCLUDED 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 





CARS FOR SALE 


FOR SALE 


1956 CHEVROLETS, 
FORDS, PLYMOUTHS, 
BUICKS, CADILLACS 


Sedans, Convertibles 


Automatic Transmission, Radio, 
Heaters — 3,000 to 5,000 Miles. 
Like New. 


SUNSET AUTO RENTAL, INC. 


1840 Alton Rd., Miami Beach, Fla. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


eee eee eee eee eee teense 


See eee eee Ree Hee HEHEHE HEHE HEEe 


Street Address............. 


seer 


ee ee eee eee eee eee eee ee ee ee ee ee 


Zone No......... 


eee wen wees 


TRADE CONNECTION: 


Car Dealer [) 
Jobber [] 


Insurance [] 


Truck Dealer [1] 


Manufacturer [) 


Financial [J Supplier oO 


cerca cce Brcccrescesccccesecses 


4-16-56 
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Are you looking for a Big League Berth? 


The season of eager fans and record-breaking 
“gates” is just ahead. And here at Dodge we’re 
signing up capable retail operators who are looking 
for permanent berths on a hustling team. 


That means men with substantial backgrounds in 
the industry who know how to sell and service 
automobiles profitably . . . who can run a fast- 
moving dealership not from a well-polished desk 
but right on the ‘‘firing line’. 


That’s a broad order, we know. Most likely such 
men are actual dealers who realize their present 
situation has limitations. But Dodge will also con- 
sider the claims of general managers or even sales 
managers whose successful records clearly demon- 


strate their knowledge of the business and their 
ability to produce. 


Potential sales of the current Dodge line in every 
community, and its outlook for a progressively 
profitable future, demand a dealership team of top 
caliber for the months and years ahead. There are 
important berths on this team still to be filled, 
in really choice locations. 


If you feel you can fit into the first-string Dodge 
line-up, don’t let financial limitations stop you. 
Just write us fully in confidence, and if your back- 


ground appears sound in our judgment, we’ll ad- 


vance a goodly share of the working capital neces- 
sary to start you firmly on your way. For quickest 


action, address your letter to By/e.Ji3. Nichols, 
Vice-President in Charge of Sales, Dodge Divi- 
sion of Chrysler Corporation, 7900 Jos. Campau, 
Detroit 31, Michigan, or get in touch with the 
Dodge office in one of the following cities: 


Cincinnati, Ohio 
Atlanta, Georgia 
Chicago, tl. 
Detroit, Mich. 
Omaha, Nebraska 
Pittsburgh, Pa. 
Kansas City, Mo. 
Houston, Texas 
Syracuse, N. Y. 


White Plains, New York 
Jacksonville, Florida 
Milwaukee, Wisconsin 
Los Angeles, Calif. 
Denver, Colorado 
Portland, Oregon 
Charlotte, N.C. 
Minneapolis, Minn. 
San Francisco, Calif. 


Burlingame, California 
Dedham, Massachussetts 
Cleveland, Ohio 
Memphis, Tennessee 
Philadelphia, Pa. 

St. Louis, Missouri 
Dallas, Texas 
Washington, D.C. 


im Dodge Division, 
» 


— > Chrysler Corporation 





